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Western Dealer Leaders 


Lead Washington State Dealers— 


leadership of the Washington State Auto Dealers .- 
these men, elected at the group's annual meeting in enatchee, Wash. 
from left, are Don Seaberg (Buick), Pasco, president, and 
couver, first vice-president. Standing: Warren Simmons (Chev 
Seattle, second vice-presi 
Mason (Ford), Longview, third vice-president. 


treasurer; Robert Dunn (Pontiac), 


Automobile Dealers Assn. 
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Idaho Association Officers— 


. rests in the hands of 
Seated, 


et), Olympia, secretary- 
ent, 
Dunn also is pr 


‘ 


New and outgoing officers of the Idaho Automobile Dealers Assn. are, seated, : . a 
from left, W. Fisher Ellsworth, Idaho Falls, vice-president; Leon Weeks, Boise, secre- weighed May 4nd found it wanting. 


tory; W. S. Freeland, Coeur d'Alene, retiring president; Frank C. Bevington, Nampa, | 


x Garrison (Buick), Van- 


and William D. | 
ident of-the Seattle | 
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NADA Mobilizing Dealers 
Behind Equity Legislation 


By Martin Trepp 
Staff Correspondent 


NATCHEE, Wash. — NADA | 


is girding for allout action to 
push through dealer legislation now 
before Congress, Frederick M. Sut- 
ter, NADA first vice-president, told 


May Sales Lag 
Adds 25,000 Cars 
To June Goals 


By Robert M. Lienert 
Associate Editor 





| the Washington State Auto Dealers 
| Assh. convention last week. 


/Pleading for “overwhelmingly 

ng” support from dealers for 

| fhe O'Mahoney and Monroney 

|/bills, Sutter said, “Today is pay- 

off time. If you don’t get these 

bills through you are going to 

| learn what coercion really 
|} means.” 

| Sutter’s stand was supported by 

| David Busby, chief counsel of the 


| Monroney auto marketing practices 
| subcommittee, who said: 


“Nineteen-fifty-five was a year of 
warning in the automobile indus- 


—— nation’s new-car dealefs are|try. The warnings went unheeded. 
faced with a lot of “lefthbvers”| Now, 1956 is a year of decision, 
for June. Some are fearful/of in-|and it may well be the turning 


digestion. 
The “leftovers” are co 
| Of more than 25,000 new cars 
which dealers had incl¥ded in 
minimum sales goals for) May — 
but which were still amdng bulg- 
ing new-car stocks as the month 
closed last week. j 
| On the basis of field réports early 
lin May, it was indidated that 
dealers had set minimum individual 
sales targets for the Month. 
* * */ 
ROJECTING on jthis, it was 
estimated that if further 
miseries in new-car/sales were to 
be avoided, the natfonwide retail- 
sales total for May/ would have to 
exceed 600,000 new é¢ars. 
Dealers felt 
dividual goals wére attained 
(automatically pushing the over- 
all total above/ 600,000), some 
semblance of lance could be 
restored betweeg stocks and sales 
for the remaining months of the 
| 1956-model season. 
| As dealers tufned over a new leaf 
lon their calendars last week, they 


prised 


Preliminary estimates indicate 


mew president; Frank Bork, Emmett, director; and C. E. Flandro, Pocatello, district | that sales for the month fell short 
vice-president. Standing: Clare Walker, Kellogg, district vice-president; Charles Lash- 
ley, Orofino, district vice-president; J. G. Kramer, Coeur d'Alene, director; Lloyd 


Daman, Wallace, director; L. B. Myers, 


Pocatello, 


director; Kenneth Curtis, Buhl, 


district vice-president; and Fred Lillge, Boise, district vice-president. 


Salesmen’s Pay Is Termed 
Weak Link of Industry 


~ Eprror’s Note: High morale of 
salesmen is the priceless imgredi- 
ent in any sales organization. 
Our Atlanta correspondent inter- 
viewed many salesmen and sales- 
‘managers in preparing the fol- 
lowing article, which deals largely 
with the problems and dissatis- 
_factions of salesmen. Our hope is 
that dealers who read this may 
“find ways to meet the problems 
and thus build stronger sales or- 
‘ganizations. 
+ * : 
By. E. C. Bash 
Staff Correspondent 
TLANTA. — “The salesman is 
: the forgotten man of the auto- 
‘mobile industry. The factories are 
: making their mil- 
lions, the dealers 
are making their 
hundreds of thou- 
sands, the man- 
agements are 


rae making their 


‘thousands, and we salesmen aren't 
ing a living.” 

- Speaking these words is a 35- 

Year-old new-car salesman for a 


leading dealership in the low-price 
field. He is a high school graduate 
with ten years sales experience. 
He continues: “Last year at this 
time I was averaging better’ than 
$500 per month. Last month I 
made approximately $150 after 
taxes. Actually I didn’t make that 
much because we buy our own 
(Continued on Page 70, Col. 1) 


of the “minimum” mark—winding 
up in the neighborhood of 575,000. 


* * * 


ILE this “miss” is narrow, it 
indicates compounded troubles 
+for the summer months. Some 
dealers feel that by continuing to 
push the hard-sell, they can handle 
the May “leftovers” in the forth- 
coming cleanup. 

Others, more pessimistic, are 
inclined to feel that their May 
targets were based on absolute 
necessity. The sales that weren’t 
made in May, they say, aren't 
going to be made in June, either. 
Nor in July or August. 


56s still hanging on e vine when 
the first 57s begin té™sprout. 





(Continued on Page 4. Col. 3) 


Inside Automotive News. . . 


If you have $12,500, Motors Holding nf“ght help 
you start a GM dealership. Second in u-series— 


Page 24. 


Commercial. Car News Section features warning 


on state regulations. 


Page 28. 


Salesman Bert Simons does a little customer 
prospecting. Page 19. 
The “Alter girls’ make up an all-female sales 


staff. Page 6. 


New-car registrations and prices, Page 56. Used-car auctions 
begin on Page 60. Vehicle production by makes, Page 69. 


These dealers see a heavy crop of 


May sales, judged ‘sn their own | 


point in the battle of the small, 
|}independent businessman to run 
|his business as he sees fit.” 

a * ” 


charged that recent 
franchise changes by some fac- 
tories fall short of the mark. 


“Provisions in franchises,” he 
said. “don’t make much difference 
unless good faith is present, The 
factories are still attempting te 
retain for themselves the right to 
control their dealers.” 


Declaring “we are past the con- 
versation stage,” Sutter explained | 


| @QUTTER 


i 


the legislative action sought} 


|through the Monroney and O’Ma- 
| honey bills. 

The Monroney bill, he_ said, 
covers most of the immediate ills 
involving franchise agreements. 
The O'Mahoney bill, he said, con- 
tains “all the items of good faith 
needed.” 

* * * 
UTTER warned the dealers that 
many other measures of 
| domestic and international signifi- 
| cance crowd the Congression calen- 
dar. 
That, he said, is why NADA is 


pulling out all stops to prevent 
(Continued on Page 4, Col. 1) 


Judge Coleman Named 
| GM-Dealer Umpire 


DETROIT. — William C. Cole- 
| man, 71, retired chief judge of 
| the U. S. District Court for Mary- 

land, will serve as General 
Moters’ impartial dealer umpire, 
it was announced last week by 
Harlow H. Curtice, GM president. 

Judge Coleman will supersede 

the dealer appeals board of top 


lished in 1938. He lives in Eccles- 
ton, Md., and will maintain an 
office in Baltimore to handle ap- 
peals by dealers from decisions 
of GM divisions. 


| GM executives which was estab- 
| 
| 





Decline to 450, 000 Cars 
Due in June Output 


By Martin L. Whitmyer 
Staff Writer 
AbtmovGs car output is ex- 
pected to return to a rate of| 
just over 21,000 cars a day this 


percent decline from the estimated 
470,744 cars turned out in May. 
June has only 21 work days, 
compared with 22 in May. 
If car output is held to the esti- 


| week, June assemblies are likely to| mate for June, it would mark the 





|on the Monroney ground-rules bill 


drop as low as 450,000 units, a 44 
Hearings Begin 
In Senate on 


Monroney Bill 


By William Ullman 
Washington Correspondent 


ASHINGTON.—Another round 
of Congressional auto hearings 
begins today (June 4)—this time 


before his own Senate auto‘ mar- 
keting subcommittee. 

Senator A. S. Mike Monroney, 
Oklahoma Democrat, introduced | 
his measure last week, leaving 
it on the table for three days to 
collect possible co-sponsors. 

A companion bill was introduced 
in the House at the same time by 
Rep. Percy Priest, Tennessee Demo- 
crat and chairman of the House 
Interstate and Foreign Commerce 
Committee. 

The measures, which would 
amend the Federal Trade Commis- 
sion Act to outlaw certain distribu- 
tion practices in the auto industry, 
were described in detail in last 


week’s AuToMOTIVE News. 
* * * 


AVID BUSBY, Senate subcom- |. 


mittee counsel, said he has sent 
invitations to testify “to all in- 
terested parties,” but he added that) 
he did not expect lengthy hearings. | 
Frederick J. Bell, NADA 
executive wiee-president, is ex- | 
‘pected to be one:of the first wit- 


nesses to testify. Bell has already 
(Continued on Page 6, Col. 2) 





smallest monthly yield since Octo- 
ber, 1954, when only 235,946 units 
were assembled. It also would be 
a 30.7 percent drop from the 649,391 
cars assembled in June a year ago. 
* - * 

CCStsRIBUTING heavily to the 

drop in May output was last 
week’s production of only 74,982 
cars, lowest output since the week 
ended Oct. 27, -1954, when 68,649 
cars rolled from the lines. 

Last week’s car output was 30.6 
pereent under the 108,118 units 

(Continued on Page 69, Col. 3) 


Top Cars 


New-car registrations for three 
months, plus 34 states for April: 
Make 1955 Pos. 

Chev. 383,980— 2 

Ford 404,798— 1 

Buick 207,706— 3 
Plym, 188,514— 4 
Olds. 159,277— 5 
Pentiac 145,102— 6 

Mercury 93,393— 7 
Dodge $2,402— 8 
Cadillac 43,488—10 
Chrysler 44,506— 9 

DeSoto 35,195—11 

Stude. 29,248—12 
Nash 22,1098—13 
Lincoln’ 8,177—16 
Hudson —_—‘111,981—-15 
Packard 13,299—14 

Imperial 3,954—17 

Cont'l 
Misc. 13,619 
Total All Makes 

1,716,427 1,890,748 

Further details on -Page 56. 
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Bootlegging Brisk in Oklahoma... 


Look Inside Nonfranchised Shop 


Eprror’s Note: New-car boot- 
legging dead? Our correspondent 
takes you on a visit inside a 
nonfranchised new-car operation 
in Oklahoma. 

* * * 


By L. H. Houck 
Staff Correspondent 

ULSA, Okla. I sat with a 

used-car dealer in his office in 
a bustling town not far from here. 

“Excuse me a second while I 
make a couple of telephone calls 

,and then we can talk our heads 
off,” he said. 

“Jim? How many Bel Airs did 
you order for your Chevrolet 
business? You'd better send in 
another order and get me six 
more. I’m selling them like hot 
cakes here and I’m down to about 
10 cars on ’56s. 

“Better get me a couple more 
of the cheapest ones, too. Yeah, 
I guess I am selling a few more 
than you but Jim, we've got a little 
better market up here. I'll pick up 
the ones you have for me and you 
give me a buzz when the others 
come in and we'll pick ’em up the 
Same day.” 


= * * 


E TURNED to me and said, 

“T’ve got to make another call. 
I want half a dozen more Buick 
Specials with Dynaflow. It’s a funny 
thing. You can sell '56s if they are 
new and priced right but ’54s and 
55s are dead with us. 

“The used-car business cer- 
tainly has changed a lot in the 
last few years,” he said, “and we 
are doing a bangup business and 
every deal at a profit. 

“Our overhead is low, our sales 
force is small and our prospects 
keep us busy from early until late.” 

“You're doing so well with new 
cars you'll probably be a fran- 
chised dealer the next time I come 


around,” I said. 
= 


* * 


He LAUGHED heartily. “No 
thanks. We have none of the 
factory troubles, get none of the 
factory pressure and we'll take 
your order for quick delivery on 
any brand of car you want, in any 
color and any model. We've sold 
virtually every brand of car in the 
new ’56 models.” 
The phone rang. 

“No, I can’t change the color 
on those two Bel Airs,” he said, 
I’ve got them sold. Name on the 
dotted line and cash in the bank. 
Ok. Oh, yes. I think I'd like to 


Business 
Barometer 


Auto Production — 91,961 cars, 
trucks in week vs. 149,948 year ago. 

Business Failures — 273 in week 
vs. 204 year before. 

Department Store Sales — Up 6 
percent from year before. 

Freight Loadings —778,997 cars 
in week, an increase of 9,118 cars 
from year before. 

Jobless Claims 207,200 
week vs. 192,900 year earlier. 

New-Car Registrations — 1,- 
716,427 in 1956 to date vs. 1,890,748 
year ago. 

New-Truck Registrations—259,- 
620 in 1956 to date vs. 232,206 year 
ago. 

Oil Stocks — 276,224,000 barrels, 
an increase of 2,618,000 barrels in 
week. 

Soft Coal Output — 9,805,000 
tons estimated in week vs. 9,142,000 
tons year before. 

Steel Output — 96.5 percent of 
capacity estimated vs. 97.3 percent 
week earlier. 

Used-Car Prices — $852 in May 
vs. $874 in April. 

Wholesale Prices — 114.4 per- 
cent on 1947-49 index vs. 114.3 per- 


cent week earlier. 
* 


in 


* * 





Common Stocks 


May May 1956 

29 23 High Low 
Am. Motors 7 7 8% 86% 
Chrysler 61% 62 87 60%, 
Ford 53 54. 63% 51% 
GM 41% 41%, 49% 40% 
S-P 8% 8% 10% 8 


—_—- 


34.38 34.43 





Average 















































| try a couple of them two-tone 
yellow jobs. Add a couple to my 
order, will you?” 

| We were interrupted by a sales- 

|man. He had a customer who 

| wanted to pay a certain price for 

|a certain model and color 1956 

| Plymouth. 


* * * 


oo we try to please every- | 


body. Wait until I look in 
my little black book. Yes, There’s 
one and maybe two in stock over 
io wee 1'll call him.” 

He placed the call. 

“Charley, you still got them two 
red and off-white Plymouths? 
You have? I can take one. Two? 
Well that'll be allright. Where 
you can sell one you can always 
sell two, I guess. 

“Charley, I’ve got $ here in 
my book net to me. Is that right? 
OK I'll send a man after them this 
morning and he'll bring the check 
if you want him to. OK, see you 
later.” 

Turning to me, he said: 

“Now what are we going to talk 
about?” 

“Let’s start with bootleggers.” 

* * 


> 
E LAUGHED. “Sure, we're boot- 
leggers. But we do a profitable 





Curtiss Deal for S-P 
Is Reported Near 


DETROIT. — At press time 
Thursday there were indications 
that negotiations to transfer con- 
trol of Studebaker - Packard to 
Curtiss-Wright were in the final 
stages. 

It is reported that the aircraft 
firm would acquire control by 
acquisition of 7 million shares of 
unissued S-P stock for $35 mil- 
lion. 





Exports Get 





DETROIT. — New vehicle ex- 
ports from the U. S. stayed appreci- 
ably ahead of 1955 percentages dur- 
ing April, according to the Automo- 
bile Manufacturers Assn. 


The 41,628 cars, trucks and buses 
shipped abroad in April represented 
6.4 percent of factory sales, com- 
pared to 43,256, or 4.9 percent, in 
the same month last year. 

For the January-April periods, 

vehicle exports totalled 168,741 


‘Motor Products 
To Sell 2 Plants 


NEW YORK. — The directors of 
Motor Products Corp. have been 
authorized by the stockholders to 
| sell the firm’s present assets and to 
buy new ones as they see fit. 


At present only three of the com- 
pany’s five plants are scheduled for 
continued operation, A plant in 
North Chicago, Ill., was closed in 
March and will be auctioned in 
June. The Mack Ave. plant in De- 
troit will be sold in August after 
completing trim orders for Chrysler 
Corp. and Ford Motor Co. 

R. J. Nixon, president of Motor 
Products, said the board had not 
considered the possibility of liqui- 
dating the corporation, although all 
unprofitable operations would be 
sold and profitable enterprises pur- 
chased. 


Old-Country Auto 
Displayed in Minnesota 


MINNEAPOLIS. — The SAAB, 
a three-cylinder, 13-foot-long au- 
tomobile made in Sweden, has 
gone on display in the showroom 
of Malkerson Sales, Inc., (Olds- 
mobile) here. 

Three officials of Svenska Aero- 
plan Aktie Bolaget, manufacturer 
of the car, drove it here from 
New York. Price of the car in 
New York is $1,895. Manufac- 
turers say the machine cruises at 
65 miles an hour, has a top speed 
of 75 miles an hour and averages 
35 miles to the gallon of gasoline. 








Car Shipments Take N 
Trucks Increase to 17.5% 





| business. I can show you more 
than 10 franchised dealers for vari- 
ous makes that are bootlegging, 
|too. They'll take your order for 
any car you want and deliver it.” 
| “How do you make the connec- 
| tions?” 

“I don’t know how the rest are 
doing it but I visited about a 
| hundred dealers in a one or two- 
| day delivery radius and asked 

them if they would sell me cars 
at $50 over invoice. Most of them 
said they would if I took them 
off the floor or in stock. 
| “So I listed what they had to 
| offer, model price and color and 
|equipment. I’ve got two or three 
j}hundred cars listed in my book 
| here. Some dealers asked $100 and 


I've paid that in some cases. 
* * * 


‘Db. we don’t stop with the floor 
stock. If we need some new 
stock or have some orders for 
| special equipment or colors we call 
| some of these dealers we are doing 
| business with and if they don’t 
| have it, we ask them to order it. 
“Since an order for six cars 
may mean a quick cash profit to 
them of $300 to $600 and they 
| don’t touch ’em, they are glad to 
| place the order with their zone 
office. We have no trouble what- 
ever getting all the new-model 
cars we want. 
“We've even bought Chevrolets 
from one dealer and sold them to 
| another,” he continued. “We had 


| 
| 





some new Chevvies on the lot one | 


| day and a Chevrolet dealer differ- 
ent from the one we bought them 
| from called me and asked if I had 


|a certain model in a certain color. 
* * oa 


| HAPPENED to have it and 
he asked how much. We 
| added $50 to the price and he took 
it. 


“ 


He couldn’t get quick service 
(Continued on Page 8, Col. 5) 


Bigger Slice 


early 6.597 of Output; 


this year, or 6.3 percent, against 

166,995 last year, or 5.1 percent. 

There were 22,936 new cars (4.1 
percent) sent overseas in April, 
down from March's 28,408, or 4.9 
percent, but above the 25,527, or 
3.4 percent, of April, 1955. The 
four-month 1956 total was 96,774, 
or 4.2 percent, 
year’s 104,706, or 3.7 percent. 

The truck export percentage rose 
to 1759 in the first four 1956 
months, compared to 16.0 a year 
ago. Volume totals were 71,912 this 
year and 62,180 last year. 

April truck exports were 18,- 
681 against 17,711 the same month 
last year and 19,383 in March. 
Percentages, respectively, were 
18.5, 13.8 and 18.2. 

Eleven buses were exported in 
April, bringing the year’s accum- 
ulative total to 55. This compared 
to year-ago totals of 18 in April and 
109 for the four-month period. 











compared to last | 
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House Full of Car Prospects— 
Our Waterbury (Conn.) correspondent points out that sales may be slow but here's 


- 


a whole house full of car prospects. 








It's the second class of the Police Motor Vehicle 
| Driving School held at the Waterbury police station in City Hall. The classes have 
| proved so popular that another will be started soon. Dealers, take note. 





New Jobless Pay Program 
Gets Off to Slow Start 


By Joseph M. Callahan 
Staff Writer 

hye: Supplemental Unemploy- 
ment Benefit (SUB) plan will 

get off to a slow start this week. 
Because of the un- 
expectedly high un- 
employment — 159,- 
000, according to the 
Labor Department— 
in the auto industry, 
many of the unionists are certain 


‘to be disappointed by the amount 





| 





of the benefits and by the effort 
required to receive them. 

Here are some of the problems: 

1. Most laid-off workers will 
not collect supplemental benefits 
for more than 3.9 weeks at this 
time. This is because the trust 
funds haven’t been in operation 
long enough and because most of 
them will be low-seniority em- 

ployes who don’t have a great 
many credit units, which deter- 
mine the duration of the bene- 
fits. 

General Motors and Ford Motor 
Co. estimate that their funds are 
between 22 and 30 percent of maxi- 
mum funding. Chrysler’s fund, 


|which did not begin receiving the 


five-cent hourly payments until last 
September, is between 13 and 21 


percent full. 
* 


Two Stops Needed 

2 The union’s request for “one- 
* stop” payments have been 

termed impractical, and each week 

unemployed workers will have to 


* * 


|make separate trips to their state 


unemployment offices and to their 
factory offices. 

At each office the workman 
must line up, fill out an applica- 
tion blank, bring statements of 
any earnings during the week 
and statements of all other bene- 


Packards, Clippers on Display— 


Packard-Clipper took advantage of the two-week grand opening of the Shopper's 
World, Framingham, Mass., to display its line of cars. An estimated 175,000 shoppers 
viewed the eight-car exhibit. The center contains more than 200 stores and is said to 
be the largest in the country. 


! 
| 
| 
| 
j 
| 











fits and information to certify his 


eligibility. 
Despite all this trouble, many 
workmen — particularly married 


men in states which pay higher 
benefits — will receive considerably 
less than $10 a week from the 
SUB fund and for only about four 
weeks. 

The United Auto Workers Union 
has recognized this situation and 
launched an educational program 
to convince its members to take 
this additional trouble because the 
“principles involved are more im- 
portant than the pork chops.” 

* * = 


Many Not Eligible 

MANY workers with 10 to 15 
*e years seniority will not be eligi- 
ble for supplemental benefits be- 
cause they were laid off before 
May 2, 1956. 

4. Administrative costs, which 
will be abnormally high because 
of the heavy unemployment at the 
outset of the SUB program, are 
expected to put a heavy drain on 
the funds. 

5. Russell C. Harrington, direc- 
tor of the Internal Revenue 
Bureau, ruled last week that SUB 
payments are taxable but they 
will not be subject to withhold- 
ing tax. Also, the payments are 
not subject to the 2 percent social 
security tax. 

In addition to these problems, 
some company and union officials 


are afraid that more layoffs this 
(Continued on Page 8, Col. 3) 


Federal-Mogul, 
National Bearing 


Set Merger Vote 


DETROIT.—Directors of Federal- 
Mogul-Bower Bearings, Inc., here 
and National Motor Bearing Co. 
Inc., Redwood City, Calif. have voted 
to submit to their shareholders 2 
plan to merge the two companies. 

Special meetings of the share- 
holders of both companies to vote 
on the merger have been set for 
July 25, 1956. Approval requires two- 
thirds majority of the shares of 
each company. 

The agreement provides for the 
exchange of 10 shares of National 
Motor Bearing stock for seven 
shares of Federal - Mogul - Bower 
Bearings. Federal - Mogul - Bower 
said it has enough authorized but 
unissued stock for this transaction. 

If the shareholders approve this, 
it will be the third time in three 
years that Federal-Mogul has in- 
creased its operations. In Decem- 
ber, 1953, it acquired Bearings Co. 
of America, in July, 1955, Bower 
Roller Bearing Co. was merged 
into Federal-Mogul. 

7 A 


* 


Speaker-Delbar 


J. W. Speaker Corp., Milwaukee, 
has purchased tools and dies on 
lighting products formerly manu- 
factured by Delbar Products, Inc. 
Perkasie, Pa. Speaker now is in 
production of these lighting items. 
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Dealers tell me 


By John 0. Munn 


EALERS usually build up prof- 
D its the first six months of the 
vear to tide them over the cleanup. 
This year, however, dealer profit— 
less than one percent on sales be- 
fore taxes for the first of three 
months—is exceedingly low despite 
the fact that volume is a record 
except for 1955. 

Some factory executives have ex- 
pressed the thought that the lower 
volume was caused by the fact that 
factory pressure was eliminated. 
There are few facts to back up 
such an accusation, Pressure sim- 
ply forced dealers to oversell last 

ear. 

” The difficulty is caused by the 
fact that the market was forced 
last year. We anticipated busi- 
ness of future years by means of 
long allowances and crazy finance 
terms. Pressure was the cause of 
our overselling. The lack of pres- 
sure did not result in the lower 
current volume. 

Dealers have every reason to sell 
every car that can possibly be 
moved profitably. Their current and 
future stability depends on doing 
such a job. The removal of most of 
the pressure has prevented many 
dealers from going under. 

If the guiding motive of this 
trade is fear and coercion, our la- 
tent possibilities never will be de- 
veloped. Can you raise a successful 
son under the lash? Isn’t it better 
to try to develop him within him- 
self? Isn’t it best to encourage him 
as early as possible to stand on his 
own feet so he can take the initia- 
tive and develop his own power 
and steam? 


Talk to Other Dealers 


NE of the difficulties now, due 

to our past sales orgy, is failure 
to recognize the cost of doinb busi- 
ness. We were urged to sell cars 
regardless, to meet competition 
through turnover. We lost all sight 
of the cost of selling cars. To bring | 
back recognition of the importance 
of knowing cost, many local and 
—_ associations are doing a good 
job. 

It might be illegal to get to- 
gether and fix selling prices and 
in some respects it is illegal to 
fix used-car allowances, but there | 
is nothing wrong or illegal about | 
dealers getting together and set- | 
ting a goal for a gross figure 
which will result in a reasonable 
and legitimate net profit. 

John Battle, who at one time| 
owned five Chevrolet outlets in New 
Orleans, used to send a copy of his 
monthly statement to every bank in 
the city. He did business with only 

one bank but he wanted all banks 
to have the facts so they could 
counsel his competitive dealers, 
whose accounts they handled, to be 
conscious of the cost of doing busi- 
ness. 

Many county dealer groups in 
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Wisconsin, urged by Louis Milan, 
the efficient state association man- 
ager, are conducting local meetings 


that are developing some interest- | 
ing figures which will be helpful 


for all dealers to consider. Recently 
34 dealers met to discuss the cost 
of doing business. They realized 
that unless they were entirely fa- 
miliar with costs, their profit-mak- 
ing goal was jeopardized. 

* ” +* 


Selling Expense Analyzed 
IGHT of the dealers submitted 
their new-car sales cost. Here is 


what their statements showed: 
Unab- Profit 





Gross Selling sorbed or 

Dealer Profit Expense Overhead Loss 
$301 $269 $ 82 

171 170 40 

3 182 110 10 
as 417 220 213 — 16 
i snattiveunies 596 225 432 — 61 
i senaneees 145 110 224 —188 
TF  sectiincsaes 578 224 373 — 19 
OD acti . 602 367 365 —130 


You will notice that three dealers 
made a profit while five suffered a 
loss. 
statements, the question is how 
can we assure profit? The answer, 
for a great many dealers, is to 
know their cost and then to resolve 
firmly not to sell cars for less than 
cost. To determine the cost of sell- 
ing, here is the average direct sell- 
ing expense to sell one car as re- 
ported by a number of dealers at 
this meeting: 

1. Receive one car from carrier— 
make out checking sheet and stor- 
age car—$5. 

2. Interest and flat charge on car 
in stock 40 days—$18. 

3. Storage and handling for 40 
days (damage)—$40. 

4. Gasoline for delivery—$3. 

5. Get-ready and cleanup—$20. 

6. 1,000-mile inspection—$20. 

7. Other free service up to 90 days 


—loss on warranty—$20. 
* + * 


Group Outlaws Pack 
SUPERVISION — sales man- 
© ager—$17.50. 
9. Upkeep on demonstrators, in- 


terest, gasoline, sales manager’s 
cars—$8. 


10. Bookkeeping, billing expense, | 


time contracts, warranty policy, 
etc.—$5.50. 
11. Showroom overhead, janitor, 
lighting, signs, advertising—$10. 
12. Sales commission—$75. 
13. Install license plates — 
frame—$z2. 
Total—$244. 
Cost to handle new car........ $244 
Now, if you overallow.......... 
Sales expense on two used 
cars at $30 per car.............. 


free 


Total expenses 


This group of dealers is meeting 
every 30 days. They feel there is 
not as much shopping as members 
of the trade usually believe and 
they have resolved to take no more 
cars from the factory than they 
can sell profitably. They also have 
agreed to clean up advertising and 
eliminate the pack. 

Knowledge of selling cost is im- 
portant. We must know definitely 
what ours is. We must help our 
competitors realize their cost. We 
must realize that our whole invest- 
ment is predicated on serving the 
people in the community rather 
than serving as a mere extension 
of a factory assembly line. 

Our future lies in the hands and 
the minds of the people in our area. 
Our job is to serve automobile own- 
ers not just to sell cars. If we fol- 
low such a program, our future is 
secure because the use of the auto- 
mobile is more essential than ever 
before and there are many more 
people who have money to -buy 
them. 


5 Meetings Held in N. D. 


FARGO, N. D. — The Automobile 
Dealers Assn. of North Dakota has 
held five dealer meetings in Bis- 
marck, Dickinson, Hettinger, Bow- 
man and Beach, N. D. These small 
meetings this- year are replacing 
the 1956 convention. 
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Illinois Attorneys Blast 
‘Fake’ Registrations 


SPRINGFIELD, Il. — Kenneth 
E, Evans, president, Illinois 
State’s Attorneys Assn., has said 
that his association may intro- 
duce a bill in the next Legisla- 
ture to eliminate registration of 
autos through postoffice box ad- 
dresses or addresses in counties 
other than the owner’s home 
county. 

Evans said when hazy addresses 
are used owners may shirk legal 
duty as citizens and local enforce- 
ment officials are subjected to 
considerable delay in checking a 
vehicle’s ownership in case of 
theft or accident. 











Assuming these are typical! = 


Solution to Parking Problems— 





This prestressed concrete lift slab was 


SALT LAKE CITY. — “What the| 
Customer Finds When He Shops for | 
a New Automobile” was the sub- 
ject of an address by P. E. Ashton, | 
president, Utah Automobile Dealers 
Assn., at the group’s third annual} 
| mid-year business session. 

His findings were based on a 
40-question shopping survey con- 
| ducted at 125 Utah dealerships. 
The dealers shopped were given a 
copy of the check chart used 








Utah Survey Reveals 
*What Customer Finds’ 








raised from ground level to form the roof 


of the new building for Becherer Buick, Inc., in Monrovia, Calif. Hailed as a promising 
solution to dealers’ storage problems, the new construction technique will permit 


Los Angeles, architect for the new buildin 


the slab. 


LOS ANGELES. — Serve Under- 
writers Agency, affiliated with the 
Retail Clerks Union, Local 770, 
which is trying to organize retail 
auto salemen, is competing with 
them by offering its members new 
|ears at $50 over dealer invoice. 

“A complete display of all 
makes of new cars is available 
for your inspection on our big 
parking lot,” a pamphlet informed 
the union members. 


The booklet, entitled “How to Buy 
| Your New Car and Save,” explained | 
| how members can purchase the 
|cars. It told members that it is 
| “your collective buying power” that 
| is doing the job. 

“If you were a dealer,” the 
pamphlet continued, “wouldn’t you 
rather sell 10 cars at $50 profit 
| margin each than one car at a $100 
| markup?” 
| Instructions on “how” to get a| 
| Car were: 

1. Identify yourself at our office 
at the union headquarters of the) 
Retail Clerks Union, Local 770. 

2. Tell us the make of car 
you wish and the desired equip- 
ment. A referral slip will be issued 
to you which you must have in 
your possession to give our dealer 
when you call on him. 

3. Have appraisal made of your 
tradein, if any, at our office and| 
also at our dealer’s to insure high- 
est possible value. j 

4. Sign purchase order at dealer’s | 
and return to our office for infor-| 
mation on our financing and low| 
cost insurance. At this time we re- 
view your purchase order to make 
sure that you have received the full 
benefit of our special price agree- 
ment with the dealer. 

Next the pamphlet told union} 
members: “Through no other 
source of fleet sales organizations 
can you get all the advantages that 
you get through this office on your 
new-car purchase.” 

The following advantages were 
listed: 

1. A fixed selling price. Our 
dealers cannot charge you what 
they think they can get away 
with as many dealers do in other 
so-called fleet sales plans. 

2. You purchase your new car 
from a factory authorized new-car 











$50 Over Dealer Invoice .. . 


| Sales Union Sells Autos 


additional parking and display areas on the roof, according to A. Godfrey Bailey, AIA, 


g. Roof slab was cast on the ground and 


compressed by tons of tension applied to high tensile steel cables installed within 


no better service obtained any- 
where. 

3. Remember the primary factor 
in any car purchase is the net price 
to you with or without trade, in- 
cluding taxes and license. This net 
price to you is less on every car 
purchased through us. 

4. No need to wait for end of 
model year for so-called “clean up” 
bargains. Our price is below the 
bargain price every month of the 
year. 

5. Only 20 percent down payment 
required, either in cash or trade, 
with carrying charge always less 
than 5 percent. 

6. Your sales tax is paid on the 
wholesale price and not on the | 
retail list price. 

7. We make sure your new car 
has all the accessories and equip- 
ment on it that are regularly in- 
cluded in the basic price. 

The display on the union’s park-| 
ing lot was placed there, the pam- 
phlet said, “through the courtesy of 
our dealers to help make your car 
shopping easier and also assist you | 





in deciding on the car of your! 
choice.” 


Wemhoft 


mission of a crime .. 


previously ... 


exchange may come later . 


about the guy with a very old car 
asking if he could provide upper 
of front and rear ones? 





dealer, backed by a 100 percent 
new-car factory warranty. There is 


Chicago Ford dealers association 
exchange service for its members; no charge for trading cars. Truck 
. . Local dealer associations are rounding 
up votes for the O’Mahoney “good faith” bill . 
have set golf parties for June 15, July 138 and Aug. 17... Ever hear 










in the shopper’s visit to their 
business, 


The survey was charted for the 
entire state and by makes: Buick, 
Chevrolet, Dodge, Ford, Mercury, 
Oldsmobile, Plymouth, Pontiac and 
Studebaker. 

Two facts stood out in the com- 
piled figures for the whole state: 
Only 47 of the 119 demonstrators 
seen were in good condition and 
only 51 of the 119 salesmen offered 
a demonstration ride. 


The chart on salesmen (based on 
119) showed that 118 met the 
shopper promptly; 14 smoked; none 
was chewing gum; 117 introduced 
themselves; 81 presented cars; 114 
were neat appearing; 118 asked the 
shopper’s name; 119 asked the type 
of car desired; 65 gave a good floor 
presentation, and 42 used a good 
demonstration route. 


The survey showed that 117 ap- 
praisals were made of the 1952 
Chevrolet two-door sedan driven by 
the shopper. 

A breakdown revealed that 74 
appraisals were made by the 
salesman; 50 were made by a 
special appraiser; 24 used an ap- 
praisal form; 29 complete 
appraisals were made; 61 road- 
tested the tradein, and 34 ac- 
quainted the shopper with the 
tradein’s defects. 


The high estimate for recondi- 
tioning the tradein was $130, the 
low was $25. The high tradein al- 
lowance was $1,391.20, the low was 
$810.80. Out of 117 appraisals, the 
shopper was able to secure a copy 
of the appraisal sheet in two out of 
the 117 instances. 


The actual difference between 
the tradein and the car shopped 
ranged from $2,595.25 down to $1,- 
500. In 15 out of 118 dealerships, the 
shopper was told the cost of finance 
charges. These ranged from $457.31 
down to $195. 


In every dealership the shopper 
was told the amount of the monthly 
payments. The high was $99.54; low, 
$56.86. 

The shopper was solicited for in- 
surance in 79 out of 118 dealerships, 
for credit life insurance also in 79. 
In the event the shopper kept the 
1952 Chevrolet, he was offered dis- 
counts ranging from $600 down to 
$175.25. The longest terms offered 
were 30 months; shortest, 24 
months. 

Emphasis was measured as fol- 
lows: Tradein allowance, 87 out of 
118; price, 81 out of 118, and 
terms, 79 out of 118. 

Only one salesroom was reported 
in a disorderly and unclean condi- 
tion by the shopping survey. 

A further report on salesmen dis- 
closed that 71 knew their product, 
45 didn’t; 98 impressed the shopper 
favorably, 20 didn’t; 105 tried for 
the order, 13 didn’t and 92 were 
good closers, 26 weren’t. 

Twenty-five had to ask for aid 
from the sales manager and 93 

(Continued on Page 66, Col. 5) 


On the House... . 


Dealer licensing law came to rescue of Morehead 
(N. C.) dealers when an export firm tried to dump 
new cars on which Brazil had raised tariff. State 
commissioner, notified by state association, halted 
proposed sale of cars at low prices because export 
firm had no state license and could not qualify 
because it didn’t have permanent place of business 
. . . Walt Hamer, veteran Ohio dealer association 
manager, has resigned and will be succeeded by 
R. H. Zimmerman, his assistant past five years... 


Lot of dealers are using illegal carriers to 
transport their cars to New Jersey, Connecticut, 
Pennsylvania and elsewhere, reports the ICC. 
Face possible prosecution as abettor to the com- 
. NADA will give public relations awards 
this year to local associations on a regional basis; therefore, 
there'll be 12 awards instead of the six national awards given 


is setting up a new-car 


. . Toledo dealers 


who wrote the secretary of state, 
and lower license plates instead 


—Pete WemMuorr, Editor, 
Automotive News 
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Allout Campaign Planned... 





NADA Rallies Dealers 
Behind Equity Bills 


(Continued from Page 1) 


dealer legislation from _ getting 
sidetracked. 

He told the Washington State 
dealers: “Stand by. When you get 
the word, telephone or telegraph 
both your senators and your rep- 
resentatives.” 

x * * 

ONVENTION delegates, in elect- 

ing officers for the coming year, 
chose Don P. Seaberg (Buick), 
Pasco, as president, succeeding 
James M. H. Gilchrist, Tacoma. 

Other new officers are: Rex 
Garrison (Buick), Vancouver, 
first vice-president; Robert Dunn 
(Pontiac), Seattle, second vice- 
president; William D. Mason 
(Ford), Longview, third  vice- 
president, and Warren Simmons 
(Chevrolet), Olympia, secretary- 
treasurer. William Wagner (Chev- 
rolet), Yakima, was elected execu- 
tive committee member. 

Busby, in describing the estab- 
lishment and investigations of the 
Monroney subcommittee, said, 
“Both segments of the automobile 


industry — the factories and the 
dealers — are needed and need 
each other. 


“But those in the ivory towers 
of Detroit have not, or would not, 
hear the problems of their dealers. 
Congress could — and did.” 

* * ° 

USBY said that the Monroney 

investigation disclosed five 
widespread evils in the industry. 
These, he said, are bootlegging, 
phantom freight, bad dealer-factory 
relations under inequitable fran- 
chise agreements, unsound credit 
and false advertising —- with each 
of these evils abetting and further- 
ing the other. 

The blame for this situation, 
Busby said, rests on the failure 
of major factories to recognize 
and curb these evils and to fac- 
tory field policies that actually en- 
couraged them, so that Detroit’s 
overproduction of automobiles 
could be assimilated by the mar- 
ket, The 1955 market, he charged, 
was oversold by one million units. 

“The lines of communication 
between the factories and their 
dealers were in sad need of repair,” 
Busby said, but he added his belief 
that the Monroney hearings have 
convinced these factories of the 
need for remedial action. 

As indicative of this, Busby cited 
the various steps promised or 
already taken by the factories, such 
as reduced freight charges; 
demnation of bootlegging, false ad- 
vertising and price packing; equit- 
able franchise agreements; closer 


Pontiac Dealers 


Elect Council; . 
Meet This Week 


PONTIAC. — NADA President 
Carl E. Fribley and 11 other Pon- 
tiac dealers, elected by some 3,900 
dealers to represent them on a Na- 
tional Dealer Council, will meet 
here Wednesday and Thursday 
(June 6-7), according to Frank V. 
Bridge, Pontiac general sales man- 
ager. 

Consisting of two representatives 
from each of six sales regions, the 
council will confer with top man- 
agement on matters of mutual in- 
terest. 

“A sound and capable dealer or- 
ganization is as important to the 
success of Pontiac as our outstand- 
ing product,” Bridge said. “Pontiac 
and its independent retail dealers 
have made great progress through 
the years by working as partners. 
We are convinced the National 
Dealer Council will contribute to- 
ward even greater progress.” 

Members of the council are: E. A. 
Neubeck, Irvington, N. J.; Hugo L. 
Separini, Newton Centre, Mass.; H. 
Blair Freeman, Detroit; Fribley, 
Norwich, N. Y.; Bernard C. John- 


son, East Point, Ga.; Clyde H. Har- 


riss, Salisbury, N. C.; Lansing W. 
Thoms, St. Louis; Don Liffengren, 


Pierre, S. D.; Wm. C. Culver, Cedar 


Rapids, Ia.; John Hine, Dallas; 


Fred B. Utter, Spokane, Wash., and 
Paul L. Harmon, American Fork, 


Utah. 





con- | toward more union power. 





liaison between factories and 
dealers; financial assistance to 
dealers, and opposition to false 


registrations. 
* x * 


B= expressed the belief that 

the manufacturers, having rec- 
ognized the industry’s evils, are 
sincere. But he said he wondered, 
in the face of remedial actions and 
announced intentions, what could 
be their objections to legislation 
which would lay down ground rules 
to keep the industry on an ethical 
plane. 


The attorney urged his listeners 
to preserve their solidarity and 
resist attempts to divide dealer 
organizations. 

“With new and improved dealer- 
factory relations, dealers must take 
off their coats and prove they can 
run their businesses without pres- 
sure from factory zone and district 
men,” Busby said. “If they don’t 
the present market will be used 


as an excuse by the factories to 


return to the old, tough methods.” 

Declaring that advertising is a 
key factor in stimulating sales, Ray 
Wilson, NADA director for South- 
ern California and member of the 
Advertising Committee, addressed 
the convention on “Truth in Ad- 
vertising.” 

Wilson decried the spread of un- 
ethical dealer advertising, which, 
he said, “puts dealers in the busi- 
ness of selling discounts instead 
of merchandise.” 

* * * 


NDER these circumstances, he 
said, salesmen are merely 
“hostesses,” greeting customers at 
the door and taking them directly 
to the sales manager for “the deal.” 


“We have allowed our busi- 
nesses to get too much into the 
hands of our customers, too 
much in the hands of our sales- 
men, and not enough in our own 
hands,” Wilson said. “It’s time 
to knuckle down ourselves and 
run the business as we used to 
do.” 


“Trends in Labor” was the con- 
vention topic of James V. Rams- 
dell, Tacoma attorney. He declared 
that much good has been accom- 
plished by trade unionism and that 
to abolish it would be disasterous 
to the free enterprise system; but 
he questioned the present trend 


On the other hand, Ramsdell 
noted an increasing resentment on 
the part of workers toward their 
unions. More and more, he said, the 
working man is thinking for him- 
self and resenting being told what 
to do by labor leaders, without ade- 


|quate voice in the decisions made. 


The convention also amended the 
association by-laws to permit auto- 
motive businesses other than en- 
franchised dealers to join as asso- 
ciate members. 


Discuss Packard Contest— 


A. R. Marzelli, left, 
Eastern regional manager, explains details 
of new $150,000 “Big League Sales” 
contest for dealers in the Cincinnati zone. 
Among the 27 dealers attending the meet- 
ing were Gordon G. Russell, center, presi- 
dent, Russell Motors, Inc., Cincinnati, and 
Frank H. Eustis. 





Packard-Clipper 





Dealers Help Win C of C Award— 


H. J. Charbonneau, center, general manager, Charbonneau-Fridley Buick, and Gil- 
bert Saxowsky, left, general manager, Sax Motor Co. (Chevrolet), headed one of the 
Dickinson (N. D.) Chamber of Commerce committees as it culminated 50 years of 


activity with the winning of a National 


Chamber of Commerce meeting in Washington. 
C of C, congratulates the auto dealers. 


May Sales Lag Puffs Up 
June Goals by 25,000 


Recognition Award at the annual U. S. 
Kenneth Mann, president, Dickinson 


(Continued from Page .1) 


merit, were satisfactory enough — 


running second only to last year’s 
fabulous May total of 661,304. In no 


other year have May sales ex- 
ceeded 541,000. 
It’s when they are examined 


against the mountainous back- 
ground of unsold new cars that 
May sales have a tendency to look 
skimpy. 
* * od 
EALERS admit that factory 
production cuts are helping a 


Chevrolet Names 
Staley, Feely 
To New Posts 


DETROIT.—Chevrolet has named 
K. E. Staley to succeed I. X. Sarvis 
as assistant general sales manager 
for the eastern U. S. 

Sarvis has been appointed to the 
new position of assistant to the 





E, P. Feely 


K. E. Staley 


general manager in charge of dealer 
relations. 

E. P. Feely, Flint regional man- 
ager, has been moved up to succeed 
Staley, who was assistant general 
sales manager for the western U. S. 

Former national fleet department 
manager, Feely has also served as 
eastern regional manager, assistant 
Atlantic Coast regional manager 
and in other posts since joining 
Chevrolet in 1924. 

Other promotions are: 

R. B. Johnson, former assistant 
manager of the Great Lakes region, 
has been appointed Flint regional 
manager; R. G. Schulte, former 
Minneapolis zone manager, has re- 
placed Johnson, and K. J. Parish, 
former Chicago city manager, has 
succeeded Schulte. 


Mercury Names 
3 District Chiefs 


DETROIT.—Mercury has named 
three new district sales managers. 
They are J. Basil Burke, Washing- 
ton; R..E. Henderson, Los Angeles, 
and W. A. Little, Seattle. 

Henderson replaced Burke in the 
Los Angeles district while Little 


position in Seattle. 


Henderson 
1947. 





in 1949 and Little in| Clarence Krieger of Krieger & Sons. 


bit. Many, however, say they would 
have more than enough cars on 
hand to last until fall if their fac- 
tories shut off 56 output today. 

Factory spokesmen answer that 
dealers always feel that produc- 
tion runs too far ahead of sales, 
and that the auto industry has to 
be led by production. 

Factories are encouraging dealers 


to continue ordering their regular | 


shipments of cars. However, in the 
light of developments in Washing- 
ton this year, the word “encourage” 
has a somewhat different meaning 
than it has had in past years. 

District sales managers are in- 
clined to speak in terms of “goals” 
instead of “quotas.” 

Right now, to many a sweating 
dealer, the cherished “goal” is to 
reach the ’57 season without having 
given away the dealership along 
with the new cars. 

«x * * 
T-_ cars continue to spice the 
market. At wholesale auctions 
last week, according to AUTOMOTIVE 
News’ index, the overall average 
price held intact at the previous 
week’s level of $852. 

Only on ’56s, which have been 
sticky all along, did average 
prices decay at all. A drop of $15 
pulled down ’56s to $2,164—a new 
low for that model. 

Average prices of three models 
continued unchanged from the pre- 
vious week—’55s at $1,573, ’53s at 
$740 and $52s at $488. 

Gains were established as follows: 
54s, up $5 to $1,082; 49s, up $4 to 
$181; 50s, up $2 to $249, and ’51s, up 
$1 to $336. 








|Stock-Option Gain 


Ruled Taxable 


Supreme Court Gives 
Unanimous Opinion 


WASHINGTON.—A ruling that 
could lead to sweeping changes in 
the stock-option programs of large 
corporations was handed down by 
the U. S. Supreme Court last week, 

The Court ruled that an employe 
who is allowed to buy stock at a 
cut price must pay Federal income 
taxes on the difference between his 
purchase price and the market 
price. 

Previous decisions have held that 
price differences on stock options 
are taxable if given by the corpora- 
tion as additional compensation, but 
that they are not taxeable as in- 
come if given to provide the indi- 
vidual with a proprietary interest 
in the firm. 

(In Detroit, Ford and Chrysler 
spokesmen said they could not com- 
ment on how the ruling would ef- 
fect their stock plans until their 
legal departments had a chance to 


| study the decision. 


(A General Motors spokesman 
said his company’s bonus plan 
would not be affected since stock 
awarded under the program is is- 
sued at market value. He said GM 
issues no options to buy stock at re- 
duced prices.) 

The high court action concerned 
a case in which the Internal Reve- 
nue Service sought to tax Philip J. 
Lobue, Leonia, N. J., on purchases 
of Michigan Chemical Corp. stock 
in 1946 and 1947. 

He had been manager of the 


| company’s New York sales division 
| and had excercised an option to buy 


stock at $8,680 less than the market 
price. 

The Tax Court and the Third 
Circuit Court of Appeals had ruled 
in Lobue’s favor on the ground 
that he had obtained a proprietary 
interest in the business. 

Justice Hugo L. Black, who de- 
livered the high’ court's decision, 
said, “There is no statutory basis 
for the test established by the court 
below. When assets are transferred 
by an employer to an employe to 
secure better services, they are 
plainly compensation.” 

Black’s word’s caused some ob- 
servers to ask whether the decision 
might be interpreted to include 
stock-participation plans in which 
employers contribute funds to stock- 
purchase payroll deductions author- 
ized by employes. 





Funds Reported Thawed 


To Ease Credit a Bit 


WASHINGTON. — The Federal 
Reserve System is easing up 
slightly on the tight credit by 
channeling more funds into pri- 
vate banks for seasonal demands, 
according to informed sources. 

These sources said the Reserve 
System, which has been strongly 
criticized lately, has no intention 
at present of reversing its tight- 
money policy, designed to head 
off inflationary trends. 








Jones Briefs Oldsmobile Dealers— 


G. R. Jones, center, Oldsmobile general sales manager, gives the latest information 
moved up to fill Henderson’s former | from the factory to Oldsmobile dealers in the San Francisco area. From left are A. 
C. Rice, Oldsmobile Oakland (Calif.) zone manager; A. S. Hooper, president, Van 
Burke joined Mercury in 1952,| Ness Motors; Jones; Russell Lesher, general manager, Lesher-Muirhead Motors; and 


dealers in western states. 


Jones is holding a series of meetings with 
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Che Time Purchasé’ Plan 
For Carefree Driving 








How You'll Benefit from 
C.LT’s Great New Ad Program 





You are invited to see a new and novel motion picture—“It Works 
Like Magic.” This interesting, informative film presents a clear 
picture of what C. I. T.’s dynamic advertising program can do— 
and is doing—to make it easier for dealers and salesmen to close 
more sales with extra profits. 

“It Works Like Magic” tells the story of the striking full-page, 
full-color C. I. T. advertisements now appearing in leading con- 
sumer publications—how these ads are reaching thousands of 


prospective customers in your local market and pre-selling them 


for you on C. I. T.’s “Time Purchase Plan for Carefree Driving.” 





Watch for this C. I. T. ad in: LIFE (June 4); SATURDAY EVENING POST (June 16); 
THIS WEEK (June 10); PARADE and other Sunday newspaper magazines (June 24). 


It also illustrates the colorful displays and other sales tools which 
will make the advertising work right in your showroom. And it 
concludes with a demonstration of how to use tnis advertising cam- 
paign that makes it easier to close sales. 

Your local C. I. T. representative is 
ready to show you “It Works Like 
Magic” and all the other ways in which 


our Continuing Program for Developing . 





Dealer Profits can help build your sales ES 


Any chive ie 4 holiday 


_ WE VOU BUY TOUR CAR ON THE COMPLETES CLT Lam 


success. Call him up now! 
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Universal C.L'T. Credit Corporation 


One Park Avenue, New York 16, New York 


MORE THAN 450 OFFICES SERVING THE UNITED STATES AND CANADA* 
*In Canada: Canadian Acceptance Corporation Limited 
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In Southwest ‘Separation’ Process. . . 
‘Men’ Survive, ‘Boys’ Falter 


By L. H. Houck 
Staff Correspondent 

BARTLESVILLE, Okla. — A fa- 
vorite expression in the automobile 
business in the postwar adjustment, 
has been the promised “separation 
of the men from the boys.” 

In Northeastern Oklahoma and 
Southeastern Kansas there are 
some striking indications that the 
separation is taking place and 
that the car dealer’s sign on the 
door is neither a guarantee of his 
ability as a retail dealer nor an 
assurance that he knows as much 
as he should about the automo- 
bile business. 

In these examples some can find 
the key to profits because there 
still is money to be made and some 
dealers are making it. The dealers 
doing the best know the most about 
the business. 

In one fairly good-sized town, for 
instance, a dealer for a car that is 
seventh to ninth nationally was 
first in a wide area. 

“How come?” asked AUTOMOTIVE 


News. “Are you that much better?” | 


The dealer laughed. “No,” he 
said, “I’m medium good but my 
competitors don’t know the busi- 
ness and I hope they never learn 
any more about it than they know 
now. 

“Another thing is: that I work 
all the time. When I go to the 
postoffice and meet a friend, I’m 
trying to sell him a car. When I 
take a vacation I try to sell a car 
every time I stop for gas. 

“I am on the job early and late. 
Some of my competitors are very 
busy on the golf course, others are 
busy with charity campaigns and 
various safety drives. They get 
their names in the paper. They are 
in the society columns on Sunday. 

“They discuss the charity funds 
with their friends and call them up 
to see how far they are from ‘over- 
the-top’ and expect their friends to 





approach them when they want to 
buy,” the dealer continued. 

“My method is more direct. I 
meet a friend and he tells me it’s 
a nice day. I reply ‘Yes, it certainly 
is a fine day and a fine day for put- 
ting you in a new car. I can do bet- 
ter on a deal with you today be- 
cause I am sure that I can make a 
quick sale of your car. Financially 
there'll never be a time when you 
can do better for your dollars.’ 

“We sell ’em that way. People 
would much rather talk about 
their cars and their car troubles 
than about the weather anyway.” 

A dealer in another town who 


Hearings Begin 
In Senate on 
Monroney Bill 


(Continued from Page 1) 


pledged NADA’s “enthusiastic 
support” to the bills. 

Priest said his bill will be con- 
sidered by the Klein subcommittee 
in the House. The same group 
looked with disfavor on earlier pro- 
posals on bootlegging, phantom 
freight and territorial security. 

* * © 
Baus of a packed agenda, 
House hearings may not begin 
for some time, but Priest empha- 
sized that delays will not neces- 
sarily preclude action on the bill 
during this session. 

“It seems likely” the auto 
makers will return to Washing- 
ton to testify on the ground-rules 
proposals, Priest said. 

Meanwhile, neither the House 
nor Senate Judiciary Committees 
had scheduled any hearings on the 
O’Mahoney-Celler bill to give 
dealers the right to sue manu- 
facturers for failure to act in “good 
faith” in relations with dealers. 





Dealer Trains All-Female Sales Staff . . . 


Autodom’s Alter Girls 


By W. C. Lockwood 
Staff Writer 

DETROIT. Frank Alter 
(DeSoto-Plymouth) has recruited, 
trained and is employing salesladies 
who will be known as “Alter Girls.” 
Alter believes that it is the only 
dealership in the nation with a 100 
percent woman sales staff. 


The girls were given a planned 
sales course which included films 
on engineering and sales points, 
talks by finance company repre- 
sentatives on financing and writ- 
ing deals and discussion of per- 
sonal appearance and customer 
relations. 


“Women are selling in nearly 
every other field and doing a good 
job,” said Vern Smale, sales man- 
ager, in giving the dealership’s 
reasons for its concentration on 
women sales personnel. 

“There is an opportunity here 
for them in autos, and they know 
it,” he said. 

Smale gives credit for the idea 
and for the training program to 
Jim York, his assistant. Alter 
kicked off the recruitment program 
with a classified ad which read: 

“Auto salesladies. Would you 
be interested in earning from 
$70 to $200 per week selling the 
all new 1956 DeSoto and Plym- 
outh? No experience necessary. 
If you are attractive, between the 
ages of 22 and 30, have a pleasing 
personality, able to talk to the 


Dealers Donate 
To Jewish Appeal 


NEW YORK. — Nearly 100 auto 
dealers in the New York metropoli- 
tan area gathered to express sup- 
port of the 1956 rescue and relief 
campaign of the United Jewish Ap- 
peal of Greater New York and its 
special survival fund. 

The group contributed $75,000 to 
UJA as part of the total that the 
entire automotive and related in- 
dustry will donate to the cause. 

William B. Linder, of Lind Mo- 


UJA. 


public and willing to attend 

evening classes seven to nine 

p.m. daily for approximately two 
weeks we will train you.” 

York said the response was good 
and a class of about 15 girls was 
selected for training. The agenda 
was set up as follows: 

Monpay — Discussion of weekly 
training program. What will be 
accomplished. Personal appearance 
and customer relations. 

Tuespay — A film on 1956 styling 
and stock selling sentences. Film 
showing how to prospect by tele- 
phone. 

WEDNESDAY Price discussion 
Practice deals by each individual 
in the class. 

THurspay — Financing and in- 
surance procedure. 

Frmay — Practice selling demon- 
strations by individuals. Recap on 

(Continued on Page 69, Col, 4) 


Salesladies in Training— 


A class of “Alter Girls,” salesladies for Frank Alter (DeSoto-Plymouth), Detroit, is 
tors, presided as general chairman | shown listening as Jim York, assistant salesmanager, discusses phases of auto selling. 
of the new-car dealers division of| The girls were given a planned sales coures, including films on telephone techniques, 


was enjoying a similar business 
said his success was due to other 
dealers having a “blind eye.” 

He cited a Big Three dealer who 
had an aversion to heavy and larger 
cars. 

He recounted an instance where 
a long-time friend of the dealer 
asked him what he would allow 
him on his 1953 heavy car. 

This “blind-eyed” dealer told him 
that such luxury cars were almost 
impossible to sell, that they cost too 
much to operate and that buyers 
were flocking to the lighter and 
livelier small cars. He told his 
friend he could allow him $800. 

This prospect then came to the 
dealer being interviewed by Au- 
tomotive News. This dealer looked 
the car over, immediately offered 
$1,200 and completed the deal 
within half an hour. 

“Fine,” said AvuToMoTive News, 
“but how did you come out on the 
trade?” 

“Shipped the trade that same day 
with a bunch of other cars and 
made a net profit of $50.” 

“What about the dealer who of- 
fered $800?” 

“Well,” the dealer said, “he was 
honest as far as his experience and 
thinking went. He didn’t have a 
sale for the car and didn’t have his 
sales force geared up to move it. 
Basically he was blinded and didn’t 
know the real value of the trade} 
and because of that he lost a first- 
class deal and normal profit. 

He lost more, too, because his 
customer now thinks that the 
dealer knew all the time that the 
car was worth $1,200 and was 
trying to pick up an extra $400 
because of the friendship. 

People assume that a dealer 
knows the business. We have a top- 
notch service department and we 
give this mew customer the best of 
service and he is already sending 
some of his friends around.” 

“What about factory training for 
dealers?” Automotive News asked. 

“Factories are doing a much bet- 
ter job of selling than most deal- 
ers” this man said. “They are not 
giving their profit away and they 
are trying as hard as they can 
to get dealers to adopt a more 
realistic attitude and to make more 
deals and to seek them out in the 
alleys and the highways. 

“Some do and some don’t. Some 
widely experienced dealers are mak- 
ing good profits and others are not 
because they seem to be unable to 
operate profitably under today’s 
different conditions. 

“Some dealers think they know 
it all and haven’t changed with 
the times. Other more alert deal- 

(Continued on Page 69, Col. 1) 








Auction Holiday 


DETROIT. — Because of the 
Memorial Day holiday, no Detroit 
used-car auction. was held last 
Wednesday. The Detroit auction 
report will be resumed in next 
week’s Automotive News. 








engineering and sales points of DeSoto and Plymouth cars. 
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Chrysler Officials, Dealers Get Together— 
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Chairman of the National Chrysler Dealer Council, A. L. Duckett, left, of A. L. 
Duckett Sales & Service, Provo, Utah, discusses the sales record of Chrysler and 


Imperial cars with Clare E. Briggs, Chrysler division sales vice-president. 


Duckett 


was in Detroit to meet with top Chrysler officials during a meeting of the 26-member 


national organization. 





Curtice Blames ‘Others’ 
For New-Car Inventories 


WILMINGTON, Del.—High new- 
car inventories are “mainly due to 
the fact” that companies other than 
General Motors Corp. introduced 
1956 models earlier than previously 
and “produced heavily before the 
first of the year,” according to 
Harlow H. Curtice, GM president. 


GM’s inventories were “in line 
with the market” until a decline 
in retail demand set in beginning 
Apr. 1, instead of the historic | 
spring rise, he said. 

Because of this decline, Curtice 
said GM has cut its production | 
schedules for the second and third | 
quarters with the new rate averag-| 
ing, for the second quarter, about) 
75 percent of last year’s rate. 


“The average rate for the first 
six months,” he said, “will repre-| 
sent about 85 percent of a year) 
ago.” ' 

Curtice repeated his forecast of | 
a week ago that 1956 passenger car) 
sales by the entire industry “will be 
about 20 to 25 percent lower” than 
the peak reached last year. “By| 
comparison with any year, except 
1955, 1950 and possibly 1953, it still) 
may be considered a very good) 
year,” he said. 


Curtice said that heavy goods in- 
dustries are operating at a very)! 
high level despite the contraction | 
in consumer spending. 

He told the shareholders at the 
meeting here that the American 
economy would appear at the 
moment to be subject to divergent 
trends. 


“Consumer goods industries, in- 
cluding not only automobiles but 
housing and certain others, are be- 
ing affected by a contraction in 
consumer spending,” Curtice said. 

On the other hand, he said, the 
heavy goods industries are operat- 
ing at a very high level. In GM, for 
instance, Curtice said the Electro- 
Motive and Allison divisions are 
operating at “substantially higher 
rates than was the case a year ago.” 

Curtice predicted the GM tech- 
nical center near Detroit will 
contribute “many important ad- 
vances in the industrial arts that 
will further economic progress 
and contribute to national defense 
as well.” 

Albert Bradley, GM board chair- 
man, opening an annual meeting 
for the first time since his election 
as chairman earlier this year, paid 
tribute to his predecessor, Alfred P. 
Sloan jr. for his “important contri- 
butions in forming the solid foun- 
dation which has made GM’s 
growth and progress possible.” 

Shareholders reelected the GM 
directors and decisively defeated a 
shareholder proposal for telecasting 
future annual meetings over closed 
circuits. The idea was opposed by 
98.9 percent of the more than 228 
million votes cast. 

At the session, the United 
Shareholders of America pre- 
sented its 1955-56 “annual meet- 
ing award” to Curtice for “meri- 
torious achievement in the field 








of management-shareholder re- 

lationship.” 

The award cited Curtice for “re- 
cognition of the concept that the 
American economy is geared to the 
‘average man,’” and said it reem- 
phasized one of the group’s ob- 
jectives that “a broader and deeper 
base of share-ownership is one of 
the cornerstones of the American 
way of life.” 

* * * 


Business Slump Seen 


For Summer Months 
CORONADO, Calif. A pro- 
nounced business decline this sum- 
mer has been predicted by Ray- 
mond Rodgers, professor of 


| banking at New York University. 


Rodgers made his forecast at 
the California banker’s conven- 
tion here. 

Rodgers listed these reasons for 
expecting a setback: 

“Drastic curtailment of automo- 
bile production in July—it is 
already off 21 percent from last 
year, and dealers must have a 
chance to liquidate their back- 
breaking stocks. Later there will be 
shutdowns for retooling for 1957 
models. 

‘Inventory accumulation in 
metals (particularly in steel) will 
end when wage agreement is 


|reached. This will be followed by 


liquidation of hoarded steel and a 
consequent decrease in steel pro- 
duction. I expect production to de- 
cline to 80 per cent of capacity. 

Rodgers said unsound use of 
credit last year is the cause of the 
predicament of the automobile in- 
dustry. He said that installment 
terms of up to three years keep 
buyers out of the market too long, 
and called attention to the fact that 
sales of used cars, where terms 
were kept much shorter, are hold- 
ing up much better. 





40 Years With Goodyear— 


E. J. Thomas, left, president, Goodyear 
Tire & Rubber Co., Akron, receives his 
40-year service emblem from P. W. Litch- 


field, board chairman. The 40 years 
Thomas has been with the company cli- 
max a climb from stenographer at the 
age of 17 to chief executive of the rubber 
firm. 
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Advertising linage is the final measure 
of a newspaper’s sales power 





i The Philadelphia Angquirer 


Constructively Serving Delaware Valley, U.S.A. 


Exclusive Advertising Representatives: West Coast Representatives: 
NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 
ROBERT T. DEVLIN, JR. EDWARD J. LYNCH GEORGE S. DIX FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
342 Madison Ave. 20 N. Wacker Drive Penobscot Bldg. 155 Montgomery St. 3460 Wilshire Boulevard 
Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 
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summer will drive the SUB funds 
below the 4 percent level, at which 
point all payments stop. 

These problems, as well as events 
to come, indicate that John Bugas, 
Ford industrial relations vice- 
president, won a substantial. vietory 


“limited liability” SUB plan. 


* * Bd 


UAW Goals Announced 


OWEVER, the UAW isn’t stand- 
ing still and Walter Reuther, 
president of the union, has an- 
nounced the UAW’s next goals at 
the official for | the conclusion of the union’s Gen- 
i io. let |eral Motors Conference in Detroit. 
He said the principal goal when 
the present contracts expire May 
29, 1958, would be a shorter work 
week with 40 hours pay. Also, the 


Dodge Picked for Rose Festival— 


The Portland (Ore.) Rose Festival Assn. has selected Dodge as 
the city’s four-day civic celebration which opens Wednesday (June 6). Above, 
foreground, Harold Kelley, association president, accepts keys to one of the Dodge 
Cars from Kenneth F. Collins, Dodge Pacific Northwest sales manager. Dodge dealers 
who are supplying the cars include Alford's Dodge and Lee Cosart Motor Co., Port- | 
land, Dick Niles, Oregon City, and Gordon Swan, Gresham. 








when he sold the UAW on his| 


1956 


— 


Five affected states hay 


ginia. 


Unemployment Cuts Benefits . . . ates aa ee 
Jobless Pay Program 
Off to Slow Start 


(Continued from Page 2) 


Last Monday (May 28) the year’s 


most important wage talks got 
| under way in Pittsburgh between 
| the United Steelworkers and three 
| big steel producers, U. S. Stee} 
Corp., Bethlehem Steel and Repub. 
\lic Steel. 
The union demands, 
were presented to the _ steel 
makers for the first time last 
week, were not made public but 
it was learned that they included 
far-reaching changes for almost 
every phase of the contracts, 
Present contracts expire June 36, 


The United Rubber Workers 


which 


| union will seek an improved SUB 
program with higher payments 
and for a longer duration. 

This week the United Auto| 
Workers Union celebrates its 20th 
anniversary with a series of events| + 0 

| Union has announced that it has 


in the U. S. and Canada. t 60-d 
Meanwhile, three more states — | item: | a F ‘Goodrich “cn 
Minnesota, Illinois and Kansas — Goodyear Tire & Rubber Co Fire. 


have approved the integration of ; 
|SUB with state unemployment ee Rubber Co. and U. & 


|plans. This brings to 17 the num- ' 
ber of states that permit a worker| Unless both sides agree that 
working conditions also shall be 


|to collect both state and privat 
| unemployment pay. en, |an issue, the talks will be confined 
to wages only. 


* a * 
” * = 
oes eh oth own SUB ‘Minneapolis. Talks Halted 
rae ndiana became the) N THE dealership front, nego- 


third state to turn down inte- | ‘ae 

|gration of unemployment siate-|O' tations a been a ae 

The other two are Ohio and Vir-|'" “inneapolis where a mrike was 
ie started May 10 by Local 1086 of 
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Genuine leather is the best upholstery material you can recommend 
for people who want outstanding performance. It is scuff-resistant, 
strong, nearly impossible to tear, and proof against all kinds of food stains. 
If the car you sell is going to get real family-style use, 
your customer needs genuine leather upholstery. -. 


Only genuine leather wears as well as it looks 


THE UPHOLSTERY LEATHER GROUP, INC. ¢ 99 West Bethune, Detroit 2, Mich. ¢ 141 E. 44th Street, New York 17, N.Y. 





the Retail Clerks Union against 
| several members of the Minneapo- 
|lis Automobile Dealers Assn. 
Picketing by the striking sales- 
men is continuing at about a 
dozen members of the associa- 
tion, which has 46 members. 
However, about 1,200 mechanics, 
| members of Local 974 of the Team- 
| sters Union, continue to cross the 
| picket lines. Recently they were 
| backed in this action by the exec- 
| utive board of the Local Teamsters 
| Joint Council. 
* - om 


|“Non-Cooperation” Reported 


| FACK J. JORGENSEN, president 
of the Teamsters council, ac- 
cused the Retail Clerks Union of 
|“extreme noncooperation with the 
| Teamsters.” He said his union had 
not been consulted on the strike 
plans. 

In Cleveland, two National Labor 
Relations Board elections have 
resulted in union victories. 

The elections were held at 
Newman Pontiac Motors, where 
1l backshop employes voted 11-0 
for the union, and Hewitt Chev- 
rolet, Inc., where the salesmen 
voted 7-4 for the union. 

North Dakota newspapers have 
reported that the state’s Truck 
Drivers Union has been allotted an 
additional $10,000 to organize the 
auto dealerships in North Dakota. 


‘Visit to Tulsan 
Shows Otherwise 


(Continued from Page 2) 


from the factory for the color and 
the car cost him $100 over invoice 
laid down within 50 miles and he 
had the price packed in his deal 
about $300.” 

There is a lot of this in Okla- 
homa. Part of it is made possi- 
ble by two extremes in business. 
Some of the oil and industrial 
towns are booming and some of 
the cattle and agricultural towns 
are in the doldrums. 

Dealers in the dead towns have 
to hustle up new markets and even 
a lot of their customers gravitate 





deals. 


Fram Launches 
2nd-Half Contest 


PROVIDENCE.—Fram Corp. has 
started the second half of a year- 
long contest in which it will dis- 
tribute $110,000 worth of prizes 
among dealers and wholesale sales- 
men. 

The first six-month contest ended 
May 31. Winners in the contests 
will be picked by the accuracy of 
their estimates of the number of 
oil, air and fuel filters supplied by 
Fram as original equipment during 
the six-month period involved. 

A third contest runs concurrently 
with the first two, but covers the 
full 12-month period. The prize list 
of autcmobiles will ‘include two 
each of Ford, Hudson, Lincoln, Mer- 
cury, Nash, Packard and Stude- 
baker. 


ee & 


Bootlegging Dead? | 


to the larger towns seeking better | 
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efficiency ... positive air-power actuation plus automatic 
retraction helps men do faster, neater, better work. 


styling... clean, functional design commands customer con- 
fidence . . . transforms any lube room into a “service showcase.” 


dependability ... maintenance is the lowest ever recorded 
for similar equipment... installation is simple and easy. 


When you are ready to make your lubritorium a proven “Invitation 
to New Business,’ 


, 


contact your Lincoln Sales and Service Whole- 
saler. He will consider it a privilege to serve you. 


*Registered Trade Name 


rh 
. 
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_ 


.-..» Says President A. P. WAGNER 
WAGNER OLDSMOBILE, INC., DETROIT, MICHIGAN 


‘**Customers are enthusiastic about our Lincoln-equipped 
lubrication department ...and this reaction seems to 
inspire our servicemen to more conscientious work.” 


Engineers and Manufacturers 


AUTOMATIC LUBRICATING EQUIPMENT 
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AUTOMOTIVE 


AUTOMOTIVE NEWS PLATFORM 
1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
1 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, appli to the building and maintenance of highways; 
1 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Capsule Comment 


Dealer operating profits before taxes amounted to 0.8 per- 
cent in the first quarter of 1956. 

Mighty few other industries can make that statement. 
* * * 

Senators Monroney and O’Mahoney put finishing touch 
on their auto hearings by introducing corrective mandatory 
legislation. 

Why the factories didn’t wait to adopt dealer reforms. 
* + * 
Pennsylvania dealers score major victory when bill to 
increase state aid to driver training programs becomes law. 
The thoroughly trained driver will become an educa- 
tional “must.” 
* * * 

Harlow Curtice and Henry Ford II cut back their previous 
predictions of auto sales this year. 

After all, there’s only one Mount Everest. 
* * * 

Dealer relations liaison personnel now have been ap- 
pointed by all the Big Three and each General Motors car 
division. 

Troubled dealers finally have somewhere to turn. 


On consecutive weekends, tornados took four Michigan 
lives, highway accidents more than a score. Detroit Free 
Press noted deluge of phone calls on tornado weekend, none 
week later when death rode roads. 

Safe Driving Years would seem to be needed to bring 
the point across. , 
ok * * 

Used-car market is firm in the face of new-car sales soft- 

ness. 


Reflecting, perhaps, changed merchandising methods 
by the “independent” dealers. 





Events 


Dealer Conventions 
June 25-277 — 
Dealers Assn., Hotel Olds, Lansing. 


June 28-July I—New York State Automo- 
bile Dealers, Inc., Directors and County 


Michigan Automobile 


Vice-Presidents “Spring Meeting, Lake 

Placid Club; Lake Placid, N. Y. 

July 26-28—Annual Summer Meeting, Au- 
tomotive Trade Assn. Managers, Benja- 
min Franklin Hotel, Seattle. 

Aug. 26-27—Georgia Automobile Dealers 
Assn., Genera Oglethorpe Hotel, 
Savannah, 


Aug. 26-29—Automobile Dealers Assn. of 
West Virginia, Greenbrier: Hotel, White 
Sulphur Springs, W. Va. 

Sept. 7-9 — Maine Automobile Dealers 
cm, Marshall House, York Harbor, 

e. 

Sept. 17-18—Minnesota Automobile Deaiers 
Assn., St. Paul Hotel, St. Paul. 

Sept. 18-19—Sooth Dakota Automobile 

lealers Assn. Mitchell, S. D. 

Sept. 23-25 — Texas Automotive Dealers 
Assn., Commodore Perry Hotel, Austin. 

Sept. 24-25—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 

Sept. 24-25—Colorado Automobile Dealers 
Assn., Glenwood Springs, Colo. 

Sept. 26-28 — New Jersey Automotive 
Trade Assn., Chalfonte-Haddon Hall, 
Atlantic City, 

Sept. 30-Oct. 2. — Tennessee Automo- 
tive Assn., Gatlinburg, Tenn, 

Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 

Oct. 4-5—25th Annual State Convention, 
Kansas Motor Car Dealers Assn., Baker 
Hotel, Hutchinson, Kansas. 

Oct. 1426—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond, 

Oct. 21-22—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Cklahoma City, 
Oct. 21-23—Automobile Dealers Assn. of 
Alabama, inc., Buena Vista Hotel, 

Biloxi, Miss. 

Oct. 21-23—Florida Automobile Dealers 

com. Fort Harrison Hotel, Clearwater, 
a. 

Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Oct. 30-31 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria. 

Nov. 3-5—Texas Independent Automobile 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 

Nov. 11-13—Kentucky Automobile Dealers 
Assn.. Seelbach Hotel, Louisville. 

Nov. 13—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland, 

Dec. 4—Utah Automobile Dealers Assn., 
Salt Lake City. 

Jan. 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco. at a 


Auto Shows 


Dec. 8-Il6—National Automobile 
Coliseum, New York. 

Jan. 5-13—Chicago Auto Show, Interna- 
tional Amphitheatre, Chicago. 

Jan. 19-27—Detroit Auto Show, State Fair 
Coliseum, Detroit. 

Feb. 2-10—Omaha Aufo Show, Civic Audi- 
torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 9-16—Albuquerque Auto Show, Coli- 
seum Bldg., State Fair Grounds, Albu- 
qureque, N. M. 

Feb. 9-16—Milwaukee Auto Show. 

— 2 


Show, 


General 


June 3-6—34th Annual Convention Auto- 
motive Engine Rebuilders Assn., Hotel 
Sherman, Chicane. 

June 3-8—Society of Automotive Engi- 
neers Summer Meeting, Chalfonte-Had- 
don Hall, Atlantic City, N. J. 

11-15—National Plastics Exposition, 
New Coliseum, New York. 

June 14-17—1956 National Truck, Trailer 
and Equipment Show, Great Western 
Exhibit Bldg., Los Angeles. 

July 18-19 — Truck-Trailer Manufacturers 
Assn., Eighth Annual Summer Meeting, 
Edgewater Beach Hotel, Chicago. 

July 26-28—Automotive Trade Association 
Managers Meeting, Benjamin Franklin 
Hotel, Seattle, Wash. 

Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 
Edgewater Beach Hotel, Chicago. 
(See CALENDAR, Page 13, Col. 5) 


30 Years Ago er 


Automotive Cartoon 


Of the Week 


"| read you mama, loud and clear.” 





Letterbox 


No Remedy 


Automotive News of May 14 out-| 
lines a new NADA bill, “designed 
to curb both bootlegging and un- 
fair factory pressure on dealers,” 
which NADA proposes to lay be- 
fore Congress soon. 

As a long-time automobile dealer 
—45 years—and as a representative 
for many years of both new and 
used-car dealer organizations, I 
believe this proposed bill is the 
most dangerous piece of legislation 
ever offered by a dealer organiza- 
tion. 

According to the AUTOMOTIVE 
News article, this bill, if ever en- 
acted into law, would “permit 
dealers to sue for injury, whether 
inflicted by other retailers or by 
manufacturers.” 

In other words, they propose that 
we have a sort of super-duper code 
of unfair competition between 
dealer and dealer, and between 
dealer and factory, with treble 
damages for violation, and this 
would, in my opinion, precipitate 
a turmoil of court action, costs, and 
lawyer fees the likes of which this 
industry has never seen. 

The answer is not in legislative 
remedy that would tend to embroil 
dealers and manufacturers in re- 





The Big Stories 


Word comes from England of a giant car designed by a French- 
man, Louis Coatalen, which will deliver a speed of 200 to 230 miles 
an hour. The car is rated at 1,000 horsepower, but is so unwieldly it 
will only travel at top speed in a straight line. It is said to consume a 


gallon of gas per mile. 


The U. S. and Canada turned out a total of 402,574 cars in April, 
according to the Department of Commerce. A total of 382,631 cars 
were produced in the U. S. and 19,943 in Canada. The two countries 


also produced 53,268 trucks. 


Race cars of the conventional design emerged victorious in the 14th 
annual sweepstakes at the Indianapolis speedway when Frank Lock- 
hart won the event at an average speed of 94.63 m.p.m. Three front- 
drive cars, regarded as favorites before the race, and a two-cycle 
Duesenberg, another departure in race car design, failed to place. 





‘Dangerous Bill... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request, Address Editor, Automotive News, Detroit 26, Mich. 
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covery suits for real or imaginary 


damages. It is a matter of over- 
production coupled with the sor- 
riest spectacle of dealer operation 
this industry has ever known. 
Just so long as manufacturers 
continue to overproduce and 
dealers continue to shove this over- 
production out of their warehouses 
at prices that do not represent 
a profit, and continue to advertise 
that they do not expect a profit on 
their product, the present situation 
will prevail and perhaps worsen, 
you can bet your bottom dollar 
that legislation will not remedy 
it. —J. B. Catpwe.., Paris, Tex. 
* ” ok 


Har poon? 


Why do national magazines con- 
tinue to harpoon the automobile 
business, and what connection in 
the world does our business have 
with Better Homes and Gardens? 

I enclose an article in their cur- 
rent issue and my letter of protest 
to be handled any way you might 
see fit. —D. D. WituiaMs, president, 
Kelley-Williams Motor (Ford), 
Kansas City, Kans. 

Eprror’s Note: Reader Williams 
objected to an article on “How to 

Get the Best ‘Deal’ on a New 
Car” in the May issue. 
* ” * 


Men or Mice? 


Winter has come and gone, and 
the highly prized objective of a new, 
equitable dealer and factory con- 
tract this year has not been real- 
ized. New contracts, yes, but not 
equitable ones. 

Inasmuch as most “thinking 
dealers” are in agreement that 
this is a must in order to stabi- 
lize the trade—where do we g0 
from here? 

Are we justified in spending an- 
other 40 years wishing, begging 
and cajoling for a fair contract 
“jellyfish fashion,” or are we made 
of the intelligence and fibre neces- 
sary to employ the one and only 
avenue left open—the avenue of 
“DEMAND”? 

And what could ever be wrong 
about fighting for a right, espe- 

(Continued on Page 57, Col. 1) 
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PROFIT PROTECTION 


How much does it cost you to open up in the morning? $100? 
$1000? And how much of this fixed cost can you expect to get 
back through service profits? 


This simple Pennzoil formula gives you the answer: A motor oil 
so good it eliminates all prevalent engine operating complaints, 
plus a customer relations plan so effective it keeps profitable 
service business roiling in. 


For your customers: Top engine performance, for keeps 

Pennzoil with Z-7 is The Tough-Film® motor oil with an all-oil 
body that outperforms and outlasts all others—in actual staying 
power, in protection against the power-stealing effects of carbon 
and other deposits, in prevention of excessive wear to cam lobes 


Get the complete Pennzoil profit story NOW! 
Call the Pennzoil distributor nearest you, listed in the yellow pages of your phone book; 


LESSON ONE in how to increase overhead absorption 


and valve lifters. By keeping engines cleaner than ever before 
possible, this different kind of 100% Pennsylvania oil maintains 
timing, stops sluggishness and loss of power—not for just a few 
miles after an oil change, but for keeps. A sure way to keep your 
cars sold—and your customers, too! 


For you: Customer relations to boost your service profits 


The Pennzoil Kontax System*®—national favorite of car dealers 
for over 20 years—sells your service and merchandise on the 
basis of actual customer need . . . when it’s needed, to customers 
who need it. This plan calls every shot. It brings in more traffic 
and more profitable items per repair order . . . develops regular 
customers .. . keeps you in touch with prospective car buyers. 
Result: bigger service profits and increased overhead absorption 
—sure-fire protection for your profits on car sales! 








or write Pennzoil, Box 78, Oil City, Pa. 


MEMBER PENN. GRADE CRUDE OIL ASSN, PERMIT NO. 2 
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AUTOMCTIVE 


Sales Conditions in Various Areas... 





Auto Market Reports 


Pittsburgh 

New-car registrations continued 
to move decidedly upward in the 
Pittsburgh area during the week 
ended May 12, according to the 
Bureau of Business Research of the 
University of Pittsburgh. 

The bureau’s seasonally ad- 
justed index of general busi- 
ness activity stood at 207.9 per- 
cent of the 1935-39 average. It 
had been 216.0 a month earlier 
and 197.6 in mid-March. 

Steel mills operated at 100 per- 


new-car registration figures showed 
3,287 cars sold and licensed, com- 
pared with 3,042 in January, Feb- 
ruary and March a year ago. 

There were 276 trucks sold this 
year, compared with 169 in the cor- 
responding period a year ago. The 
difference of 107 is about 60 per- 
cent. 

The increase of 8 percent in the 
Syracuse metropolitan area sale of 
passenger cars jis in contrast with a 
national decrease of 23 percent, 

An association spokesman said 


cent of practical capacity, the lo:v-| it is the opinion in the trade that 


est figure reported in five weeks. 
(Leon M. Leffingwell.) 
+ + * 


Syracuse 
New-car sales in Syracuse and 
Onondaga County in the first quar- 
ter this year were 8 percent higher 


; the exceptional market here re- 
| flects good business conditions and 


good merchandising.— (George E. 
Toles.) 
* * + 
Toronto 
Retail sales of automobiles are 


in number than in the first quarter|up in the Toronto area, though 


of 1955. 
Data compiled by the Syracuse 
Automobile Dealers Assn., from 


dealers report competition is 
“tough.” 
In most cases consumers com- 


pare prices and “deals” offered 
by as many as six dealers before 
making a choice. A cold spring 
hurt some dealers, though April 
new-car registrations in the To- 
ronto area were 850 higher than a 
year ago. 

The used-car market has been 
good and brisk, with prices firm, 
due to a shortage of good tradeins. 

Gadget advertising has dropped 
off.—(James Montagnes.) 


* * * 


Cincinnati 

Automotive sales in Hamilton 
County (Cincinnati), O. in the 
week ended May 17 totalled 1,776 
units, or 13 units more than in the 
previous week, when 1,763 vehicles 
changed hands. 

In the week ended May 17 a 
total of 697 new cars and 68 new 
trucks were retailed, compared 
with 643 new cars and 108 new 
trucks in the week ended May 10. 


A total of 969 used cars and 42) 





NEWS, JUNE 4, 1956 


used trucks were sold during the 
period, compared with sales of 988 
used cars and 24 used trucks in the 
previous week.—(Frank Kappel.) 

oa x * 


Columbus, O. 


New-car registrations in the first 
15 days of May in Franklin County 
(Columbus), O., totalled 1,100, up 
nearly 10 percent over the 1,005 
recorded in the comparable period 
of April. 

By make, registrations were: 
Chevrolet, 299; Ford, 264; Plym- 
outh, 92; Buick, 89; Oldsmobile, 
80; Pontiac, 72; Dodge, 55; Mer- 
cury, 44; Cadillac, 27; DeSoto, 17; 
Chrysler, 14; Studebaker, 10; 
Volkswagen, 9; Clipper, 7; Nash, 
6; Lincoln, 5; Hudson, 4; Pack- 


ard, 3; Alfa Romeo, 1; Austin, 1, 


and Imperial, 1. 


Truck registrations, at 81, were 
down one-third from the 108 counted 
in the first half of April. 

A breakdown showed: Chevrolet, 
27; Ford, 18; International, 13; 
Dodge, 11; GMC, 4; Diamond T, 3; 
Mack, 3; Reo, 1, and Willys, 1.— 


(Bert Strang.) 
* « * 


Providence 


Dealers in Providence saw new- 
car registrations zoom to 1,211 in 





“x Ou have to get off your 





--- in Phniladelphia 


Combine reader loyalty with unexcelled visibility. 


These days you have to get off your * to move 
merchandise. That’s why, in Philadelphia, the all- 
new NEWS is such a help. 


All new from masthead to back page, the spark- 
ling NEWS delivers an audience that is enthusi- 
astically loyal. Not in long, dull years has Phila- 
delphia been treated to such vigorous journalism, 
brilliant writing, outstanding entertainment. The 
new NEWS isn’t read from “force of habit’”—it’s 
read because it’s wanted . . . in 175,000 prosperous 


homes. 


Represented by: REYNOLDS-FITZGERALD 
New York + Chicago + Detroit - Syracuse - Atlanta 
Los Angeles - San Francisco « Seattle - Philadelphia 


In our bright tabloid pages your ad is seen... 
we couldn’t bury you if we tried. Small wonder 
advertisers like FORD, BUICK, OLDSMOBILE, MER- 
CURY, CHEVROLET, PLYMOUTH are helping give 
us linage gains that approach the sensational. 


Don’t wait another day to 


start making hay in 


Philadelphia. Schedule the all-new NEws — and 
“see the bright difference” . . . in sales. 


PHILADELPHIA 


ODaAILyY 


+++ Al EWS ene 


See the 
bright 
difference! 








April, compared with 737 in the 
previous month. 

New-truck registrations, at 182, 
were far above the March count of 
70. 

By make, April new-car regis- 
trations were: Chevrolet, 276; 
Ford, 235; Plymouth, 139; Buick, 
120; Oldsmobile, 107; Pontiac, 
61; Chrysler, 49; Mercury, 42; 
Cadillac, 37; DeSoto, 24; Dodge, 
23; Nash, 21; Studebaker, 20; 
Hudson, 8; Lincoln, 8; Imperial, 
6; Packard, 3; Clipper, 2; Ram- 
bler, 2; Continental, 1, and mis- 
cellaneous, 27. 

The truck count was: Ford, 46; 
Chevrolet, 41; Dodge, 33; Interna- 
tional, 25; GMC, 19; Mack, 6; 
Willys, 3; Divco, 2; Reo, 1; White, 
1, and miscellaneous, 5.—(Ruth M. 
Eddy.) 


* * 


Ottawa 


New-car sales in May have been 
stimulated considerably in Ottawa 
by some dealers through unusual 
tradein allowances in a hard-hit- 
ting drive to increase business. 

One dealer admitted that he col- 
lected a record number of tradeins 
but he also sold more new cars 
than last year in this period. An- 
other dealer reported that he was 
“forced” to increase tradein busi- 
ness to meet competition. 

Still another dealer said that 
“more generous” tradein allow- 
ances, combined with heavier 
spending on advertising, accounted 
for at least two-thirds of his new- 
car sales in May. 

“It’s a tradein war in the mak- 
ing,” remarked a dealer who con- 
fided that he did not like the trend 
of these indirect discounts, particu- 
larly at this time of Canada’s car- 


selling season.—(M. L. Schwartz.) 
* * + 


Manhattan, Kans. 


Sales of new cars held about 
steady in the second week of May 
in Riley County (Manhattan), Kans. 
There were 35 units sold, compared 
with 34 in the previous week. 

Sales by makes: Chevrolet, 10; 
Ford, 5; Mercury, 5; Buick, 3; 
Oldsmobile, 3; Packard, 2; Pontiac, 
2; Cadillac, 1; Chrysler, 1; Dodge, 
1; Plymouth, 1, and Studebaker, 1. 

Sales of used cars slumped dur- 

ing this period. There were 96 
units registered, against 151 in 
the first week of May. 

There was only one new truck 
sold in each period. 

Used-truck sales also slumped. 


| There were only 6 registrations, 


compared with 12 in the previous 
week. —(George M. Hunholz.) 
+ * * 


Cleveland 


A slight upbeat in automotive 
turnover was noted for the week 
ended May 12 in the Cleveland 


|area as new-car sales jumped to 


1,704, slightly over the previous 
week, but still under the corre- 
sponding week a year ago. 

In used-car turnover, the 
week’s figure of 1,870 was a siza- 
ble jump over the preceding 
seven days, but still under the 
same period a year ago. 
Commercial vehicle sales con- 
tinue to show strength with 115 
new and 73 used. —(Sanford 
Markey.) 


* * 


North Dakota 


New-car registrations in North 
Dakota during April totalled 1,649, 
according to the Automobile 
Dealers Assn. of North Dakota. 

So far this year, the association 
said, registrations are 650 less than 
they were for the first four months 
of 1955. 

New-truck registrations in North 
Dakota for April totalled 498. This 
brought the year-to-date total to 
324 over last year’s figure. 

Thus, while truck sales were up 
12.6 percent, the association noted, 
new-car sales dropped approxi- 
mately 11 percent during the first 
four months of the year. —(Donald 
M. Lyons.) 


Detroit Plymouth Dealers 


Give Free Travel Service 

DETROIT. — Again this spring, 
free Michigan travel and vacation 
information will be supplied by 
members of the Greater Detroit 
Plymouth Dealers Assn. This is the 
fifth consecutive year, that they 
have provided this service. 

Last year,- over 70,000 maps and 
illustrated folders were distributed 
through Plymouth dealers’ show- 
rooms in the Detroit area. 
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In Spring Sales Campaigns... 


Ads Play ‘Truth and Confidences’ 


By John K. Teahen Jr. 
Staff Writer 
NSTITUTIONAL ads and price 
I lists, fleet discounts to indi- 
viduals and appeals to hardtop 
fanciers are among the advertising 
presentations being used by dealers 
as the spring selling season moves 

along. 

The institutional approach was 
adopted by James F. Waters, Inc. 
(DeSoto-Plymouth), San Fran- 
cisco, in an effort, the company 
said, “to restore public confidence 
in the retail auto business.” 
Waters, which led the nation’s 
DeSoto dealers in sales last year, 
is staging a two-month campaign 
of full-page ads that proclaim, 
“You can buy a new car with 

complete confidence at Waters.” 

The ad continues, “Big volume 

through the years must be earned,” 
and includes the dealership’s code 
of ethics. 

aa * * 

UEEN City Chevrolet, Cincin- 

nati, offered “the truth about 

new-car deals” in an advertisement 
which listed its delivered prices of 
all 1956 Chevrolet models. 

The ad discussed the “real price,” 
tradein allowances, financing and 
service, and declared: “Queen City 


Paradise of 1956: 
Sales, Repos OK; 
Mechanics Happy 


GRESHAM, Ore. — The thriving 
trade area of Gresham is served 
by some 17 aggressive pioneer auto- 
mobile dealers with a strongly knit 
association. 

April sales were ahead of the 
same period of last year 25 per- 
cent, and all dealers report an extra 
heavy volume of sales for all of 
1956. 

The dealers have been singularly 
free of labor troubles, with the ma- 
jority of their mechanics boasting 
of 10 to 40 years of continuous 
service. 

Located but 12 miles from Port- 
land, this growing community is 
backed up by berry fields, a can- 
nery and other lines having well- 
paid employes. Prompt payment of 
car installments results and repos- 
sessions are exceptionally few. 

Increased car sales are engen- 
dered by extra heavy local newspa- 
per advertising, which brings in 
many customers from the Portland 
area. 


GM Names Doane 


Executive Aide 


DETROIT. — Harry C. Doane, 
Buick assistant chief engineer, has 
been named an assistant to Charles 
A. Chayne, Gen- 
eral Motors vice- 
president in 
charge of engi- 
neering staff. 

Doane will serve 
in an engineering 
liaison capacity 
with Automobile 
Manufacturers 
Assn. committees, 
other inter-indus- 

: try technical 
Harry C. Doame groups and with 
the American Assn. of Motor Vehi- 
cle Administrators. 

With GM since 1917, Doane joined 
Buick at Flint in 1924 as electrical 
engineer in charge of the electric 
division, He was appointed a staff 
engineer in 1943, and in 1949 was 
promoted to assistant chief engineer 
of design, production engineering 
and drafting divisions. 


Florida Use Tax Applies 


To Ad Matter, MEMA Told 


NEW YORK. — The Motor and 
Equipment Manufacturers Assn. 
has advised its members that Flor- 
ida’s use tax applies to certain ad- 
vertising materials and catalogs 
shipped to distributors in that state. 

It was reported that in many 
cases the manufacturer pays the 
tax, feeling that the advertising 
benefits accrue to the manufacturer 
on a national basis rather than to 
the local retailer’s individual busi- 


ness, 





prices are $200 under the current 
Chevrolet prices in this area.” 

A Cincinnati competitor, Econ- 
omy Chevrolet, disagreed. It 
offered One-Fifty utility sedans 
at $1,495 delivered while Queen 
City’s price was $1,830. 

The factory-suggested retail price 
for this model is $1,730, not includ- 
ing freight and local taxes. 


x + * 

LEET discounts to individuals 

were offered by Fall Oldsmobile, 
Philadelphia. The dealership listed 
30 companies and organizations and 
said, “If you are employed by any 
of these, you are entitled to pur- 
chase a 1956 Oldsmobile on our fleet 
discount plan.” 

Sky Pontiac, Cincinnati, tempted 
hardtop devotees with an ad offer- 
ing 860 series two-door sedans for 
$295 down and $15.90 a week. 

“For only $2.14 per week more,” 
the ad mentioned, “you can own 
a 1956 Pontiac 860 Catalina 
coupe.” 

In Wisconsin, Milwaukee Nash 





wailed that bad weather and slow 
spring business “caught us with 
too much inventory. . 
our money back.” 

The firm announced a three-day 
“factory-invoice sale . . . Our in- 
voice cost is your cost. We’re work- 
ing strictly on factory bonus 
not profits.” 


* * = 
20 PERCENT reduction sale 
was staged by Scott-land 
(Chrysler-Plymouth), Baltimore, on 
the occasion of its first anniversary 
at two new locations. 

In Oklahoma City, Morris 
Chevrolet City proinised, “Any- 
one serious about buying a new 
56 Chevrolet will not leave our 
place of business without owning 
one.” 

Hannah Motors, Inc. (Oldsmo- 
bile), Louisville, spoofed the give- 
away protagonists with an ad that 
mentioned in large type: “Free air 
conditioners or free TV sets.” 

These items, the ad continued, 
“are not included with the pur- 
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your local refrigeration wholesaler today. 


For your convenience, Charg-A-Cans are 
available in six-pack containers for greater 
ease in handling, stocking and display. 


Stocked end serviced by refrigeration wholesalers everywhere 





<> 


A TRADEMARK E, !. DUPONT DE NEMOURS & COMPANY 
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chase of a new Oldsmobile or used 


car. You do get the name Hannah | 
which assures you of many miles; 


of satisfactory and _ trouble-free 


| operation.” 


| 
| 
| 
| 


PS Se 


AUTOMOTIVE AIR CONDITIONING 
is “BIG BUSINESS"... 


aro you ready tor it P 


Are you ready for the big bonanza in automotive air 
conditioning? One-pound Charg-A-Can packaged refrigerants 
with “FREON-12” provide a new source of Summer-service profits, 
permit quick and easy charging of any car system. These dispos- 
able containers, with years of proven leadership in the refrigera- 
tion industry, eliminate bulky, wasteful, hard-to-handle refrigerant 
cylinders, are expertly analyzed for purity and moisture content 
before filling under carefully controlled factory conditions. 
Charg-A-Cans are easily stored and available in Six-Pack car- 
tons. Remember—over half-a-million cars will be air-conditioned 
this year and more coming... so get going! ... for a complete stock, 
together with dependable refrigeration supplies and servicing, call 





* = 
T RAIL SPLITTER Motor Sales 
~™ (Chrysler-Plymouth), Spring- 


- We want | field, Ill, “Bill Taylor was caught 


taking a siesta — thought he was 
trading for a 1956 sports car, but 
it turned out to be a 1924 Stutz 
Bearcat. 

“Come in,” Rail Splitter added, 
“maybe you can catch us asleep. 
If not, you will catch us making 
the best deal in town.” 

Navone Auto Sales (Chrysler- 
Plymouth), New York gave 
readers “facts, not fiction.” The 
ad debunked offers of “fantastic 
tradein allowances on anything 
that runs,” unrealistic terms, 
gimmicks and claims offering the 
“best deal in town.” 

On giveaways, Navone’s “fact- 
sheet” said, “Nothing in this world 
is free. You pay for it one way 
or another. The cost of that free 
gimmick is hidden in the price of 
the car you buy. At Navone you 
pay for what you buy... but you 
pay less.” 


CTORY-CONTROL 








Calendar 


(Continued from Page 10) 


General 


Sept. 21-29 — International Commercial 
Motor Transport ow, Earls Court, 
London, England. 

Oct. 414 — Paris Auto Show, Grand 
Palais, Paris. 

Oct. 10-12 National Transportation 
Meeting, Society of Automotive Engi- 
neers, Hotel New Yorker, New York. 

Oct. 17-27 — International Motor Show, 
Earls Court, London, England. 

Oct. 22-26—44th National Safety Congress 
and Exposition, Conrad Hilton, Congress, 
Morrison and LaSalle Hotels, Chicago. 

Oct, 23-25—IIth Annual National Protec- 
tive Packaging and Materials Handling 
Exposition, Kiel Auditorium, St, Louis 

Nov. 1I-12—National Diesel Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake, Chicago. 

Nov. 7-9—American Finance 
Convention, Hotel Commodore, 
York. 

Nov. 8-9—National Fuels and Lubricants 
Meeting, Society of Automotive Engi- 
neers, The Mayo, Tulsa. 

Dec, 2-4—Third Annual Auto Trim Show, 
Sherman Hotel, Chicago. 

Dec. 28-Jan. 6—Annual Upper Midwest 
Auto Show, Minneapolis Auditorium, 
Minneapolis. 

Jan. 14-18—Annual Meeting, Society of 
Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 

Jan.—Sixteenth Annual Convention, Truck- 
Trailer Manufacturers Assn., Hotel Del 
Coronado, San Diego, Calif. 


Conference 
New 






LED PURITY 


ASSURES ACCURATE AMOUNTS 


SAFE AND EASY TO USE 


OD ia a 





EASY CHARGING OF ANY 


aon ae 
ORD Atle 


BIG REPEAT DEMAND 


AIR CONDITIONING SYSTEM...No special skill is 


REFRIGERATION DEPARTMENT 


American Potash & Chemical Corporation 


3100 EAST 26TH STREET, LOS ANGELES 23, CALIFORNIA 


required with Charg-A-Cans. Simply attach the con- 
venient TAPACAN‘®) valve, or similar valve-type punc- 
turing device, to the Charg-A-Can. Operate puncturing 
device to pierce the seal. 
tents by desired valve action. When the Charg-A-Can 
is empty, remove from valve and discard. 


Withdraw part or all of con- 


99 PARK AVENUE, NEW YORK 16, NEW YORK 





Now... fort. 


ONSUMER.. 


| 


WHAT IT IS 


Consumer Analysis is the broadest, most 
comprehensive survey ever compiled to re- 
veal the product use, brand preferences, em- 
ployment data, and general household com- 
position of Chicagoans . . . an accurate 
picture of the competitive position of brands 
in this huge market. 


WHAT PRODUCTS ARE 
COVERED 


This is the most complete, wide-range cover- 
age of products ever presented in any brand- 
preference survey of Chicago. Includes 160 
pages of information-packed tables—Baby 
Foods to Bleaching Fluids; Peanut Butter to 
Paint; Napkins to New Cars; Tea to Television 
Sets. 


This service is another example of why advertisers agree that... 


THE CHICAGO 














yithe first time: 


IANALYSIS SURVEY 


IGAGO 


The Chicago Daily News, in cooperation with the Consolidated 





Consumer Analysis Study, brings you a survey of Brand Preferences 
and Buying Habits in the GREATER CHICAGO AREA .. . biggest 


market ever covered by well-known Report. 


YOU CAN GET THE 
DATA YOU WANT 









WHAT MARKETS ARE 
COVERED 












Just call your Chicago Daily News rep- 
resentative or write Consumer Analysis 
Department at the Chicago Daily News. 
The information you need is ready and 






WHAT CONSUMER 
ANALYSIS CAN DO FOR YOU 






Consumer Analysis Surveys are conducted 
simultaneously in 20 other major markets. 

















The Consolidated results book enables you 


You may study Consumer Analysis to learn waiting for your request. 


to compare, for the first time, the great exactly where your product stands in relation 


Chicago market's brand preferences and to similar and competitive products. You'll see 


buying habits with other markets across to what extent each brand is preferred or re- 


the nation: jected. You'll recognize strong implications 
of why your promotional campaigns are suc- 
ceeding or failing. You'll be given clear indi- 


cations of future sales-trends. 


ae f ne / 
DAILY NEWS SIs BLADE 









AUTOMOTIVE WASHINGTON. 






New Monroney Bill 
Bars Backsliding 


By William Ullman 


Washington Correspondent 


= of the attorneys on Capitol Hill has come up with a 
new name for the Monroney ground-rules proposal for 
the auto industry. He’s dubbed it the ‘“‘anti-backsliding bill.” 
That’s a good descriptive term, for in truth the Monroney 
bill would force no changes at all in the auto makers’ present 


policies toward dealers. The?— 


: | promised at the beginning of hear- 
measure would simply freeze} ings jast winter, . 


the concessions already| he wasn’t seeking 
granted retailers by their factories.} headlines or sen- 
For this reason, Senator Mike/sation. All he 
Monroney’s auto marketing sub-| was trying to do 
committee is well satisfied with its | was grant dealers 
brainchild. It has never been the) legislative protec- 
senator’s intention to cram unpal-| tion against pos- 
atable legislation down the throats | sible bullying at 
of Detroit industrialists. He also| the hands of their 
has been understandably wary of | giant suppliers. 
lending support to any sort of His bill does 
“special interest” measure. As he| just that. In 












































































William Uliman 
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Hand Control Kits 
Tractor to Trailer 


Shovel Controls 


Hy-Power Units For Trucks— 





| effect, Monroney is saying to the 


factories: “Okay, you claim these 
new concessions are permanent 
policies. If that is true, you can’t 
object to writing them into law.” 


The bill was not written hastily. 
| Scores of measures were drafted 
|} and discarded as unworkable, Mon- 
roney has listened with an open 
mind to a dozen or more panaceas 
suggested by other congressmen. 
But he has steadfastly refrained 
from jumping to quick conclusions 
about the problems of the industry 
and he has declined to cosponsor 
| bills which seemed to miss the 
target. His own “truth-in-labeling” 
plan was laid aside without regret 
when testimony pointed out a few 
flaws in the idea. 
* a * 


First to Get OK 


2 present ground-rules bill, 
| along with the O’Mahoney day- 
|in-court proposal, is the first pro- 
| posed legislation to receive the Mon- 
roney OK. 

Study the bill, and it echos 
the very words of the auto manu- 
facturers. One provision would 
prevent coercion, intimidation or 
discrimination to force delars to 
buy cars and trucks they didn’t 
want. Under oath on the witness 
stand, one factory executive after 








se Couplings 
oe Coupling & Chain 


Hose Assemblies 
Hose Connectors 


All Kinds: — 
Make Truck Kits 
Make Tractor Kits 


Outlet Kits 
Kits 


uzzer 
- CS ee Kits Tubing Loom & Brackets 
iler Break-away Kits Air Resorvenrs 
Weaiies, ts Single & Dual Drain Cocks _ 
Horn Single & Dual Stop Light Swi si 
Trailer Kits— Low Pressure Swite 
Axle * x” Check Valves 


Exhaust Check Valves 


comes to vacuum 
these items 


Hy-Power Unit 


And, when it 


s—For 


Various Sizes 
Si Cylinders 4%" dia. t 
Various Sizes 


"Yellow Pages 
Chock Nearest you — &f 


3641 E. Milwaukee Ave. 


9 10” dia. 


” for the 
write to the factory direct. 





Those Who Know 
Power Brakes, 
Choose MIDLAND 


THE MIDLAND STEEL PRODUCTS CO. 


1956 


another denied using coercion and 
swore it was not their intention 
to push dealers into buying un- 
wanted merchandise: The Mon- 
roney bill puts that into writing. 

Another section would 
dealers to sell 


bootleg channels. It would also re- 


quire the auto makers to purchase 


the cars. 


The buy-back offer was first made 
by one of the major auto suppliers, | 


long before Monroney thought of it. 


Factories have denied terminating 
contracts for capricious 
reasons. The Monroney bill would 
require manufacturers to spell out 


dealers’ 


the reasons for cancellation or fail- 
ure to renew right 


agreement. It is a matter of in- 


difference to the senator what these 


reasons might be. They can be slack 
or severe. But he wants them 
spelled out so that dealers can know 
where they stand. 

Furthermore, the bill would re- 
quire reasonable compliance with 
the letter of the contract. If a dealer 
in a rural area failed to sell quite 
as many cars as the national aver- 
age indicated he should during a 


rand Vacuum 
LATIONS — 


penny makes everything neces- 
sary for complete air or vacuum 
power brake installations—designed 
and engineered to save you time and 
money and guarantee you the utmost 
in braking efficiency. 

Just take a look at the air brake items 
Midland offers in addition to compres- 
sors, Hy-Power units, valves, cylinders, 
chambers, and slack adjusters— 


2-Way Check Valves 
6-Way Fittings 
Air Gauges 
Shut-off Cocks 
Air Line ny is 
s Servi 
Air Line Tag emergency 


Terminal Bolt Assemblies 


le Tees 
vecefianeous Fittings 
Compressor Pulleys 
Tube and Pipe Fittings 
Yokes—Clevises—Pins 


brake equipment, you get all 
from Midland 


Slack Adjusters 
Reservoirs & Brackets 


Kits of All Kinds: Passe yaiees Stop Light Switches 
1 Han iu 
Truck & — - Foot Control Valves—Single & Remote Breathers 
* Hand Valve Kit Kits Dual Line Shut-off Valves 
Tractor to Trotter OWE synchronizing ee - Hose—All Sizes 
Synchronizing boo oe Hydraulic Vacuum Valv Hose Assemblies 
Conversion Valve Kits Conversion hae’ Valves Hose Clamps 
Horn Kits ' 2-Speed Axle Sh Hose Springs :, 
Truck & Tractor Tank Kits Rotary Control Valves Terminal Bolt Assemblies 
Hy-Power Test Kits Emergency Relay Valves Female Hose Couplings 
Trailer Kits—Single ae Check Valves—Truck & one Hose Couplings 
ua . 
Passenger Car Kits onan Axle Shift Chamber bar Hoa 
x * Diaphragm Chambers Pipe Fittings 


Rod Eyes, Yokes, Pins 


Midland distributor 





¢ Detroit 11, Michigan 





AND STOP 


SAFELY! 





require | 
back any surplus 
cars before disposing of them into 


in the selling 


drouth, for instance, he probably 
| couldn’t be cancelled for that alone 
Fair Liquidation 
‘YNE section of the bill would 
require factories to effect a fair 
liquidation of a cancelled dealer's 
assets, and this provision certainly 
echoes a major concern of the 
manufacturers. 

The new contracts now being de- 
vised will contain many provisions 
detailing the disposal of assets, as 
well as providing for continuity of 
ownership after a dealer’s death, 

Manufacturers have already 
promised to assume a greater 
share of warranty costs and sev- 
eral will assume the full cost. The 
final section of the Monroney bill 
writes this concession into law. 

The bill, in short, is truly an anti. 
backsliding proposal. Perhaps in- 
directly, the manufacturers them. 
selves have written it, by assuming 
leadership in changing certain por. 
tions of their selling agreements 
with dealers. 

Monroney has done little more 
than summarize these changes to 
|make sure the factory executives 
don’t change their minds as soon as 
| Congress goes home. 

What are the chances for con- 
gressional approval this session? 
The biggest obstacle to passage is 


;}time, not the bill itself. Most 
| measures beginning the rocky road 
= law this late in the year are 
doomed. 

| > ke 


| 
| Bipartisan Support 
UT there are exceptions to every 
rule, and no one should under- 

}estimate the odds for getting the 
| Monroney bill through to the White 
House. That goes for the O’Mahoney 
day-in-court bill, too. 
Support for the measures will 
| be bipartisan, with a number of 
| influential backers on both sides 

of the aisle. Unlike the three 

NADA bills which died in the 
| House subcommittee, the two bills 
| up for consideration now avoid 
tampering with the antitrust laws 
—and that is in their favor. 
| But most important, many Con- 
|gressmen want to do something 
| for the dealers this year, and these 
measures will give them their op- 
| portunity. 
| Perhaps the most ticklish pro- 
vision in drafting the legislation 
was the buy-back plan, Monroney 
could conceive of a marketing situa* 
tion where a small auto manufac- 
facturer could be seriously hurt by 
repurchasing a load of unsold cars 
from his dealers. 


The bill would give any factory | 


| the right to plead for release from 
| this provision in front of the Fed- 
}eral Trade Commission if repur- 
| purchase were too great a financial 
| burden. 

NADA has called for “grass- 
roots” support of the O’Mahoney 
bill and is expected to do the same 
for the Monroney bill. 

* * * 


| Tax-Handbook 


MUCH-NEEDED tax handbook 
4 for small businessmen is now 
being prepared by the Internal 


Revenue Service and the Small 
Business Administration. 
The agencies hope it will be 


available by the end of the year. 
Ever since the massive revision 
of the Internal Revenue Code in 
1954, which included major changes 
| in depreciation allowances, business- 
men have needed a short, easy-to- 
understand pamphlet on tax laws. 
| - oF ok 


| Buick Dealers Unite 


| 
| 
| 
| 


dealers have formed a “Quality 
Buick Dealers” association, with 
| members pledged to adhere to the 
Motors. 

A shield identifies participating 
retailers. 

The organization plans a contin- 
uous, advertising program “to sell 
the dealership and the product, and 
not just the deal.” Chairmanship 
of the group will rotate each month 
to one of the nine members. 


Textile-Machine Maker 


To Turn Out Mufflers 


BOSTON. — Manufacture of au- 
tomotive mufflers for the replace- 
ment market will be started within 
a year by Saco-Lowell Shops, 
maker of textile machinery; in its 
plant at Biddeford, Me. 

The plant already makes some 
automotive parts. The firm said its 
mufflers would be sold through an 
established outlet but would carry 
the Saco-Lowell trademark. 


| NINE Washington area Buick J 


| quality dealer program of General | 
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A-1 AUTO AUCTION 


AUTO DEALER: 
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Freddy, of course, has imitators . . . 
Several assorted Johnny-come-laters 
Who eye his success with glee 


THE ONE, THE ONLY, 
THE ORIGINAL, 
FREDDY FIDELITY! 





But auctions have tried them 
And: now deride them! 
They've switched to Fidelity! 


FIDELITY INSURANCE ... often imitated, never equalled. 


OFTEN IMITATED. Ever since Fidelity successfully 
pioneered check and title insurance for Auto Auctions 
you've heard the siren songs of the imitators, an eternal 
refrain about lower premiums. But cutting premiums by 
trimming services vital to your complete protection is 
like feeding more gas to the car in order to reach a 
service station before the gas runs out. 


NEVER EQUALLED. Ever since Fidelity successfully 
pioneered check and title insurance there has been no 
doubt as to who leads and who follows in this highly 
specialized insurance field. For evidence we point to 
those auction owners who have given both a fair trial, 
who have learned first-hand the value of Fidelity’s 
service...the service often imitated, but never equalled. 


Check at any of these auctions and see for yourself that dealers have faith in Fidelity. Then contact us for the full story. 





707 W. Waterloo Road, Akron, Ohio 


35th & 36th St., Rossville Bivd., Chattanooga, Tenn. 


CINCINNATI AUTOMOBILE AUCTION Friday 
10160 Reading Road, Cincinnati 15; Ohio 


Tuesday CLEVELAND AUTO AUCTION. INC. Tuesday 
4305 Euclid Ave. (rear), Cleveland 3, Ohio 


AIRPORT AUTO AUCTION* Friday COFIELD’S AUTO AUCTION* Thursday 
U. S. Truck Route 22, Weirton, W. Va. Ala. Stete Fairgrounds, Birmingham, Ala. 
ANNISTON AUTO DEALERS AUCTION* Tuesday COFIELD AUTO AUCTION* Monday 
Anniston, Alabama Boaz, Alabama 

APTCO AUTO AUCTION Wed. & Fri. CONCORD AUTO AUCTION, INC.* Mon. & Fri. 
19241 Dix-Toledo Hwy., (U.S. #25), Melvindale, Mich. Hosmer Street, Acton, Mass. 

BRADLEY AUTO AUCTION, INC.* Wednesday DAYTON DIXIE AUTO AUCTION, INC. Monday 
South Lee Highway, Cleveland, Tennessee 5300 North Dixie Drive, Dayton, Ohio 

CAPITAL AUTO AUCTION, INC.* Thursday DEALERS AUTOMOBILE AUCTION, Inc.* Thurs. & Fri. 
Ohio State Fairgrounds, Columbus, Ohio 3528 South 7th St. Road, Louisville, Ky. 

CENTRAL STATES AUTO AUCTION* Wednesday DECATUR AUTO AUCTION* Monday 
211 South Delaware, Mason City, lowa Highway 48, N., Decatur, Illinois 

CHATTANOOGA AUTO AUCTION* Thursday GREATER SHREVEPORT AUTO AUCTION Thursday 


1310 N. Market St., Shreveport, La. 


JOHNSON AUTO AUCTION* Friday 
Jordan Lane, Huntsville, Alabama 


*auctions offering both check and title insurance. 
**title insurance only, 


Stahlman Bldg., 


LEBANON AUTO AUCTION, INC.* Wednesday SOUTHERN AUTO SALES, INC.* Ww 

Highway 22, N. Plainfield, N. J. 9 Mi. N. of E. Hartford on Rte. 5, East Windsor, Conn. 
LEITCH MOTOR SALES, INC.* Thursday SYRACUSE AUTO AUCTION* Wednesday 
1450 E. Main St., Owosso, Michigan R. D. #1, La Fayette, New York 

LIMA AUTO AUCTION Wednesday THOMASVILLE AUTO AUCTION* Thursday 


4409 South Dixie, Lima, Ohio 


MIDDLE GEORGIA AUTO AUCTION* Wednesday 
Eastside Highway, Macon, Georgia 


MONTPELIER AUTO AUCTION CO. Monday 
R. F. D. #1, Montpelier, Ohio 
MUNCIE AUTO AUCTION Friday 


3344 So. Madison St., Muncie, Ind. 

NATIONAL CITY STOCKYARDS AUTO AUCTION®. 
Barn 17, National City, Illinois Mon. & Thurs. 
ORANGE COUNTY AUTO AUCTION* Thursday 
Campbell Hall, N. Y. 


QUINCY AUTO AUCTION Friday 
3220 Broadway, Quincy, Illinois 

ROCKFORD AUTO AUCTION, INC. Tuesday 
6402 Forest Hills Rd., Rockford, Ili. 


SOUTH GEORGIA AUTO AUCTION* Friday 
3 Mi. South WU, S. 41, Valdosta, Ga. 


Nashville, Tenn. 


U. S. Air Base, Thomasville, Georgia 

THRUWAY AUTO AUCTION, INC.* Monday 

2224 Union Road, Buffalo 25, N. Y. 

TOLEDO AUTO AUCTION Co. Thursday 

5902 Telegraph Rd., Toledo, Ohia 

TRI-STATE AUCTION CO.* 

3021 W. Front St., Box 981, Fargo, N. D. 

TRI-STATE AUTO AUCTION, INC. Friday 

Valley Springs, S. Dakota 

TULSA AUTOMOBILE DEALER AUCTION** Thursday 

Tulsa State Fairgrounds, Tulsa, Okla. 

ART WATSON MOTOR CO.* Wednesday 

2979 N. W. 36th St., Miami, Fla. 

WESTCHESTER AUTO DEALERS AUCTION, INC. 

Albany Post Road, Croton-On-Hudson, New York 
Wednesday 


FIDELITY INSURANCE COMPANY OF TENNESSE 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 
CCORDING to a late higher 
court decision a private sale of 
a repossessed automobile is lawful, 
if the contract of sale contains a 
clause to this effect. 

For illustration, in Millick v. 
Peer, 279 Pac. (2d) 213, the testi- 
mony showed: An _ automobile 
dealer sold an automobile for the 
sum of $1,195, payable in monthly 
installments. The contract pro- 
vided that in the event of the 
purchaser’s default, the seller 
might repossess the automobile, 
resell the same at a private sale 
and hold the purchaser for the 
balance due. 

The testimony showed that after 
making several payments the pur- 
chaser defaulted in payments and 
the dealer repossessed the automo- 
bile. Later the dealer solicited bids 
from seven or eight used-car deal- 
ers and sold the automobile to the 
highest of three bidders. The car 
was sold for $350, leaving the pur- 
chaser indebted to the dealer for 
$310. 

The purchaser appealed to the 
higher court on the contention that 
the dealer sold the automobile for 
much less than its true value. The 
purchaser asked the court to hold 
him not liable for payment of $310 
to the dealer. 

. 


Dealer Wins 


7 IS interesting to observe that 
the higher court held that the 
sale was valid, and that the pur- 
chaser must pay $310 to the dealer. 

This court said: “The defend- 
ant (purchaser) contends that the 


Andrews Offers 
Trailer Bodies 
In Kit Form 


ST. LOUIS. New high-cube 
trailer bodies for old, undersize or 
damaged semi-trailers are a new 
_— from Andrews Trailer Kit 

Andrews Trailer Kit consists of 
two sides, roof, nose and rear door 
section of a modern high cube Big 
Mo van. Four different styles are 
available: Straight frame or dropped 
frame in horizontally corrugated 
aluminum body panels or with ver- 
tical exterior posts. 

Extra component parts such as 
side doors, upper fifth wheel sub 
frame assembly, tandem sub frame | 
and sliding tandem are available 
for all models. | 

Standard trailer length is 35 feet, | 
but any length from 30 to 40 feet! 
can be furnished. 

The kits feature Snap Lock con- 
struction. Interlocking aluminum 
extrusions lock each section into 
alignment, to form a watertight, 
weathertight, one-piece body. 

Pre-drilled bolt holes insure 
proper fit of all sections. Construc- 
tion is all-aluminum, with the ex- 
ception of the steel rear-door frame. 





Dragnet’s Ben Alexander 


Buys Ford Deal 


LOS ANGELES. — Actor Ben 
Alexander, Officer Frank Smith of 
Dragnet, has purchased Highland 
Park Ford Co., 6000 N. Figueroa 
St., Highland Park. 

The firm formerly was owned by 
Leo Domergue. Alexander’s partner 
is Parry Holden, vice-president, 
Adams-Phillips, Inc., a truck and 
ear leasing firm. Holden will be 
general manager of the new Ford 
dealership. 


Lee Named President 


Of New Florida Group 

CRESTVIEW, Fila. — The newly 
formed Okaloosa County Fran- 
chised Automobile Dealers Assn. 
has elected James W. Lee presi- 
dent. He is associated with J. M. 
Lee & Sons, Inc. (Pontiac-GMC), 
Crestview. 

Other officers are John Tatum, 
John Tatum Buick, Fort Walton 
Beach, vice-president, and J. F. 
Cook, Gerlach Motor Co. (Chevro- 
let), Crestview, secretary-treasurer. 


and Mercantile Insurance 


resale of the automobile for $350 

is sufficient evidence of inade- 
quacy of price to require the 
court to conclude that the dealer 

did not exercise reasonable care 
and judgment in making a re- 

sale. 

“He (dealer) met that burden by 
showing that he solicited bids from 
seven or eight prospective purchas- 
ers and accepted the highest of 
three bids actually made. The de- 
fendant’s (purchaser’s) contention 
that the resale price was inade- 
quate has no evidentiary support.” 

od + * 


Policy Held Valid 


Areane to a late higher 
court decision an automobile 
insurance policy is not rendered 
void although the automobile is not 
“principally” in the location speci- 
fied in the application for insur- 
ance. 

For example, in North British 
Co. v. 


Markovich, 126 N. E. (2d) 810, de- 
cided last month, the testimony 
showed that one Markovich pur- 
chased a Buick automobile in 1949 
and insured it against theft. 

In the application for insur- 
ance Markovich stated that the 
Buick was to be garaged princi- 
pally in Cleveland, However, it 
was usually garaged in Mansfield, 
O., at the home of Markovich’s 
brother. 

The automobile was stolen in 1952 
and the insurance company refused 
to pay the loss. The higher court 
ordered the insurance company to 
pay to Markovich the full value of 
the stolen automobile, and said: 

“There is no question as to the 
fact that the defendant (Marko- 
vich) holds the certificate of title 
which, under Ohio law is conclusive 
evidence of ownership. The court 
sees no reason why it should void 
this policy at this time.” 


Wolverine Picks Morrisey 


William R. Morrisey has been 
appointed sales representative in 
Pittsburgh and surrounding area 
by Wolverine Tube, division of Cal- 
umet & Hecla, Inc. He will replace 
James McClain. 


NEW TDA 
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2-SPEED AXLE 
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| Automated Gear Finisher— 


This “Gear-O-Mation" equipped under- 
pass gear shaver finishes 260 automotive 
| pinions per hour. Built by Michigan Tool 
Co., Detroit, the line consists of an under- 
poss gear shaver with vibrating hopper 
| feed, automatic loading, a three-way gear 
classifier and control panel. Stub arbors 
on both headstock and tailstock are air 
operated. 


N.J. Enters Probe 
Of Damage Claims 
In Fake Crashes 


CAMDEN, N. J. — Frederick J, 
Gassert jr., director of the State 
motor vehicle division, has entered 
the investigation of fake accident 
claims that are said to have cost 
insurance firms more than $100,000 
in three years. 

The State investigators will work 
with probers from Camden County 
and the Assn. of Casualty and 
Surety Companies, New York. Gas. 
sert said his men will check all sus- 
picious title changes in the last 
three years. 

Investigators said the ring se. 
cured titles to higher-priced cars 
which had been damaged, took out 
collision insurance and paid pre- 
miums for five or six months and 
then filed claims on fake accidents, 
The same car was used several 
times merely by switching the title, 
probers said. 

The investigators are reported to 
|have linked four or five garage 
|operators to the ring with false 
| claims of $1,500 to $2,000 each col- 
| lected in some 20 instances. 


NOW! A new tool for the application 
of automotive power... 


REGULAR TDA 
2-SPEED AXLE 


We “‘Flipped Our Helicals” 
So We Could Widen the Range! 


The broader range of the new Timken- 
Detroit® wipE RANGE 2-Speed Axle was 
achieved by an ingenious mechanical re- 
arrangement. We “flipped” our high-range 
(1) and low-range (2) helical gear sets— 


reversed their relative positions—to place 
the enlarged helical pinion of the high- 
range gear set where it would not inter- 
fere with the hypoid pinion (3) of the 
first-reduction gear set. 
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Case Histories of a Salesman 


product and left him a dozen of 
my cards. If he didn’t need a new 
car, certainly he talks to owners 
all day. Because he was a busi- 
ness man, I put him in business 
for me. I made it plain that I 
would pay generously for any 
prospects he would send me — 


x * * 


e 
Meeting the Practical Problems. . . 
1s 
k J. 
tate Eprror’s Note: This is one of a 
foal series of letters on practical 
call problems encountered in auto 
),000 selling. It is written by a veteran 
y salesman, Bert Simons, who is 
y active in today’s market. 
ork 2 Ss 
an Dear Ed: 
Jas. A COUPLE of days ago I de- | and away I went. 
sus- cided to go on a prospecting 
last spree. After a 




































































little planning 
of my day’s 
work for this 
phase of selling, 
here’s how I did 
it. 

I started 
away from my 
house at 8 a.m. 
and the first 
stop I made 
was at a gas 





— next stop (on the way to 

work) was the coffee shop. 
While I was having breakfast I 
was talking cars to the waitress 
whose husband worked at a local 
trucking company. Again I made 
her and her husband agents for 





me and left. 


The next stop for me was the 
barber shop. Now here’s a guy 
that does nothing but “barber” 
and talk and when I got 





New Diamond T— 
The new Diamond T, Model 723-CJT, tractor chassis with saddle tanks, rear quarter | the attendant was “filling it up” to talk about me and my prod- 





fenders and fifth wheel, ready for the road. 
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2-SPEED AXLE 


for all operations requiring short transmission 
steps and high overall gear reduction 
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The new TDA WIDE RANGE 2-Speed | WITHOUT higher maintenance cost. 


le brings a new concept of flexibility 
d driving simplicity to the automotive 
dustry. It offers all the highly desir- 
advantages heretofore available © WITHOUT restricted overall gear 

ly through the use of complex mul- reduction. 

e-speed transmissions or auxiliary = WITHOUT complicated shift patterns. 

ur boxes without many of the penal- 

ies of one or the other: This is but a brief summary of the many 
distinct, positive, provable advantages af- 


OUT laborious two-stick shifting. forded by the development of this new 

WIDE RANGE concept in the famous TDA 

OUT wasteful excessive weight. line of double reduction two-speed axles. 

OUT increased driver fatigue. For complete information on the new TDA 

Sess WIDE RANGE Axles now available (in both 

OUT unusual wheelbaselimitations. 9 +4 and 2% to 1 ratio spreads) call, wire 
OUT higher initial vehicle cost. or write your vehicle dealer or branch. 





WITHOUT excessive wear on the lower 
speed gears of the transmission. 


























195s, RS & A Compony 
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AXLES 


ROCKWELL SPRING AND AXLE COMPANY 





% Oshkosh, Wisconsin * Utica, New 
; Ashtabula, Kenton and Newark, 
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r World’s Largest Manufacturer — 
Lie reas eee 
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Bert Simons station. While through with him he was going 


I talked to the owner about my uct at least for the rest of the 











day because when I offered him 
$25 per deal his face lit up like 
a Christmas tree. 

My next stop was the office, 
where I stayed only long enough 
to gather my messages and mail. 
I headed downtown and parked 
my “demo” in a huge parking 
lot. I told the manager of the 
lot what I was selling and gave 
him a fast proposition and headed 
toward the largest building down- 
town. I went to the manager 
and after getting permission to 
canvass the building offered the 
manager the same proposition. 

* * * 


Or THE way up to the top 
floor I told the cute little 
operator about my deal and I 
left her thinking about making 
extra money. 

I talked to lots of people dur- 
ing that day and gave out 
hundreds of my business cards. 
I made at least a dozen bird 
dogs, got at least a half dozen 
sincere inquiries and am now 
two days later delivering one 
car to a business man I spoke 
to for the first time in his office 
just 48 hours ago. 


There’s no doubt in my mind 
that the only way to get prospects 
is to go out after them. 


—-Bert Simons. 


Avon Lake Plant 
Builds Fruehauf’s 


New Steel Vans 
AVON LAKE, O. — Fruehauf’s 
newest Volume Van line — the 


high-tensile steel freight trailers of 
extra capacity design — is being 
produced exclusively at the com- 
pany’s plant here, according to Roy 
Fruehauf, president. 

The changeover to the steel 
Volume Van trailer line produc- 
tion is virtually complete. 


“Because the plant was expressly 
designed and built for this purpose 
we expect the changeover to bring 
a considerable increase in the effi- 
ciency of our operation,” Fruehauf 
said. 

Fruehauf also forecast “increas- 
ing sales” for two other important 
production items at Avon Lake — 
the Fruehauf Mobilvan dry freight 
container and truck-trailers for use 
in piggy-back operations on the 
railroads. 

The Avon Lake plant is the key 
plant in Fruehauf’s chain of 14 
plants reaching from Westfield, 
Mass., to Los Angeles. 

Six new models are included in 
the steel Volume Van line which 
Avon Lake will produce. They are: 
Smooth panel Volume Van, live- 
stock Volume Van, furniture 
Volume Van, corrugated steel vol- 
ume Van, open-top Volume Van and 
the grain and fruit Volume Van. 


Toronto Dealers 


Launder Ads 


TORONTO.—The Toronto Auto- 
mobile Dealers’ Assn. has pledged 
itself to cleaning up auto advertis- 
ing. 7 

Most members have signed a 
declaration which would eliminate 
“gimmick” and misleading adver- 
tising. The code was drawn up in 
cooperation with the Better Busi- 
ness Bureau and daily newspapers. 

Among other things, the code bans 
the use of such phrases as “write 
your own deal” and “name your 
own price.” 


Clark Creditors Meet 


In Bankruptcy Case 


ERIE, Pa.—Creditors of Fred 
Clark, and Fred Clark Motors 
(Hudson), adjudged bankrupt last 
month, met last week to appoint 
trustees and a committee of. credi- 
tors. 

The new-car dealership has been 
closed since Clark was arrested on 
bad check charges involving more 
than $2,000 in payment on a car. 
Cc. O. Birkland Motors has an- 
nounced it will handle factory 
warranty service. 


School for mechanics. 
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—/ts great to be a dealer in 


THE FORD FAMILY OF FINE CARS 








sj...in your own backyard 
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THE FORD 


A shining station wagon wheels into the dealer’s service area; 
the driver climbs out and begins to set up his equipment. In 
nothing flat he becomes a “‘professor of mechanics,’’ ready to 
instruct service personnel in the latest servicing techniques. 


It takes plenty of equipment and manpower for Ford Motor 
Company and its Divisions to keep its many training programs 
rolling. For example, Ford Division maintains 35 permanent 
service schools—one in each District—to help provide the 
latest know-how for service and parts managers and mechanics. 
There are also 103 traveling service representatives to give 
counsel, each with his own classroom on wheels, to bring 
school right into the dealer’s backyard. 


In addition, another 28 mobile units are maintained for training 
under the Lincoln and Mercury service training program. 


The plan does a whole lot more than teach men which wrench 
to use and what nut to tighten. It helps make mechanics 
skilled craftsmen, gives them extra pride in their products and 
workmanship. Makes them better customer relations men. 


The whole program for providing better service stems from 
the gospel of Henry Ford: 


“We emphasize service equally with sales. It has always 
been our belief that a sale does not complete the trans- 
action between us and the buyer.” 


And it fits neatly into our over-all philosophy of backing the 
Ford Family dealer . . . a program that runs the gamut from 
continual research for better products to advertising that 
includes top-rated TV shows and national magazine advertising 
that reaches tens of millions of people a month. 


In a matter of minutes, expert instructors unload their mobile 
units, set up equipment . . . and school is in session for the 
dealer’s service personnel. 


° THE THUNDERBIRD ° THE MERCURY 


THE LINCOLN ° THE CONTINENTAL MARK I// 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Truck Air Suspension 


Promises Freight Savings 


HE economic significance of 

technical developments was 
demonstrated strikingly in a dis-| 
play arranged by GMC at a recent 
proving-grounds exhibit, As an aid| 
to our understanding the implica-| 
tions of air suspension’s potential | 
impact on the trucking industry, | 
we were told that, in 1953, cargo| 
loss or damage was equal to 53.5 
percent of net operating revenues 
for Class I carriers. 

To prove out the air-ride dam- 
age -reduction possibilities, GM 
had packaged a variety of deli- 





Spray your way to profits wax can’t match! Du Pont Spray Glaze saves 
man-hours because you don’t rub it on—you spray it on. Don’t rub or buff it off—just lightly wipe. Yet it 
outshines the best wax job and protects in cracks and crevices that wax can’t reach. Proved by professional 
users coast to coast. If labor costs you anything, it will pay you to change to Du Pont Spray Glaze now. 
Ask your Du Pont jobber. 


FREE SPRAY GLAZE SHOP COAT 
of heavy white duck, navy biue trim 


or 


HEAVY-DUTY ALUMINUM LADDER 
—27” high, supports 1200 Ibs., double 


braces, feather-light 


with these two offers > 





cate articles, including Christmas 
tree ornaments, glassware, furni- 
ture, bottled goods and foodstuff 
ranging from pretzels to eatables 
in glass jars. 

This cargo had traveled 11,000 
miles cross-country before being 
unpacked for the display. No dam- 
age was found—even on articles 
which normally sustain five percent 
breakage during shipment. 

Substantial savings also are en- 
visioned in packaging costs, as a 
result of reduced labor and mate- 
rials cost, as well as decreased 
weight of the package itself. Here 
are some typical figures jotted 


including: 


of hose 


2 gallons of Spray Glaze 

1 gallon Spray Glaze Cleaner No. 1 

1 gallon Spray Glaze Cleaner No. 2 . . . .$79.00 
1 Spray Glaze Shop Coat or Heavy- 

Duty Aluminum Ladder ............... 8.95 


Introductory Offer 
Premier Spray Glaze Assortment, 


1 special De Vilbiss Spray Gun with 
regulator, air gauge and 25 feet 


down while I examined the various 
objects displayed: 

In packaging a truck door for 
shipment, 48 pounds were saved by 
substituting a cardboard carton for 
the standard nailed wood crate. 
Another exhibit indicated that a 
14-pound package weight reduction 
was made possible by changing to 
lighter, less costly packaging meth- 
ods for windshields shipped on air- 
suspension trailers. 

Further “dollar and cents” ad- 
vantages to truckers are antici- 
pated from increased trailer ca- 
pacity gained by leveling action 
and constant platform height of 
the new suspension system. 

It was stated that trailer volume 
may be increased as much as 100 
cubic feet while remaining within 
the legal height limit of 12% feet. 
This added space allegedly pro- 
vides $800 added annual revenue in 
a typical operation. 

A demonstration ride afforded 
the opportunity of observing mo- 
bile, closed-circuit television as a 
modern engineering tool. We sat in 
comfort, literally “watching” the 
action of one of the air-ride bel- 
lows on a TV-screen inside the 
trailer. Source of this road-test pic- 


1 Spray Glaze Shop Coat or Heavy- 
Duty Aluminum Ladder ....:.......... 8.95 


1 Promotional Material Kit: ad 
mats, folders, dash tags, stickers, 


big display banner . . 


Bene cea wee 3.50 





REG. U. 5. PAT. OFF 


BETTER THINGS FOR BETTER LIVING 


«++ THROUGH CHEMISTRY 


DU PONT SPRAY GLAZE 





TOP DEALER VALUE $91.45 


SPECIAL DEALER PRICE $79.00 
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Regular-User Offer 


4 gallons Spray Glaze 


4 gallons Spray Glaze Cleaner 


1 Promotional Material Kit: ad 
mats, folders, dash tags, stickers, 
ee eee 3.50 


SPECIAL DEALER PRICE $44.16 








Mack Honors Oldest Distributors— 


More than 90 years of active service with the Mack Trucks are represented by the 
men holding plaques. The distributors were honored at a dinner concluding a national 
sales meeting in New York. From left are E. G. Ewell, Mack sales vice-president; 
Charles O'Shea jr., Universal Auto Repair Co., Trenton, N. J.; H. C. Fredericks, Howard 
B. Fredericks Co., Oakland, Calif.; Forrest Diemer, vice-president, Carolina Garage, 
Inc., Winston-Salem, N. C.; William A. Pozzo, Gary, Ind., and P. O. Peterson, Mack 
president. 7 





























ture was a small television camera, |truck. Engineering test work 
mounted underneath the trailer. |design programs on chassis ang 
|running gear reportedly have pro 
A§ AN added fillip on this occa-| gressed to approval for production 
+% sion, we also were given a look | release. 
at two engineering development | Styling and body design appar- 
models of the L’Universelle “dream” | ently have not yet been finalized in) 
| all details. The test vehicles we saw) 
|carried bodies that obviously had 
been reworked from standard GM) 
passenger-car shells. 
Ultimately, of course, the L’Uni- 
| verselle is slated to have a body 
| of its own. Innovations in the 
| actual production body will not 
be limited to new styling con- 
cepts, as this unique vehicle also 
may embody a novel type of par- 
tially itegrated frame construc- 
tion. 


No official word was given on the? 
target date for appearance of this] 
new vehicle on the market. How- 
ever, judging by the amount of 
|work that yet remains in manu- 
| facturing-engineering and produc- 
| tion tooling preparations, it seems 
}unlikely that L’Universelle will be 
offered for sale this year. 

* Bd + 


'Tech Center Ceremonies 


| Overlook Ex-Research V. P. 


It seemed to me that Charles 
McCuen was the “forgotten man” 
at GM Technical 
Center dedication 
ceremonies. I 
thought it a lam- 
entable oversight 
that McCuen’s 
contribution to 
this project was 
completely over- 
looked in the 
elaborate affairs 
staged during its 
formal opening. 

The speech- C. L. MeCuen 
making included acknowledgments 
of contributions by several of the 
GM executive group who were re 
sponsible for conception of the idea 
for a technical center, and bou-7 
quets for those who aided in bring- 
ing this dream to fruition. 

But I heard no public mention of 
the individual who served as vice 
president in charge of the research 
laboratories division for 15 years 
prior to his retirement last Sep- 
tember. 

However, in marked contrast to 
this unaccountable “official sil- 
ence” was the warm tribute paid 
McCuen in private conversations 
by his former GM associates. 

Keynoting the thoughts of those 
who remember McCuen’s years of 
able leadership with affection and 
respect is the comment of the ex- 
ecutive who told me: 

“We won’t forget. Without him 
this (technical center) wouldn't 
have been possible!” 


and | 








Elect West President 


NEWBURGH, N. Y.—Monroe M. 
West, president of Daniels & West, 
Inc., 444 Broadway, Newburgh, has 
been elected president of the New 
York Lincoln-Mercury Dealers 
Assn. 

The organization comprises 150 
dealers in New York, Connecticut 
and Northern New Jersey. West 
has been a Lincoln-Mercury dealer 
since 1949. 


TOTAL DEALER VALUE $56.61 







Mack Appoints Gallagher 

John F. Gallagher has_ been 
appointed division off-highway rep- 
resentative in the Atlantic division 
of Mack Trucks, Inc. 
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“ROBERT TROUT AND THE NEWS” 





“ALLAN JACKSON AND THE NEWS” 


ROBERT TROUT AND THE NEWS, sponsored by Chevrolet 
Dealers on the CBS Radio Network, is now heard at a new 
time, Monday through Friday from 9:00 to 9:05 PM, EDST. 
In addition, Chevrolet Dealers present an extensive spread 
of high-rated weekend news broadcasts by Trout and fellow 
CBS Newsman ALLAN JACKSON. 
This “saturation” pattern of five-minute news programs 
throughout the week by top ranking correspondents is geared 
— to the nation’s need for immediate, authoritative news... and 
Raden. to the vast American radio audience now on the road. Today, 
e New over and above the 107 million sets in homes and public places, 
4 : there are 35 million radio-equipped automobiles. 
=e The current Chevrolet schedule of Trout and Jackson 
oe broadcasts delivers an estimated total of 35.7 million sales 
messages to Chevrolet Dealer prospects every week! 
her 


ood THE CBS RADIO NETWORK 
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How $12,500 Starts a Dealership 


(Eprror’s Note: This is_ the 
second of three articles on the 
Motors Holding division of 
General Motors.) 

. + 


* 


By Joseph ,M. Callahan 
Staff Writer 

NY dealer-candidate wishing to 

get backing from .Motors Hold- 
ing in buying or founding a dealer- 
ship must have $12,500 to $50,000 
cash of his own, depending on the 
volume of the outlet, according to 
Motors Holding officials. 

While these officials are quick to 
say that capitalization standards 
are set by the divisions and that 
they vary considerably, depending 
on whether a Chevrolet or a Cadil- 
lac dealership is sought, they did 
agree to these generalizations: 

1. A small dealership (up to 300 
cars a year) would require around 
$12,500 as the dealer’s 25 percent 
of the capitalization. 

2. A medium dealership (300 to 
600 cars) would require about 


$25,000. 
large dealership (1,000 to 
3,000 cars) would require a larger 
dealer investment, starting at about 
$50,000. 
* = * 


N THIS connection, the Motors 
Holding officials again empha- 
sized, “Interested individuals should 
not come to us. Our deals are de- 
veloped in the divisional zones, 
processed by the car divisions and 
submitted to our investment com- 
mittee for final decision.” 

Among the many factors which 
Motors Holding investigates be- 
fore investing in a dealership is 
the caliber and background of the 
dealer candidate. 

In the division’s Dealer Invest- 
ment Plan, it is explained that 
“Character, capacity, the willing- 
ness to work with the ambition to 
progress, as well as the requisite 
capital, have long been recognized 
as essential ingredients in the suc- 
cess of any business.” 

Herbert M. Gould, general man- 
ager of Motors Holding division, 
said, “We want the usual good per- 
sonal characteristics in our dealers, 
as well as experience and proven 
ability in the auto business.” 


HARVEY, manager of 

branch operations for Motors 

Holding, said that the dealers are 

usually former sales managers or 
successful used-car dealers. 

“We want men who are re- 
spected by their associates,” he 
continued. “You’d be surprised at 
how much we can learn about a 
man’s character, ability and drive 
by merely calling around town to 
a few people we know.” 

Harvey said that Motors Holding 
does not put great emphasis on 
getting young men for its dealer- 
ships, largely because they are 
usually lacking in cash and experi- 
ence. He said the division has 
backed dealers from 27 to 57 in 
recent years. 

Adding that an operation has 
greater chances for success in a 
small town if a small-town man 
takes charge and vice versa in a 
large town, Harvey said, “We'd 
prefer a man who once sold papers 
in the area and has moved forward 
in the community ever since.” 

* + *. 


N UNDERSTANDING of how 
Motors Holding arranges the 
financing of a dealer can best be 
obtained by studying the imaginary 


case of John Jones, who has $25,000 | 


for investment in a medium-sized 
Chevrolet dealership. 

Assuming that the deal would 
require a total capitalization of 
$100,000, Motors Holding would 
invest $75,000 in this dealership, 
after all the preliminary approv- 
als had been given by the car 
zone officials, the car division and 
the Motors Holding investment 
committee. 

This $100,000 usually would be 
used for the purchase of enfran- 
chised assets only, meaning all the 
assets except real estate. Motors 
Holding usually leases the real es- 
tate on a short-term basis. 

Under a recent change by the 
division, Motors “Holding would 
invest half of its $75,000 in 5 per- 
cent long-term notes and the other 
half in $100 Class A (voting) stock. 

The dealer's $25,000 would go to 
purchase $100 Class B (non-voting) 
stock. 

All shares would participate 


equally in profits, but Motors Hold- 

ing would have final authority on 

all policy decisions. The dealer 

would be directly responsible for 

the management of the dealership. 
+. * a 


2 the total outstanding stock 
in the dealership would be $62,- 
500—$25,000 from Jones and $37,500 
from Motors Holding. This would 
enable the dealer to receive 40 per- 
cent of the .firm’s total profit in 
dividends by investing only 25 per- 
cent of the company’s capital. 

In addition ‘to his salary for 
operating the dealership, Jones 
also would receive an annual cash 
bonus of one-third of the profits 
made by the company in excess of 

15 percent of the total funds in- 

vested, including notes. This 

bonus is paid by the dealership 

on a calendar basis and is a 

direct expense of the business. 

Suppose the dealership made a 
profit of $36,000 in a given year, 
after taxes and interest on the 5 
percent notes. Jones would receive 
a bonus of $7,000—one-third of the 
profit ($21,000) after $15,000 (15 per- 
cent of the total investment). 

This would leave a net profit, 
after bonus, of $29,000. Jones would 
get 40 percent ($11,600) of this sum, 
giving him an income of $18,600 in 
addition to his salary. Motors Hold- 
ing would get the remaining 60 
percent—$17,400—in dividends. 

In the event of losses in the deal- 
ership, Jones will share them with 
Motors Holding in proportion to his 

k, up to 15 percent of the total 
outstanding stock. Losses above 15 
percent of the total stock will be 
assumed by Jones up to the amount 
of his investment. 

- * > 

ONCERNING the “buyout” of 

the Motors Holding interest in 
the déalership, Jones and the divi- 
sion agree: 

1. That Jones shall have the op- 
tion of buying out Motors Holding’s 
stock as soon as possible from his 
dealer’s earnings. 

2. That Jones will use all his 
dividends and at least half his 
bonus to buy out Motors Holdings. 

3. That when Motors Holding 
stock has been reduced to 20 per- 
cent of the stock purchased by it, 
Jones must retire Motors Holding’s 
notes, before the balance of the 
stock can be purchased. 

4. If the dealer leaves the dealer- 


Wolfington Estate 


Valued at $122,954 

PHILADELPHIA. — J. Eustace 
Wolfington, DeSoto-Plymouth dealer 
who died last fall, left an estate of 
$122,954, according to an inventory 
filed here. 

Wolfington was secretary-treas- 
urer of Wolfington Motors. He was 
a NADA director from 1947 to 1950, 
had served as chairman of the 
group’s public relations committee 
and had been president of the Penn- 
sylvania Automotive Assn. and the 
Philadelphia Automotive Trade 
Assn. 


ship because of incapacity, death, 
resignation or removal, Motors 
Holding will purchase his stock 
and his company notes. 

5. To retire the 5 percent notes, 
45 percent of each year’s earnings, 
after bonus, must be used. The re- 
maining 55 percent of the earnings 
will be available for dividends only. 
In certain cases, the dealer may 
use his earnings to purchase the 
notes. 

* * * 


gms Motors Holding Dealer In- 
vestment Plan also provides 
that “the dealership is assured of 
adequate capital to meet all neces- 
sary requirements. Should the ini- 
tial investment prove insufficient, 
additional capital is available if the 
need for it is iridicated.” 

The plan also indicates that 
“the fact that Motors Holding 
division is a part of General Mo- 
tors Corp. in no way affects the 
status or relationship of the 
dealer with respect to his respon- 
sibilities under the franchise.” 
While Motors Holding is essen- 

tially a function to provide a serv- 
ice to the car and appliance divi- 
sions, it is expected to make a profit 
like all other GM divisions. The 
only source of this division’s profit 
is the dealerships in which it in- 
vests. 

As a consequence, many Motors 
Holding decisions are based on 
whether they would be profitable. 
For instance, the division would 
not invest in a dealership that did 
not have a profit potential of at 
least $10,000 a year on the grounds 
that there would not be sufficient 
profit in it to merit the division’s 
counseling service. 

However, Gould mentioned an 
exception to this policy in the case 
of a dealership in Deadwood, S. D. 
He said that Motors Holding’s 
service function came to the fore 
on this occasion, and the invest- 
ment was approved, even though it 
meant a 500-mile trip every time 
the branch manager visited the 
dealership. 


* * * 


OULD also asserted that Motors 

Holding will also turn down a 
deal in which the expenses are too 
high in proportion to the potential 
profit. 

Motors Holding is the smallest 
GM division, employing only 135 
persons. Since its founding in 
1929, it has financed more than 
1,200 dealers. 

Currently Motors Holding has 
more than $28 million invested in 
350 dealerships in the U. S. and in 
about 50 dealerships in Canada. 
Gould estimates that the net worth 
of all Motors Holding dealerships 
is about $56 million. 

The U. S. dealerships are super- 
vised by 19 branch managers in 19 
principal cities. The Canadian deal- 
erships are directed by Motors 
Holding of Canada, Ltd., which has 
branch offices in four cities. Each 
office has a manager, secretary and 


Nash Dealer Council Convenes— 


Members of the Nash Dealer Advisory Council pose with factory officials at a joint meeting in Detroit. From left, front row, 
are P. R. Lauritzen, Richmond, Va., council vice-chairman; W. E. Maloy, Akron; L. P. Hartung, Milwaukee, secretary; M. C. Bledsoe, 
Shreveport, La.; L. C. Barnett, Topeka, Kans.; L. P. Marshall, Flint; N. Atamian, Boston; W. A. Grawemeyer, Indianapolis, chair- 
man; and D. E. Schulstad, Tampa, Fia. Standing: John W. Raisbeck, Nash sales vice-president; L. C. Bosse, Boise, Id.; P. K. 
Williams, Austin, Tex.; K. O. Wright, St. Louis; S. E. Clevenger, Minneapolis; H. F. Brown, San Bernardino, Calif.; C. M. Went- 
worth, Portland, Ore.; W. J. Fulton, Washington, Pa.; R. J. Menendez, Hempstead, L. |., N. Y.; W. A. Stutzel, Rockford, Ill.; C. E. 
Walker, Los Angeles; K. S. Van Dervort, Binghamton, N. Y.; and Roy Abernethy, marketing and distribution vice-president, Ameri- 
can Motors Corp. Council members N. Romano, Glenside, Pa., and L. E. Test, Stockton, Calif., are not pictured. 


usually an accounting supervisor 
and an inventory supervisor. 
+ + * 


| i GOULD’S plush office on the 
10th floor of the GM building in 
Detroit is an autographed picture 
of one of Motors Holding’s oldest 
alumni— Douglas McKay, former 
Secretary of the Interior. 

While Gould is quite proud of 
the performance of his dealers, 
he is not blinded by their records. 
He commented, “We have some 
outstanding dealers, many fair 
ones and some poor dealers.” 
How Motors Holding has grown 

in the last 10 years was shown in 
testimony last fall before the Sen- 
ate subcommittee which investi- 
gated General Motors. Included was 
the following table: 
Number of Companies (Motors 
Holding Dealerships) 
Liqui- Com- 
dated by pletely 
Agree- Bought 
ment Out 
Start With by 
of Year Added Dealer 
161 31 41 
150 34 72 
lil 49 47 
113 62 36 
139 61 56 
143 74 52 
165 79 26 
216 69 38 
245 96 22 
317 58 39 
Gould declared, “By their exam- 
ple, we hope that Motors Holding 
dealers will have a broad, signifi- 
cant influence on retail auto mer- 
chandising. We take great pride in 
the ethical performances of our 
dealers.” 


enwenwenor-oorH 


Truck-Mounted Crane— 


Mounted on a Dodge truck, this hydrav- 
lically operated truck crane, developed by 
Truck Crane, Inc., Chicago, will handle 
loads up to 5,000 pounds in a single 
lift. The telescopic boom works in any 
position, within a 280-degree arc, and 
can lift a unit to a height of 22 feet 
three inches. The boom swings in a 
horizontal position for traveling. 


How They're Pushing Sales .. . 


Dealer Ad Ideas 


Buicks on Parade 


AN AUTOMOBILE fashion parade 
of 12 new Buicks from Com- 
munity Motors, Inc., told residents 
of Mt. Holly, N. J. and surrounding 
towns that spring is the time to 
buy a new car. 

The parade cars, piloted by Mt. 
Holly High School seniors, also 
toured nearby Fort Dix and Mc- 
Guire Air Force Base. 


Artistic Approach 


ROM the midst of black and 
blatant auto ads in the Phila- 
delphia Daily News smiles the se- 
rene and enigmatic Mona Lisa. 
She apparently is selling cars for 


Philadelphia Adopts 
Air-Pollution Ordinance 

PHILADELPHIA. — Philadel- 
phia has adopted an air-pollution 
control ordinance which prohibits 
the emission of “visible fumes” 
from motor vehicles. 

The regulation requires that 
persons maintaining motor vehi- 
cles for commercial purposes 
shall “conduct periodic visual and 
odor tests” of the exhausts. Vio- 
lators may be fined up to $300 
and jailed up to 30 days. 





Corleto Buick, Inc., which says in 
the ad: 


“DaVinci had nothing on us. 
DaVinci was a great artist. We, 
too, are great artists ... VOL- 
UME ARTISTS! 


“Corleto has sold more Buicks in 
1956 than any other dealer in Penn- 
sylvania. This proves that we are 
a Buick volume dealer in Pennsyl- 
vania. 

“Our deals are masterpieces.” 

+. * © 


Wreckers Sell ’Em 


= sponsorship by Roger Dean 
Chevrolet Co., Charleston, W. 
Va., of the appearance here of Joie 
Chitwood and his Congress of Can- 
adian Daredevils sold 50 cars for 
the dealership, William Stalnaker, 
general manager estimated. 

Newspaper, television and ra- 
dio ads explained that Chitwood 
needs old autos for its acts, and 
that Roger Dean would pay $500 
toward the purchase of a new 
Chevrolet for any make that will 
roll into the dealership under its 
own steam. 

Only three of the 50 cars taken 
in trade were chosen for use by 
the Chitwood team when it ap- 
peared. 

> * *” 


Elephant in the Trunk? 


OOTES MOTORS, INC., New 

York, challenged readers to take 
an intelligence test in an ad extoll- 
ing the 1956 Hillman. 

The test asked: “Do I often take 
trips of 2,000 miles or more? Do I 
own a gas station? Do I usually 
carry six persons in my car? Dol 
want to admit my car is smarter 
than I am, or can I shift gears 
myself? 

“Do I ever carry a baby elephant 
in the trunk? Do I ever sleep in my 
car (lodge nights excepted) ?” 

The ad concluded, “If the ma- 
jority of your answers were “no,” 
you have a high IQ and you will 
come in and try the 1956 Hillman.” 


* * * 


Battle of Salesmen! 


PICTURES of Raymond Robi- 
chaux.and James Spence, sales- 
-men for Benoit Ford Co., Welsh, 
La., in a newspaper advertisement 
kicked off the “battle of the month” 
with “no sales barred.” 


“Fhe Battle of the Salesmen in- 
vited the public to “pick your 
champion now — buy now — and 
you both win.” Both men were 
wearing boxing gloves—and smiles. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 
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Station Wagons on Display— 

Fifteen of the latest station wagons were featured in a special display of ‘Station 
Wagons and Station Wagon Apparel" at Henry's Suburban, Wichita. Unique in the 
way of retail clothing promotions, the wagons were closely tied in with a special 
collection of men's, women's and children's sportwear. Despite unseasonal weather, 
the promotion was termed “an unqualified success” in that interest ran high in both 
the wagons and the store's sportswear. 





Highways 


An amendment effective July 1 
will stiffen the penalties under 
California’s financial responsibility 
law, according to the Automobile 
Club of Southern California. 

After that date, license plates 
and vehicle registrations, as well 
as driver’s licenses, 


or cannot satisfy the responsibility 


provisions in death, injury or $100) 


property-damage accidents. 

In New York, officials have 
declared that the State’s compul- 
sory insurance law also applies to 


nonresidents driving in the state. | 


The law requires $10,000-$20,000 lia- 
bility and $5,000 property-damage 
insurance. Uninsured visitors in- 
volved in accidents will lose their 


|New York driving privileges for a 
| year. 


* * * 


Big Cars Shrink Lots 


The size of today’s cars is caus- 
ing parking lots to shrink, the 
Toronto Parking Authority said, 
noting that three garages built 


will be sus-| 
pended if a motorist is uninsured | 


& Safety 


30 years ago have lost one third 
of their spaces because of larger 
models. The Authority suggested 
premium fees if such space re- 
quirements persist. 

- * + 
Vermont Speeders Face 


Suspension of Licenses 
Joseph Johnson, governor of Ver- 


— 


drugs are competing with alcohol 
as highway hazards and warned 
against indiscriminate use by 
drivers. He mentioned barbiturates 
and antihistaminic agents. 
| + * * 

Calkins Wins Dow Award 

C. D. Calkins, director of safety 
for Pacific Motor Trucking Co., San 
Francisco, has been named winner 
of the Marcus A. Dow Memoria] 
Award. The award, consisting of a 
| plaque and $500, recognizes pro- 
|fessional achievement in motor 
transportation safety engineering. 


|Periodic Reexamination 


mont, has announced that he is | : 
considering a policy of mandatory| Urged for Motorists 


suspension of licenses in cases of 


speeding. 


| Periodic reexamination of drivers 
|to make sure they are still physi- 


The move, he said, would be) cally and emotionally able to drive 


aimed at: reducing Vermont’s| has been called for by Dr. P. L 


mounting highway accidents. 
* * * 


Doctors’ Safety Role Told; 


Drug Warning Is Given 


Dr. F. Lee Stone, president, II- 
linois State Medical Society, said 


| doctors can press for tighter laws 
|to help reduce the mounting traffic 


toll. 
Dr. Walter J. R. Camp, State 
Toxicologist, said some modern 





Dont Stiek 


New Hercules Front Mounted 
Telescopic Hoist Gives You 
1000 Ibs. Extra Legal Payload 


You can haul an extra half-ton of payload 
FREE on every trip by choosing the 
sensational new HERCULES Single 
Telescopic Hoist (Model 1210) for yout 
heavy-duty dump truck bodies 
eleven to fifteen feet long. 

This 20-ton capacity hoist pays 
for itself quickly because it weighs 
so much less . . . shifts more loa 
to front axle. . . reduces driver 
cost per ton... and minimizes 
maintenance. Available for 
single or tandem axle straight 
trucks, Model 1210 mounts 
easily, no part extending 
below the truck frame. 

For larger capacities, 
HERCULES builds Twin 
Telescopic Hoists with 
even greater payload- 
boosting advantages. 

Act now to increase 
your profits. Write, wire 
or phone for complete 


information. 
AA-3312 


V ; 
buy from the line of strongest design 


HERCULES STEEL PRODUCTS COMPANY * GALION, OHIO 


- 


TRUCK DUMP 


BODIES AND HOISTS 


Mediurn @ Heavy 
Rock @ Conversion 


TRAILER 
DUMP BODIES 
AND HOISTS 


_ Platform 


SPREADERS 


Agricultural 
Cinder @ Cement 


HYDRAULIC 
TAILGATES 


Palomba, president of the Connect- 
icut Optometric Assn. 

In a letter to Gov. Abraham Rib- 
icoff, the doctor said, “It is time 
we started to give as much atten- 
tion to the original causes of acci- 
dents as we have to the final tragic 
| effects.” ae 


| One Car in Four Fails 
|Colorado Spot-Check 


More than one car in every 
four checked at Colorado State 
Highway Patrol roadblocks since 
the first of the year have been 
found to be in violation, accord- 
ing to Gilbert Carrel, patrol chief. 

Carrel said 18,104 vehicles were 
checked at 269 separate road- 
blocks and that 4,988 were in vio- 
lation. The most prevalent equip- 
ment violation was defective 
lights, he said. 


| 


Driver Training 


Need Stressed 


Calvin Fentress jr., president of 
Allstate Insurance Co., has pre- 
|dicted that auto driving classes 
will become as necessary for a high 
| school diploma as the standard aca- 
| demic courses. 
| Fentress spoke in St. Petersburg, 
Fla., where he participated in open 
house activities ‘at his firm's new 
regional office. 

“In a society as highly mech- 
anized as our own,” he said, “proper 
driving instruction is as essential 
as home economics, correct English 
|}or mathematics in preparing our 
youngsters to assume responsible 
|roles as members of the com- 
munity.” 

Fentress pointed out that Florida 
is the sixth state to enact legisla- 
tion aiding school driver training 
programs and that trained young 
drivers have less than half the acci- 
dents of untrained drivers in the 
same age group. 

> 


‘Rolling Stops’ Blamed 
In Milwaukee Crashes 


The “rolling stops” many motor- 
ists make at intersections were a 
factor in Milwaukee County’s 27 
percent rise in accidents during the 
first four months of 1956, according 
to members of the county safety 
| commission. 

The commission asked police to 
be more strict in enforcing the 
“complete-stop” rule. Through Apr. 
30, auto deaths in the county were 
30 percent greater than in 1955 and 
injuries were up 31 percent. 

* * * 


Garages Are Talk Topic 


Multilevel parking garages re- 
ceived serious discussion at the 
annual convention of the National 
Parking Assn. in St. Louis. 


Service Plus 
Dayton Dealers Stress 


Modern Tools 


| DAYTON, O. — Dayton Auto- 
mobile Dealers, affiliated with the 
|Montgomery County Automotive 
Dealers Assn., promoted service 
business with a newspaper ad that 
stressed the importance of modern 
tools and equipment. 

| The ad. featured sketches of a 
|sledge hammer and a watch and 
| was captioned: “You can’t repair 
a fine watch with a 10- pound 
| Sledge. Nor can you repair a new 
|or used car with a crowbar. 

| “Whether new or used, no car or 
truck can be properly serviced 
without modern tools and equip- 
ment. That’s why Dayton Auto- 
mobile Dealer members listed 
below have invested over $20 mil- 
lion to properly service every car 
or truck before it reaches you.” 
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AUTO-LITE | Serves Industry 


with more than 400 products of the highest quality | 


Whether it be intricate die-castings, finely drawn magnet wire, 
electrical equipment for the automotive industry or any one of 
hundreds of other products . . . it is of the highest quality when 
it comes from Auto-Lite. That reputation for quality in 30 
plants from Coast to Coast is maintained through central 
engineering control and is reflected in the public acceptance of 
the name Auto-Lite . . . and in the establishment of Auto-Lite 


service facilities throughout the world. 


THE ELECTRIC AUTO-LITE COMPANY ¢ TOLEDO 1, OHIO 





Scientific Research—In this 
field Auto-Lite combines crea- 
tive thinking with practical pro- 
duction, frequently pioneers 
the development of products 
that contribute significantly 
to progress in many fields. 





Creative Engineering— 
Many original ideas and 
products now in common use 
throughout industry came to 
life on the drawing boards 
and in elaborately equipped 
laboratories of Auto-Lite. 


Mufti O-. | 


Precision Manufacturing— 
Scientific testing procedures 
on Auto-Lite production lines 
assure the quality and depend- 
ability of every Auto-Lite 
product and the ultimate 
economy to its users. 


World-Wide Service— 
Franchised service outlets and 
supervised field training pro- 
grams moke specialized serv- 
ice facilities available to 
owners of Auto-Lite-equipped 
vehicles everywhere. 


SPARK PLUGS «+ BATTERIES * BUMPERS & GRILLES * HEADLIGHT DIMMERS + FUEL PUMPS 
GENERATORS + HORNS « IGNITION UNITS « INSTRUMENTS & GAUGES 

LIGHTING UNITS * METAL FABRICATED ASSEMBLIES » AUTOMOTIVE FRACTIONAL MOTORS 
SFARTING MOTORS + SPEEDOMETERS + SPEEDOMETER CABLE + PLASTICS 

SEAT AND WINDOW MOVING MECHANISMS «+ SWITCHES * WINDSHIELD WIPERS 

WIRE & CABLE « GRAY IRON, ZINC AND ALUMINUM CASTINGS 
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‘ommerecial Car News 


CLAM oe te ae ee 


{merica’s Trucks, 


Buses, Commercial Vehicles and Equipment 








i WAS just fifty years ago next 
year that one of the outstanding 
farm machinery makers of its day 
looked Detroit way and saw the 
progress that was being made in 
the manufacture of self-propelled 
road vehicles. 

Inasmuch as International Har- 
vester Co.’s success had been built 
on serving farmers and smaill- 
town people with buggies and 
wagons as well as farm machin- 
ery, management felt that it 
should get into this new “gas 
wagon” field and build something 
for its market. 

Ninety nine high wheeled self- 
propelled wagons were built by 
Harvester in its first year of pro- 
duction. The first was completed in 
February, 1907, at the McCormick 
works in Chicago and the balance 
of that year’s output was built in 
the Akron works. 

The first vehicles were propelled 
by a four-cycle, two-cylinder hori- 
zontal-opposed type engine having 
a five-inch bore and five-inch 
stroke, still known as a “square” 
engine. This power plant was rated 
at 20 horsepower with some being 
water cooled and some air cooled. 

- = +. 

But all had the engine under the 

seat with the cranking done 
from the side and all had the high 
road clearance needed on the roads 
of that period. All were chain drive 
from the under-seat engine back 
to the axle. And all had hard rubber 
tires similar to those popular on the 
buggies and carriages of the day. 

The timing for this column on 
Harvester partially was inspired by 
the coming truck Golden Anniver- 
sary in December. However, an- 
other event of prime interest and 
importance, to me at least, took 





Tanker-Trailer Service— 


Large cranes piace sealed trailer body 
carrying dry cargo on special deck of 
@ converted tanker in Pan-Atlantic Steam- 
ship Corp.'s new sea-land service. The 
33-foot body, with a load capacity of 
40,000 pounds, is carried to and from 
dockside on a detachable chassis, with 
which it forms a standard highway trailer 
unit. The tanker-trailer service between 
New York and Houston will begin in 
April on a regular schedule. 


place last month and gives this 
column the nostalgic interest I al- 
ways look for. 

Pete Moulder, the first “top 
man” in the Harvester organiza- 
tion that I ever knew real well, 
+ Was made president. 

I met Pete and W. C. Schumaker 
in Cleveland during some kind of a 
|}road show or other shindig, Pete 
and Schu were there as representa- 


tives of Harvester. 
* 


Up the Ladder 


At™ THAT time, in the very early 
thirties, Harvester did not have 
a truck division as such. W. F. 
McAfee was manager of truck 
(Continued on Page 35, Col. 1) 





‘Snafus’ Await 
Unwary Dealers 


States’ Truck Laws 
Pose Potential Traps 


peer= dealers, unknowingly, of 
course, get their customers in 
trouble with other states by not 
checking out equipment down to 
the minutest detail. 

For instance, suppose a long- 
distance hauler buys a truck from 
a dealer in a state which has no 
law regarding mudguards. Then, 
that customer’s vehicle is 
whistled down in an adjacent 
state and tagged for not having 
the proper mudguard equipment. 
Each truck dealer should be 
well-versed in the laws of other 
states and make certain he under- 
stands the territory served by his 
customers. 

Most of these items either may 
be mounted by the body and equip- 
ment people or by the dealer. So, 
there really is a split responsibility 
here and should require a close lia- 
ison between truck and equipment 
dealers. 





> > * 


OWEVER, it is 10 to 1 that the 

customer whose ire is aroused 
will vent his spleen on the truck 
dealer. Chances are he is not aware 
of the split responsibility and will 
blame the firm that delivered the 
truck. 

It might be well to review some 
of these laws and what various 
states require. Take mudguards, 
for example. At present, 24 states 
demand that every truck driving 
their highways must be equipped 
with them. 

These are California, Connecti- 
cut, Georgia, Idaho , Illinois, 
Maine, Massachusetts, Michigan, 
Minnesota, Mississippi, Nebraska, 
New Hampshire, New York, Ohio, 
Oklahoma, Oregon, Pennsylvania, 
Rhode Island, Tennessee, Texas, 
Utah, Virginia, Washington and 
Wisconsin. 

As mudguards usually are 
attached to the body when it over- 
hangs the rear, it can be very easy 
for a dealer to forget to specify 
them to the body supplier and 
then again fail to install them 

before delivery. 
> 


_— states now demand two tail 
lights on all motor vehicles. 
They are Delaware, Idaho, Indiana, 
Montana, New Jersey, New Mexico, 
Oklahoma, Utah, Washington and 
Wyoming. 

California demands two tail 

(Continued on Page 34, Col. 3) 


New York Joins Chicago’s TBEA ... 





2 Big Shows on Tap 


WO truck shows of national 

import are being offered truck 
makers this year. In addition to 
the Truck Body & Equipment Assn. 
show at Hotel Morrison, Chicago, 
Oct. 29-31, the Automobile Manu- 
facturers Assn. is designating the 
64,000-square-foot first floor of the 
National Automobile Show as a 
truck show. 

The auto show, which resumes 
this year, Dec. 8-16, in the new| 
Coliseum on Columbus Circle, New | 
York, after lapsing since the be-| 
ginning of World War II, is a| 
manufacturer-sponsored show de-| 
signed to sell the industry to metro- 
politan New York and its thousands 
of visitors. 

While the truck exhibit in the 
Coliseum will be limited to manu- 
facturers, it is learned that it is 
expected all members of the AMA, 
as well as Ford, no doubt, will 
be showing their latest models 


and innovations. 
7 * 2 


7 showing of bodies and equip- 
ment will be limited to those 
which will be a part of the truck 
manufacturers display and will be 
mounted or incorporated in trucks 
and commercial vehicles shown. 

It is thought by many in AMA 
that this exhibit will be able to 
offer the truck manufacturer two 
advantages which are felt to be 
needed at this time. 

The first will be of a public re- 
lations nature, showing the general 
public just what comprises the 
truck business and bringing home 
to the thousands who are expected 
to attend the show how closely the | 
truck is knit into the everyday life 
of the “man on the street.” 

It is hoped that this may alleviate 
some of the antagonism expressed 
by Motorists who dislike to meet 


tunity to show their vehicle chas- 
sis to leading body and equipment 
makers and distributors of the 
nation. As every one in the truck 
business knows, there is a dis- 
tinct advantage in having as 
many top body and equipment 
distributors as possible know the 
product. 

These men in their various areas 
have considerable influence in selec- 
tion of the truck by the user, espe- 
cially if there is a need for certain 
types of special equipment or bodies 


of special design. 
* * = 


_ the TBEA show presents 
an educational aspect as well 
as an opportunity to get much 
better acquainted with a goodly 
number of top equipment men and 
distributors by paying part of the 
“shot” in the show that helps their 
association. 

Up to last year the TBEA show 
primarily has been confined to sup- 
pliers to the body builders and the 
equipment makers. 

Last year, body makers added 
their product to the show and the 
result was considered so success- 
ful that this year the association 
decided to arrange for space in 
which truck chassis makers could 
exhibit. 

With competition keen in the 
truck field, especially in the smaller 
and medium sized models, it was 
thought that out of a combined 
show such as this many makers 
and distributors could pick up ideas 
and work out sales and merchan- 
dising programs that would aid| 
materially in getting the combined | 
product of body and truck makers 
presented more effectively. 

* . * 


Cooperation Vital 





trucks on the road and express their 
sentiments via adverse legislation. | 
> * > 


Lures Eastern Buyers 


T= second advantage the truck) 
maker can get from exhibiting 
in New York is, of course, the op-| 
portunity to show fleet buyers and/| 
executives of large firms whose! 
main offices are there and who) 
ordinarily do not see that many 
trucks together for comparison 
purposes. 

The Truck Body & Equipment 
Show, however, has this advantage 
with its Chicago location and also 
has two other advantages for the 
truck maker. 

It offers truck men the oppor- 


How They Fared... 


C HAS always been the desire} 
of most truck makers to have 


| supervisors. 


| their dealers sell a truck completely 
| equipped. To get the greatest bene- 
| fit from such selling, it has always 
been the custom of leading truck 
makers to work closely with the 
| body and equipment people to the 
|end that their dealers can get the 
greatest cooperation from distrib- 
utors in the field. 

The more distributors take an 
interest in working with truck 
dealers, the more assurance the 
factory has that more dealers will 
make an honest endeavor to sell 
completed trucks. 

| The more the distributors work 
with truck dealers, too, the more 
(Continued on Page 34, Col. 5) 











For Highway Safety— 


C. J. Williams, left, president, American 


Trucking Assns., congratulates K. N. Beadle, 


safety director, Pacific Intermountain Ex- 
press, after Beadle accepted the Trailmo- 
bile Trophy on behalf of PIE drivers and 
PIE won the trophy for an 
outstanding contribution to overall high- 
way safety by a truck fleet. 


Truck Market Zooms 





First-Quarter Total Runs 14 Pct. Over ’55; 
Chevrolet Continues Lead 


_yew-tacce registrations for 
March rocketed 19.29 percent 
over March, 1955, to give a first- 


quarter total of 208,839 for 1956, or | 


14.15 percent more than 1955’s 182,- 
956 according to data compiled by 
R. L. Polk & Co. 

Chevrolet continued to lead 


Commercial Car Registrations 
First Quarter, 1955-1956 


Ist Qtr. 
Regis., 
1956 


70,724 
60,612 


Total .... 


* * Misceilancous 
Federal, etc. 


includes Corbitt, 





Percent 
Share of 
"56 Market 


33.87 
29.02 
12.21 
10.05 
6.10 
2.28 
1.80 
1.44 
1.22 
A7 
31 


* White includes Actecar, Freightiiner and Sterling. 


Percent 
Point 
Change 


+6.06 
—5.62 
— 89 
43.12 
—2.49 
— 4 
+ 18 
‘+ 42 
-~ # 
+ 05 
+ 03 
— 065 
+ 34 


Percent 
Share of 
"55 Market 


27.81 
34.64 
13.10 


ist Qtr. 
Regis., 
1955 
50,872 
63,376 
23,966 
12,678 
15,719 
5,888 
2,971 
1,860 
2,613 
7166 
521 
272 


1,454 


182,956 100.00 


Marmon-Herrington, Four 
—Compiled from R. L. Polk & Co. data. 


Wheel Drive, 





Ford and dug in for a 33.87 per- 
centage share of the first quarter 
market, 6.06 percentage points 
above its bite of the first quarter 

1955 market. 

In fact, Chevrolet and GMC com- 
bined gave General Motors 43.92 
percent of the total market, or an 
increase of 9.18 percentage points 
over the previous year. 

* * x 

proep dropped 5.62 percentage 

points with a quarterly total of 
60,612, compared with Chevrolet’s 
70,724, International, with 25,500 
registrations, dropped 0.89 points 
and Dodge, with 12,749 registra- 
tions dropped 2.49 percentage points. 

March’s total registrations were 

77,220, compared with 64,732 for 
March, 1955; February’s were 65,- 
478 compared with 56,242, and 
January’s were 66,141, compared 
with 62,231 in January, 1955. 

However, the truck market 
which saw 957,001 registrations last 
year — didn’t “catch fire” in 1955 
until April, when 79,076 trucks were 
registered. 

From then on, it didn’t look back, 
each month being over 80,000 for 
the balance of the year, with the 
exception of November when more 
than 75,000 were registered. 

«© & * 
ROM all indications, 1956 will 
edge 1955 with a strong possi- 
bility of its being the first million- 
plus truck year since 1951, when 
1,003,850 trucks were registered. 
(Continued on Page 34, Col. 5) 




































No other truck Is 


OWERE 
KE A REO! 
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100% TRUCK-BUILT! 


Revolutionary Wet-Sleeve _ 
Gold Comets are the World’s 
Most Modern Truck Engines? .. 








No other truck 
DESIGNED LIKE Al 


100,000 HIGH 








TRUCK ADVERTISED AT GOVERNED MILE OR WET vesineney ra | now | 
MAKE GROSS H.P. 1 YEAR SLEEVE CoouNG | &8Y-PASS | 
WARRANTY OIL FILTERS 


REO | 220 at 3200 | 220at3200| YES | YES | YES | YES 
ruck “c” | 195 at 2600 | 195 at 2600 | NO | NO | NO | NO 
truck “o" | 225 at 3200 | 215 at 2800 | NO | NO | NO | =o 
truck “| 212 ot 3000 | 201 at 2600 | NO | NO | NO | N 

ver "w"| 2i9 of 2000 | 206 200” NO~|NO~|-NO~| NO 
Truck “m” | 205 at 2100 | 205 at 2100 | YES | NO | NO | NO | 
rruckw" | 200 at 2900 | 200 at 2900 | NO | NO | NO | NO | 


No other GAS or LPG truck engine is hacked 
by a 100,000 mile warranty. . . LIKE A REO! 


There is no gamble on performance 





Reo Gold Comets deliver more “usable 
. proved perform- 
backed by Reo’s 


own 100,000 mile or 1 year warranty. 


horsepower” to the wheels—more load- with any Reo truck . . 


ees 


7 


pulling power pays off on the job. ance is insured .. . 


And these revolutionary wet-sleeve 


wonder engines continue to deliver new- 
engine power thousands of miles after 
conventional engines are completely 
worn out. Under all operating condi- 
tions, Reos are unmatched for extra- 
trip speed, cost-cutting economy, main- 


tenance-free long life. 


No other truck manufacturer offers 
anyone such positive assurance of 
performance. 

Reo trucks invite comparison on any 
basis . . . performance, economy, long- 
life. They’re 100% truck-built to do any 
trucking job better. 


) 














engine is 
JREO GOLD COMET 


OIL POSITIVE VALVE SEAT POSITIVE POSITIVE 
TEMPER- EXHAUST INSERTS 4 BARREL DUAL AUTOMATIC MECHANICAL CRANKCASE 
ATURE VALVE (INTAKE & CARBURETOR EXHAUST CHOKE GOVERNOR VENTILA- 
STABILIZER ROTATORS EXHAUST) TION 












Yes | YES | YES | 
YES NO 

|_NO | NO | NO | 
| NO | YES | NO | 
|_NO | YES | NO | 
| _NO | 
|_NO | 







YES 
| NO 


aR 


bth lathe cael 


esi "p= SSS SSS SS-wsSSSSSS" 





GOLD COMET V-8 


195 h.p.—220 h.p., gas or LP-Gas. 
Pound for pound, the most powerful 
V-8 truck engines ever built. 


GOLD COMET ‘6” 


100 h.p. to 160 h.p., gas or LP-Gas. 
Engineered throughout for power, 
efficiency and long life. 


~ 


SAVES $S3$5 


Overhaul at Fraction of Cost 
and Time of Other Makes 


Revolutionary wet-sleeve construction cuts downtime 50%! 
Any mechanic can restore a Reo Gold Comet to factory-new 
tolerances in half the time and at a fraction of the cost of over- 
hauling conventional gas or Diesel engines. 

Complete parts kit at $170.91 (list) for Gold Comet sixes; 
$238.75 (list) for V-8s. No reboring or piston fitting required. 








No other truck Is 


“ PAYLOAD -_ 
ENGINEERED ” 
LIKE A REO ! 


REO CONVENTIONAL CAB MODELS 


Two “full-comfort” cab models combine 
Reo “payload-engineering” with Gold 
Comet power. A 96” dimension from 
front-of-bumper to back-of-cab will haul 
35’ square-nose trailers within 45’ for full 
capacity loads. Lightweight, double- 
channel frame construction lowers chassis 
weight . . . for more payload! Greater 
chassis weight on the front axle gives an 
extra payload bonus. Reo’s “payload- 


REO MOTORS, INC. 


LANSING 20, MICHIGAN «+ 


SUBSIDIARY OF 


No other truck performs like a Reo... 
because no other truck is built like a Reo! 


TORONTO, ONTARIO 


ALUMINUM AND BRASS CORPORATION 


engineering” can add as much as 5200 lbs. 
extra payload per trip! 

Reo Conventional Cab models range 
from 16,000 lbs. GVW to 78,000 Ibs. 
GCW. Powered by modern Gold Comets, 
sixes or V-8’s—from 100 to 220 h.p.— 
Gas or LP-Gas or Cummins JT-6-B 
Turbodiesels. There is a Reo single or 
Tandem truck ‘‘payload-engineered”’ 
specifically for any job. 








REO SUPER-V63 COE 


Reo Super-V 63 gets the most out of today’s 
high-volume trailers. 63” front-of-bumper 
to back-of-cab; hauls 35’ square-nose trailers 
within 45’ even when equipped with full-size 
sleeping bunker. Equally suited for West 
Coast ‘“‘Doubles” and “‘Camelbacks’’. 

Single and tandem axles to 78,000 
GCW. V-8’s or 6’s from 140 to 220 h.p., 
Gas or LP-Gas. Also 175 h.p. Cummins 
Turbodiesel. 


WORLDS TOUGHEST TRUCK 
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Correspondent George L. Glaser Writes . . . 


Auto Letter from Europe 


Se Germany, — The 


British auto industry has been | 1 wanted to indicate the changes | Sell them to the long-distance 


reported as being in a crisis and 
various critical remarks have been 
made concerning British automo- 
tive products. 

Naturally, there are always the 
successful firms and those which 
are less so. I have reported the 
marketing of the new, smaller 
Jaguar as one of those new fight- 
ing tools for survival put forward 
by British makers. 


Today, I can report that perhaps | 


the most aggressive firm, the 52- 
year-old Standard Motor Co., also 
has released new products. 


Standard is producing the Stand- 
ard and Standard Vanguard cars, 


the Triumph sports car and the| 


Ferguson tractor. 


* . 


Reds ‘Invent It 

T MAY be interesting to note 

that one of the earliest cars to 
be “reinvented” in Russia has been 
the Standard Vanguard. 

Presently, Standard employs 13,- 
500 persons and automation is 
entering the production processes 
of this firm. Ninety percent of the 
small diesel engines used in London 
taxicabs are built by Standard. 

Looking ahead and realizing 
the changes which can be ex- 
pected in the export field and 
which require a “painful” and 
different approach, Standard has 
in operation and under construc- 
tion plants in several countries. 


I have always been intrigued by 
Standard's ability to follow rather 
fast, for a British firm, the trends 
in styling and design. 

The 1956 Vanguard III has under- 
gone a rather drastic styling im- 
provement. The grille reminds me 
a bit of the Opel Olympia of 1954. 
New also is the heating air intake 
in the front of the windshield. 


* * * 


Suitable for Taxi 

HE four-door Vanguard estate 

wagon, with dual rear doors, 
is adaptable for use as a small taxi. 
The engine, biggest of the Stand- 
ard range, has four cylinders and a 
displacement of 126 cubic inches. It 
is one of those rare engines with 
wet exchangeable sleeves, which 
make it heavy duty for passenger 
car use. 

In 1955, Standard produced 98,- 
647 cars and 70,909 tractors, the 
latter being tooled up for 100 per- 
cent production in the French 
factory, also. 

In Australia 100 cars per day 
are being built with 50 percent of 
the bodies Austrialian-made. About 
300 machine tools have been in- 
stalled in the Indian factory by 
Standard where 80 engines are pro- 
duced each month. Rear axle as 
well as transmission parts and 
units will start in production very 
soon. 


I have reported on Standard as 
an example of two facts: Tem- 
porary setbacks or slowdowns in 
business should not be over- 


emphasized. Just as Detroit will | 


Dealer Indicted 
On Ad Charges 


CHICAGO. — The president of 
Cole- Finder, Inc, (Lincoln-| 
Mercury), Irwin Cole, was one of | 
four persons indicted by the County 
Grand Jury on charges of mislead- 
ing and deceptive advertising and 
conspiracy to act to injure public) 
trade. 

Appearing before the jury as wit- | 
nesses were Carl Dalke, of the Chi-| 
cago Better Business Bureau auto- | 
mobile department, and three wo-| 
men who attempted to purchase 
autos from Cole-Finder. 


State’s Attorney John Gutknecht | 
said he received complaints of bait | 
advertising in which used cars were | 
advertised at wholesale prices but | 
were not available at prices adver- 
tised when “shoppers” from the 
BBB went to the dealership. 


A salesman for Cole-Finder, the| 
head of the advertising agency 
handling the account, and a copy- 
writer for the agency also were in- 
dicted. 


ee two wiper arms may be| your TV to Europe. It will not 








continue, so will Coventry. Second, | stay and grow. I would like to add: 














































































in the export field where export | buses in Europe. They need it. 


manufacturing seems to be the Ss 6,--s 
trend rather than exporting finished Portable Auto TV 
| goods. 
* * & Wi the arrival of the portable 
current outlets will be 


Four-Wi ? 
ay wel Car needed ‘for them, but do not bring 


doing justice to normal condi-| work since European TVs use a 


tions and to normal windshields, | gifferent wave length and hook 
there has been talk of placing two : —_ a 


auxiliary wipers to wipe the curved | _, . . ° 
corners of the windshields which | Cooperative Effort Studied 


+ 


provide greater safety when the GROUP of German car dealers 
view is unobstructed. is studying a cooperative setup 

* * & for used-car trading and selling for 
Electric Air Conditioners a given market area. 


* * x 


F ELECTRIC air conditioners|. " 
can be introduced due to more: VW Production Increase 








electrical power available in future UE to inability to handle the 

cars which might be alternator | increase of incoming orders, 

equipped, this would mean that the | Prof. Nordhoff has ordered his| Standard Vanguard Ill— 

engine compartment would not be| technical staff to prepare for a Shown above is the new 1956 Standard Vanguard Ill, a four-cylinder British car 

cluttered. daily output of 1,800 Volkswagens | | produced by Standard Motor Co. The styling is new and it employs top suspended 
From all indications, genuine air |instead of the present daily maxi-| foot clutch and brake pedals. A fresh air intake is located in front of the wind- 

conditioning for cars is here to'mum of 1,000 units. shield. The engine has wet cylinder linings and is heavy duty. 





MORE FOR THE TRUCK BUYER - MORE FOR YOU 





when you specify HEIL a 
bodies and hoists 


MORE FOR YOUR CUSTOMER 


Here’s what you sell when you specify Heil— 
Unique body design provides great structural strength 
to prevent costly sagging, bulging and distortion—and there’s MORE PROFITS FOR YOU 


no dead weight to rob pay load. ¥ : 
. : , . : When you specify Heil, you’re adding 
Heil fast-acting hoists reduce dumping time and offer soattt tothe euch cals adl aban sees 


features you find nowhere else. The independently-mounted ciniibeitade i Natlie teatiniisiaiih tee the 
Perma Pump lines up directly with the power take-off for a truck. Your Heil distributor will provide 
short, straight shaft with less friction loss, less wear on uni- expert mounting, prompt and efficient 
versal joint. Maintenance is easy, too. Readily accessible lube parts and maintenance service. He’ll 
fittings lead to all bearing points. The cylinder head can be work with you to keep your customer 
unscrewed to get at piston, packing and other cylinder parts. satsified and help you earn a profit. 


BH.61 









‘fide teleligs too : 


Milwaukee, Chicage, Kensas City, Denver, Dalten, Lee Angolan, Seattle 
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White Distributor Council Meets— 


New White truck models and expanded sales and service plans for the coming 
year were revealed to the White National Distributor Council at its annual meeting 
in Cleveland. Shown at the meeting are, from left, Kenneth Wright, Lubbock, Tex.; 
D Blackmore, Bakersfield, Colif.; R. Tetrault, Calgary, Ala.; George H. Fulton jr., 
Roanoke, Va.; P. E. Tobin, White sales vice-president; N. O. Gresham, White wholesale 
manager; Earl H. Lewis, Tulsa, Okla., council chairman; E. S. Dieringer, Clarksburg, 
W. Va.; S. T. Hobson, Peoria, Ill., and R. H. Hartman, Nashville. 





lights on all trucks, trailers and 
semitrailers. New York will re- 
quire two tail lamps on all com- 
mercial vehicles after Jan. 1, 1957. 
So, all trucks delivered this year 
for New York use should be so 
equipped to save customers a lot 
of unnecessary expense trying to 
mount them after the law goes 
into effect. 


Here is an example of the neces- 
sity of close liaison between truck 
dealer and the body supplier be- 
|cause many tail lights must be 
mounted on or set in the body. 
Wiring has to be channeled back 
to both lamps and must be supplied 
either by the body maker or the 
dealer. This responsibility should 
be fixed when the order is placed. 

Two stop lights are required in 
every state except Arkansas, Kan- 
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Avoid Customers’ Ire... 


State Laws Provide 
Problems for Dealers 


(Continued from Page 28) 


sas, Massachusetts, Pennsylvania 
and Vermont. Thus, dealers in 
those states who are accustomed to 
installing only one stoplight should 
make certain the user does not 


intend to cross the state line. 
* * * 


DIRECTIONAL signals are man-| 


datory in 23 states on all vehi- 


Canadian Freightways 


Acquires Robertson 


CALGARY, Alta. Canadian 
Freightways, Ltd., has negotiated 
an agreement to acquire Robertson 
Transport, Ltd., Medicine Hat, Alta. 

Robertson operates in Southern 
Alberta. Canadian Freightways in 
recent months has acquired Sea- 
Van Express Co., Ltd.; Country 
Freight Lines, Ltd., and Pacific 
Western Terminals, Ltd. 











a Sitting 


WITH AS FEW AS 4 LAMPS AND 
1 SWITCH SIGFLARE PROVIDES: 


A—The most powerful Class A, Type 1, direc- 
tional signals on the market. 


8—Flare feature to warn oncoming traffic that 
the vehicle is disabled. 


€—2 Stop Lamps as powerful as Class A, Type 1, 
signal lamps. 


®—2 Tail Lamps as powerful as the law allows. 
With Signal-Stat #800 switch and heavy duty 


Duck needs 


A disabled vehicle is a sitting duck for a highway pile-up . . . unless 
it has Sigflare protection. 


With Sigflare, a flick of the special wing lever on the switch 
instantly flashes all 4 signal lamps as a powerful warning to alert 
and slow down oncoming traffic during those ‘murderous minutes” 
before flares are set and after they have been picked up. 


Sigflare provides this extra safety feature as part of a “4 in 1” 
signaling system that conforms with every new ATA lighting and 
wiring specification. 


protection 


cles and others have requirements 
hinged on body dimensions that 
put certain vehicles in the “must” 
category. 

These states are Delaware, Geor- 
gia, Idaho, Illinois, Indiana, Iowa, 
Michigan, Minnesota, Nebraska, 
New Hampshire, New Jersey, New 
Mexico, New York, North Carolina, 
North Dakota, Ohio, South Dakota, 
Utah, Vermont, Virginia, Washing- 
ton, Wisconsin and Wyoming. 

All states except Kansas, Mas- 
sachusetts, Nevada and Pennsyl- 

vania require directional signals 
on vehicles where the hand and 

| arm signal would not be visible 

and/or where there is a specified 

distance from the center of the 

| steering post to the outside of 

the body, cab or load and/or 
where the distance from the top 
of the center of the steering post 
to the rear of the body, cab or 
load exceeds limits. 

Brakes are another item recciv- 
ing legislative attention right now. 
Especially brakes on truck-tractors 
hauling semitrailers. Some new 
| regulations have been approved*on 
|standard requirements for a 
“break-away” valve in the line be- 
tween truck and trailer. 

Although this has been held up 
for a short time while exact word- 

| ing and types of equipment is being 
worked out, dealers can look to 
|}an early change in national brake 
regulations and action in many 
| states before the national statute 
goes into effect. 


Truck Market 
Zooms 14 Pet. 
Ahead of 1955 


(Continued from Page 28) 

Willys held sixth position, be- 
hind Dodge, with 4,755 registra- 
tions for the quarter, a drop of 
0.94 points; White was seventh 
and gained 0.18 points; Mack, 
eighth, up 0.42 points; Stude- 
baker, ninth, down 0.21; Dia- 
mond T, tenth, up 0.05; Reo, 
eleventh, up 0.03, and Brockway 
was twelfth, down 0.05. 

California led the states for the 
quarter with 21,392 registrations, 
Texas was second with 17,203, 
Pennsylvania, third with 11,190. 

The top ten states were: 


| 
| 
| 


1956 1955 
1—California ...... ...21,392 16,151 
2—Texas ...... aed 17,203 12,990 
3—Pennsylvania ....11,190 8,007 
4—Illinois ................ 10,080 8,994 
5—New York .......... 9,120 9,730 
6—Michigan ............ 8,890 7,781 
j—Missouri ............ 7,223 5,866 
8—Florida .............. . 6,625 5,920 
9—Indiana . .... 6,224 5,874 
10—N,. Carolina . 5,834 4,696 


These ten states registered 103,- 
871, or 49.74 percent of the total 
U. S. truck market for the quarter. 
California and Texas combined 
accounted for nearly one-fifth of 
the total with 12.14 percent of the 
population. 


Chevrolet in March led Ford in 





Flasher, one set of lamps does it all. 


Sioftare 


available for passenger cars too 


FLARESTAT ENABLES ALREADY INSTALLED SIGNAL LAMPS TO DOUBLE AS DISABILITY LAMPS 





Equipped with a heavy-duty Signal-Stat flasher engineered to 
flash 1, 2, 3 or 4 lamps. Flasher life is not curtailed when used on 
bob-tailed tractors, making them ideal for tractor-trailer combi- 
nations. The Sigflare switch provides positive pilot action too! 


For more information about Sioflare and a complimentary copy of 
the new ATA Lighting Recommendations, see your jobber or write to: 


Signal-Stat 


DIRECTIONAL SIGNALS - SWITCHES - FLASHERS 
Signal-Stat Corporation, 523-539 Kent Ave., Brooklyn 11, New York 





40 states with Ford taking com- 
mand in eight and the District of 
Columbia. Thirty-six states and the 
District of Columbia topped March, 
1955, in registrations with 12 states 
falling behind the 1955 pace. 


Two Big Shows 
Are Scheduled 


(Continued from Page 28) 


assurance the maker has that his 
chassis will be sold with the proper 
equipment and body for the job. 

Regardless of how good the chas- 
sis may be, if it is not properly 
equipped for the job, it can give 
the maker just as bad a reputation 
in the eyes of the average buyer as 
if the chassis itself did not fill the 
need. 

While most of the booths on the 
same floor as the Grand Ball Room 
of the Morrison are of the conven- 
tional size used by exhibitors of 
bodies and smaller products, the 
association has laid out at least 10 
spaces that will accommodate the 
normal medium-sized truck chassis. 


Reid Appoints Adams 

Appointment of Herbert E. 
Adams as manager of the Reid 
division of Standard Products Co. 
has been announced. 

He succeeds W. C. Nordstrom, 
recently promoted to manufactur- 
ing manager of Standard Products. 


‘ 


"eas © 


ow 


"<< 7O J © ce 


~ 
— 


fo vcunw®t = 


o> 


7 eel 


os es 


“ew OoO@m oad. % = 6 a OOF 


~ 


Ss © © Ph beet if KH OO © HA OD @ 6 oO onockeow oF 


nm =e 








eiv- 
now. 
‘tors 
new 
1*on 
roa 

be- 


| up 
ord- 
eing 
rT to 
rake 
lany 
tute 


in 
m- 
the 


ch, 
tes 





















‘Continued from Page 28) 


sales, Pete and Schu were on the 
small truck sales staff. 

So, inasmuch as I have followed 
Pete from truck salesman up the 
ladder to the very top rung as 
one of his “worries,” I just had 
to get in there and pitch when the 
good news came. 

I have known Schu just as long 
and just as intimately. He was 
made assistant to Pete when Pete 
succeeded McAfee as sales man- 

ager, became sales manager when 
Pete went to general manager and 
to general manager when Pete went 
to executive vice-president. 

Along the line I also have come 
to know Mike Peckels, who also got 
a merit boost following Pete’s ap- 
pointment and whose name I am 
going to mispronounce once if he 
wipes the floor with me for doing 
it, Bill Maxwell who has slipped 
into Mike’s old shoes, W. K. (Well 
Known) Perkins, who was Schu’s 
assistant sales head and went to 
sales manager when Schu moved 
up, Ralph Buzard and “Red” Pier- 
son, who were Perkins assistants, 
and others too many to recount in 
the amount of space allotted to me 


for this explosion. 
* 


ALPH followed Perk into the 

sales manager’s “sit” when Perk 
was seriously ill and had to give 
up work for a while. Red, the little 
two-fisted dynamo who makes the 
“lousiest” bets of any friend of 
mine around the circuit—I know 
for I am on the “right end” of 
many—continues as Ralph’s assist- 
ant. 

The reason why I went into this 
lengthy discourse on “successions” 
is because that is the best way I 
know to pound home why Harvester 
continues to have a hard hitting 
crew of men who know the busi- 
ness in the “high command.” They 
have come up the “hard way” from 
jobs in branches or depots around 
the country. 





And Harvester doesn’t lose its | 


good men until they retire. Take 
Perkins for instance. After he 


recovered somewhat from his ill- | 


ness, he was given a “softer” spot 
as manager of the Jacksonville 


area where he could take it easy | 


in the sun. 

The old “hoss” constantly is rang- 
ing the pasture fence, I understand, 
and I'll hear from him in no com- 
plimentary terms for slipping that 


remark into a recounting such as 


this. 


* = * 
Reese Moves Over 


yas only “top command” guy I 
know who ever came to Har- 
vester as a man well up the ladder 
was Bill Reese, whom I knew as 
chief engineer of the GMC Truck 
and Coach Division before he moved 
over as manager of truck engi- 
neering for Harvester in October, 
1934. 

It may be surprising to many 
to learn that Harvester sells its 


trucks mainly through some 5,300 | 


retail dealers spread around the 
country, covering every county 
seat in the nation and with multi- 
Ple dealers in several major 
centers. 


We who are accustomed to think- | 


ing that the branches one sees in 
the larger cities are Harvester’s 


sales mainstays will be surprised | 


to learn that the company has only 
256 branches and retail stores all 
told. 

And, gentlemen, if you want to 
get into the truck business in a 
big way, all of these company 
Owned branches and retail stores 
are for sale. If you have the dough 
and can measure up to Harvester’s 
qualifications you can be in the 
truck business in a big way in a 
very short time. More than one 
ex-Harvester zone or branch man- 
ager now is at the head of his own 
very profitable business because he 
took that step. 


ee 

DON’T mean to intimate either 

that Harvester isn’t always on 
the lookout for good men, for they 
are. But they like to get them young 
and train them in their wav of 
doing business. They like to take a 
likely looking college graduate cr 
young man with “hustle” and start 
him in some branch or retail store 
spot. 

While there, he will get a 
thorough knowledge of how a re- 








tail operation is run, the impor- 
tance of service and the necessity 
of always having the parts that 
are needed to keep Harvester 
customers from squawking about 
“down time.” He'll learn how to 
_sell trucks at retail and whole- 


Twin Coach to Build 


1,000 Postal Units 


KENT, O. — Twin Coach Co. 
has announced receipt of an 
order for 1,000 “Pony Express” 
postal vehicles under a subcon- 
tracting arrangement with Fargo 
Motors division of Chrysler Corp. 

Total amount of the Twin 
Coach portion of the contract 
is about $900,000 according to L. 
J. Fageol, president. The order 
is the third received by Twin 
Coach for “Pony Expresses” 
which it pioneered and designed 
for the Post Office Department 
in 1954. 





sale, how to sell used stuff to the 
best advantage and how to run 
a dealership. 


Harvester doesn’t buy the theory 
that one has to be a specialist to 
succeed in the truck business, In 
fact it has proven many, many 
times that just the reverse is true. 

If the man is a well-grounded 
truck man, he can be a good parts 
man or manager, service manager, 
fleet man, sales manager or travel- 
ler. That’s the way he gets his feet 
planted firmly on the ladder to 
higher jobs at this Goliath of the 
truck business with its main office 
at 180 North Michigan in the Windy 
City. 


* * * 


Must Know Business 
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ARVESTER believes that if al? lastic Interior— 


man is going to be able to tell 
a dealer how he can make money 
in the truck business he must be 
able to show him and know from 
actual experience. 

And Harvester men can. 

Any Harvester area manager 
or traveller can go out with a 
dealer or his sales manager and 
show him how to sell trucks in 
the dealer’s own town. 


Interior of delivery truck shown above 
is of reinforced polyester plastic. The units 
are made by Permoglas, Inc., of polyester 
resin furnished by the Barrett division, 
Allied Chemical & Dye Corp. 


shifted all truck production to the 
Springfield plant. In 1923, the Ft. 
Wayne plant was added and in 1933 
a deal with Willys was consumated 
which put Harvester into the light 


Harvester really got into the|truck field with a vengeance. 


—|truck business in 1921 when they 


At first Willys produced the half- 


35 


ton units for Harvester but shortly 
after the company took over the 
dies and tools from Willys and has 
been producing all of its full line 
since then. 

* * + 


U® TO the 1922 business slump, 
all trucks had been sold through 
dealers except in those few places 
where company retail stores had 
been opened to provide service and 
sales in an area where the dealer 
went out of business and the com- 
pany found it hard to make the 
proper type of replacement. 


Harvester makes the proud 
claim that no customer is ever 
left an orphan without service 
facilities within a reasonable dis- 
tance and it was for that reason 
that, during the slight depression 
of 1922, Harvester found it neces- 
sary to open several branches. 


Fleet business and the need for 
local stocks have indicated that 
some of these branches need to be 
continued. 

This policy of Harvester of al- 
ways caring for the owner may be 
partly responsible for their proud 
boast that since 1932 Harvester has 
led the industry in the production 
and sale of heavy duty trucks of 
16,000 pounds GVW and over. 





Right under his nose 
but does he see it? xX 


James Rope, 


Rocco Motor Sales, Tuckahoe, N. Y., 
saw ut and made a muffler sale! 


Enroll your lubrication men in Socony Mobil’s lubri- 
cation training program. Experienced salesmen will 
teach them how to point out the need for parts and 
services to your customers. Qualified instructors will 
show them proper lubrication and inspection tech- 
niques, with emphasis on the make of car you sell. 
They’ll learn on the job . . . be more valuable to you in 
increasing your service absorption ratio. 


ONLY SOCONY MOBIL 
OFFERS ALL THREE! 





e@ America’s Favorites—Mobilgas and Mobiloil 


Here’s another example of how 
Socony Mobil’s lubrication 
training program pays off. It 
taught Jim to look for worn or 
damaged parts. . . to point out 
the need to the customer. In this 
case, he replaced a defective 
muffler . . . made the customer 
happy . . . increased absorption 
ratio for Rocco Motor Sales! 


@ World’s Greatest Lubrication Experience 
e@ Exclusive ““On-the-Job” Training 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION eee 












Nash Dealers § 


Tl i iiac new dealers in 30 days—sound. evidence that more and more astute automobile 





men recognize the opportunities that lie with Nash—today and tomorrow. Dealers who look 
ahead are switching to Nash because no other Franchise offers the advanced products and 
progressive policies that let a dealer grow and prosper in direct ratio to the factory’s growth and 
prosperity. No other Franchise offers the wide market coverage (95%) provided by the Rambler, 
Nash Ambassador, Statesman, and Metropolitan. No other Franchise offers the cordial, friendly 
dealer-factory relationship. Yes, the trend is definitely to Nash . . . and a check of the box score 


at right will quickly show you why. 


FOR THE NINTH 
CONSECUTIVE MONTH 


See Tas 


TOPS AVERAGE OF LOW-PRICED 
FIELD IN RESALE VALUE! 
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yigned In April! 


DOES YOUR PRESENT FRANCHISE OFFER ALL THIS? 


@A Fair, Equitable Agreement that 
establishes a partnership Relationship 


between Dealer and Factory. 


@ An All-New Volume Car in the lowest 


Price field. 


@ Liberal Dealer Incentive and Area 


Bonus Programs. 


@ A “Workable” Plan for Moving Trade- 
Ins at a Profit. 


@ Products with “Built-in” Safety .. . 
found only in Double Safe Single Unit 


Car Construction. 


@ Products that Lead their Price Fields 


in Resale Value. 


@ Protection against ‘‘Overloading”’ and 


**Over-Franchising.”’ 


@ Exclusive Features you alone in Your 
Area can Offer. 


FOR COMPLETE INFORMATION ABOUT THE NASH FRANCHISE, CALL OR WRITE JOHN RAISBECK, 

VICE PRESIDENT—SALES, NASH MOTORS DIVISION, AMERICAN MOTORS CORPORATION, 

DETROIT 32, MICHIGAN. IN CANADA: R. J. ORR, NASH MOTORS OF CANADA LTD., 
2951 DANFORTH AVE., TORONTO 13, ONTARIO. 


iniMore Dealers Are Discovering 


*YS TO SELL 








IBULLETIN .. . NASH BUSINESS IS GOOD! Latest 10-Day Report Reveals Sales Up 
37.7 percent over Previous Period = Up 35.3 percent over Same Period Last Month 



















































































New Turbopower Six— 

Shown above is Detroit Diesel’s new six-cylinder Turbopower diesel engine. The 
GM division said exhaust-driven turbine and air impeller work with engine-driven 
blower to increase horsepower and efficiency with no increase in fuel input. 


... Install It 





ee se 


WL a 


express bodies in minutes—by yourself! 


bearings throughout for easiest hand operating—long life, 


ready to install—ready to go to work! 
*East of Rocky Mountains. Local and State Tax, if any, extra. 





ORDER 





Here it is! A simple, elevating tail gate 
you can install on 4, 34 and 1 ton pick-up, 


problems. Save $150 to $170 in addition to expensive installation costs and 
truck “down time”. Can be easily and inexpensively reinstalled when you 
replace your truck. “‘Jiffy-Lift’” comes in a complete “ 


Get one for your service truck — Use it as your demonstrator, too! 
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Detroit Diesel Adds to Line 


Exhaust-Driven Turbines Boost Horsepower 
And Increase Economy 





DETROIT. — The Detroit Diesel 
| Engine division of General Motors 
| Corp. has announced three Turbo- 
|power engines as additions to its 
|Series 71 line of industrial two- 
leycle diesels. They include four- 
|and six-cylinder fan-to-flywheel en- 
|gines and a six-cylinder base- 
|mounted power takeoff unit. 
Retained are the features of 

the Series 71 engine. With the 

addition of a single-shaft, ex- 

haust-driven turbine and air im- 

peller, a more powerful diesel of 

even greater fuel economy has 
been produced, Detroit Diesel 
said. 

The four-cylinder engine has a 
rating of 171 basic horsepower at 


2,300 r.p.m. The “six” is rated at 236 | 


| basic horsepower at 2,100 r.p.m. Be- 
cause of compact size in relation 
to horsepower and their better fuel 
economy, these engines are suited 


for use as replacement power in| 
on- and off-the-highway trucks, the| 
| firm said. Both fan-to-flywheel en- | 





to Attach 


This all-steel heavy gauge ramp-type gate lifts from ground to truck 
bed level and swings upright. Permits one man to handle loads up to 600 
Ibs., safely and quickly, with less possiblity of merchandise damage or 
personal injury. Refrigerators, juke boxes, TV sets, bottled gas, oil drums, 
rebuilt engines, etc., and all heavy, bulky loads load easily and surely with 
the new “‘Jiffy-Lift’. The unit itself weighs only 175 lbs., won’t increase 
your license fee. Simple, patented, mechanical lifting mechanism with ball 


NO maintenance 


packaged”’ kit— 


A “PACKAGED” KIT Completely 
Assembled — Ready to Install. 
Nothing Else to Buy! 


INSTALLS IN LESS THAN 2 
HOURS ... Requires Only 6 Bolts 





gines weigh approximately nine and 
one-half pounder per horsepower. | 

Detroit Diesel said increased 
horsepower and efficiency at all| 





Mack Trucks Appoints 


9 New Distributors 


NEW YORK. — Mack Trucks, | 
Inc., has named nine new dis- 
tributors in what it called a fur- | 
ther expansion of sales activities. | 


New distributors are: Ashta- 


bula Truck Sales & Service, Ash- | 


tabula, O.; Bulldog Trucks, Inc., | 
Redding, Calif.; Burns Mack | 
Sales, Clearfield, Pa.; Harris Mo- | 
tor Car Co., Gape Girardeau, Mo.; | 
Hastings Motor Truck Co., Hast- 
ings, Neb.; Holman Motor Co., 
Inc., Mt. Vernon, Ill.; Reno Equip- 
ment Sales Co., Reno, Nev.; 
Snowden Mack Service, Inc., 
Beaumont, Tex., and Texarkana 
Mack Sales, Texarkana, Ark. 





Nw MID WEST 4@2Z7% 
Loads Trucks...Does Work of 2 Men — 


Yourself ! 





















FITS ALL POPULAR TRUCKS 
Pick-Up and Express Bodies 





WEIGHS ONLY 175 LBS. No 
Overload Springs Needed 





ASSURES SAFE HANDLING OF 
HEAVY, BULKY LOADS ... safety 
for Merchandise 












AND AWAY! 


ILLINOIS 


SIMPLEST OF ALL MECHANISMS 
... Incorporates All Important 
Safety Features 


TRUCK DEALERS, NOTE! Write or call 
your local Mid West Distributor or direct to 
factory for literature, and the hottest Dealer 
deal ever to hit the market — Send for it today! 













From Your Local Mid West Distributor or Write Direct, for Your Dealer Discount — State 
“Inside Width of Body, and Height From Floor-to-Ground’”’—That’s All. ORDER NOW. 
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PARIS, 


engine loads is attained through 
improved combustion with no in. 
crease in fuel input. An exhaust- 
driven turbine and air impeller 
team up with the engine-driven 
blower to increase the scavenging 
air supply and the pressure at 
which it is delivered to the cylin- 
ders. 

This was said to result in 
higher air-to-fuel ratios which in 
turn contribute to increased 
horsepower and better fuel econ- 
omy. Horsepower was said to be 
further increased since the air im- 
peller supplementing the air sup- 

ply to the cylinders helps reduce 
the amount of horsepower re- 
| quired to operate the engine- 
driven blower. The resultant 
saving in power is released for 
use at the flywheel, Detroit Diesel 
said. 


Complete discharge of exhaust 
| gases in Turbopower engines hag 
|been attained, it was said, by in- 
|creasing the number of exhaust 
| valves in each cylinder from two 
|to four. The valves are activated 
by rocker arms on the head as in 
Series 71 engines but each rocker 
arm activates two valves. The new 
units are additions to the Detroit 
Diesel line providing a wider selec- 
|tion of horsepower ratings. They 
|do not replace any existing models, 


‘Chevrolet Shows 
‘New Truck Plant 
ForH eavy Units 


DETROIT. — The automobile in- 
dustry’s newest assembly line—in 
Chevrolet’s heavy-duty truck plant 
near Ypsilanti—has been shown for 
the first time. 


In operation since Jan. 3, the fac- 
|tory is now turning out a broad 
array of virtually custom-built 2%- 
ton models to mark the company’s 
debut in the heavier hauling field. 


The plant is flexible enough to 
|equip 21 distinct models with 250 
basic options. The custom-built fea- 
tures are reflected in the variety of 
truck components handled by the 
plant, including propeller shafts of 
85 different lengths, 12 sizes of 
frames and eight types of rear 
axles. 


Typical of the innovations to meet 
the numerous option requirements 
is a special assembly “buck” for 
aligning tandem axles. Another is 
a@ soap test which reveals any leaks 
in heavy-duty air-actuated brakes. 


Other requirements include spe- 
cial equipment for handling jumbo- 
sized frames that range from 112% 
to 240 inches in length. The frames, 
riveted together at the plant, begin 
their 1,175-foot assembly line ride 
upside down and must be flipped 
|over after installation of springs 
and axles. 

More heavy-duty hoisting equip- 
ment is required for lowering 
engine-transmission combinations, 
some of which weigh nearly 1,000 
| pounds, onto the frames. 


A 50-nozzle “flo-coat” system is 
used to prime raw metal in place 
of the less efficient dipping process. 
Aside from the “flo-coat” operation, 
the plant has seven modern spray 
booths, each paired with a separate 
baking oven. 


It also contains a “road and roll” 
facility which permits testing of 
trucks indoors under conditions 
that simulate the rigors of an ac- 
tual road test. 





Lee Announces 


Truck Tubeless 


CONSHOCKEN, Pa. — A new 
tubeless truck tire, designated the 
Lee Super Deluxe Highway Tube- 
less, has been announced by Lee 
Rubber & Tire Corp. It is available 
in sizes ranging from 6.50-16 to 
12.24-5. 


The tire cord is treated with 
Lee’s Flexlok bonding agent which, 
according to the company, increases 
(cord adhesion by 300 percent. This 
| treatment prolongs cord life by re- 
ducing internal heat and by reduc- 
ing heat due to normal flexing, Lee 
contends. 

The tire also incorporates a Lee 
development called Cord-Guard, a 
rubber-coated mesh fabric which is 
said to prevent air from reaching 
cord ends in the bead area and 
seeping through the carcass. 
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ao fe A nation-wide used-car promotion September 6, 7 and 8 
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y & Here’s the biggest used car promotion ever! Just zine, on newsstands August 21st. This issue will 
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when franchised dealers need it most, before new 
model announcements. The theme—“The best place 
to buy a used car is behind the wheel’’—gets results. 
OPERATION DEMONSTRATION comes from a 


reach 19,500,000 people, one out of every six in 
your market. Your factories are solidly behind the 
promotion. NADA is behind it, too, to help you get 
the kind of promotion you need at the time that 


er is . ‘ 7 i sia . ‘ ° ° ° 
leaks great article “How to Buy a Used Car” which will you need it. Don’t miss your chance to cash in on 


a appear in the September 4th issue of LOOK Maga- _ this hard-hitting, sure-sell promotion. ma 
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Pegin FRANCHISED NEW CAR DEALERS—ORDER YOUR TIE-IN KIT NOW 
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rings 


Kit contains: Deadline for orders is June 29 


1. Gigantic colorful all-weather banner: 20 feet x 3 feet 


quip- 
ing 
‘ions, 


1,08 2. Nine hard-selling posters: Two sizes 


5. 200 performance check sheets: 8%” x 11” ‘ 
G6. 250 envelope stuffers: 35” x 7%” ‘ 


m is . 3. Two service department posters: 68” x 16” 7. Newspaper ads and mats: 2200 lines, 600 lines, 300 lines 


_ 4. Fifty windshield stickers: 4” x 5%” 
ition, 

pray This kit—one of the biggest promotion values ever offered dealers—costs $15 
arate . delivered—send your check today. To get your tie-in kit, write: Fred Talento, 


Automotive Merchandising Manager, LOOK, 488 Madison Ave., N. Y. 22, N. Y. $s 


8. “oPERATION DEMONSTRATION” Sales Idea Book: 8%” x 11” 
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FDW’'s New Transport Tractor— 


This new lightweight, four-wheel-drive transport tractor, said to be capable of 
carrying more than 1,000 pounds additional legal payload without sacrificing the 
heavy-duty axle, wheel and frame construction, has been introduced by Four Wheel 
Drive Auto Co., Clintonville, Wis. Known as model 1-646, the unit weighs 10,495, 
including fifth wheel, 80 gallons of gasoline and all accessories. Tractor length is 
98 inches, from bumper to back of cab, and 31 inches, front bumper to front axle. 





FRONT AXLES 


TANDEM DRIVE AXLES 


DOUBLE-REDUCTION 
AXLES 
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News to Note... 





AUTOMOTIVE NEWS, JUNE 4, 1956 


Truck News in Brief 


BRIDGEWATER, N. J.—Twenty- 


| five new members of Mack’s sales|and M. C. Horine; 
last month completed a/| 


force 
| course here on sales and technical 
| subjects. 


| Mack said that future sessions | 
| will serve as refresher courses for | 


| older sales employes as well as in- 
| doctrination classes for new rep- 
| resentatives. 


| director 


A. G. Crockett, J. B. Rosenquest | 
engineering | 
department executives, Bruno 
Loeffler, Walter May, F. R. Nail, 
Earl Brunner and John Walker; 
K. L. Fitts, manager of the off- 
highway division; Harry Bernard, 
of service, and G. C. 


| Grantham, director of parts supply 


| Among the topics were “How to | 


| Sell Quality,” “Markets for Mack 
vehicles” and “The History of Mack 
| Vehicles. ” Technical product data 


and control. 
*x 


3 Minn. Truckers Plead 
Innocent to ICC Charge 


ST. PAUL. -— Three Minnesota 
trucking firms have pleaded inno- 


|cent in Federal court here to vio- 


on chassis, diesel and gasoline | 
engines, axles and bogies also were 
presented. 


Emphasis was placed on “selling 


{the right truck for the right job,” | 


Mack said. 

Executives serving as instructors 
in the course include Mack vice- 
president, M. E. Stover, E. G. 
Ewell, T. J. Zeller and L. E. 
Minkel; 


lating Interstate Commerce Com- 
mission regulations. 

The three were among 12 charged 
with a total of 217 violations. Pleas 
were entered by Faribault Van & 
Transfer, Inc., Faribault, Minn; 
| Glendenning Motorways, Inc., and 


members of the sales| Mercury Motor Freight Lines, Inc., 


development department including | St. Paul. The alleged violations oc- 








at lower cost per mile. 


interchangeable. 


AXLE DIVISION 
MANUFACTURING COMPANY 


EATON 
AXLES 


Outstanding 
Performance Cuts 
Hauling Costs, Assures 
Longer Vehicle Life 


Strict adherence to exacting quality standards, 
the most modern of production procedures, 
and important design advancements devel- 
oped through Eaton’s years of axle experi- 
ence, combine to offer the truck operator axles 
with many worthwhile benefits. Eaton Axles, 
engineered for rugged stamina, keep trucks 
on the job, hold down operating and main- 
tenance costs, and deliver more vehicle miles 





This rugged housing, used in famous Eaton 2-Speeds, 
is also used for Eaton single-reduction and double- 
reduction axles. The three types of heads are 





CLEVELAND, OHIO 


B® rroovers. Sodium Cooled, Poppet, and Free Valvese Tappetse Hydraulic Valve Lifterse Valve Seat Insertse Jet 
Engine Parts* Rotor Pumps Motor Truck Axles* Permanent Mold Gray Iron Castings e Heater-Defroster Units « Snap Rings 
Springtitese Spring Washerse Cold Drawn Steele Stampingse Leaf and Coil Springse Dynamatic Drives, Brakes, Dynamometers 


| them involved ICC safety regula- 


| Mercury Co., 





curred in 1954 and 1955. Most of 


tions, while others concerned re. 
ports, records and permits. 
7 * * 


Yellowstone Coach Sold 


ELKHART, Ind. — Melvin R, 
Kroeder has purchased Yellowstone 
Coach Co., Inc., Wakarusa, Ind, 
from Elmer L. Weaver, who estab- 
lished the firm nine years ago, 
Kroeder formerly was associated 
with his father in Kroeder Lincoln- 
Elkhart, which was 
sold last fall. 


* * * 


°52 Truck Fees Collectible, 


Illinois High Court Rules 


SPRINGFIELD, Ill.—The Illinois 
Supreme Court has ruled that the 
State has the authority to collect 
fees still owed on 1952 truck-license 
increases. Some $6 million in fees 
is pending in suits filed by Attorney 
General Latham Castle. 

The decision came in a case in- 
volving $957 in fees brought by Dale 
Lange, Piatt County trucker. Be- 
fore the increases became effective, 
the law authorizing them was ruled 
invalid by a county circuit court. 
It later was upheld by the Supreme 
Court. 


* * x 


White Sales Folder Tells 


Advantages of the 9000 


CLEVELAND. White Motor 
Co. has released a new sales folder 
giving advantages of the White 
9000 in payload and performance 
for over -the- highway transporta- 
tion service, according to P. E. 
Tobin, general sales manager. 

The folder describes the advan- 
tages of the 90-inch dimension 
which makes possible hauling a 35 
feet square-nosed trailer within 45 
feet overall length. Copies are avail- 
able from White Motor Co., Cleve- 
land 1, O. 


* * * 


Fruehauf Buys in Kentucky 

LOUISVILLE. — A ten-acre site 
here has been purchased for $100,- 
000 by Fruehauf Trailer Co. for 
construction of a branch sales and 
| service office. Work will start this 
| month and completion is scheduled 
for the fall. 


|National Trailer Pool 


|Names Babcock, Harlan 


| MINNEAPOLIS. — R. J. Bab- 
|cock has been elected board chair- 
| man of National Trailer Pool. He 
| is president of Dakota Transfer & 
Storage Co., Minneapolis, and is 
la past president of the American 
Trucking Assns. regular common 
| carrier conference. 
| Other officers are E. W. Harlan, 
Bruce Motor Freight, Des Moines, 
|president; Birney Baker, Des 
Moines Transportation Co., vice- 
president; George Briggs, Briggs 
Transportation, Eau Claire, Wis., 
secretary, and A. A. Fowler, 
Indianapolis-Kansas City Motor 
| Express Co., Kansas City, treasurer. 
| Winston Hurd is general manager 
| of National Trailer Pool, 
| + * * 


N.M. Referendum Law Hit 


\As Truck Act Is Upheld 

ALBUQUERQUE, N. M. — Fol- 
| lowing a Supreme Court ruling that 
|the State’s truck size-weight law 
is not referable to a referendum, 
a citizen’s good roads committee 
has turned its ire on the referen- 
dum law itself. 


A committee member said it was 
(Continued on Page 41, Col, 1) 


Thar She Blows 


Veteran Recalls Hazards 
Of Solid Tires 

NEW YORK.—In the old days, 
truck tires were solid rubber — 
but that was no guarantee against 
blowouts, according to Gil F. Rod- 
dewig, experimental engineer, GMC 
Truck & Coach division. 

Addressing the 26th annual 
Safety Conference and Exposition, 
Roddewig explained that heat from 
friction melted the rubber inside 
the tire, causing it to expand and 
finally to burst through the outside 
crust of rubber. 


Drilling ventilation holes through 
the side walls the problem, said 
Roddewig who learned of such 
hazards from his father’s 1911 
delivery truck. 
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Truck News in Brief 





(Continued from Page 40) 


regrettable that the referendum 
provision in the constitution “is so 
restrictive as to preclude almost 
any action to refer a law to the 
voters.” 

The group was formed to fight 
the truck law which allows weights 
up to 86,400 pounds. The high court 
ruled the act was part of the State’s 
police powers. : 

* - * 


‘Penthouse Sleeper’ Cuts 


Cab Depth to Four Feet 


DENVER. — Ringsby Truck 
Lines here, in an effort to increase 
payload space, put the relief 
driver's sleeper box above the 
driver car. It is called the “Pent- 
house Sleeper.” 

Gail Crawford, executive vice- 
president, said this cut cab depth} 
to four feet and lessened fatigue | 
on the slecper from road and 
engine noises. Added to the tractor 
is a dromedary box of better than | 
eight and a half feet on a wheel- 
base of 188 inches. This, when at-! 
tached to a 35-foot trailer, gives a} 
total of 43'. feet of loading space 
with 59 feet of overall length, said 
Crawford. 





* * 


Trailer Outlets Close 


LOS ANGELES. The Trailer 
Coach Assn. has announced that 
450 trailer coach dealers in South- | 
ern California are now closing on 
Sundays and that soon there will 
be 100 percent participation in Sun- 
day closing. 

* * 


Spanish Firm Purchases 


20 Fruehauf Trailers 

NEW YORK.—Genera! Commis- 
sary of Supplies and Transport of | 
Madrid, Spain, has ordered 20) 
Fruehauf Trailer Co. refrigerated | 
truck-trailers, according to Alec C. | 
Aranyos, Fruehauf vice-president 
of foreign operations. The trailers 
will cost $250,000. 

The Spanish firm plans to use 
the 35-foot trailers to carry frozen 
foods to various European cities. 
Aranyos reports that the Fruehauf 
export this year is double that of 
last year. 

+ ” * 
Autocar Publishes Folder 
On Trucks for Loggers 


CLEVELAND. — A new folder 
announcing a new line of Autocar 
heavy-duty trucks for the logging 
industry has been published, ac- 
cording to Harry L. White, sales 
manager. 

The folder features illustrations 
of typical Autocar units now oper- 
ating for leading logging concerns. 
Copies are available from the Ad- 
vertising Dept., Autocar Division, 
Exton, Pa. 


* * * 


1H Outlet Opens in lowa 

WASHINGTON, Ia.—A new Mc- 
Cormick farm equipment store, 
which also will serve as an Inter- 
national retail truck sales and serv- 
ice outlet, has been opened at 
Washington, Ia. Harold C. Kloster- 


gaard is manager. 
x * o 


Mueller Buys McKeown 


ST. PAUL. — Mueller Transpor- 
tation Co., St. Paul, has purchased 
McKeown Truck Line, Duluth, 
Minn., according to Robert E. 
Short, Mueller president. The pur- 
chase included all McKeown’s ter- 
minal facilities and equipment. 

* * * 


New School Bus Firm 


PENN YAN, N. Y. — The open- 
ing of a new school bus manufac- 
turing company has been an- 
nounced jointly by A. L. Luce, 
president, Blue Bird Body Co., Ft. 
Valley, Ga., and A. C. Kreutziger, 
president, Coach & Equipment 
Sales Corp. here. The business 
which aims at New York and other 
northeastern states, is expected to 
employ from 50 to 75. The buses 
will be designed to conform with 


new state regulations. 
* * * 


White of Canada Wins 

Suit Over Guarantee 
VANCOUVER, B. C.—White Mo- 

tor Co. of Canada, Ltd., won a Su- 

Ppreme Court decision when the 








Traction King 
Tire Chains Still Best, 
Says Professor 


MADISON, Wis. — Lots of de- 
vices have been dreamed up to give 
cars and trucks more traction in 
ice and snow, but ordinary tire 
chains are still tops, according to 
Prof. Archie Easton, of the Uni- 
versity of Wisconsin. 

As director of the motor vehicle 
research at the school, Easton has 
spent ten years testing in that 
field. He said chains gave 409 per- 
cent better driving efficiency on ice 
and 313 percent on hard-packed 
snow. 

Braking efficiency with chains is 
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operates in 19 States and the Dis- 
P WITH EVERY CAR. 


trict of Columbia. 
+ * * 
PURCHASED THIS MONTH 
LIMITED TO 
—_ evan 65 ACCOMPANIED 
RENTS onky— 





Rules Fine Mandatory 


ALBANY. — Truck drivers 
received an indirect warning 
from Attorney General Jacob K. 
Javits that if they are convicted 
a second time for driving an 
overloaded truck they can’t be 
fined less than $250. 

The law requires for a first 
conviction a fine of not less than 
$100 or more than $250, 30 days 
in jail or both. Each second and 
subsequent offense is punishable 
by a fine of not less than $250 or 
more than $500, 60 days in jail or 





claim of Atlin Transport, Ltd., for 
$97,339 in damages was dismissed 
by Justice McInnes. 

A predecessor firm to Atlin pur- 
chased three trucks from White in 
1951 and 1952. It was contended 
that these were kept in running 
repair, under a guarantee, by White. 
This was disputed by Atlin. The 
court found the trucks had been 
maintained and reasonably fit for 
the purpose for which they were 
intended. 


N. Y. Attorney-General 
BY PA\ 





* * * 


Coastal Tank Lines Buys both. ee 153 percent on ice and 58 percent 
° on hard-packed snow. Winter tread 
“ae Fleet neeiiiiel eiaiia ‘Fishy-Back’ Service dads tao : the a tires give 40 percent more driving 
, Penn. ‘oas an ° mn y m—you go € jme | efficiency in driving and 22 percent 
Lines, Inc, here has announced | Links Newark, Houston print too heavy!” more in braking on ice and 71 per- 





purchase of a new fleet of 45 turbo- 
diesel tractors, together with 70 


NEWARK, N. J.—The first “fishy- cent more driving efficiency and 
s ‘ | back” steamship to leave this port| foodstuffs, books, wire rope, elec-|33 more in braking on hard-packed 
trailers, in an expansion program. | has departed for Houston, with 58} trical appliances and paint. At des- | snow. 

The new equipment purchases in- | loaded trailer bodies aboard. tination, the bodies will be lifted | —— 
clude 45 White 9,000 TD’s, with 175| Pan-Atlantic Steamship Line’s SS| onto special chassis and delivered| Wondering pod ee ae net 
horsepower model JT-6-B Cum-|Ideal X sailed with such trailer-|to their consignees. The sailing | \{orive NEWS gives you the entire story 
mins turbodiesels. The company|load cargo as machinery, drugs,| originated once-a-week service. 


every week throughout the year. 
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WHEN YOU’RE THE MAN WHO STOCKS AND SELLS... 


CARTER @ rvct riuters 


that fits inside ony Carter fuel filter. The 
Magnatrap* is a powerful permanent magnet 
that traps and holds the smallest particles of 
iron oxide which no porous filter can catch. 


Sell the world-famous fuel filter assortment 
featuring Carter's microscopic-pored ceramic 
filtering element (sizes to fit practically any 
make or model of car or truck.) Increase 


your profit with Carter's exclusive Magnatrap* For information, call your Carter supplier today. 


*Trademark Registered 
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DUMP BODIES—A line of contractor's 
type dump bodies, designed for use with 
Galion's Uni-Scopic front-mounted tele- 
scopic hoists to permit hauling of larger 
payloads within legal limits, has been in- 
troduced by Galion Alisteel Body Co., 
Galion, O. Known as the NF series, the 
bodies are available in three models. 
Model 12N-3F bodies are available with 
payload capacities of 2 to 4 cubic yards 
and in lengths from 8 to 10 feet. Payload 
capacities of 4 to 6 cubic yards are of- 
fered in 9 to 10-foot model 12N-4F 
bodies. For heavy-duty hauling, the manu- 
facturer recommends the model 12N-5F 
body, with payload capacities of 5 to 12 
cubic yards and in lengths from 11 to 14 
feet. 


Lighting Specifications 
A listing of the American Truck- 
ing Assn.’s 
ment specifications for wiring and 
lighting commercial vehicles is now 
available in hooklet form. Com- 
plimentary copies are available by 
writing to Signal-Stat Corp., 523-39 

Kent Ave., Brooklyn 11, N. Y. 


+ * * 





LOADING HOIST—A _ hand-operated, 
portable truck hoist, featuring a 500- 
pound capacity with less than 30-pound 
crank effort, has been marketed by Burt- 
chaell Heating Co., 2944 S. E. Powell 
Bivd., Portland, Ore. The hoist is easily 
removed from the mast well to provide a 
clear truck bed, it is claimed. 




































VOLTAGE CONTROL UNIT—A line of 
voltage control units said to permit 12- 
volt tractors to hook up with six and 12- 
volt trailers, and six-volt trailers to hook 
up with six and 12-volt tractors has been 
marketed by Cole-Hersee Co., 20 Old 
Colony Ave., Boston 27, Mass. Ten 
tractor-mounted models for six or seven- 
pole connections and two trailer-mounted 
models for six or seven-pole connections 
ere available. 

Ao oe 


Meter Designed for Trucks 


Measures Fuel Consumption 
The Servis Fuelometer, said to 
measure fuel consumption with less 
than a 2 percent error, has been 
released. for sale by Service Re- 


recommended equip- | 


land, O. 

The meter is installed between 
the fuel pump and the carburetor. 
Service said it has been in research 
and test for more than two years. 


* * * 





POWER LOADER — Operated from a 
power take-off through the engine trans- 
mission, the Daybrook-Woodside power 
|loader is said to fit any standard truck 
chassis. The unit's hydraulic controls lift, 
swing and lower loads up to 4,000, it 
is said. The boom swings in a full 360- 
degree arc. Standard unit has a 12-foot 
hydraulic boom and hydraulic stabilizers 


for use in side loading or unloading. 
Daybrook Hydraulic Division, L. A. Young 
Spring and Wire Corp., Bowling 
Green, O. 

* ¥ * 


Instrument Analyzes Oil 
To Check Up on Diesel 


An automatic instrument, 
signed to check the condition of 
diesel engines by analysis of crank- 
case oil, is being manufactured by 


Park Place, Glendale, Calif. 

Its maker claims the instrument, 
using only a _ half-teaspoon of 
sample oil, provides an analysis in 
two minutes. 








CRANE CARRIER — Federal Motor Truck 
Co., a division of Napco Industries, Inc., 
Minneapolis, Minn., has released for pro- 
duction its eight and 10-ton crane carriers. 
Frame rails are heavy-duty 8 by 12-inch, 
45-pound wide flanged beams in the 


eight-ton unit, and 12 by 
pound wide flanged beams 


12-inch, 65- 
in the 


strength, together with a stronger 10,000- 
pound front driving axle and a 28,000- 
pound rear bogie, are said to give con- 
struction men the ruggedness needed for 
the toughes! assignments. 


















ELEVATING TAILGATE — Designed for 
pickup and express truck bodies, the 
Jiffy-Lift is an all-steel, ramp-type elevat- 
ing tailgate having a capacity of 600 
pounds. The unit is said to permit the 
driver alone to load or unload heavy or 
bulky articles. The patented design fea- 
tures a simple lifting mechanism, having 
ball bearings throughout for easiest oper- 
ation, it is said. Mid West Body & 
Mfg., Paris, Ill. 


10- | 
ton carrier, it is claimed. The extra frame | 


|} and designed for operation with 





| economical 


de- | 
| 


Applied Research Laboratories, 3717 


148 inches wide, with 38-inch tank. 








TRAILER DUMP — A tandem-axle trailer | 
dump, with front-mounted telescopic hoist | 
single 
rear axle tractors, has been announced by 
Galion Allsteel Body Co., Galion, O. 
Designated model STMF Transporter, the 
trailer dump is said to be best suited for 
materials hauling in areas 
where weight laws establish a medium 
gross weight limit and allow credit for 
only one set of tandem axles. Offered 
in body lengths from 19 to 24 feet, the 
units have payload capacities of 10 to 40 
cubic yards. Three optional Uni-scopic 
hoists, with lifting capacities up to 30 
tons, are available. 





AIR COMPRESSOR — A compact, six- 
horsepower, high-pressure air compressor 
designed for highway service, fleet oper- 
ations and off-the-highway equipment has 
been marketed. The two-stage compressor 
is said to build 175 pounds of pressure, 
and has a displacement of 23.69 cubic | 


feet per minute. Designed to fit in a 

pickup or stake truck body, the unit is 

De- 

Vilbiss Co., 300 Phillips Ave., Toledo 1, O. 
* : : 


All-Purpose Lubricant 


Developed by Amalie 


An all-purpose grease, said to be 
usable wherever a consistent grease 
is specified on cars, trucks, tractors 

boats, has been announced by 
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TRUCK NEW PRODUCTS 


corder Co., 1373 Euclid Ave., Cleve- | 


has been developed by Ditzler 
Color Division, Pittsburgh Plate 


| Glass Co., 632 Fort Duquesne Blvd., 


| 





Pittsburgh 22, Pa. 
Called Satin Prime, the undercoat | 


| is said to possess exceptional adhe- | 
| sion over steel or aluminum and is 


also said to be usable over old} 


lacquer or enamel. | 


Amalie Division, L. Sonneborn Sons, | 


Inc., Franklin, Pa. 
High resistance to water is said 
to be one of the lubricant’s out- 


* * * 


| 
standing characteristics. 






SELECTOR VALVE An automatic 
selector valve for use in vehicles that 
have two or more fuel tanks has been 
developed by New Products Corp., Skokie, 
lll. The valve is said to operate auto- 
matically by pressure from an_ electric 
fuel pump in or near each tank, a fuel- 
supply system now being used in heavy- 


| duty vehicles, such as trucks and buses. 


Placed in the fuel line between tank, the 
valve automatically shuts off the line 
of the empty tank, while continuing to 
draw from the other tank, without inter- 
rupting engine operation, it is claimed. 


Nonsanding Primer-Sealer 


Developed by Ditzler 


A light gray, nonsanding primer- 
sealer for automotive undercoats: 


Kichii. 
e 





| 


| 


TIRE CHANGER—The Bishman No. 932 | 
tire changer features a power driven 
rotating arm that mounts and dismounts 
tubeless truck tires, and regular truck 
tires, on all drop center wheels or rims 
from 17.5 to 24.5 inches. The unit is com- 
plete with an electric motor that operates 
on 110-220 volts, and an air chuck that} 
operates on 140-175-pound air line. A} 
double power air cylinder is available for 
low pressure lines at extra cost. Bishman 
Mfg. Co., Osseo, Minn. 


x * 


Aluminum Reflector 


A metal reflector made of alumi- 
num, said to offer more light with- 
out increased wattage, has been 
introduced by Kingston Industries, | 
527 Lexington Ave., New York 17, | 
 & A 





DUMP BODIES — A series of general ; 
Purpose contractor's dump bodies, of two- | 
cubic-yard payload capacity and designed 
for mounting on trucks in the 4,200 to 
10,000 GVW range, has been announced 
by Hercules Steel Products Co., Galion, O. 
Known as the SD series, the units are 
available in both fixed and removable | 
side types. The bodies are designed for 
mounting with Hercules model 330, 340 
and K hoists, of four to seven-ton capacity, 
on trucks having 60-inch cab-to-axle 


dimension, it is claimed. 
+ 


* * 


SS 











AXLE KIT — Trucktor Corp., 1137 Route 
22, Mountainside, N. J., is offering its 
trailing third axle suspensions in ‘‘Do-it- 
Yourself” kit form. The Universal kit is 
said to provide all necessary parts to in- 
stall a five-inch round, 18,000-pound trail- 
ing axle (new or used) on any medium- 
heavy or heavy-duty two-axle truck or 


tractor (new or used). 
ak ad * 













SADDLE TANKS—Square saddle tanks 
have been added to the line of Safer 
fuel tanks for trucks and tractors produced 
by Master Tank & Welding, Dallas, Tex. 
Made in 120 to 150-gallon capacities 
spaced 37% inches apart, they are de- 
signed. to give increased fuel capacity 
without increasing the amount of space 
tanks require. They can be installed by 
bolting directly to the truck frame without 
the use. of special mounting brackets. 





| sealed all 









SPARK PLUG — A cold-headed cathode 
is the latest development by American 
Eagle Corp. for its radial cathode spark 
plug. Broader by 25 percent, this elec- 
trode shoots a full circle of fire to a flash- 
point area of 360 degrees instead of 
the single lane sparking on conventional 
plugs, it is claimed. The wider area 
of contact is said to insure a permanently 
fixed gap which constant after 


thousands of car miles. American Eagle 
Corp., 8655 Military, Detroit 4, Mich. 


« * * 
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THROW-AWAY LAMP — A hermetically 


plastic, non-corrosive throw- 
away lamp has been introduced by 
Truck-Lite Co., Inc., 508 N. Main St, 
Jamestown, N. Y. The lamp is specifically 
designed for high cube truck bodies, it 
is claimed. Face-mounted model does 
not penetrate truck ‘body, protrudes only 
% of an inch and is wired from exterior. 
Fiush-mounted model protrudes % of an 
inch, and penetrates body % of an 
inch, it is said. Both are six and 12-volt 
sealed-beam type lamps. 


* x * 





AIR BRAKE KIT — The Wagner Unit- 
Package air brake trailer kit is designed 
for either single or tandem axle units. 
All parts are said to fit easily into posi- 
tion with little or no drilling or tapping. 
Both the single and tandem kits are 
available with either type 24 or type 
30 chambers which feature nylon and 
neoprene-type diaphrams. Automotive Di- 
vision, Wagner Electric Corp., 6400 Plym- 
outh Ave., St. Lovis 14, Kans. 

x x a 












PORTABLE GANTRY—A portable gantry, 
using a high-strength aluminum alloy !- 
beam, has been developed by B. E. 
Wallace Products Co., Exton, Pa. The unit 
is said to feature sturdy tripod end sup- 
ports which can be used independently at 
any time. Leg length is adjustable by os 
much as seven feet in the highest model, 
it is said. Gantries are available in heights 
up to 17 feet and with |-beams as long os 
20 feet. Maximum capacity is said to be 
two tons. 
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Upward Trend Continues .. . 





Highway-User Taxes 


Yield More 


NEW YORK.— Collections from 
motor fuel and other highway-user 
taxes are continuing their general 
uptrend, according to revenue re- 
ports from state capitals. 


Arkansas gasoline taxes pro-- 
duced $2,968,469 in April, com- 
pared with $2,635,211 for a corre- 
sponding period in 1955. Total 
vehicle registration revenue for 
the present fiscal year, through 
April, 1956, stands at $10,608,463, 
compared with $9,720,216 a year 
ago. 

Colorado reported $2,743,045 col- 
jected in motor fuel taxes in April, 
compared with $2,536,019 in the 
same month last year. Gross ton- 
mile taxes for April reached $468,- 
539, an increase of 33 percent over 
the April, 1955, total of $351,883. 

During the ten months since July 
1, 1955, Kansas has realized $37,346,- 
283 from fuel taxes. 

Kentucky road-fund receipts dur- 
ing the period July 1, 1955, to 
March 30, 1956, totaled $64,325,473. 
The year’s estimate from road-fund 
taxes is $68,500,000. Federal grants 
would bring the total road-fund to} 
$78,192,320. 

Mississippi gasoline-tax collec- 
tions for April, 1956, were $3,548,005 
as against $3,520,029 the same 


All-Wheel Drive 
Called Best for | 
On-Highway Use 


CHICAGO. — The time when all- 
wheel-drive vehicles were strictly 
off-highway tools is past, G. D. 
Simonds, engineering vice-president 
of Four Wheel Drive Auto Co., told 
the Chicago Chapter, Society of 
Automotive Engineers, at its an- 
nual transportation meeting. 

“Most everyone will admit that 
the all-wheel-drive will perform in 
difficult going such as sand, mud, 
snow and ice, etc., where any vehi- 
cle with a nondriving front axle 
will bog down,” Simonds said. 

But today, as a result of unbi- 
ased university and National Safety 
Council tests, experiences of FWD 
users and the company’s own re- 
search, Simonds said, FWD has 
found “there is definitely a place 
for our trucks from an economy 
standpoint as well as a safety 
standpoint ON the highways of the 
country” as well as off. 

Simonds said unbiased tests have 
shown “our vehicle is fundamen- 
tally correct in its application of 
power to all of its wheels.” 

Simonds cited tests conducted by 
the Purdue University College of 
Engineering, the University of Wis- 
consin Truck Research Department 
and the National Safety Council. 

The Purdue test, he said, found 
that in transmission of power from 
engine to driving wheels an FWD 
truck rated 88.2 percent efficient, 
an especially high rating. The Wis- 
consin project and National Safety 
Council tests discovered that the 
all-wheel-drive vehicle gave 25 to 
37 percent greater tire economy and 
had greater tractive ability on the 
highway than rear-drive vehicles, 
while using no more fuel. They also 
showed that the correctly-designed 
four-wheel-drive truck virtually 
eliminated skidding and jackknifing 
with tractor-semitrailer combina- 
tions, Simonds said. 











Firestone Offers 


Economy Tire 


AKRON. — A new truck tire de- 
Signed to meet the demands of 
highway truck operators for long 
wear at low initial cost has been 
announced by Firestone Tire & 
Rubber Co. 

It is called the Firestone Trans- 
Port “A.” 

The tire has a five-rib tread with 
continuous straight shoulder ribs, 
buttressed to guard against uneven 
wear. A heavy sidewall rib and 
rugged shoulder design are said to 
provide extra resistance to scuffing 
and snagging. 

High-tensile rayon cord is used 
in the body of the Transport A. 





Revenue 


month last year. Automobile and 
truck tag collections so far this 
year are $516,638.52, compared with 
$494,143.64 in 1955, or an increase of 
$22,494.88. 


Gasoline and special fuels taxes 
provided the bulk of Montana’s 
general increase in revenue col- 
lected for the first four months of 
the year, compared with a similar 
period in 1955. The four-month col- 
lection in those categories totaled 
$983,583. 


New Mexico gasoline-tax collec- 
tions for the first third of this 
year totaled $1,586,248, a drop of 
$40,090 from the first four months 
of 1955. Motor vehicle fees so far 
in 1956 reached $1,740,320, an in- 
crease of $735,589 over last year’s 
figures at that time. 

As part of Oklahoma’s general in- 
crease in April tax collections, gaso- 


line and fuels excise taxes brought 
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N. Y. Plans Roadblocks 


In Truck Crackdown 


ALBANY.—The State Tax Com- 
mission plans to set up a series 
of surprise roadblocks across the 
state to nail evaders of the truck 
mileage tax and weight-limit 
laws. : 

Commissioner George M. Brag- 
alini said State Police would co- 
operate in the crackdown. He 
said the roadblocks are aimed at 
such violations as overloading, 
underestimation of loads in com- 
puting the tax and lack of high- 
way use plates. 





in $4,179,250, an increase of 5.69 
percent. 

Rhode Island’s April receipts 
from motor fuel taxes were $735,- 
918, an increase of $33,950 above 
those of April, 1955. 

South Carolina’s gasoline tax col- 
lected during April reached $3,840,- 
423.93 putting the state approxi- 
mately $3 million ahead of last 
year’s collection pace for the fiscal 
year thus far. 

An 11 percent gain over last April 
in gasoline taxes was recorded in 
Tennessee’s monthly report for 


April, 1956. The amount collected 
was $52,781,823. Collections from 
motor vehicle taxes in April, 1956, 
hit an alltime high of $11,783,623, 
The figure is 42 percent higher than 
the $8,296,808 collected during the 
same period last year. 

Virginia gasoline taxes netted 
the state $1 million more in the 
first two months of 1956 than in 
the corresponding period last 
year. Tax collections on gasoline 
sales for January and February 
totaled $10,529,412.29. Collections 
for the first two months of 1955 
amounted to $9,451,398.69. 


A 10 percent increase in the 
number of motor vehicles operating 
in Virginia was reflected during the 
March 15-April 15 registration re- 
newal period. Income from registra- 
tions during the renewal period was 
about $15,960,000. 

Wyoming gasoline tax collections 
for April, totaled $432,852.35, repre- 
senting an increase of $4,146.43, 
compared with the $428,705.92 total 
for the same month last year. 


Wellman Picks O’ Neill 


Wellman Bronze & Aluminum Co. 
of Cleveland has named Clayton 
A. O'Neill as manager of the per- 
manent mold division. 
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Judge Defends 
Appraisers of 
Hudson Stock 


DETROIT.—Judge Miles N. Cule- 
han has refused a move to remove 
three court-appointed appraisers of 
of the cash value of Hudson stock 
not involved in the merger which 
created American Motors Corp. 

The action was brought by Edna 
Wallace, a Hudson shareholder, who 
said delay in settling the case was 
causing “financial hardship.” 

The appraisers were named to de- 
termine the cash value of the stock 
when holders of about 125,000 
shares opposed the merger and 
elected to take cash for their hold- 
ings. 

The judge said he wanted “proof 
that (the appraisers) are delaying.” 
The judge said determination of the 
cash value of the stock involves the 
study of “voluminous records.” 

Unless the petitioner can prove 
delay, the judge said he will see to 
it that the “appraisers will continue 
to function and will not be inter- 
fered with.” 
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Where performance counts most 


GIVE THEM Fm QUALITY! 


FEDERAL-MOGUL SERVICE 


RESEARCH e 


Your customer—whether he drives a car, truck or tractor—considers his 
engine the most important in the world. When you rebuild that engine, 
he expects a pay-off in performance! 


Federal-Mogul engine bearing quality pays off! Your customers know 
it—surveys prove it’s the preferred replacement bearing line. For the 
performance pay-off . . . give them Fm quality! 


Division of Federal-Mogul-Bower Bearings, Inc. 
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ENGINE BEARINGS 





DESIGN «© METALLURGY e 


PRECISION MANUFACTURING ° 
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Brakes and Clutches 


“Warner Electric Brakes and 
Clutches” eight pages, bulletin, 
Form WEB 6212. Warner Electric 
Brake & Clutch Co., Beloit, Wis. 


Control of Plating 


Analysis and control of black 
chromium plating solutions is dis- 
| cussed in an Army research report 
— 19 pages, 50 cents. Office of 
| Technical Services, U. S. Depart- 
|ment of Commerce, Washington 
126, D. C. 


| 
| 
| 
| 





* * * 


Metallic Zirconium 


Report on chemistry and produc- 

Old and New in Truck Seating— tion of metallic zirconium, based 
The difference between the old and new in truck seating is dramatized by this three- 
second time exposure taken of Bostrom Mfg. Co.'s mobile vibration platform. Terry 
Kolinski, left, sits on a foam rubber truck seat and is subjected to the bouncing of 
ordinary truck motion, while Marion Walczak rides in the Bostrom Level Ride 80 seat, 
which is equipped with torsional suspension springs to absorb the shocks and jolts 
of the same ride motion. The platform is housed in a truck now touring the country. 


a ey le 
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125 pages, $3. Atomic Industrial 
Forum, Inc., 260 Madison Ave., 
York 16, N. Y. 


+ 4 * 


Push-Button Laundry 


Automotive service equipment 


nit 


COMPARISON PROVES IN 
A PISTON RING TOO 


2 


Ys 
4 


Fs 


Cem Shaped 
Chrome Armored 
Steel Rails 


Reverse Loop 
Exponder 


Altinized Quick- 
Seating Top 
Fire Ring 


Made of 
Electalloy 
Finest Electric 
Furnace Process 


Uniform Pressure 
on Entire 
Circumference 
of Ring 


Mede to Fit 
Cylinders 
Perfectly 


Resists Corrosion 
end Weor 


e Balanced for positive control For less blow-by 
© for quicker seating ¢ For quicker profits 


on two-day atomic industrial forum | 


New | 


1956 


Bulletin Board 


catalog, which includes push- 
button, drive-through auto laun- 
dry — 12 pages, free. Choldun 
Mfg. Corp., 331 East St., New 
Haven, Conn. 

* * a 


Bayonet Saw Manual 


“How to Use the Porter-Cable 
Bayonet Saw” 26 pages, free. 
Porter-Cable Machine Co., 75 Ex- 
change St., Syracuse 8, N. Y. (In 
Canada, write Porter-Cable Power 
Tools, Ltd., Box 5019, London, Ont. 

* * 


Industrial Lab Index 


“Industrial Research Labora- 
tories of the United States (1956)” 
—560 pages, $10. National Academy 

|of Sciences, National Research 

|Council, 2101 Constitution Ave., 

| Washington 25, D. C. 
* oa 


* 


Gear Shaving Catalog 


An illustrated catalog (S-55-11) 
| describing the Red Ring model 
GCP-24-inch gear shaving machine 


iN 


The famous Torsion-Tight 
aviation fire ring. 


The new 
DUO oil-compression 


ting with Chrome-Armored Fé 
steel segment. 


The new “400” oil ring 
—the most efficient oil ring 
owthe market — with Chrome- 


Armored steel segments. . 


GUARANTEED 
to out-perform any other ring set in the hard 
to hold jobs regardless of kind, design or price! 


Guid 


alsa (0h) 


PISTON 
RINCS 


McQUAY-NORRIS MANUFACTURING CO. 


a i TORONTO 


ITOMOTIVE INDUSTRY 


oR EB 


LARGEST PRODUCER OF SMALL RINGS IN THE AU 


| 





is now available from National 
Broach and Machine Co., 5600 St, 
Jean Ave., Detroit 13, Mich. 


* * * 


Booklet on JIC Symbols 


A booklet listing all JIC symbols 
for pneumatic valve controls, 
together with drafting template 
guide, is available for $1 from Rogg 
Operating Valve Co., 120 E. Golden 
Gate Rd., Detroit 3, Mich., and 
from all Ross distributors. 

* * * 
Liquid Springs Catalog 

An illustrated catalog, called 
Catalog LS, describing and illus- 
trating the line of Taylor liquid 

springs, designed for replacing 
coil springs in die applications 
using liquid compressibility, has 
been published by Taylor Devices, 

Inc., 188 Main St., North Tona- 
wanda, N. Y. 


Low-Temperature Brazing 


Detailed in Bulletin 


A bulletin describing a type of 
construction that is said to simplify 
the design and fabrication of a 
wide range of metal parts has been 
published by Handy & Harman, 82 
Fulton St., New York 38, N. Y. 

Simplification of Easy-Flo brazed 
construction, is accomplished by 
taking components and _ joining 
them with the low-temperature 
silver brazing alloy Easy-F lo, it is 
claimed. The alloy is said to join 
any ferrous or non-ferrous metal 
(aluminum and some special alloys 
excepted) that has a higer melting 
point than its own 1145 degrees 
Fahrenheit. 


* * * 


Data Book Lists Advantages 


Of Dean Thermo-Panel Coils 


A technical data book detailing 
the advantages of Dean Thermo- 
Panel coils as compared with ordi- 
nary pipe coils has been published. 

Known as Bulletin 355, the pub- 
lication includes the following sub- 
jects: Operating pressures, indus- 
trial heating, heat transfer coeffi- 
cient, choosing Dean Thermo-Panel 
coils, pipe coil comparison method, 
capacity table method, heating 
problems, determination of delta T, 
wall and surface losses, material 
load, spray and makeup loads, pres- 
sure drop, charts and conversion 
tables. W. F. Schaphorst, 45 
Academy St., Newark 2, N. J. 

* * * 


Elevating Tail Gates 


“How to Reduce Delivery Costs,” 
a booklet showing application of 
hydraulically operated elevating 
tail gates for trucks — free. Cus- 
tomer Service Dept. Gar Wood 
Industries, Inc., Wayne, Mich. 

a a * 


Car-Sales Formula 


“Merchandising and Pricing Cars 
at the Point-of-Sale,” a manual 
demonstrating five proven methods 
of merchandising and pricing cars 
for high turnover at maximum 


| profit — free. Sta-Put Signs Corp. 
|298 Fifth Ave., 


New York 1, N. Y. 


Industrial Presses 


A bulletin devoted to hydraulic 
and air-operated industrial presses 
of 25 to 150-ton capacity—16 pages, 
free. Manley Division, American 
Chain & Cable Co., Inc., York, Pa. 

* a * 


Record Protection 


“How to Be Sure Your Safe Is a 
Safe Place for Your Records,” 4 
brochure on record protection — 
20 pages, free. Mosler Safe Co., 320 
Fifth Ave., New York 1, N. Y. 

* * 


* 


Demineralizing Facts 


“Technical Reprint T-140,” a 
brochure covering the advantages 
and disadvantages of demineraliz- 
ing for power plants — 24 pages, 
free. R. S. Lewis, Advertising Man- 
ager, Graver Water Conditioning 
Co., 216 W. Fourteenth St., New 
York 214, N. ¥. 

a 
Cargo-Scout Featured 


New Cargo-Scout fork truck— 
four-page folder, free. Elwell- 
Parker Electric Co., 4205 St. Clair, 
Cleveland 3, O. 

* 


* * 


+ * 


Directory Supplement 


“Supplement to the Business 
Founding Date Directory,” listing 
more than 600 organizations 
founded in 1916, 1917, 1918, 1931, 
1932 and 1933—free with $10 direc- 
tory, $2 if purchased alone. Morgan 
& nee 101 Park Ave, New 
York 17, N. Y. 
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“Touch the Wonder Bar, Dilworth- 


letis see if he won his match!” 


Too bad, Dilworth. The lady’s thoughts 
are elsewhere. However, she does want 
to hear your Wonder Bar radio, so 
let’s get with it. Just touch the 
Wonder Bar and ... click! .. . it 
tunes the nearest station perfectly. 
Another touch, another station. In 
fact, the Wonder Bar finds every 
station your radio can receive. It 
works automatically, too—all across 
the dial. You never need take your 
eyes from the road for the greatest 


WORLD LEADER 


radio listening pleasure. Radios with 
Delco Wonder Bar tuning are avail- 
able now on most really modern 
cars. Delco Radio, Division of 
General Motors, Kokomo, Indiana. 


A General Motors Value 


DELCO 
eer 


RADIO 


IN AUTO RADIO 








NATIONALLY ADVERTISED IN LEADING CONSUMER MAGAZINES 

















Across the Nation... 
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Auto Dealer Changes 


Full ownership of C. H. Goss Co. 
(Dodge-Plymouth), Burlington and 
St. Johnsbury, Vt., has been pur- 
chased by Henry C. Goss sr., presi- 
dent for 10 years. 

There will be no changes in per- 
sonnel or policy in Burlington, Goss 
said, but the automobile franchise 
will be given up in St. Johnsbury. 
Henry C. Goss jr. is vice-president 
and H. Stanwood Brooks is treas- 
urer and manager. Donald C. Haw- 
ley will manage the new-car sales 
department in Burlington, Roy 
Benway will be in charge of used- 
car sales. 

* * * 


Sports-Car Dealerships 


Franchised by Waco 


Waco Motors, Miami, distribu- 
tor for Jaguar, Mercedes, Porsche 
and MG, has franchised the fol- 
lowing dealers: 

Continental Motors, South Mi- 
ami, Fla.; Nick Graffee Motors, 
Birmingham, Ala.; Sports and 
Foreign Car Centre, Savannah, 
Ga.; Vitesse Sports Cars, Clear- 
water, Fla.; Import Motors, Co- 
lumbus, Ga.; Marshall Jackson 
Motors, Rome, Ga.; OK Motors, 
Pensacola, Fla., and Hooper Mo- 
tors, Cocoa, Fla. 

* a * 


Mitchell Expands 


Jack Mitchell has opened Jack 
Mitchell-Nash, Inc., at 2200 Ross 
Ave., Dallas. He also has a Nash 
dealership in San Antonio. 


* * * 


Lombardo Buys L-M Deal 


Frank Lombardo, operator of a 
dealership in Willoughby, O., has 
purchased the Lincoln - Mercury 
dealership of Stratton Motors in 
East Cleveland. 

+. 


> * 


Hendrix, McKinley Sell 


Hendrix - McKinley Motor Co. 
(Ford), Alamogordo, N. M., has 
been sold by L. A. Hendrix and 
Eber McKinley to W. L. Warnock, 
Ford dealer in Van Horn, Tex. 


* - * 


e 
Spencer-Faust Opens 


Spencer-Faust Plymouth, Inc., 
Wichita, has opened for business 
as the first exclusive Plymouth 
dealership in Kansas. Charles H. 
Spencer is president and L. Dale 


Faust, executive vice-president. 
7 > 7 


Ford for Helard 


Wichita Motors, 1226 E. Dougles, 
is the new Ford dealership in Wich- 
ita. President is Vernie W. Helard. 


» * * 
Lammerts Expands 


Lammerts Buick, Niagara Falls, 
N. Y., has opened an additional 
Buick showroom under the super- 
vision of Robert B. Halliday and 
Carl W. Wittkopp. It is at 1303-05 
Main St. 


Rootes ‘A ppoints 
36 U. S. Dealers 


Rootes Motors, Inc., has awarded 
36 new franchises in the U. S. The 
dealers will handle Humber, Hill- 
man and Sunbeam-Talbot cars and 
Commer and Karrier commercial 
vehicles. 

The newly appointed dealers are: 
Empire Motors, Tucson, Ariz.; 
Martin Motors, Compton, Calif.; 
Smart Motor Co. Madison, Wis.; 
Foreign Cars, Inc., Davenport, Ia.; 
Tally Auto Sales, Gloucester, Mass.; 
Churchill Motors, Rochester, N. Y.; 
William I. Beck Foreign Cars, 
York County, Pa.; S & R Service, 
Inc., Hanover, N. J., and S. P. 
Green Garage, Butler, Pa. 

Joe Hinote Nash, Reno, Nev.; 
White's, Medford, Ore.; Imperial 
Motors, Los Angeles; Edgewood 
Service, Wheeling, W. Va.; Im- 
ported Motor Cars, Tampa, Fla; 
Hall Motors, Amityville, N. Y.; 
Briggs-Smith Continental Motors, 
Pleasant Valley, N. Y.; Weiser Mo- 
tor Co., University Park, Pa.; and 
S H Motors, Pittsburgh. 

Warner Motors, Yuma, Ariz.; 
Surrox Nash, Medford, Ore.; Quon- 
set Garage, West Brookfield, Mass.; 
John Gifford Motors, Inc., Arling- 


ton, Va.; Sports and Foreign Car 
Center, Savannah, Ga.; E. J. Flac- 
cus Garage, Wheeling, W. Va.; 
Pick’s Service Station, Surry, N. 
H.; Spreen’s Motor Sales, Hacken- 
sack, N. J.. and Bob Cron Motors, 
Titusville, Pa. 

Prescott Sports Car Centre, Pres- 
cott, Ariz.; British Motor Cars, 
Excondido, Calif.; Mayo’s Motor 
Mart, Burlington, Vt.; Foreign 
Motors Inc., Vancouver, Wash.; 
Keystone Garage of Warren Pa., 
Inc., Warren, Pa., and O’Neil Mo- 
| tors, Wellesley, Mass. 
| * * * 


Dodge Appoints Six 
New Car-Truck Dealers 


Dodge cars and trucks. 
They are Champion Motor Co., 
Ellsworth, Kans.; Dependable 


Dodge has announced the addi- 
tion of six new dealers handling | 


Motors, Virginia, Minn.; John H. 
Morell, Greenport, N. Y.; Ray- 
nor’s Garage, Westhampton 
Beach, N. Y.; Hirsh Motors 
(Plymouth), 
McDonough Motors, Inc., 
chester, Mass. 


a” * * 


Butler Opens Ford Deal 


Dor- 


Rhett Butler has opened a Ford 
dealership at Jacksonville, Ark. The 


community adjoins the new $80,000,- 
000 Air Force bomber base. 

+ * + 

Bryan-Chevrolet Opens 
Bryan Chevrolet, Inc., has opened 

at Nunez and Homer Sts., Algiers, 
La. James J. Bryan is president. 

+ a” ” 

Persia Branches Out 


Mike Persia Chevrolet Co., San 


Antonio, has opened a branch sales! 


office in the 4200 block of San 
Pedro Ave, the new 


Vic Bates. 


* * 


Studebaker Adds 2 


Appointment of two new Stude- 
baker dealerships in the Upper 
Midwest has been announcéd. New 
in St. Paul 


THEY SHOP IN 


| 


i 


Berry, N. Y., and | 


Mt <3 
| Ws 


“automobile | 
row.” It is under management of | 


is Downtown Stude- | 


NY 


Ny 
T\ yf 


Y 


Zou 


Ransom E. Olds, inventor of 
the Oldsmobile, built his first car, 
a steam-driven tricycle, in 1886. 
Two years later, he sold a four- 
wheeler to a purchaser in India 
and became the first exporter of 
automobiles from the U. 8. 


baker, 635 Robert. Randloph Light, 
who also operates Randolph Light, 
Ine. 


(Studebaker), Minneapolis, is 


— 


owner of the firm and R. L. Haw. 
kinson is manager. Another new 
Studebaker dealership is Jur 
Motors, Rockford, Ia. Jack Jury ig 
the dealer. 
» * + 
Kjonsby Pairs Olds, GMC 
James Kjonsby has purchased 
the Ross Murray Oldsmobile 
dealership in Newport, Ore, 
Kjonsby will retain his GMC 
truck franchise. 
. 


* * 


Wilson Sells Second Deai 


To Morrison in Canada 


Wilson Motors, Victoria, B. C, 
has been sold by R. B. Wilson to 
Newell Morrison, Duncan, B. C. 

Morrison, a former employe of 
Wilson Motors, has held the Chey- 
rolet group franchise in Duncan 
for the past three years. That deal- 
ership also had been owned for- 
merly by Wilson. Wally Stipe, a 
Wilson employe, will take over 
Morrison Motors in Duncan and 
change the firm’s name to Wally 
Stipe Motors, Ltd. - 

* * * 
McLean Buys Arnett 
Arnett Motors Co. (Ford), Clat- 


(Continued on Page 47, Col. 3) 
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Tipp Motor Solves Storage Problems— 


Tipp Motor Sales, Tipp City, O., has solved its new-car storage and maintenance 
problems with this 45 by 105-foot pole-type building. Previously, most of the dealer- 


ship's inventory of Oldsmobiles, Chevrolets and Pontiacs sat outdoors and cost an | 


estimated 50 cents a car per day to keep clean and polished, according to Sam Mack, 
sales manager. Built on a foundation of pressure-treated poles, the enclosed structure 
holds 30 cars. 


Across the Nation... 


Auto Dealer Changes 


(Continued from Page 46) 


skanie, Ore., has been sold to Al- 
bert McLean, formerly of Westport, 
Ore. 


Plaza Chevrolet Opens 


Plaza Chevrolet Ltd. has been 
opened at Bathurst St. and Fair- 
lawn, Toronto. Morris Stein is presi- 
dent of the new agency. Associ- 
ated with him are two sons, Donald 
Stein, sales manager, and Herbert 
Stein, secretary-treasurer. Ted Mc- 
Grath is service manager. 


* * 


+ * 


Two S-P Appointments 


| 


Listed for Chicago 

Fohrman Auto Mart (Stude- 
| baker), Chicago, has been appointed 
to handle the Packard line. Irving 
|}and Marvin Fohrman operate the 
| agency. Max Kester is president of 
| Chicago’s newest Studebaker 


dealership, Beverly Studebaker, Inc. 
The agency was formerly Beverly 
Hudson, Inc. 


Pioneer Pontiac Opens 
William T. Van Landingham, In- 
dianapolis, has bought Frankfort 
Pontiac, Frankfort, Ind., from T. D. 
Cline and will operate it as Pioneer 
Pontiac, Inc. 


Savin Expands 
|} Ed Savin, veteran dealer in im- 
ported cars in the Los Angeles 
area, has opened a second dealer- 
ship at 475 S. Atlantic Blvd. It will 
be managed by Ted Block. 


Mankato Adds Willys 


Mankato Motors, Inc. (Lincoln- 
Mercury), at 1116 N. Front, Man- 
kato, Minn., has been named a 


EATON 


sells the whole 
Countryside Market... 
Town and Farm 


Eaton Manufacturing Co. advertises the flexibility and economy of its 
versatile 2-speed truck axles in Farm Journal and Town Journal. Why 
does Eaton use the Countryside Unit, as this powerful sales-winning 
combination is called? 
Because every month more than 5 million copies of the Country- 
side Unit reach and influence the biggest single automotive market in 
America—countryside America. 
More than 22 million families live beyond the metropolitan centers 
in the rich countryside market. They own and operate almost half of 
all the automobiles in the U.S.A. and 65% of all the trucks. And with 
countryside truck operators, the flexibility of Eaton’s low-gear off-the- 
road crawling and speed on the highway is almost a daily requirement. 
Advertisers of automotive products find the Countryside Unit a 
rewarding investment. It’s the largest, most powerful sales force in 
America’s biggest automotive market. Dealers like it, too, because it 
consistently presells their best prospects. After all, the Countryside 
Unit has.impact on the community much like a local newspaper. 


Representative Eaton dealers have this to say: 


“I have to give Countryside Unit advertising credit for helping me with 


a lot of my sales. This kind of local support definitely means easier selling 
for me.” G. E. Seaboyer, Ashland Truck & Implement Co., Ashland, Ohio 


“In this area, the best way I know to put our sales story across to our 


prospects is to advertise in the Countryside Unit.” M. P. Mordan, General 
Sales, Inc., Bloomsburg, Pa. 


“I used to be surprised at the number of prospects that Farm Journal 


and Town Journal brought into our agency, but not any more. I count on 
them now.” Daniel P. Buckley, Jr., Buckley Motors, Carlisle, Pa. 


People like to read advertising in magazines 


Sov A Home tor Real Countryside Living 
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Willys dealership. J. P. Maloney jr. 

| is president of the corporation and 

J. P. Maloney sr. is vice-president. 
. oe. ~ 





. 


Westside Willys Opens 


| Westside Motor Co., 1003 Third, 
| N.W., Watertown, S. D., is a new 
| Willys dealership. Partners in the 
|firm are Dwayne Hanson and Al- 
| bert Jacobson. 
| * 


* * 


Plymouth Exclusive 


Broadway Plymouth Co. a 
Plymouth exclusive, has opened 
at 1527 W. Broadway, Minneapo- 
lis. F. H. Ahlstrom is the dealer. 

* * * 
Tolkan in New Home 
Phil Tolkan Pontiac, Milwaukee, 
| has cpened a new building at 2301 
W. Silver Spring Drive. 
* * * 


‘21 More Dealers 


Join Dodge Ranks 


Dodge has announced the addi- 
tion of 21 new dealers, including 
eight exclusives. 

Handling Dodge cars exclusively 
is Faber Motor'Co., Mendota, IIL, 
| William and Thomas Faber, part- 
ners. 

Exclusively franchised for cars 
and trucks are Silver Lake Motors, 
Ine., Newton, Mass., C. J. Lupo, 
vice-president; James Word Mo- 
tors, Sanderson, Tex., James Word, 
owner; Marstaller Motors, Waco. 
Tex., Charles Marstaller jr., owner; 
Swartz Motors, Dover, N. J., H. C. 
Swartz, president; Carbon City 
Motors, St. Marys, Pa., H. L. Zim- 
merman, manager; Carbone Motor 
Sales, Inc., Utica, N. Y., J. A. Car- 
bone, president and Saunders Mo- 
tors, Inc., St. Johnsbury, Vt., J. G. 
Saunders, president. 

Others are: Sawyer Motors, Inc., 
Gainesville, Ga. W. C. Sawyer, 
president; Gaskin Motors, Inc., 
Georgetown, S. C., G. H. Gaskin, 
president; Millenbach’s, Inc., Port 
Huron, Mich. J. E. Millenbach, 
president; Frank Scott, Inc., Joplin, 
Mo., F. R. Scott, president; Otey 
Motors, Inc., Biship, Calif., R. R. 
Banks, president, and Williams Mo- 
tors, Park Rapids, Minn., Warren 
| Williams, owner. 

Fredlund Brothers, 
| Minn., 





Cambridge, 
Harold and Clarence Fred- 
|lund, partners; Ingleside Motor 
| Sales, Ingleside, Ill, J. R. Duley, 
| partner; Boast Motors, Inc., Lees- 
burg, Fla. J. E. Boast sr., presi- 
dent; Cargill-Stevens Motors, Port 
St. Joe, Fla.. W. T. Cargill and J. 
T. Stevens, partners; Schmelter 
Auto Sales, Lowell, Ind., C. W. 
Schmelter, owner; District Dodge- 
Plymouth, Washington, D. C., J. W. 
Rollins, owner, and John Drew 
Motors, Inc., Sacramento, Calif., 
John Drew, president. 

* * * 


Siess Sells Ford Deal 


Robert L. Phillips sr. and Jack 
Hoover, both of Flackville, Ind., 
have bought Fred Siess Co., Inc. 


(Ford), Lebanon, Ind. 
* > 


Carbone Takes Dodge Solo 


Joseph A. Carbone, president of 
Carbone Motor Sales, Inc., Utica, 
|N. Y., has been appointed a Dodge 
| exclusive dealer for the Utica area. 


* * * 

Gould Changes Cities 
Brent Gould, operator of the 
|Dodge-Plymouth dealership in 
Syracuse, Kans., for 17 years, has 
| taken over the Dodge dealership in 
Liberal, Kans. Gould sold his Syra- 
| ome building to Ray Davis, who 
will use it for his Ford-Mercury 
| dealership. 


* 7 * 
Helard Buys in Wichita 
Ferguson-Olander Ford Sales & 
| Service, Wichita, Kans., has been 
|sold to Vern Helard, Fort Worth, 
|who will do business as Wichita 
| Motors, Inc. 


* cS * 


| Hudson Signs Levine 
Herbert Levine has formed Car 

| City Hudson Rambler (Hudson), at 

| 6457 S. Cicero Ave., Chicago. 

+ ” * 

Ford Signs Bisgaard 

| Chuck Bisgaard has been ap- 

| pointed a Ford dealer in Calexico, 

Calif. His sales manager will be 


Roy Jester. 
~ * * 


Hessel Adds Space 
John Hessel, Chevrolet dealer in 
|El Segundo, Calif. has broken 
| ground for an addition to his sales 
and service facilities. 
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Sidney M. Bleecker has been 
of named sales executive vice- 
president of Bleecker Steel Prod- 
ucts Corp., a new company special- 
izing in the manufacture of shelv- 
ing, lockers, cabinets, automotive 
equipment and other items. 

* * + 


Hudson Moves Kirk 


Dale Kirk, former assistant zone 
manager for Hudson in Chicago, 
has been named St. Louis zone 
manager. * 

+ * = 


Wittaker Elected 


At the annual meeting-of stock- 
holders of Albert Kahn Associated 
Architects and Engineers, Inc., G. 
S. Whittaker was elected to the 
board of directors to fill a vacancy 
created by the death of O. L. Can- 

eld. 


fi 
Approximately 160 persons attended a dinner-dance celebrating the 20th anni- S 6. a 


versary of the Akron Used Car Deolers Assn. 


Seated at the speakers’ table ore, 
from left, Robert F. Schultz, association treasurer; Mrs. Schultz; Beatrice Sterley; Homer 
Swisher, president; leo A. Berg, mayor; Lovis A. Geller, honorary president; Mrs. 


Newton Assigned 
John F. Newton, who recently 


Geller; Lester Royer, vice-president; Mrs. Royer; Mrs. Paul Bolin, and Bolin, secretory.| completed an executive training 


course at the L.O.F. Glass Fibers 
Co., has been assigned as customer 
service assistant. 

- * + 


Timken Ups Donnell 

R. P. Donnell, who has been 
Cleveland district manager of Tim- 
ken Roller Bearing Co. since 1943, 
has been appointed district mana- 
ger of Timken’s steel and tube divi- 
sion in New York. 

* + + 


Wine Named to Board 

Lyman A. Wine, vice-president, 
Electric Auto-Lite Co., has been 
elected to the company’s board of 
directors. Wine has been with 
Auto-Lite since 1942 and has 40 
years experience in the automotive 
business. 

* a = 


General Tire Ups Bursey 


To Boston Division Chief 


Herbert W. Bursey, former Bos- 
ton territory manager for General 


ere’s no slack season for me!” 


Dozens of smart dealers through- 
out the country have already dis- 
covered this ideal way to keep 
yearly profits evenly distributed. 
You who have the proven ability 
to sell... and with practically no 
increase in personnel or facilities 
---Can now gain extra profits from 
selling STEWART Mobile Homes. 


ACCEPTED LINE 


Stewart Mobile Homes ...seen and 
bought everywhere ... are accepted as 
one of the very best manufactured to- 
day. A complete line of coaches, with 
merchandising aids that back you up, will 
assure you, as an exclusive Stewart dealer 
in your area, of real sales potential. 


For details, write, 
wire or call today. 


I don’t depend 
on automobile 
sales alone — 


EASY FINANCING 


Stewart Coaches are recognized by all 
well-known trailer financing firms. Re- 
quirements as to sturdiness, long life, high 
resale value, and backing by a well 
established financially responsible manu- 
facturer, have been fully met. For qual- 
ified dealers, we can arrange financing. 


VAST MARKET 


Nearly two million Americans are residents 
of mobile homes. In 1955, approximately 
96,000 coaches were sold at a retail 
sales figure of nearly $400,000,000. 
Why don't you share in this great market? 
Be a franchised Stewart dealer and cash 
in on plés profits month after month. 


STEWART COACH INDUSTRIES, INC. 


Department AN e Bristol, Indiana 


es 


Tire & Rubber Co., has been pro- 
moted to tire sales manager of 
the firm’s Boston division, cover. 
ing portions of Connecticut, Rhode 
Island, New Hampshire, Massa. 
chusetts, Maine and New York. 

Bursey has been with Genera} 
Tire since 1952. He replaces A. F, 
Durand who has been promoted to 
director of sales training. 

* * * 


United Motors Sends 


Christensen to El Paso 


J. V. Christensen has been 
appointed El Paso zone manager 
for the United Motors Service divi- 
sion of General Motors. 


Christensen has been with United 
Motors since 1939. His former posi- 
tion was assistant zone manager in 


San Francisco. 
* * > 


Pontiac Appoints Delsig 


To Kansas City Post 


Cc. K. Delsig has been selected 
as assistant manager of Pontiac’s 
Kansas City sales zone, according 
to Frank V. Bridge. 

Delsig, formerly sales promotion 
manager in the western region, 
joined Pontiac in 1941 and has 
served in several areas as business 
management manager, parts and 
accessory Manager and assistant 
zone manager. 

. > 


> 
New Motor Wheel Posts 
Go to Briggs, Egeler 

Sam Briggs, formerly general 
manager of the Reo division of 
Motor Wheel Corp. has been 
elected director of appliance divi- 
sion sales. 

In another appointment, Karl 
Egeler vice-president, has been 
appointed director of advertising 
and sales promotion of Motor 
Wheel. 


+ * 


Parker Chooses Cutcliff 


Appointment of Arthur R. Cutcliff 
as sales engineer for Parker o-rings 
and related molded rubber parts, 
has been announced by Parker Ap- 
pliance Co., Cleveland. Cutcliff for- 
merly was with Thompson Products 
Inc. and Winton-Dobson Co., Cleve- 
land. 

> a7 7 


Willett Elects Willett 


Management changes have been 
announced by Willett Co., a Chi- 
cago truck and bus leasing firm. 
Howard L. Willett sr. was elected 
chairman of the board and Howard 
L. Willet jr. succeeded him as 
president. Edward McKernan was 
appointed general manager in 
charge of sales. 

o 


Amalie Chooses Remmel 


As Sales Manager 


Appointment of Chester H. 
Remmel as sales manager of the 
Amalie division of L. Sonneborn 
Sons, Inc., has been announced. 
Remmel has been field sales 
manager. 

He will be responsible for Ama- 
lie Pennsylvania oil products 
marketing, merchandising, distri- 
bution and sales activities 
throughout the U. S. Previous to 
joining Sonneborn, Remmel 
served with Sherwin-Williams Co., 
Miller Rubber Co., and United 
Motors Service, in Cleveland. 

+ + + 


Hirsch Elected President 


Of Winter and Hirsch 


Milton W. Hirsch has b2en elected 
president of Winter & Hirsch, Inc, 
1842 S. Michigan Ave., Chicago. 

Hirsch, previously vice-president, 
succeeded Sam Winter, elected 
chairman of the board. Blanche 
Winter, widow of the late Abe Win- 
ter, was elected secretary and as- 
sistant treasurer, and M. Bley was 
elected treasurer. 

7” * * 
Hollingshead Appoints 
Moseley, Miller in Sales 


The industrial division of R. M. 
Hollingshead Corp. has appointed 
two new sales representatives. 

Richard S. Moseley will repre- 
sent the division in New York City 
and northern New Jersey, and 
Thomas Miller will cover the Phila- 
delphia area. s 

° * * 


2 Salesmen Assigned 
National Motor Bearing Co., Inc, 
has announced two sales assign- 
ments in its replacement division. 
They are Victor Borneman, as- 

(Continued on Page 49, Col. 1) 
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| pointed service ‘planning manager 
|of the special products division of 
| Ford Motor Co. Johnson formerly 
| Was an assistant service manager 
|for another automotive firm. 

| * % * 


Associates Names 3 


signed to Nebraska and Iowa, and| navigation season. Pearce, who| The appointments of LaVerne 
j has been master of the 647-foot ore | Sprague, Robert W. Coulter and A. | 


Bill Tompkins, who will work in 
western Pennsylvania and north- 
western Maryland. 

* * * 


Cadillac Appoints Hey 


Assistant Service Chief 


Henry C. Hey has been pro- 
moted to Cadillac assistant serv- 
iee manager. He succeeds R. J. 
Millman who now is product im- 
provement engineer. 


Hey joined Cadillac in 1952 and 


was appointed service promotion 
manager in January, 1955. 
* + + 


Dodge Promotes Cawthon 


To Key Manufacturing Post 


William C. Cawthon has been 
named general superintendent of 
Dodge car manufacturing. 

He formerly was engineer-in- 
charge of body and special engi- 
neering operations for Dodge and 
had held similar positions in con- 
nection with advanced car building 
and trim engineering since joining 
Dodge as a chassis engineer in 1947. 

* + * 


Mahoney Succeeds Adams 


As Ramsey Vice-President 


W. S. Mahoney, formerly execu- 
tive vice-president and director of 
Tyson Bearing Corp., Massillon, O., 
has been named 
to succeed J. E. 
Adams, who is 
retiring as vice- 
president and 
general manager 
of Ramsey Corp., 
St. Louis, a sub- 
sidiary of Thomp- 
son Products, 
Inc., Cleveland. 

With his retire- 
ment July 1, 
Adams will con- 
clude a 47-year working career, 
most of which has been spent in 
the automotive replacement parts 
business. He has been Ramsey gen- 
eral manager since 1952. 

+ * * 


Tilden Elects Gluck 
Ass’t. Vice-President 


The board of directors of Til- 
den Commercial Alliance, Inc., 
and TCA, Inc., with offices in 
New York and New Jersey, have 
elected Bernard Gluck, assistant 
vice-president in charge of Til- 
den-TCA operations. 

Gluck joined TCA in 1949 as 
collection manager, and was pro- 
moted in 1953 to manager and in 
January, 1956, to supervisor. 

* * ” 


Delco Names Schnell 


Appointment of Edward E. 
Schnell as sales representative in 
Detroit for equipment sales depart- 
ment of Delco appliance division- 
General Motors Corp., Rochester, 
N. Y., has beén announced. Schnell 
formerly was with Wagner Electric 
Corp. 





W. 8S. Mahoney 


GM Appoints Howlett 


At Atlanta B-O-P 


Richard J. Howlett has been 
named plant manager of the Buick- 
Oldsmobile-Pontiac assembly divi- 
sion plant at Atlanta. 

Howlett, former production man- 
ager of the Atlanta plant, succeeds 
William H. Bolte, who died Apr. 5. 
He has been with GM nearly 28 


years. 
ec.F.. 


Nash Promotes Stone 


To Executive Assistant 


G. B. Stone jr. has been pro- 
moted to executive assistant of 
Nash. He succeeds H. G. Paxton, 
who has been named administra- 
tive assistant to Roy Abernethy, 
distribution and marketing vice - 
President. 

Stone formerly was special as- 
Signment representative on the 
staff of John W. Raisbeck, Nash 
Sales vice-president. 

* * * 


Capt. Pearce Retires 


Capt. John J. Pearce, master of 
Ford Motor Co. ore carriers for 30 
years, will complete a 47-year sail- 
ing career on the Great Lakes by 
acting as a consulting captain dur- 
ing the first 30 days of the 1956 


|carrier William Clay Ford since its 

maiden trip in August, 1953, will 
|leave the bridge for the last time 
jon Apr. 30, date of his retirement. 
* x ok 


| AP Parts Appoints 


|Nichols to Region 

Henry A. Nichols has been ad- 
vanced to regional manager for 

| AP Parts Corp. 

Nichols, who joined AP seven 
years ago as a special representa- 
tive, has been serving as terri- 
tory manager in Minnesota. 

+ * * 


Park Promotes Foreman 
Charles R. Foreman is the new 
general sales manager of Park 
Chemical Co., Detroit. 
+ & x 
Johnson Joins Ford 
Harold N. Johnson has been ap- 








The extra miles the farmer in Ohio, Michigan and Pennsylvania 
travels means extra business for you. He’s always going somewhere 
by automobile or truck—to farm shows and meetings, to town for 


|C. Olsen to branch manager posi- 
tions for Associates Investment Co. 
|}and Associates Discount Corp. have 
been announced. 

* * oe 


| Hart Metal Promotes 
DuBois and Zivkovich 


Robert C. DuBois and Dr. Paul 
Zivkovich have been appointed 
vice-presidents of Hart Metal Prod- 
ucts Corp., Elkhart, Ind, 


| 
|ants to President Thur Schmidt. 
* * Bs 

| International Appoints 
Colacuori to Sales Post 


| Appointment of Sal Colacuori to | division, 


g 
| 








~ ee 


Horn system shaped like a 
snake, one of many accessories 
that adorned cars in the 1920s. | 








International Harvester | 


|the newly created position of sales | Co. | 


| supervisor, truck product develop- 


| ment, has been announced by R. M. | pervisor of truck sales engineering, | marketing - 
truck |has been succeeded by N. L. Gin- | 


| Buzard, manager of sales, 


Colacuori, since 1948 general su- | 





der, sales engineering consultant, 
who has served since 1946 with the 
motor truck division. 

+ Ba + 


Oliver Elects Fisher 


Edward H. Fisher has been 
elected a vice-president of Oliver 
Corp. 

* ok * 


Auto-Lite Selects Vanzo 


To Head New Region 


Fred Vanzo has been appointed 
manager of Electric Auto-Lite Co.’s 
new east-central sales region at 
Cleveland. He formerly was spark- 
plug sales manager of the central 
division at Chicago. 

The new sales region includes 
Michigan’s lower peninsula, Ohio, 
most of Kentucky, western 


| Pennsylvania, upstate New York, 


>= Pan : an => > Re 


Both previously had been assist- | 


the District of Columbia, and most 
of Virginia and Maryland. 
+ ak * 


Simoniz Boosts 4 Officials; 


2 Become Vice-Presidents 
Simoniz Co., Chicago, has an- 
nounced four executive promotions. 
They are: 
Charles V. Lipps, sales director, 
to vice-president; 
(Continued on Page 50, Col, 3) 








Henry K. Miller, owner of Blue Stream Farm, Lebanon, Pennsylvania, with widely traveled Toulouse gan- 
der, champion waterfowl! at farm shows in Harrisburg, Reading and Allentown; and Richmond, Virginia. 


Here’s Your Champion Traveler! 





supplies. He’s always working with tractors and implements. 


This year-around hustle in farming on a highly diversified scale 
calls for huge quantities of fuel and lubricants . . . large numbers of 
tires, batteries, replacement parts and accessories of all sorts. 

Get your share of this active market with advertising that really gets 
results. Use THE OHIO FARMER, MICHIGAN FARMER, PENNSYLVANIA 
FARMER. Here are the farmer-preferred farming and homemaking 
magazines—and the buying guides—of 3 out of 4 rural families in 
Ohio, 4 out of 5 in Michigan and Pennsylvania. Furthermore, these 
popular, biweekly farm papers are rotogravure printed to save you 


the cost of plates. 


Get set for big, steady sales! Farmers in Ohio, Michigan and 
Pennsylvania are extra big buyers every month. All three states are 
among the top-third in farm iacome—and a big variety of crops 


and livestock products keeps it unusually steady. 


THE OHIO FARMER - MICHIGAN FARMER - PENNSYLVANIA FARMER 


Cleveland 


East Lansing 


sories (plus heating 
cooking equipment). 


The booklet for either 
state—or all three—will be 
mailed free upon request. 
Write to Capper-Harman- 
Slocum, Inc., 1010 Rockwell 
Avenue, Cleveland 14, Ohio. 


Send for Your Free Copies of the 
FARM PETROLEUM MARKET 


In three interesting booklets on the farm markets 
in Ohio, Michigan and Pennsylvania are many 
important facts on automo- 
biles, trucks, farm tractors, 
garden tractors, petroleum 
products, tires and acces- 


and 





Harrisburg 





———— 
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Bert Carr, treasurer-controller, to 
finance, vice-president; Robert C. 
Shropshire, vice-president and gen- 
eral manager of Simoniz, Ltd., 
Canada, to foreign operations 
vice-president, and Charles G. Kin- 
delberger, personnel manager, to 
assistant to the president. 
* * * 


Three Vice-Presidents 
Appointed by Resolute 


Resolute Insurance Co., Hartford, 
Conn. has announced election of 
three resident vice-presidents. All 
formerly special agents. 

They are Charles A. Isaacs jr., 
Richmond, Va.; Edgar Lawson, 
Charleston, W. Va., and Porter T. 
White, Oswego, Oregon. 

* * * 


Map General Tire's Advertising Program— 


Discussing General Tire & Rubber Co.'s expanded outdoor advertising program at | 
the firm's eastern sales conference in New York are, from left, Howard B. Sweeney, | 
vice-president, Outdoor Advertising, Inc., L. A. McQueen, sales vice-president, General 
Tire; Warner R. Moore, president, Outdoor Advertising; and John G. Ragsdale, adver- 
tising manager, General Tire. 
spend more money for advertising than ever before. 


Mirror Bright Picks Young 


Thomas M. Young, with the firm 
since 1948, has been named na- 
Ragsdale told General dealers that the company would | tional sales manager for Mirror 
| Bright Polish Co., Pasadena, Calif. 


1956 
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Young worked his way up from 
production through sales. 
* + * 


Four Wheel Drive Picks 
Canada to Direct Parts 


Howard R. Canada, who has been 
assistant to the parts sales man- 
ager of General Motors’ electro- 
motive division, has been named 
director of parts and service for 
Four Wheel Drive Auto Co., Clin- 
tonville, Wis. 


Canada joins FWD after 20 years 
with GM. 


x * * 


~ 4 Join Controller’s Group 


| Robert H. Bayer, assistant comp- 
| troller, Electric Auto-Lite Co.; Paul 
| T. Koenig, controller, Ohio Crank- 
shaft Co.; Herbert M. Moore, con- 
| troller, Ertel Mfg. Corp., Indian- 
apolis, and G. Russell Targett, 
| treasurer-controller, Muskegon Pis- 
|ton Ring Co., have been elected to 














for every trucking 


An ARMSTRONG TIRE 





job! 


‘ARMSTRONG MIRACLE S-D TRUCK TIRES 


Actually ten years ahead of the field, 
this revolutionary new tire has four 


alli 


Armstrong’s revolutionary 
“Interlocking Tread De- 
sign” gives 35% more trac- 
tion than ordinary tires! 





costs per mile 





give g 


ORDINARY TIRE 


ees taexc] 


Armstrong’s revolutionary A 
“Uni-Cushion Contour”’ 
gives longer, more even wear 
than any other tire! 





ARMSTRONG 
STRAIGHT-RIB 
TRUCK TIRE 


The new front wheel truck 
tire with performance 

extras never before available: 
— extra easy steering ; 

extra maneuverability ; 

extra stability; and, extra 
stone-ejection design .. . 

at no extra cost! 


ARMSTRONG 
EXCAVATOR TIRE & 


World’s top performer over 
rough, rocky, rugged 
terrain. Its unique design 
features a “back-bone” 

of solid rubber plus wide, 
self-cleaning grooves. 
Husky lugs bite-in 

for sure traction. 


For Full Particulars About The Complete Line of Advanced Armstrong Truck T 
See Your Local Armstrong Distributor 


Armstrong’s revolutionary 
“Intra-Tread Bumpers” 


exclusive features that mean lower 


for you —today! 


reatest stability in 


truck tire history! 


rmstrong’s revolutionary 


“Stone Ejector Grooves” 
give greatest protection 
against stone holding! 





ires... 


ARMSTRONG“: TRUCK TIRES 


The Armstrong Rubber Co., Home Office, West Haven, Conn. 





——. 


the Controllers Institute o 
America. 


Freedlander Elected 


Copolymer Rubber & Chemicaj 
Corp., Baton Rouge, La., has elccteg 
A. L, Freedlander, Copolymer pres. 
ident, chairman of the Copolymer 
board. A. K. Walton, supervisor of 
the tire division, Sears, Roebuck @ 
Co., succeeds Freedlander, presi. 
dent since Copolymer’s inception in 
1942. 


x * * 
Wagner Electric Reelects 


Devor, Brown, Felton 


J. H. Devor has been reelected 
president of Wagner Electric Corp, 
Reelected vice-presidents were: G, 
W. Brown and H. N. Felton. 

Newly elected were J. C. Evans, 
controller; E. G. Holtzman, secre. 
tary-treasurer, and J. P. Harbacek, 
assistant secretary-treasurer. 

* * * 


Dragin and Pipp Promoted 


By White in Finance 


J. P. Dragin has been elected fi- 
nance vice-president and Henry J. 
Pipp, controller, of White Motor Co, 

Dragin joined White in 1945 as 
technical assistant in the field of 
audit and systems, and two 
years later was 
appointed assist- 
ant controller. In 
1951, when White 
acquired Sterling 
Motor Truck, he 
was elected as- 
sistant finance 
vice-president of 
that operation. 

Pipp has just 
completed 10 
years’ service 
with White. He 
joined the company as staff assist- 


ant to the controller. 
*” oe * 


Buick Names Anderson, 


Dillmore and Fedderson 


D. E. Anderson has been pro- 
moted to business management 
manager for Buick in the Denver 
zone. 

R. B. Dillmore, Pocatello, (Id.) 
district manager, has taken over 
the post of Denver district mana- 
ger, formerly filled by Anderson. 
Roy V. Fedderson has been named 
Denver assistant zone manager for 
Buick. He joined Buick in 1949 as 


a Denver zone district manager. 
cd * * 





4d. P. Dragin 


National Motor Bearing 


Promotes Wray in Sales 


Park Q. Wray jr. has been named 
sales vice-president of National 
Motor Bearing Co., Inc. In taking 
over the vice- 
presidency, he 
assumed tasks 
his father had 
handled until his 
retirement in 
1951. He joined 
National Motor 
in 1941. 

National Motor 
has also appointed 
Charles Tre mi- 
tiere as eastern 
division replace- 


P. Q. Wray Jr. 


ment sales manager. 
* + * 


Kleinschmit Elected to Head 


MEWA’s ‘Youngsters’ 


Edmund Kleinschmit, Automobile 
Equipment Co., Detroit, has been 
elected chairman of the Young 
Executives Group of the Motor and 
Equipment Wholesalers Assn. 

Philip R. Beninato, Official Dis- 
tributing Corp., New York, is sec- 
retary. 

x * * 


Plymouth Appoints Hull 


W. R. Hull has been appointed 
staff assistant for Plymouth’s 


Western zone. 
* * ed 


Firestone Picks DeBus 


Warren DeBus has been named 
assistant Pacific Coast sales mana- 
ger for Firestone Tire & Rubber 
Co. He will be in charge of retail 
store operations in nine western 
states. 

* * * 


Bendix’ McGrath Named 
Utica (N.Y.) Man of Year 

D. M. McGrath, general mana- 
ger of Bendix Aviation Corp.’s 
Utica (N. Y.) division, has been 
named the city’s industrial man 
of the year. 


Local business, labor and civic 
(Continued on Page 51, Col. 1) 
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leaders awarded McGrath a 
plaque and cited his contribu- 
tions in the field of human re- 
lations, participation in_ civic 
activities and managerial ability. 


* * 


Ford Special Products 
Adds Spencer in Styling 


Carl Spencer has been appointed 
manager of the color and trim 
materials department of the special 
products styling studio of Ford 
Motor Co. 

Spencer, who entered the styling 
field in 1935, originated the idea 
of using model cars to display 
colors. 


* 


* * * 


Ford Appoints Guthrie 
H. Dorsey Guthrie has been 
appointed southeastern regional 


Used-Car Notes 


JEFFERSONTOWN, Ky. — Reid 
Martin, a used-car dealer here, has 
threatened to sue Mayor John T. 
Orlandi and M. G. Snyder, special 
counsel, for $50,000, claiming the 
city is in error in classifying him 
as a junk dealer. 

The city has been trying to col- 





lect $300 from Martin for a junk- | 


yard license. Martin contended he 
is in the business of buying and 
selling used cars and used parts 
and is not a junk dealer. 

* 


* * 


Hagerty, Carolin Join 
ST. PAUL.—East Seventh Street 
Motors, 688 E. 7th St., has opened 
for business. Partners are Gil 
Hagerty and Pat Carolin. Hagerty 
formerly was used-car manager for 





Merit Chevrolet and Carolin was a 
salesman for the same firm. 


* | 


Karpuk Opens Lot 
PORTLAND, Ore. — Dave Kar- 
puk has opened Superior Motor Co. 
at S. E. Forty-eighth and Powell. 
For three years he has been associ- 
ated with ‘a Chevrolet dealership. 


* * * 


OV Keeney Has a Farm 
Ee-I-Ee-I-Oh, Etc. 

MARMET, W. Va. —Used-car | 
dealer P. K. Keeney in this | 
Charleston suburb will get your | 
goat if you let him. He an- 
nounced he’d also take horses or 
mules, sheep or cattle, poultry, 
ducks and hogs toward the pur- 
chase of a used car. 

He also mentioned farm ma- 
chinery, tools, implements and 
“almost anything that has a cash 
value” as acceptable for down 
payment or trade. Keeney con- 
fided that he is undertaking the 
strange payment because he 
recently bought a 70-acre farm in 
Roane County, W. Va., and thinks 
he can stock it this way. 

* 


* ES 


McAllisters Open Lot 

ALBUQUERQUE, N. M. — Ross 
and Orville McAllister have opened 
McAllister Used Cars here. They 
formerly were associated with their 
father in McAllister Auto Co. (Stu- 
debaker) which went out of busi- 
ness in April. 


* co 


Gibson, Carnes Open Lot 


ALBUQUERQUE, N. M.—Robert 
Gibson and Joe Carnes have opened 
@ used-car lot on US-85 near the 
downtown area. 


* * * 


Kracow Eyes Bench 
ALBUQUERQUE, N, M.—Arthur 
Kracow, operator of Archie Auto 
Sales, has been nominated by the 
Democratic Party as its candidate 
for justice of the peace. 


sales manager for the tractor and 
implement division, Ford Motor Co. 
His territory includes Virginia, 
North Carolina, South Carolina, 
Georgia, Alabama, Florida, Louisi- 
ana, Mississippi, Tennessee, Ken- 


|tucky and Cuba. 


* * * 


AP Parts Promotes 
Keating in Sales 
Kenneth E. Keating, who joined 


AP Parts Corp. in 1953 as a sales 
correspondent, has been elevated 


to the post of assistant to H. C.| 


Stivers, sales manager. 
Keating will conduct market re- 
search and analysis and general 


operations in the main sales office. 
+ = * 


Gibbs and Taylor Join 


Gabriel as Directors 


Thomas B. Gibbs, president of 
Gibbs Mfg. and Research Corp., and 


Clarence M. Taylor, president of 








wheelhouse-type beverage delivery body 


SELL THESE UNISTEEL FEATURES 
IN STEEL OR ALUMINUM VAN 


sill-type gene 


ral purpose 


Harris Calorific Co. have been 
elected directors of Gabriel Co. 
Their election increases the num- 


ber of Gabriel directors to nine. 
* * * 


Hudson Promotes Coen 


Bernard J. Coen has been named | 
assistant zone manager for Hudson 
in Minneapolis. He has been a dis- | 
trict manager for four years. 
* * * 


VanHalst Picked to Manage 


|Reo’s Atlanta Branch 


| Reo Motors, Inc., has appointed | 
|C. H. VanHalst as branch manager 
jin Atlanta. 
| WVanHalst is a 27-year veteran | 
|with Reo. He has been in Atlanta | 
on special assignment since late | 
last year. 


* 


* * 


L-O0-F Appoints Cooper 
T. W. Copper has been appointed 


assistant traffic manager of L-O-F 
Glass Fibers Co. 


* * 


Ingersoll for Ingersoll 


Stephen L. Ingersoll has been) 
elected president and general man- 
ager of Ingersoll steel division, of 
hk ioe Corp. He _ succeeds 








G. Ingersoll, who has retired 


AND PALLET BODIES! 


insulated body 


body 





Cail your Unisteel distributor 
for full information. 

write direct to Unisteel Body 
Company, Galion, Ohio. 


The 1910 Octoauto featured 
eight wheels. 





from that position. Stephen Inger- 
soll joined the division in 1920 and 
has been executive vice-president 
since 1954, 

a 


* * 


Kieling Joins Wallace 


M. C. Kieling has been appointed | 


manager of the new commercial 
department of Wallace Buick in 
Portland, Ore. He has been vice- 


83 or 90 in. wide 


high at eaves (66, 


at mass production prices 


@ Offered in 9 to 22 ft. lengths, 


61 


president of the First National 
Bank for the past seven years 
* * 


Boyd Opens Office 
William Boyd, formerly wit* 
Oil and Westinghouse, has oj 
a marketing consultant office 

Pittsburgh. 


als 


* * * 


Bassine Promoted 


Dunlop Tire has promoted 
Edward R. Bassine, former Los 
Angeles representative, to sales 
manager of the Portland (Ore.) 
| division. 


* * * 


Car-Freshner Appoints 


|\4 More Representatives 


Car-Freshner Corp. has added 
the following manufacturers’ rep- 
resentatives: 

For Texas, Louisiana, Oklahoma 
and Arkansas, Herbert Sierk & Co., 
Dallas. 

For California, Nevada and Ari- 
zona, Louis B. Smith & Associates, 
Los Angeles. 

For Oregon and Washington, P. 
& G. Associates, Portland, 

For Illinois, Maury Waterman & 
Associates, Chicago. 





‘Van Bodies 


offer custom-built flexibility. . . 





and 72 or 78 in. 
84 or 90 in. 


eave height at extra cost) 


insulated bodies 


@ Choice of sill, wheelhouse and 


@ Over 500 body combinations—all 
built from stock sections and parts 


deadener—all metal 


Or, 


@ Full selection of side and rear door, 
tailgate and accessory options 


@ Factory mounted or shipped 
knocked down—easily assembled 


@ Long life—all roof and side panels 
sprayed with insulator and sound 


parts fully primed 


@ High strength, weight saving 
“ring-of-steel’’ construction for 
durability and maximum payloads 


@ Mass produced— prompt delivery 


UNISTEEL BODY COMPANY : Gaiion, onio 


DIVISON OF HERCULES GALION PRODUCTS, INC 


AA-2609- A 


N SPITE of mink-covered type- 

writers and jeweled can-openers, 
I'm giad to see prosperity hasn’t 
gone to everbody’s head. And it 
never can—any more than depres- 
sion can depress the whole of 
America. 

I'm always hearing about big- 
scale conservation to save billions 
of dollars ... not to mention lakes 
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sive when the golden shower slack- 
ens. 


In the slackening category, I’m | 
putting the farmers who made a | 


billion dollars less in 1955 than in 


1954. Yet they spent $1.6 billion | 


more for 18.5 percent more farm 
implements. That ought to scare 
both Democrats and Republicans. 
But apparently it hasn't. 


Take conservation. Booming in- 
dustries are showing a new kind of 
maturity ... doing things that in 
time could mean we can do without 
depressions and wars. Saving water 
is reaching big-time proportions. 
Leaders are General Electric, du 
Pont and Union Carbide, many 
leading steel mills, Atlas Powder 
Co., Oneida, Ltd., and a big maker 
of silverware. - 


Our available water in America 
seems plentiful enough: The latest 





| perimenting with a new gas pump 
that will dispense five grades. 


I wonder whether they’re worry. 


| ing about General Motors’ experi- 

mental XP-500 car. The XP-500, 
ya’ know, is‘ thought to be an in. 

| termediate step between piston 

| engine automobiles and gas tur- 
bines, I'm told it will run on the 
lowest grades of fuel, even peanut 
oil. 

Well, they could add a slot fora 
nickel to get Guber oil. I’ve heard 
no date when the XP-500 may come 
trundling into the nations’ show- 
rooms. But watch those peanut 
plantings—and watch for mergers 
and diversifications, maybe in 
Africa. 

Out in Ohio B. F. Goodrich and 
Gulf Oil are building a pilot plant 
to start commercial production of 
Ameripol, a synthetic rubber. The 


estimate is 1.3 billion acre-feet, and| Piggott Opens New Building— Pentagon is naturally interested, 


we use less than a seventh of that 


full of water and oil. And about! ot the moment. 


new scientific projects to make| 


people and machinery last longer | 


and run on less. Somehow we mud-| 


dle through. 


It's tough to be conservative | 


about the future when the money’s 


rolling in—and tough to be rolling in—and tough to be progres-|the country 


* * * 


Watch Peanut Plantings 


Bu unfortunately we use more 
water every year. And water 
isn’t evenly distributed throughout 
the country. Seventeen western 


Ameripol will come in handy if 

Piggott Motor Co. (Nash) has moved into this modern building in Rock Island, ill.| Goodrich’s inflatable rubber air- 
A Nash dealer for 16 years, William J. Piggott held an open house to dedicate the| plane, packable in the trunk of a 
new building, which measures 65 by 140 feet. An adjoining used-car lot accommo-| car, becomes popular. It also should 
dates 50 cars. speed up our use of the new sus- 
eee eee eee eee eee Tee 
and nylon bellows—already in use 
in new buses and lightweight trains, 

* * * 


states are already using one-fourth and the agricultural products re- 
of the total runoff. quired in the manufacture of auto- 


And then take engines and oil... mobiles. Men at Sun Oil are ex-|_. “< 
— so ——— | Conservation First 





ee eee also is developing 


tractor and trailer units that 
| ride on cushions of air. The easier- 
ride bodies will stay at a constant 
height. That will ease loading and 
unloading. Cargo breakage will be 
minimized. Firestone predicts the 


application of these new air springs 
may be expected in passenger cars 


within the next two years. 
y All this conservation and scien- 
° tific experiment should bring us 
nearer the age of no depressions, 
no wars ... and more sales for 
|farmers. That's because the pro- 


| duce of approximately 3.6 million 
acres is required to meet the re- 


quirements of our present annual 
output of some six million cars, to 
say nothing of the large number of 
animals involved. 

These include cotton, maize, 
rubber, linseed oil, flax, molasses, 


wool, leather, hogs, mohair and 
soybean oil. It seems to me that 
our searchings of the mind for a 
better world could be useless un- 
less we first protect what we 


Another reason why Sunoco Dealers, on the average, aiready” have and. then’ use_al 


our science and all our conserva- 
tion to start back on the long 
road toward reclamation. 


pump twice as much gasoline as competitive dealers Pris Its geting to be that {ime 


1,166 Automotive Engineers 
tried New Blue Sunoco 


in their own cars . . . compared 


it with other gasolines. Here’s 


what those who compared it 


with premium-priced 


brands reported. 


of year again. I've been wondering 
whether I could sneak off to the 
woods for a weekend or two. But 
my secretary camé to me with one 


of her problems: 
“Mr. Jordan, what would you do 
O say if you were me? I can ‘bask two 


weeks in the Barbados’ for $440— 


A or ‘renew my spirit for 11 days in 
New Hi-Test Blue South America’ for $625. It says so 


Sunoco matches or ex- right here in the advertisement.” 
cels “premiums” for ey 


937, say 


New Hi-Test Blue 
Sunoco matches or ex- 


Who's Boss Here, Anyway? 
SING simple arithmetic, I re- 
plied, “Seems to me that 14 

days in the Barbados for $185 less 

would be better than 11 days in 

South America for $185 more.” 

“Oh, but Mr. Jordan, that’s not 
really the problem. I read here that 
if I combine a nine-day cruise to 

New Hi-Test Blue Bermuda and the Bahamas for $250 

I could take the South American 

Sunoco matches or ex- trip too and use up my whole two 

cels “premiums” for weeks . . . But maybe I'd better 

- just fly to Europe and rent a car.” 

miles per gallon | As for Mr. Jordan, I had a hard 

time figuring a way to manage that 
weekend trip in the woods. 


New Blue Sunoco 
matches or excels 
“premiums” for afti- 
knock performance 


Results of Automotive Engineers’ reports compiled by 
nationally-known firm of certified public accountants. 90 Nash Dealers 
‘To Win Trips to 


A SUNOCO DEALERSHIP MAY BE OPEN IN i TERRITORY oe oe 


Remember—Sunoco Dealers, on the 
average, pump twice as much gasoline 
as competitive dealers. Would you like 
to become a Sunoco Dealer? A Sunoco 
Dealership may be available in your 
community. Call our local office, or 


write us direct: Sun Oil Company, 
Philadelphia 3, Pa. 





will receive seven-day all-expense 
trips to Bermuda and three-day 
| trips to New York in a 40-day sales 
|eontest which closes June 30, ac- 


|cording to Fred Adams, assistant 
| sales manager, advertising and mer- 
chandising. 

Theme. of the contest is “raise 
your sights in June and see the 
sights in July.” Winners will be de- 
|cided on the basis of percentage 


increases in over-quota new-car 
| sales. 

Bermuda trips will go to the over- 
quota champions in each of Nash’s 
|21 zones, plus the national volume 
and national over-quota leaders. 


SUN OIL COMPANY :- Philadelphia 3, Pa. ieee Saghe token deereemesquene-p=™ 


formances in their zones. 
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Fruehauf Trailer Co. reported 
first quarter net earnings of §$2,- 
623,352 after taxes. This was a 54 
recent increase over the earnings 
of $1,701,780 for the first 1955 quar- 
fakes for the first quarter of 1956 
totalled $75,428,220, an increase of 
57 percent above the first 1955 quar- 
r. 
included in the Fruehauf report 
are sales and earnings of two 
newly-acquired divisions, Hobbs 
Trailer division and Strick Trailers 
division, and Fruehauf Trailer Co. 
of Canada. 
+o ea * 
Hertz Revenues, Earnings 


Set 1st-Quarter Record 


Hertz Corp. earnings in the first 
quarter of 1956 were 28 percent 
above the corresponding period of 
1955 and revenues increased 42 per- 
cent, according to Walter L. Jacobs, 
president. 

Earnings were listed as $728,741 
compared with $569,541 a year ago, 
and revenues were $11,919,813 
against $8,405,359. Both earnings 
and revenues were the highest in 
company history for the first quar- 
ter, Jacobs said. 

oo * 


Olin Mathieson Sees Profit 
Zooming 179 Pct. by 1960 


John W. Hanes, chairman of the 
finance committee of Olin Mathie- 
son Chemical Corp., said the corpo- 
ration’s pretax profits could climb 
to $229 million by 1960, up 179 per- 
cent from 1955, while sales could 
reach $1,200 million in the same 
period for a gain of 115 percent. 

Hanes spoke at the annual con- 
vention of the National Federation 
of Financial Analysts. He said the 
expected increase in pretax profits 
reflects an improvement in the ratio 
sales from 14.7 percent in 1955 to 
19 percent in 1960. 

. - * 


Fruehauf Subsidiary Ready 
To Borrow $235 Million 


Arrangements to borrow $235 
million on term bank loans and on 
issues of notes due in eight and 
in 20 years have been completed 
by Fruehauf Trailer Finance Co., 
wholly owned subsidiary of Frue- 
hauf Trailer Co. 

Of the total, $95 million repre- 
sents new financing and the rest 
a refunding and recasting of old 
loans. The borrowings will be used 
to allow the finance company to 
acquire a greater volume of install- 
ment loan contracts on Fruehauf 


trailers. 
* - 


- 
Profits Top $2 Million 

Waukesha Motor Co., Waukesha, 
Wis., announced earnings of $2,244,- 
606 for the nine months ended Apr. 
30. Earnings were equivalent to 
$3.74 per share on 600,000 common 
shares authorized. 


© * * 
Wooster Rubber 
Wooster Rubber Co., first six 


months of fiscal year ended March 
31, 1956 vs. 1955: Sales, $10,078,885 
vs. $15,797,293; net earnings, $678,- 
659 vs. $1,287,569. 


Commercial Credit Earns 


$6,434,175 in °56 Quarter 


Commercial Credit Co., Balti- 
more, has reported an earned 
surplus of $6,434,175 for the first 
quarter of 1956 as compared with 
$6,201,541 for the like period of 
1955. 

This was earned on a gross in- 
come of $40,083,441 for the quar- 
ter ending March 31, 1956, com- 
pared with $33,782,999 for the first 
quarter of 1955. 

a * o 
Dover Corp. 


Dover Corp. — First quarter 
1956, sales $6,628,009 and net profit, 
$594,694. First quarter 1955, sales 
$5,698,545 and net profit, $498,946. 

* * * 


3M Earnings Advance 
To First-Quarter High 


Record first quarter sales of $75,- 
706,190, a 20 percent increase over 
$63,382,846 for the first three 
months of 1955, are reported by 
Minnesota Mining & Mfg. Co. 

President Herbert P. Buetow told 
the annual meeting that the three 
montbs ending March 31 were sec- 











ond only to the fourth quarter oi 


1955 in cormpany performance rec- | 


ords. Sales for that quarter were 
$79,147,713. 

First quarter earnings were $8,- 
632,518, compared with $7,452,170 
for the same pericd last year. 

* * * 
Bullard 

Bullard Co., first quarter, 1956 
vs. 1955; Shipments, $10,765,044 and 
$5,837,042; net income, $353,297 vs. 
loss of $580,436. 


* 2 + 


Tide Water Oil Shortens 
Name; Net Profit Up 


Stockholders of Tide Water As- 
sociated Oil Co. have approved a 
proposal to shorten the name of the 
company to Tidewater Oil Co. 

D. T. Staples, Tide Water presi- 
dent, announced net earnings of 
$9,037,000 for the first three months 
of 1956, compared with $8,083,000 
in the like quarter of 1955. Gross 
income for the initial 1956 quarter 





t o Measure 





,; totalled $131,744,000, against $121,- 
‘026,000 in the 
| period, 
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53 









comparable 1955 


* * 


Rhode Island OK’s Boost 
In Resolute Capital Stock 


A bill increasing the authorized 
capital stock of Resolute Insurance 
Co., Hartford, Conn., from $1% 
million to $5 million has been 
signed by Rhode Island Gov. Den- 
nis J. Roberts. In»-Connecticut and 
Rhode Island, insurance companies 
are created by legislative enact- 
ment. 

At the end of 1955, Resolute 
reported admitted assets of $21,- 
482,736 and a policyholder surplus 
of $5,171,161, a company record. 

+ * * 


American Steel Foundries 
American Steel Foundries, Chi- 


cago, six-month report (ended 
March 31, 1956), 1956 vs. 1955: 
Sales, $57,941,451 and $35,227,251; 


net income, $4,327,587 and $955,738. 


* cg * 
General Acceptance Net 


Soars 40% in Quarter 
With volume up 47 percent in 





“I’m 
month’s poor sales record.” 





income of $3,163,730 in the com- 
parable period of last year. 
+ * cd 


Sales and Earnings Drop 


For Armstrong Rubber 


Consolidated net sales of Arm- 
strong Rubber Co. and its wholly 
owned subsidiaries for the six 
months ended Apr. 1 amounted to 
$28,906,239, compared ‘with $29,851,- 
072 in the corresponding period a 
year earlier. 

Net income totalled $854,869, com- 
pared with adjusted net income of 
$975,100 in the year-earlier period. 


Ainsworth Mfg. 


Ainsworth Mfg. Corp., first quar- 
ter, 1956 vs. 1955: Sales, $5,914,650 
|and $8 341,842; net income, $18,178 
| ind $192,907. 


* * 


“a wake for last |Gabriel Climbs Out of Red; 


| Nets $74,901 in Quarter 


| Gabriel Co. has reported net 


Acceptance Corp. has reported 4/ profit of $74,901 in the first quarter 
net income after taxes of $495,429, | of 1956, compared with a net loss 


up 40 percent over the 


$353,161 | of $127,391 in the same period of 


reported in the March quarter of | jast ‘year. 
1955. 


Total 


Net sales in the opening quarter 


the three amounted to $4,173,198, compared 


the first quarter of 1956, to $43,594,-| months ended March 31 was $4,-| with $3,046,769 in the same period 


153 from $29,605,484, 








General | 229,436, or 34 percent ahead of total of 1955. 


90 Inches—Front of Bumper to 

Back of Cab. 
START measuring your extra 
earning power in the great new 
White 9000 with these 90- 
inches! But don’t stop there! 
There’s extra profit in so many 
ways that you’ll want to talk 
to your White Representative 
about its many exclusive ad- 
vantages. Don’t delay! 
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Excellent weight distribution 
plus the new dimension makes 
the White 9000 today’s greatest 
payload performer! This White 
9000-TD, one of a fleet which 
B & A Truck Leasing Corp., 
Richmond, Va. leases to the 
Halifax Paper Co., weighs less 
than 4,000 lbs. on the drive 
axle—under 10,000 Ibs. total. 
The 90-inch dimension (front 
of bumper to back of cab) per- 
mits maximum payload space 
under today’s restrictive laws. 

And the important plus: 
Cummins JT-6B Turbodiesel 
saves trip time and provides 
higher sustained speeds on the 
hills. Outstanding mileage 
record at lowest maintenance 
cost. 





ee 








Make 


Light Work 
of 


Heavy 
Lifting 


Combine hydraulic lift and can- 
tilever boom to make light, safe, 
fast work of removing and re- 
placing engines, loading and 
unloading trucks, raising auto- 
mobiles, and many other heavy 


suspension prevents tipping. 
Sturdy combination handles 
provides accurate steering and 
smooth, fast pumping to raise 
load. Faster, easier to operate, 
more versatile, and less costly 
lifting jobs. Available in one than other types of lifting equip- 
or two-ton capacities. Four-point ment. 


le 


Jobber Inquiries Welcome 
DIVISION OF 
HOUDAILLE INDUSTRIES, INC. 
341 Babcock Street, Buffalc 10, New York 











News to Note... 


CAMBRIDGE, O. — Expansion 
of the local plant of Champion 
Spark Plug Co, by addition of 
approximately one-fifth more floor 
space has been announced. The 
addition will house production and 
service equipment and includes a 
maintenance shop. 

* * 


Auto Polish Firm Wins 


Fair-Trade Injunction 
STRATFORD, Conn.—The Court 
of Common Pleas has issued an in- 
junction restraining George E. 
MacDonald of Stratford Town Fair, 
here from selling Turtle Wax auto 


|polish at less than the minimum 


fair trade price of $2. 

The defendant was alleged to 
have failed to charge the price 
established by plastone Co., Inc., 
Chicago, in fair-trade agreements. 

* F 2 


Yale Expands Plant 


SANDUSKY, Mich. — Yale Rub- 
ber Mfg. Co. has begun work on a 
30,000-square-foot addition to its 
plant here. Contracts also have 
been let for a plant sprinkler sys- 
|tem and an additional 100,000-gal- 
lon water tower, according to E. H. 
| Henderson, president. 

* + * 


| AAA Board Sets Up 
‘Sport’ Stock-Car Class 


CLEVELAND. — The American 
| Automobile Assn. Contest Board 
|has created a new stock-car class 
| to cover the sports-car types being 





AUTOMOBILE PARTS ARE 


THEIR OWN WORST ENEMY! 





ONLY WYNN’S FRICTION PROOFING* TREATS METAL 
CHEMICALLY FOR FULL PROTECTION AGAINST ENGINE FRICTION! 


mo i 


Your most powerful weapon against battle- 
weary cars and cranky car-owners is Wynn's 
Friction Proofing*. It out-maneuvers engine 
wear... wipes out carbon and sludge... frees 
valves, rings, pistons, and hydraulic valve lift- 
ers from sticky gums. 






Wynn’s Friction Proofing* is a metal conditioner 


that ae metal — doesn’t merely coat 
it over with a thin film that soon disappears. 
Its unique sealing action drastically reduces 
friction — actually “fills in” the tiny imper- 
fections that cause damage between moving 
metal parts. 


But that’s only half the story. Engines smoothed 
by Wynn’s Friction Proofing* give an amazing 
performance — higher horsepower, f 

quicker starts, lower gas and oil con- . 
sumption. Balks and i and noises disappear. Wynn's Friction 
New compression efficiency is maintained. 


with Wynn 
demonstration. Find out for 
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ACTUAL DEMONSTRATION PROVES ALL CAR 
ENGINES NEED WYNN’S FRICTION PROOF- 


As weights are added, the pres- 
sure increases causing friction be- 


engine. Using top-grade motor oil, 

the shows 44.7% more 

wear from than the same 

motor oi! with a smali amount of 

Proofing* added. 

Ask the man who agen you 

’s Friction Proofing* for this dramatic 

yourself that the 

proof of Wynn's Friction Proofing* is in the 
performance! 


Rainseneocgnisisisnesun epeiineiioniasiamndin aevetetennnneeel 


se 
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Recommend 's Friction 
Proofing* for Engine be used 
with each oil change, or every 
1000 miles. 


wen Fricti 

"s jon 

Proofing* for 

Transmission be 
5000 


WYNN’S FRICTION PROOFING* — THE PROOF IS IN THE PERFORMANCE. 
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Auto World in Brief 


produced by many manufacturers. 

The contest board announced 
that a revised list of world, na- 
tional and international stock and 
nonstock records is ready for cir- 
culation. as a 


Union Picks Philadelphia 


PHILADELPHIA. — Philadelphia 
has been selected by Union Oil Co. 
of California as headquarters for 
the company’s marketing opera- 


tions in the 39 eastern states. 
* * * 


Pacific Buys Boynton 


OTTAWA.—Pacific Finance Corp. 
of Canada, Ltd. has purchased 
Boynton Acceptance Co., Ltd., To- 
ronto, 

* + * 
International Renames 


2 Sales Divisions 


CHICAGO. — The general sales 
department of International Har- 
vester Co. has been renamed the 
farm equipment sales department. 

The board also changed the in- 
dustrial power division to construc- 
tion equipment division. The name 
of the third major sales group, the 
motor truck division, was not 
changed. 

+ * * 
Goodyear Announces 
Expansion in Topeka 

AKRON. — Final plans for an 
addition to production facilities of 
Goodyear Tire & Rubber Co.’s 
Topeka (Kans.) tire plant have 
been announced by Russell De- 
Young, executive vice-president. 

Machinery to manufacture white 
sidewall tires, a unit to produce 
retread rubber and facilities to in- 
crease huge earthmover tire pro- 
duction 25 percent are included in 
the expansion plans. Production of 
white sidewall tires and retread or 
“new tread” rubber will be new to 
Goodyear’s Topeka operations. 

+ * > 


525 Students Awarded 
National Merit Scholarships 


EVANSTON, Ill. — Winners in 
the largest private scholarship pro- 
gram in the nation’s history were 
announced last week by 19 leading 
U. S. corporations and National 
Merit Scholarship Corp. 

Some $3,160,000 in scholarships 
were awarded to 525 high school 
seniors. Corporate donors of the 
Merit Scholarships are: Sears-Roe- 
buck Foundation; General Dynam- 
ics Corp.; Pittsburgh Plate Glass 
Foundation; McGraw-Hill Publish- 
ing Co.; General Foods Fund; B. F. 
Goodrich Co.; Boeing Airplane Co.; 
Gillette Co.; Time, Inc.; Stewart- 
Warner Corp., FMC (Food Machin- 
ery and Chemical Foundation); 
Universal Cyclops Steel Corp.; 
American Cyanamid; Johnson 
Motor Lines; Standard Rate and 
Data Service, Inc.; Mead Corp.; 
Standard Oil Foundation; Bryant 
Chucking Grinder Co., and the Sid- 
ney J. Weinberg Foundation. 

s > * 


Eger-Engel Display Heads 
Permacel Patent Exhibit 


WASHINGTON.—Permacel Tape 
Corp.'s Eger-Engel patent was the 
highlight of the company’s exhibit 
in the “Patents Promote Progress” 
show sponsored by the U. S. Patent 
Office. 

The Eger-Engel patent deals 
with impregnated paper-backed 
pressure-sensitive adhesive tapes, 
according to George C. Riegger, 
Permacel president. The patent is 
used in masking, freezer, imprinted 
and bag-locking tapes, the company 
said. 


West Virginia Orders 


47 Fords from Whitlock 


CHARLESTON, W. Va. — 
Grady Whitlock Ford Co., Beck- 
ley, W. Va., has been awarded a 
$28,911 contract for 47 new cars 
to be used by the State Conser- 
vation Department, the West Vir- 
ginia Purchasing Department an- 
nounced, 

The state traded in 47 cars on 
the new ones, a purchasing de- 

(Continued on Page 55, Col. 1) 
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News to Note... 





partment spokesman said. Whit- 
lock’s bid was the best of six 
received, he said. 
* * o 
Champion Lists Plugs 

TOLEDO. — Replacement spark 
plugs for 1956 special model Chrys- 
ler Corp. cars have been announced 
by Champion Spark Plug Co. For 
the Chrysler C 300B, the company 
recommends its NA-8 spark plug. 
Champion’s J-6 is recommended for 
use in the new Dodge D-500 and 
Plymouth Fury. These are standard 
spark plugs, Champion said. 





Elwell-Parker Observes 


50th Truck Anniversary 


CLEVELAND. — Elwell-Parker 
’ Electric Co. here this year cele- 
brates its 50th anniversary of in- 
dustrial truck production. The com- 
pany, founded in 1893, produced its 

first industrial truck in 1906. 
Prior to that, the firm was en- 


this gaged in the design and manufac- 
ce ture of electric motors and gen- 
9 erators used on overhead cranes 
led and electric automobiles. The first 
Ship- truck, developed for Pennsylvania 
a Railroad, consisted of an ordinary 


wing hand-drawn baggage truck with 
s of batteries and motor beneath the 
and deck. The operator walked in front. 
The original truck remained in 


a service until recent years, and is 
today on permanent exhibition at 
Henry Ford Museum & Greenfield 
Village in Dearborn. 

a . 2s 


Industrial Exposition 


Scheduled for Detroit 


- DETROIT. — The first of a series 
of national industrial expositions 
has been scheduled for October at 
the Detroit Artillery Armory. The 
armory formerly was a Vickers, 
Inc., ordnance plant. 

It will be sponsored by National 
New Products, New Methods and 
Patents Exhibit, Inc., a national 
nonprofit corporation under the 
auspices of industry, labor, busi- 
ness, finance and city, state and 
Federal agencies. Thomas R. Reid, 
Ford Motor Co., is general chair- 
man. 


* » * 
Warehouse Planned 
SPOKANE. — B. F. Goodrich has 
announced plans for a new 16,000- 
square-foot warehouse here. In ad- 
dition to storage facilities, the new 
building will contain offices and a 
tire-recapping plant. a 
* 


Norton Buys Land 
SANTA Calif. — Norton 


Co., manufacturer of grinding 


pts 


Automatic Balancer— 
Hydra-Matic transmission parts are auto- 





— | matically balanced on a new machine, 
above, developed by General Motors for 
its Detroit Transmission division. In the 
‘enter foreground, the grapefruit-shaped 
forus member of a Hydra-Matic is spinning 

® at 600 r.p.m. As it spins, an electronic 
computer determines both the amount and 
mers location of unbalance. The part moves 


‘Rext to a welding station where a metal 
slug is welded to the inside to compen- 
Sate for unbalance. Before leaving the 
machine, the part gets a final spin. 
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wheels, has purchased 7% acres 
adjoining its plant here. The new 
property includes a warehouse type 


building. 
* * . 


Ripley Holds Open House 
INDIANAPOLIS. — A four-day 
open house was held by Ripley 
Buick, Inc., 6525 E. Washington 
St., to celebrate the opening of its 
new $300,000 quarters. Forest E. 
Ripley is president. 
* =. ®@ 
Firestone Contract 


AKRON. — A $5,680,000 contract 
for production of 155-millimeter 
artillery shells by New Bedford 
Defense Products, a division of 
Firestone Tire & Rubber Co., has 
been announced by the Boston Ord- 
nance District. The contract calls 
for delivery of shells through Jan- 
uary, 1957. The plant is a former 
New Bedford (Mass.) textile mill. 

> * * 


Canadian Garages Note 


Dollar-Volume Slump 


OTTAWA. — Canada’s garages 
and filling stations increased the 
dollar volume of their retail busi- 
ness by 5.9 percent in January over 
the same month last year but 
dropped 9.3 percent from December, 
1955, according to the Canadian 
Government. 

By areas, such sales showed gains 
of 20.5 percent in British Columbia; 
12.6 percent in Quebec; 9.1 percent | 
in Manitoba; 4.6 percent in Ontario 
and 2.1 percent in the Atlantic prov- 
inces, with losses of 4.1 percent in 
Alberta and 13.1 percent in Sas- 


katchewan. 
* > + 


Hamilton (Ont.) Dealers 
Stage Open-Air Show 

HAMILTON, Ont. — More than 
120 new cars on display at Greater 
Hamilton Shopping Center’s park- 
ing lot opened a five-day, open- 
air auto show. 

J. F. Schunk, president, Hamil- 
ton Automobile Dealers Assn., 
said the exhibition was “a joint 
effort of the shopping center and 
the association to give a sweep- 
ing display of new cars.” He 
hoped the show would become an 
annual event. About 100,000 per- 
sons were expected to see the 
exhibition. 


* 7 * 
Cummins Outlet Opened 
BOISE, Id. — Raymond L. 


Schwartz, Twin Falls, Id., has pur- 
chased some of the assets of Cum- 


mins Diesel Sales Corp. of Boise! 


and has organized a new company 
known as Cummins Idaho, Inc., a 
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Cummins distributorship. 
* * = 


Hyster Adds to Plant 
PORTLAND, Ore. — Hyster Co. 
will erect a 25,000-square-foot, $150,- 
000 addition to its Peoria (IIl.) 
plant, according to Eugene Cald- 
well, Hyster general manager. 
2 e 


Gasflux Moves 
ELYRIA, O. — Gasflux Co. has 
announced that it has moved its 
plant, general offices and principal 


_| sales office here from Mansfield, O. 
The location is at 141 N. Logan St. 
A Se * : 


Stauffer to Expand 
NIAGARA FALLS, N. Y. — 


| |Stauffer Chemical Co. has an- 


nounced a $1 million expansion and 
modernization program for its plant 


‘| here. Work has begun and is ex- 


pected to be completed by late 
summer. 
* * = 


Allegheny Ludlum Ends 


Modernization Program 


BUFFALO. — A year’s modern- 
ization program at the Buffalo 
plant of Allegheny Ludlum Steel 
Corp. has been completed. 

Some of the new equipment 
added includes two one-ton induc- 
tion furnaces, a core blowing ma- 
chine, three molding machines, a 
roto mold sand slinger, overhead 
sand handling equipment, new 
pouring stations, a large heat treat- 
ing furnace, shell molding facilities 
and pickling facilities. 


- Advertising 
— Records... 











ety 
ee 
en The ST. LOUIS POST-DISPATCH published more 
<< than 3,700,000 lines of advertising during April, 1956 
Coz? . ° 
Fs, . . a new high record for a single month. 
Be Post-Dispatch leadership in Total Advertising last 
ane” ° ° 
ee year was the greatest on record. That record is being 
en exceeded. Here are the monthly gains in advertising : 
ee. January, 1956 
es: 178,351 Lines Gain or ° % 
HK 
ie: February, 1956 
a 388,978 Lines Gain or 14.6% 
Bev 
Per 3 
PF, March, 1956 


Re 201,298 Lines Gain or 
April, 1956 


iS. 475,908 Lines Gain or 14.6% 


FIRST 4 MONTHS* 
1,244,539 Lines Gain or 10.5% 


During the first 4 months of 1956, the Post-Dispatch 
published more than 13,000,000 lines of Paid Adver- 
tising to break all records for a St. Louis newspaper. 
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The St. Louis Post-Dispatch offers advertisers the 
most thorough and most economical coverage avail- 
able of the important St. Louis market. 


a . *Source: Media Records Figures. ‘Parade,’ distributed 
ey with the Sunday Post-Dispatch, not included. 
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60 Dealers Added 
. 
To Willys Ranks 
° ° 
In April Drive 

TOLEDO. Willys added 60 
dealers during April, the highest 
total in the last 12 months, accord- 
ing to C. A. Watson, general sales 
manager. 

The new dealerships are: Holla- 
day Motors, Bessemer, Ala.; J. L. 
Moore Co., Douglas, Ga.; Edes Mo- 
tors, Inc., Greenfield, Mass.; Nemith 
Motor Corp., Troy, N. Y.; Brown’s 
Garage, Broadway, N. J.; Gregory’s 
Garage, Milford, Pa.; Peoples Gar- 
age, Inc., Bedford, Va.; Joe Ference 
Motor Sales, Inc., Weirton, W. Va. 


Diers Implement Co., Mackay, 
Id.; Fountain Motor Co., Belling- 
ham, Wash.; Service Motor Sales, 
Lafollette, Tenn.; The Willys Place, 
Inc., Miami; Daigle & Hinson, Inc., 
Baton Rouge, La.; Bedell’s Garage, 
Hillsboro, N. H.; Nelson Motors, 
Inc. Brattleboro, Vt.; Rowett’s 
Garage, Franklin, N. J.; Moon Mo- 
tors, Inc., Orange, Va.; Blum’s Mo- 
tor Sales Co., Tyrone, Pa.; Dick 
Hughes Motor Co., Martins Ferry, 
O.; Moeller Bros. Inc., River Grove, 
Ill.; Midtown Motors, Inc. Val- 
paraiso, Ind. 


Lindsay’s Inc., Marengo, Ill.; Os- 
bourn Motor Co. Liano, Tex.; 
England Motor Co., Ft. Smith, Ark.; 
Grimes Motors, Inc., Eau Claire, 
Wis.; Smyer Jeep Sales, Albuquer- 
que and Deming, N. M.; Campbell 
Buick, Denver and Castle Rock, 
Colo.; Mahoney’s Lancaster Nash, 
Lancaster, Calif.; Portney’s Willys 
Sales & Service, Willits, Calif. 


Chester Motor Sales, Chester, 
Calif.; Hamilton Motors, Inc., Con- 
way, S. C.; Coleman Motor Co., 
Sheffield, Ala. ; E. R. Linton Mo- 
tors, Perry, Fla.; Lanes Garage, 
Bainbridge, Ga.; Lennox Garage, 
Easton, Pa.; Gassoway Motor Co., 
Gassoway, W. Va.; Gene Dozall 
Service Dillonville, O. 

Island Motors, Blue Island, IIl.; 
Rodewald Co. Sheybogan, Wis.; 
Holt Co.; Lamesa, Tex.; Ray Jack- 
son Service Station, Antlers, Okla.; 
Mickey Phelan Motor, Inc, Beau- 
mont, Tex.; C. E. Mack, Kingsville, 
Tex.; C. Smith Motor Sales, Port 
Clinton, O.; Blacklock Buick, Farm- 
ington; Mich. 

Bowland Motor Sales., Coleman, 
Mich.; Bob Schulz, Inc. Niles, 
Mich.; Leo R. Meyer, Inc., Norwalk, 
O.; Tansky Motors, Jackson, Mich.; 
Sloan Combs Motor Co.; Grand 
Island, Neb.; Jess Landholm Sales, 
Fremont, Neb.; L & S Jeep Sales, 
Hot Springs, S. D.; Dakota Motor 
Co., Lemmon, S. D.; Ruud Motors, 
Albert Lea, Minn.; Johnson Motors, 
New England, N. D.; Ernie Fred- 
rickson, Madison, S. D.; and Bob 
Nolan, Santa Maria, Calif. 


New Passenger Car Registrations, 34 States for April, 1956-1955 


Car registrations by states 


are released here weekly, as 


compiled by R. L. Polk rep- 
resentatives in state capitals. 














19 States Previously Ss me le im 7a) tele) gees sa W167) 72681 
Reported for April S5|__178 a 4694| _3877|_—374| 3206] 7185 Lert] 31498 a 8337 
rkansas "S6) ‘| a7 7 YF ia) 3a ae c 243 
‘55| 2 2| 61 457| 7m 1253| 187 
Colorado *S6 | 90) 7 9; «4 = a 1160 « 225 
‘55! a a = wai| 1482) 324 
Georgia "56 9 50) 5%) 80 9 83) a a a 
‘55) 953, at ($s 7; 83|_—227/ 950, 2095 18383 
owa “86 i | 
‘55 42| 66} _—*108}_—*0 74| 242) ~—«512|_—932h_—it2ae} | 
Kansas ‘56 Sr Tey a Ta ae aaa rs re ae 
‘55 | 70 269} 197|_——19|_—t47|_— 4038} 997|_—*1 763 | = 3i| 427 
Maine *56 es a eT tT hUShe SS 12; 94 
‘55| aij -75|_—stb} S73 | ail teal 3| se] omOl | _9 
ichigan | 
55) 259) 546 828} 68|_—734|_—-2231| ~—-4402| 8263) 10582|_—«169|_—-2546 
innesota 56) +134, 176) 310) —-t@ty) =a) =a 826; ‘1737| 7; 517 
55) 7i|__(143|_—2t4|_- 234) 13] 229] 552) 1039] 2067|—2775| 72 a 
Mississippi ‘ a ae fF ee aS SS 
‘55 35} 32] a7] 30] 222] oa) 1068] 1938 te] 230 
Nebraska ‘56 | 21; at} 62] 0 : 4| 104) 284 | me oe 
‘55| 34] 63} 94} 104} 3] 520; 925|_—*1252/_—20 
Ohio ‘56, = «178| 413) 591/644} 54] 680) 1722) «2834 5934) 7809) 242) 1730 
oa 55| 310} _—«578|__—8 88 | __ 66! 2132| 4174) 8234) 8193|_—*180| 2250) 
Oregon Py 42; 122) N64} 10}, ONS 23K) 379) 792) N22] 48} 328 
‘55! @2} 132] 24} ~— 20} - —136) 317} 46%} 1063)_—*1385) 30). 325 
Rhode Island ‘56 24, 62} 8H] 87} Bs SRL HY 260} 492) 551/18} 80 
‘55! 45| 104; ~—149)— 92} } =~ 80} 7B} 455) B16) 70915] 
Tennessee . 5,38; +90) +~«28)~=«|~=S=S~«)SC*«<‘ i) SC) S| S| 2838) 
‘55! 27; —7t| = BiB | _118| 279) + 892] __‘1389) 18} 394 
Vermont ‘56 | 12; 44) Sh} DY | 18] 62}stBNY 230) a7ap wat 
‘55! 14] 54) 68} 45 1] 25] ~——90}_——t94} 355] 394 | 7! 
34 States Reported "56| 1841/4304) 6145! 5333| 494) +5057) 10951! 22935 44770| 65435! —2085| + 13950 
To Date for April 55| 2940} S164) 80747162) —627|_—IIS| _14791| 32963) 61658) 72337! —1420|_‘16769 
Year "56 10472| 23775| | 34247 31878} 3164) 29945! 62308! 144411| 271706| 363418) 11875} 79271! 
To Date 55) ‘11981 22109) 34090} 3954| 35195| 82402] 188514) .354571| 404798) 8177! 93393) 


“The information contained in this report has been compiled from official state documents. Every reason- 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 











The following advertised-delivered prices 


include the suggested base factory list 
prices, Federal excise tax amounts and 
suggested dealer delivery-and-handling 


passed on to the retail buyer, such as 
State and local taxes, tran 

charges and optional equipment. 
BUICK—Special—4-dr. sed., $2,412; 2- 


dr. sed., $2,353; 4-dr. hardtop, $2,524; 2- 


dr. hardtop, $2,453; eee $2,736; 4- dr. 2- 
seat stat. wag., $2,7 Century — 4-dr. 
hardtop, $3,020; 2- ty hardtop, $2,958 ; 
conv., $3,301; ‘4-dr. 2-seat stat. wag., 
$3,251. Super —4-dr. sed., $3,245; 4-dr. 
hardtop, $3,335; 2-dr. hardtop, $3,199; 
conv., $3,539. Roadmaster—4-dr. sed., $3,- 


498; 4-dr. hardtop, $3,687; 2-dr hardtop, 
$3,586; conv., $3,699. (Dynaflow standard 
on Century, Super and Roadmaster. Power 
Steering standard on Super and Road- 
master.) 

CADILLAC — Series 62—4-dr. sed., $4,- 
291; 2-dr. hardtop, $4,196; 4-dr. Sedan 
de Ville hardtop, $4,748; 2-dr. Coupe de 
Ville hardtop, $4,619; conv., $4,761; 2-dr. 
Eldorado Seville hardtop, $6,551: Eldorado 
Biarritz conv., $6,551. Series 60 Special— 
4-dr. sed. $5,042. Series 75——8-pass. sed., 
$6,608; 8-pass. lim., $6,823. (Hydra-Matie 
and power steering standard. ) 

CHEVROLET — (Prices are for 6-cyl. 
models; for V-8s, add $99.)—One-Fifty— 
4-dr. sed., $1,865; 2-dr. sed., $1,822; utility 
sed., $1,730; 2-dr. 2-seat stat. wag., $2,167. 
Two-ten—4-dr. sed., $1,951; 2-dr. sed., $1,- 
908; 4-dr. hardtop, §2,113; 2-dr. hardtop, 
$2,059; cl. cpe., $1,967; 2-dr. 2-seat stat. 
wag., $2,211; 4-dr. 2-seat stat. wag., $2,- 


wisi 
hardtop, $2,209.75. Belvedere V-8 - - 4-d, 
e sed., $2,208.75; 2-dr. sed., $2,165.75 
hardtop, $2,381; 2-dr. hardtop, $2,313; 
urrent Prices.on New Cars Son 2.3.00. Peny_2-ar erat 
: 862. ‘Suburban 6.— 2-dr. 2seat Delume 
stat. wag., $2,192.50; 2-dr. 2-seat Custom 
| Wagon, $2,181.05; 2-dr. 2-seat Custom; 4-dr. hardtop, $2,830.50; 2-dr. hardtop, | stat. wag., $2,263.50; 4-dr. 2-seat C 
Ranch Wagon $2,245.60; 2-dr. 2-seat| $2,760.50; conv., $2,895.50. stat. wag., $2,309.75; 4-dr. 2-seat § 
Parklane, $2,424.05; 4-dr. 2-seat Country] METROPOLITAN—2-dr. hardtop, $1,527; | stat. wag., $2,479.75. Suburban V-8 “ee 
pg ete a. 3-seat Country Se-| conv., $1,551. 2-seat Deluxe stat. wag., $2,296: 2-dr, 
an, $2,424.05; 4-dr. 3-seat Country Squire, NA tates: 6—4- 2-seat Custom stat. wag., $2,367; 4-dp 
$2,528.60 Thunderbird—Hardtop cpe. (V-8| $2381 Ambassador Spbeial’ V8. Super | 2-seat stat. wag., $2,413.25; 4-dr. real 
only), $3,147.60. 4-dr. sed., $2,591; Custom 4-dr. sed., $2,-| SPort stat. wag., $2,583.25. 
HUDSON — Wasp Super 6—4-dr. sed., | 916; 2-dr. hardtop, $2,681. Ambassador PONTIAC—Chieftain 860—4-dr. sed. 
$2,416. Hornet Special V-8—4-dr. sed.,| Super 6—4-dr. sed., $2,685. Ambassador | 294; 2-dr. sed., $2,236; 4-dr. hardtop, $2. 
$2,626; 2-dr. hardtop, $2,741. Hornet Super | Super V-8—4-dr. sed., $2,997. Ambassador | 439: 2-dr. hardtop, $2,366; 2-dr. 2-seat 
6—4-dr. sed., $2,770. Hornet Custom 6—| Custom V-8—4-dr. sed., $3,236; 2-dr. hard-| stat. wag., $2,564; 4-dr. 3-seat stat. wag, 
4-dr. sed., $3,019; 2-dr. hardtop, $3,136, | toP. $3,379. $2,647. Chieftain 870—4-dr. sed., $2,409: 
Hornet Custom V-8—4-dr. sed., $3,286:| OLDSMOBILE — Series 88 —4-dr. sed., | 4-dr. hardtop, $2,530; 2-dr. hardtop, $2,476: 
2-dr. hardtop, $3,429. $2,483; 2-dr. sed., $2,418; 4-dr. hardtop, 4-dr. 2-seat stat. wag., $2,744. Star Chie? 
IMPERIAL—imperial — 4-dr. sed., $4,- | $2,667; 2-dr. hardtop, $2,595. Super 88— | —4-dr. sed., $2,523; 4-dr. hardtop, $2,731; 
827; 4-dr. hardtop, $5,220.50; 2-dr, hard-| 4-4r: sed., $2,635; 2-dr, sed., $2,569; 4-dr. | 2-dr. hardtop, $2,661; conv., $2,853; 2-ér 
top, $5,089.25. Crown Imperial—4-dr. 8. | hardtop, | sen 7 hardtop, “* 2-seat Safari stat, wag., $3,124. 
pass. sed., $7,597.50; 8-pass. lim., §$7,- | COMV-. 026. 98—4-dr. sed., $3,- i 
731.50. (PowerFiite and power steering | 203; 4-dr. hardtop, $3,546; 2-dr. hardtop, gaper-4edr. Gok, 41008; 4-0 Bene ae 
standard. ) $3,475; conv., $3,735. (Jetaway Hydra- wag. $2,230. Custom—4-dr. sed., $2,056: 
LINCOLN—Capri — 4-dr. sed., $4,207; Sie oe power steering standard On|4 4; hardtop, $2,221; 4-dr. 2-seat stat 
2-dr. hardtop, $4,114.50. Premiere—4-dr. : wag., $2,326; 4-dr. 2-seat hardtop stat, 
soe Ot ee: 2-dr. hardtop, $4,596; conv., a tae oe ee oe, $3,- | wag., $2,491. 
,742. (Turbo-Drive and power steering | 465; 2-dr. hardtop, 560. atrician— — 
standard. ) e 4-dr. sed., $4,160. 400—2-dr. hardtop, STUDEBAKER — 6 — 4-dr. 





MERCURY—Medalist—4-dr. sed., $2,309; 
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$5,995. 


$4,190. Caribbean—2-dr. 


hardtop, $5,495; 


2-dr. sed., $2,250; 4-dr. hardtop, $2,454; | °°": (Ultramatic standard.) pass. cpe., $1,982. Commander V-8—4 
2-dr. hardtop, $2,384.50. Custom—4-dr. PLYMOUTH—Plaza 6—4-dr. sed.; $1,-| sedan, Se iat: 2-dr. sedanet, $1,970; to 
sed., $2,406; 2-dr. sed., $2,346.50; 4-dr.| 922.50; 2-dr. sed., $1,879.50; bus. cpe.,| sedan, $2,072. President V-8—4-dr. sedan, 
hardtop, $2,551; 2-dr. hardtop, $2,481; | $1,780.50. Plaza V-8—4-dr. sed., $2,025.75; | $2,231: 2-dr. sedan, $2,184. President Clas- 
conv., $2,707.50; 4-dr. 6-pass. stat. wag.,|2-dr. sed., $1,982.75; bus. cpe., $1,883.75. | sic—4-dr. sedan, $2,485. Hawk V-8 —Power 
$2,718; 4-dr., 8-pass. stat..wag., $2,815.| Savoy 6—4-dr. sed., $2,021.50; 2-dr. sed.,| Hawk 5-pass. cpe., $2,097; Sky Hawk 
Monterey—4-dr. sed., $2,551; 4-dr., hard- | $1,978.50; 2-dr. hardtop, $2,125.75. Savoy/|2-dr. hardtop, $2,473; Golden Hawk 2-d 
top, $2,696; 2-dr. hardtop, $2,626; 4-dr. | V-8—4-dr. sed., $2,124.75; 2-dr. sed., $2,-| hardtop, $3,057. Station Wagons—Peiham 
8-pass. stat. wag., $2,973. Montclair—4-dr. | 081.75; 2-dr. hardtop, $2,228.25. Belvedere | 6-cyl. 2-dr., $2,229; Parkview V-8 2-dr., 
hardtop, $2,830.50; 2-dr. hardtop, $2,760.50; | 6@—4-dr. sed., $2,105.50; 2-dr. sed., $2,-| $2.350; Pinehurst V-8 2- dr., $2,525. (Over- 
|} conv., $2,895.50. 062.50; 4-dr. hardtop, $2,277.50; 2-dr. ‘drive standard on. Golden Hawk. ) 


sedan, $1,993; 2-dr. sedanet, $1,841; 
sedan, $1,943. 


2-dr. 
Hawk 6—Flight Hawk 5. 








259; 4-dr. 3-seat stat. wag., $2,344. Bel Air | 


—4-dr. sed., $2,064; 2-dr. sed., $2,021; 4- 
dr. hardtop, $2,226; 2-dr. hardtop, $2,172; 
conv., $2,340; A-dr. 3-seat stat. wag., 
$2,478; 2-dr. 2-seat Nomad stat. wag., 
$2,604. Corvette—Hardtop cpe. or conv., 
(V-8 only), $3,145. 33 


CHRYSLER—Windsor—1-dr. sed., 


865.75; 2-dr. Nassau hardtop, $2,900.25; 
4-dr. Newport hardtop, $3,123.75; 2-dr. 
Newport hardtop, $3,036.75; conv., $3,- 


331.25; 4-dr. 
Yorker—4-dr. 


stat. wag., ; 
sed., $3,774.50; 4-dr. 


port hardtop, $4,097; 2-dr. Newport hard- | 
hardtop, | 


top, $3,946.50; 2-dr. St. Regis 
$3,990.50; conv., $4,237.75; 4-dr. 
wag., $4,518.50. 3008 —2-dr. hardtop, 
414.25. (PowerFlite standard on 
Yorker.) 

OCLIPPER—Deluxe — 4-dr. sed., $2,731. 
Super—4-dr. sed., $2,866; 2-dr. hardtop, 
$2,916. Custem—4-dr. 
hardtop, $3,164. 

CONTINENTAL 2-dr. sed., $9,538. 
(Turbo-Drive and power steering standard. ) 


stat. 


DeSOTO — Firedome — 4-dr. sed., $2,- 
673.25; 4-dr. Seville hardtop, $2,828.25; 
2-dr. Seville hardtop, $2,729.25; 4-dr. | 


Sportsman hardtop, $2,948.75; 2-dr. Sports- 
man hardtop, $2,849.75; conv., $3,074.75; 
4-dr, stat. wag., $3,366.25. Firefiite—4-dr. 
sed. $3,114.50; 4-dr. Sportsman hardtop, 
$3.426.50; 2-dr. Sportsman hardtop, §$3,- 
341.50; conv., $3,539.50; Pace Car conv., 
(PowerFlite standard on Fire- 


DODGE — Coronet 6 — 4-dr. 
263.50; 2-dr. sed., $2,190.50. 
4-dr. sed., $2,371.25; 2-dr. sed., $2,298; 
2-dr. 500 sed., $2,529.90; 4-dr. hardtop, 
$2,547.50; 2- ar. hardtop, $2. 433.50; conv., 
$2,773.50. — 4-dr. sed., $2,508.75; 
4-dr. hardtop, $2,692.75; 2-dr. hardtop, 
$2,578.75. Custom 4-dr. sed., $2,- 
618.75; 4-dr. hardtop, $2,802.75; 2-dr. 
hardtop, $2,688.50; conv., $2,994. Station 
Wagons—2-dr. Suburban 6, $2,487.25; 2-dr. 


sed.. 


Suburban V-8, $2,595; 2-dr. Custom Sub- | 


urban V-8, $2,724; 4-dr. 6-pass. Sierra 
V-8, $2,712.25; 4-dr. 8-pass. Sierra V-8, 
$2,817.75; 4-dr. 6-pass. Custom Sierra V-8, 
$2,864; 4-dr. 8-pass. Custom Sierra V-8, 
$2,969.50. 

FORD—(Prices for 6-cyl. models; for 
V-8s, add $99.98.)—Mainline—4-dr. sed., 
$1,891.48; 2-dr. sed.. $1,846.30; business 
2-dr., $1,744.22. — 4-dr. sed., 
$1,981.76; 2-dr. sed., $1,935.58; 2-dr. hard- 
top, $2,098.93. Fairlane—4-dr. sed., $2,- 
089.64; 2-dr. sed., 
$2,244.80; 2-dr. hardtop, $2,189.98; Crown 
Victoria 2-dr., $2,333. 75; conv., $2,355.07. 

— 2-dr. 2-seat Ranch 

















sed., $3,069; 2-dr. | 


$2,- | 
v-8— 


$2,043.46; 4-dr. hardtop,§ ——————___—— 
| “The information contained in this report has been compiled from. official state documents. 
| pune J insure accuracy of this report to the extent of the registrations received wand tabulated at the time the report is published. 
k & Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. L. 





Truck 


New Commercial Car Registrations, 


39 States for April, 1956-1955 


registrations by states 
are released here weekly, 


compiled by R. L Polk repre- 
| | sentatives in state capitals. 

$4,- | 
New 
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rolet 
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Dodge 
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Inter- 
nation- 


Stude- 
baker 
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al Mack | Reo White | Willys | Misc. | TAL 








| 24 States Previous! "56 29; 8945 115] 1810! 8121; 2498) 3602 469) 88 a8 458 764, 320! 27539 
| Reported for April ‘55 16| 7933 106| 1602) 8818} 1453) 3063 371) 86) 398 323 952) 215| 25336 
| Alabama "56 | 610) 3) 5; 533; S195; ~—Ss«163| 23) 2| 7 20) 13} 15| 16a? 
"55) 665) 3) 71} 577| 139) 157} 20) 5| 12) 15; 13) 4, 168! 
| Arkansas ‘56 433) 3) 48; 347) 99) 101} 5| 1 i} 8) 13) 1| 1070 
| ‘55 572) 2) 61) 594; 116} 127| 4) ! 26! 6} 13) 1521 
| Georgia "56 1 562 | l % 574 180) 129; 26| 2| itl 20| 21) 6 627 
55 392! 2) 91 547| 76) 93) 20) 7| 18 10} 16 1272 
Indiana "56 671 | 7) 135 589; 159,348) 21| 12 40/ 84 27] 12; 2105 
55) 818) 8} 145! 827} ~—s121; = 380 38 8 66) 33) 33) 13) 24% 
| lowa "56 590| 14) 76; 554 106; 335) 2) 1 15 ? 8| 12; 172 
| 55) 2 531) 9) 73 497 54) 307 3 2 20 10 12| 2| is ¢ 
| Louisiana 56) 747) 9 68; «579 141] 160) 31) 14| 21) 3%} 3; ie 
| 55) 737) 2 78 722| 114) 163 6| 17| 25) 22| 3) 1889 
| Maine "56 184; 27 181 61] 69 5) 5) 12| 43) 13, 
55) 1 145 45) 156! 16) 59 8| 12} 8| 30) 5| 485 
Maryland "56 | 3) 431) 4 90; 458) 7\| 218) 26| 15) 22 32) i} 8; 45 
a 55) 2) 310 4 71} 413) 37} 155 34| 8 21) 25 12 5| 1097 
Michigan "56 | 928) 23; 235 983; = 303; 256) 29| 28 28 rT 55 33; 22 
55) | 1167 17 231| 1326 250; 259} 34) 13 17} 33) 67 17| 3431 
Mississippi "56 | | 494) 48 421 117 148 1| 1 17 3) i} 1261 
55 | $72 1| 68 532 106} 132 17} | 13] 1442 
| Nebraska "56 : aa 3 33 239) 61] 143} 3) 12 12| it} 3} 2 
55 | 328 5 55 314] 57 179 9 14 17} 32| 8} 1018 
| New Mexico "56 | 273 16 141 58 50 3) 1 5 12) 22) 4, 5S 
‘SS | 253 3] 38 256 37} 59 1} 1| 7| 2) 16] || 684 
Ohio 56 1) 1059) + #«#213 254) «1216 293 551 49) 15) 36) %| 82/ 36; 3701 
55) 1215 23} 237|—S «(1275 202; 516 57| 31 39) 94| 88 | 56| 3833 
Oregon "56 | 383 18| 4 309 153; s«187| 44 2 26| 32| 61) 50| 135? 
"55 | aa 8 87 3% 88 9 18} 4) 28| 4i\ Wh 37; 1199 
Vermont ‘5S 10; 136 ! 20; 163) 83 97 9| 1 7| | 39| 9) 3 
"55 77 i} 36 93} 34 46) 2| 3} 4| 53] | 350 
| "39 States Reported "56 44| ‘16718 223; (3134) 15408, 4604; 6557 743) 172; 576| 860; 1217; 525) S078 
| To Date for April ‘55! 21} 15977) 194; 2989] 17343) 2900) _ 5814 626) 177| 716} —_—«643|_~—«*483; ~—— 367) 49250 
Year "56 253| 67442, 1205| 15883) 76020| 25602| 32057 3746, 824| 3114) 4621) 5972)  2881| 259520 
To Date SS 293; 66849; 960) 18708} 80719) 15578] 29780; 2486]  698| 3329, = 3614) 7371| _‘(1821| 232206 
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42486| 14990 
43722| 18353 
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1459] 334 
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11971] 9700) 80077;  941| 2359) 3300) 1661 155660 
14242| 12511] 84432} 1628] 2677] 4305; + —:1196| 169782 
284 198) 1874 3] 431 a] 10; 3832 

334 21% 51} 5| 4528 

7 304] 31 71; —«*102) 4829 

401; 2673 51 86} 137) 5735 

548) 549) 4292) 15 79) 94) 30; 7804 

516} 667} 3682; 35; 108} +~—:143|—=S 25] 7328 

450] 3890) = 123; «163 52, 7789 
36! | | 2568 44 97; 141 19| 5325 

598 445; 4018! 59; 150! 209 39| 7853 

948} 5020! 60! 138, —-198) 22| 10009 

188] 1375 46 | 45| 2754 

213}. 262) ~—«*1712| 29 69) 98 34) 359! 
2100; 1529} 14898 183; 311) 494 146| 26209 
3835| 3356] 24189 387; 393) 780 102| 47436 
920| 649) 5757 87, +215) 302 107; 11099 
1034} 767; 5388 113] = 261} 374 - 11315 
269; «257! =: 2394 66) 73\ 4240 

394| 2827 30) 78; 108} 3| 565! 

239 251| 2047 14) 63} 7 | 3947 
416 429 2731 41) 75) 6 is| 5456 

2675| 2361) 17922; 216 395| él 197| 35040 
3338| 3258} 20643 403 499 902 204| 41494 
348 355} 2959! 27; 104) 222; 5767 

476 512} 3149! 451 129) ~—s«174 50| 6390. 

198} 146) =: 1244} I} 51 62 61; 2595 

219! 1885 36| 7% 112] 38, 3664 

685, 518) 49511 37, «120; ~—~=«*S'S71 24, 9353 

683 688} 4139) 47| 110] 157 23| 8308 

85} 102] 760) 7| 23| 30) 25| 1522 

135 117} 844 12} 45| 57 11} 180! 

21836! 18037| 150951! 1698; 4219| 5917 3) 292003 
27566! 25213] 168078! 2990! 4992) 7882! ie | 338013 
10223} 26819| 37042} 19769) 1716427 

13299} 29248] 42547| 13619/ 1890748 





received and tabulated at the time the report is published. R: L. Polk & Co. cannot assume any liability 
by reason of inaccuracies or omissions.’’—-R. L. Polk & Co. 
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In the Letterbox 


‘Continued from Page 10) 


cially where two of our freedoms 
are involved—the right of free en- 
prise and the right of fair trial by 
judge or jury? 

The factory abuses of the past 
three years are well known to all 
of us, brought out in the open by 
the investigating committees, with 
practically no resultant corrections 
—merely a few bones of appease- 
ment tossed out to the dealers, 
plus a certain amount of sales pres- 
sure lifted temporarily, with no 
guarantee of how or when it will 
reappear to haunt the dealers 
again. 

I think by now that most all of 
us know how the factories got by 
with the abuses— simply by hid- 
ing behind a contract that was 
drawn up in such a way as to 
allow them to operate legally in 
an unmoral manner! 

This opportunity they have had 
all along—the reason it is just now 
coming to light is because never 
before have the factories taken ad- 
vantage of this contract to the ex-| 
tent they have in the past three) 
years. 

Why should dealers reconcile| 
themselves any longer to 31 percent 
GM profits against virtually none 
for average dealerships? 

Is not one-half of the team of 
making, selling and servicing cars| 
as important to the public interest) 
as the other, and if not, why) 
wouldn't the team of sales and) 
service not be the more important 
of the two to the public? 

Out here in the farm area, even | 
average Ford and Chevrolet dealers 
are currently operating in the red. | 
All about me I see dealers going) 
broke, and/or trying to sell out 
favorably to effect a stop-loss. 

Individually, these dealers can 
do nothing. Existing dealers’ organ- | 
izations, such as NADA, are fine in| 
themselves in that they understand 
the problems and the solutions, but 
the reason they have failed to reach | 
their objective this year is that they| 
lack “the demand approach” that 
an organized dealers’ union could | 
muster. | 

Collectively, these same dealers 
could have for themselves a fair 
shake, and hope for the future, 
simply by using the only avenue | 
still open to them today—COM- 
PLETE ORGANIZATION. 

Plain hoping isn’t going to bring 
about miracles in this trade (we| 
have just experienced 40 years of 
this), it’s going to take action, and 
I mean “demanding action” by an 
organized group with POWER TO 
BARGAIN. 

The day a dealers’ representative 
is authorized to shake his fist un- 
der Curtice’s nose and say: “Look 
Curt—we are no longer begging for 
a new, equitable contract from you 
and the other manufacturers, WE 
ARE DEMANDING ONE. We are 
giving you exactly 30 days in which 
to sit down and commence working 
one out with us—and should you}! 
choose to ignore this demand, no 
new-car deliveries will be accepted 
until such time as you comply.” 

What's wrong with ultimatums? 
Labor has used them to set them- 
selves up in business, individuals 
use them in their businesses, cor-| 
porations use them in their busi- 
nesses, and governments use them| 
in their relations with other coun- | 
tries. What’s wrong with them? 
Nothing—as long as the demands| 
are morally right. 

Gentlemen, don’t look for public | 
sympathy—you will get and deserve | 
none. Don’t look for governmental 
sympathy—you deserve this, but 
you don’t represent enough votes 
to get any, and besides, current 
government is extremely “soft” to 
big business. 

I say to you—it’s high time you 
collectively “take the bull. by: the 
horns” and demand your rights as 
citizens, the right of free enter- 
prise, the right to run your business 
as your own capital and judgment 
dictates and your right to a “day in 
court” to protect these rights! 

Then, and only then, will you 
be back in business permanently, 
and it will bring with it a won- 
derful feeling of being business- 
men once more, instead of being 
just another mat for “big boys to 
tidy their feet on.” 

Ther, some day after you your- 








self have “traded away’”—your son 
can point proudly to your framed 
picture on the wall and say, “My 
dad was a charter member of the 
Dealers’ Union that smashed fac- 
tory dictatorship and factory-owned 
monopolistic ‘stimulator dealer- 
ships,’ thus preserving this wonder- 
ful business for me and my sons.” 

Think it over gentlemen, I sug- 
gest you spend less time pushing 
out new cars and trucks at or near 
invoice, and more time devising 
corrective means to help save an 


|} important American institution 
| that is “falling fast.” 


Personally, I would gladly look 


|to the future and help organize 


new-car dealers on a dollar-a-year 
basis, the same as is possitle to 
make out here under existing con- 
ditions. 

Remember this: “YOU'LL 
NEVER GO WRONG FIGHTING 
FOR WHAT IS RIGHT.” — Leon 


Sunpat, Lee’s Auto Sales, Blue 


Earth, Minn. 


* * ® 


Central Buying for All 


I have been gainfully employed 
in the auto industry for a good 
many years and am a former used- 
car dealer. I am dependent on the 
automobile industry and my ex- 
perience taught me to normally 
meet changing conditions without 
consternation. However, I must 
say I have been concerned over 
the course the industry is willing 
to follow and its apparent future. 

So, it is with a good deal of in- 
terest that I read the article chal- 
lenging the distribution of today. 

It seems to me that the plan 
“Central buying for the dealer” is 
a fresh approach. We have had a 
resemblance of it in the past but 
never has it been used exten- 
sively, given fair trial, nor has 
it been attempted in the form 
now proposed. 

I think central buying has merit 
but why must it be limited to fran- 
chised dealers? In my opinion, the 
franehised dealer of today — or 
at least the great majority — is 
not geared to nor is he capable of 
meeting this challenge. 


The independent dealer is. He 


has continually prospered against 
great odds. The full force of the 
propaganda machine of new-car 
dealer organizations have made a 
bad word of “bootlegging.” 

What is bad about it for the cus- 
tomer? The independent dealer is 
able to buy cars from. “overstocked” 
franchised dealers only because the 
dealer himself is incapable of mov- 
ing his stock and refuses to gear 
his operation to meet manufactur- 
ing demands. 

Franchised dealers. appear to be 
more interested in fostering legis- 
lation to protect their. privileged 
position and yet fend off the fac- 
tory control a part or parcel of 
the “zombie” francise system. 

As you know, independent dealers 
told congressional hearings, “let 
the factories make all the cars 
they want to, we'll sell them.” That 
was a contrast to the cry of the 
franchised dealer, “We're  over- 
stocked, the market is oversold.” 
Government legislation is no 
answer, but perhaps — if taken 
hold of forthrightly by courageous 
independent dealers — the central 
finishing assembly idea put forth 
by Mr. Bradfield is. 

I would be interested in hearing 
fronr others on this matter. —H. J. 
Jackson, Detroit. 





100 Carats— 


J. S. Gillespie, manager of the diamond 
project, weighs 100 carats of the first 
man-made diamonds produced in the De- 
troit pilot plant of General Electric Co.'s 
Carboloy department. Industrial diamonds 
could become a $200-million-a-year busi- 
ness if costs of the man-made product 
can be brought below those of mined 
diamonds, Gillespie says. 





“For our Lube Department, there's our most 
profitable item — Quaker State Grease!" 


Yes, Quaker State brings new profits to 
your Lube Department with this*superior 
Multi-Purpose Lubricant. You can use it 
for all chassis fittings, wheel bearings, 
universal joints—in fact, every point that 
needs grease! Thus, Quaker State saves you 
costs in inventory, ordering, servicing time. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


Helps you give better service, too, because 
it has 5 remarkable qualities: 1. Extremely 
high melting point. 2. Phenomenal resist- 
ance to water and washing out. 3. Resists 
shock and fatigue—lasts longer. 4. Will not 
cake or harden at extreme low tempera- 
ture. 5. Sticks better to lubricated surfaces, 


Member Pennsylvania Grade Crude Oil Association 
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Affecting Factories and Dealers .. . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

With roadside and outdoor adver- 
tising businesses growing so rapidly, 
it makes one wonder when the 
average farmer is going to swap 
his blue denims for gray flannels. 

Each year rural landowners re- 
ceive millions of dollars for sites 
on which to erect signs, 

R. D. Hetrick, an executive for 
a firm that rents space from 
farmers for highway signs, figures 
that at the going rate for a square 
foot of rental space, his firm pays 
an average of $3,135 per year per 
acre for sites. 

“No other business, in my opinion, 
would ever pay anywhere that 
much rent for an acre of unim- 
proved land,” Hetrick said. 

Rentals paid by this company 
and others provide farmers and 
other rural landowners with an in- 
come unaffected by weather and 
one that requires no work on their 
part. Furthermore, these signs 
frequently are located in spots that 
cannot be cultivated or on waste 
land that the owner might other- 
wise be tempted to let the state 
take for taxes. 

As one farmer said: 

“It’s a crop that doesn’t need 
to be planted, cultivated, watered, 
harrowed or harvested.” 

And another pointed out, “It’s 
not affected by parity or tariff.” 

That outdoor advertising is an 
effective means of reaching the 
motoring public can be seen in 
the fact that, in 1954, the top 100 
outdoor advertisers of the nation 
alone spent $91,799,317 on outdoor 
signs. 

Businesses catering to today’s 
motorists have a collective capital 
investment of $10,544,000, with an 
annual payroll of $4,098,500 paid 
to 2,732,000 employes — one out 
of every 30 jobs in the nation. 

Another important factor in the 
rapid growth of the roadside busi- 
ness and its advertising is the in- 
creasing number of tourists. In 
1955, more than 80 million Ameri- 
cans made at least one trip away 
from home, statistics show. Their 
combined expenditures totalled 
somewhere between $15 and $20 
billion. 

Last year, 26 states listed the 
tourist business as among their 
top three dollar-volume industries 
and two of them gave it first place. 

The fact that the number of 
motels reached an alltime high of 
more than 50,000 last year cannot 
be separated from the fact that 85 
percent of vacation travel is done 
by automobile, one official of the 
outdoor advertising industry said. 
This driving mileage last year came 
to an estimated 18 billion miles. 

Indications are that the rural 
landowner can look forward to an 
even greater share of the boom- 
ing market. The population of 
the U. S. has increased from 150,- 
697,361 in 1950 to more than 167,- 
000,000 today. 

The National Safety Council pre- 
dicts that within the next 10 years 
the number of motor vehicles will 
increase 20 million for a high of 
82 million in 1966. 

With farm prices and the parity 
index unstable, increasing income 
from the rental of space for out- 
door advertising, coupled with the 
flow of dollars that tourists bring 
into his area, afford one of the 
bright spots in the farmer's fi- 
nancial present and future. 

n * * 


Fritz to Push Mufflers 


Jimmy Fritz & Associates, Holly- 
wood (Calif.) advertising agency, 
has been retained to handle the 
public relations and national insti- 
tutional advertising for the Na- 
tional Automotive Muffler Associ- 
ation, whose headquarters are in 
Los Angeles. 

* 


Adcraft Picks Sharrock 


Norman W. Sharrock, assistant 
media director at Campbell-Ewald 
Co., has been’ elected president of 
the Detroit Adcraft Club, succeed- 
ing Clark H. Stevens. 

Other officers elected to one- 
year terms beginning July 1, were 
Worth Kramer, vice-president and 

manager of radio station 

JR, first vice-president; John 
E. Nielan, Hearst Advertising 


service representative, second 
vice-president; Edward F. Sulli- 
van, account executive at McCann- 
Erickson ad agency, secretary; 
Robert G. McKown, controller of 
D. P. Brothers & Co. ad agency, 
treasurer, and Charles W. Bishop, 
Detroit attorney, club counsel. 

Elected directors of the club were 


Samuel H. Trude, Detroit manager’ 


of This Week magazine; Edward F. 
Sullivan, account executive at 
McCann-Erickson; Toby David, 
radio-television entertainer, and 
John S. Pingel, a vice-president of 
Brooke, Smith, French & Dorrance 
ad agency. The directors elected 
Otis N. Walton, engraving sales- 
man, to the board to fill a vacancy 
left by a resignation. 

Also announced was the appoint- 
ment of Loren T. Robinson, 
Campbell-Ewald vice-president, as 
secretary-manager of the club. He 
succeeds Harold M. Hastings, who 
is retiring after 30 years service. 


Lee H. Wilson, editor of the 
“Adcrafter” the club’s weekly pub- 
lication, was named assistant secre- 
tary-manager. 

* * + 


Wilco Goes on Radio 


The latest step in the expanded 
sales promotion and advertising 
campaign of Wilco Automotive 
Products of Los Angeles is the 
sponsorship of “Sam Hayes and 
the News” on the Don Lee-Mutual 
network of 53 radio stations in 
California, Washington, Oregon, 
Nevada and Idaho, plus 7 stations 
in Arizona, 

Broadcast daily between 4:45 and 
5 p.m., the program features in its 
commercial presentations all of the 
Wilco automotive products now sold 
through service stations in the 11 
Western states. 

Labeled “Hits of ’56,” the promo- 
tion offers service station dealers a 
selection of 28 nationally advertised 
items at less than wholesale cost on 
four-case orders, or larger, of the 
firm’s automotive products. 

* * cd 
Webster, Hartman Air News 


Webster Pontiac, Warsaw, Ind., 
and Hartman Pontiac, Nappanee, 
Ind. are sponsoring a half hour 
“Week End News Parade” each 


BETTER READERSHIP SERIES 
In the truck field, only FLEET OWNER employs regular editorial research aimed at boosting readership. 








Sunday at 6 p.m. over Warsaw 
Radio Station WRSW. 

The program includes local and 
national news plus Drew Pearson 
with a weekly news commentary 
and “predictions.” 

oe * * 


Kruspak’s 25th 


Edward J. Kruspak, advertising 
manager of Automotive News since 
1942, is celebrating 
his 25th anniver- 
sary with the pub- 
lication. 

Kruspak joined 
AvuToMoTIVE NEws 
in May, 1931, in 
the New York 
office, where he 
still makes his 
headquarters. He 
entered the auto- 
mobile business in 

E, J, Kruspak 1923 at Chicago 
with the Ford Car Trade Journal 
as advertising manager. 

* * ¥* 


Direct Mail Gets Backing 


A survey of members of the 
Canadian Automotive Wholesalers’ 
and Manufacturers’ Assn. shows 
that 77 percent of the membership 
rates direct mail advertising as the 





most effective type of promotion 
Twenty percent favored tradg 
papers and the 
spread among radio, television a 
newspapers, 


remainder 


A majority felt a wholesalers 
advertising budget should be de 
termined on a percentage basig 
such as‘on previous year’s gross 
sales or a forecast for the current: 
year. 

Order of preference for sales pro. 


motion material at the jobber levej 
were: point-of-sales, bulletins, mail. 
ing pieces, envelope stuffers, pre. 
miums and streamers. 


Over 62 percent favored genera] 


12-month promotions in all areas 
by manufacturers, and 86.4 percent 
claimed they maintained an accu. 
rate mailing list of all active dealer 
prospects. 


* * 


Byrne Joins Continental 


Michael D. Byrne has joined the 


public relations staff of the Con- 
tinental division of Ford Motor 
Company. He formerly was editor 
of employe publications at the Ford 
division assembly plant in Chester, 
Pa. 


Prior to joining the company in 


1953, he was assistant editor at the 


(Contiued on Page 59, Col. 3) 





others 


McGraw-Hill’s Magazine of Trucking 
330 WEST 42ND STREET, NEW YORK' 36, N.Y. 
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Steve's Auto Donates Training Car— 


5. G. Warzecha jr., salesman, Steve's Auto Sales, Inc. (Dodge-Plymouth), East Hamp- of tools and end products made by 
ton, Conn., turns aver 1956 Plymouth to Anthony Feola, driver-education instructor, Allegheny Ludlum’s plant in Fern- 


East Hampton High School, for use in student-training classes. 








Industrial Boom in Hawaii 

Hawaii is more than palm trees | 
and hula girls; it’s a booming area | 
with diversified industries, accord- | 


KGMB-TV and its two sister sat- 
ellite stations, KMAU in Maui and 


ing to Melvin B. Wright, station | KHBC-TV in Hilo, serve 502,976 ‘The 
manager of KGMB-TV, who was| persons with $6,185 per family to or any movie in the company 
in Detroit last week to present a!/spend, according to Wright. 


| 








Affecting Factories and Dealers .. . 


Auto Advertising 


(Continued from Page 5S) 


59 
“Basic Maintenance of the Engine 
Cooling System,” it covers service 
and maintenance problems in de- 
tail, including exhaust gas leakage, 
internal coolant leakage, cylinder 
head gasket design, material and 
service characteristics and cooling 
system deposits. 


The program is available on re- 


Philadelphia Naval Shipyard and | organized groups on request to the quest to National Carbon division 


assistant advertising manager of 
Jordan Refrigeration Co. 
* * % 


3 Allegheny Ludlum Film 


“The Shape of Things,” a full- 
color and sound movie on the forg- 
|ing and casting plant of Allegheny 


|Ludlum Steel Corp., has just been | 


released for showing. 
The 16 mm film runs 16 minutes 
and depicts the forging and casting 


dale, Mich. 
This motion picture brings the 


|color film of the islands to auto Number of movies to more than 20 
| executives. 


in the film library of the company. 
All company movies are listed in 
a booklet G-3, available upon re- 
t. 
Copies of “The Shape of Things,” 


library, is available for showing to 








“TRUCK TRENDS 


FLEET 


_—ae 


ae 


oe ee 


fish f 





Ae me cpt Se the et salty me te Hy He ate 
Te ERNE eel eR a te et hee ae 
Remon ee 


comes her Seams elt een, sae Sem onan 
OenY epee Leet ee tio ey meee em so hate 









Oe eee 


oe mes 


r readers 


st cut bait 


| Advertising Department, 2020 Oliver 
| Bldg., Pittsburgh 22, Pa. 
| * * ea 
| Simoni Airs Godfrey 

Simoniz Co., Chicago, is spon- 
| soring the 10-10:15 a.m. EST Wed- 
nesday segment of the “Arthur 
Godfrey Time” program on CBS 
| Radio only. 

Agency for Simoniz is Tatham- 

Laird, Inc., Chicago. 
+ 


x * 


Film on Cooling System 


Completion of a sound view pres- 
entation on the automotive cooling 
system has been announced by Na- 
tional Carbon Co., 
Union Carbide and Carbon Corp. 

The film, last of a three-phase 


program begun in 1955, is designed | 


for viewing by dealers, distributors 
and educational groups. Titled, 





Frankly, we believe every issue of FLEET OWNER is loaded with 
readership hooks ... but there are two outstanding pages that really 
catch the limit. 


One is well up in front of the book, the other way in the back. 


Truck Trends and Your Personal Business are so popular with readers 
because they answer many business and personal problems in which 
truck men are vitally interested. Continuing research indicates a 83°: 
and a 76% reader interest rating for these inserts over a period of 
months. 


Front to back, right through the book, FLEET OWNER continues to 
build better readership. It can catch lots of business for you. Why not 
put it to work... NOW! 


a division of | 





sales offices or to National Carbon 
Co., Automotive Engineering Dept., 
300 Madison Ave., New York 17, 
IN: ac 
ES * * 

Safety Message Urged 

The nation’s automobile manu- 
facturers will be urged shortly 
by the Buffalo Board of Safety to 
include a safety message in their 
national advertising as a means 
of cutting traffic injuries and 
fatalities. 


|Ellenboro Expands Program 


Thomas A. Roberts, sales man- 
| ager of Ellenboro Mills, Inc., Ellen- 
boro, N. C., has announced an ex- 
|panded program of advertising, 
|}promotion and publicity for 
| NYCAR auto seat cover fabrics to 
be handled by DuFine-Kaufman, 
|Inc., New York. 

| The new program will include 
| both trade and consumer adver- 
| tising, he said. 


* 


GM Offers 57 Films 


Fifty-seven films ranging in sub- 

ject matter from “The ABC's of the 
Automobile Engine” to “Horizons 
Unlimited” have been listed in Gen- 
eral Motors’ new motion picture 
film catalog for use by schools, 
| churches, business, civic and social 
| clubs. 
The films may be borrowed free 
| of charge for non-commercial uses. 
| All with sound, they range in length 
from nine to 55 minutes. 

An estimated 30 million persons 
viewed the films last year. Some 
277,000 audiences totalling more 
than. 14,300,000 persons saw them at 
| private showings. Another 15,600,- 
| 000 saw the films on some 867 tele- 

vision programs, the corporation 
| said. 





* # 


| * ie a 
TV Feels Sales Pinch 
Slumping auto sales are begin- 
ning to have their effect on the 
television field. 
Buick is suspending sponsor- 
ship of Jackie Gleason’s Honey- 
| mooners after this season; Pon- 
| tiac is dropping Playwrights ’56; 
| Ford Motor Co. is letting Produc- 
| ers Showcase loose, and Plymouth 
| is dropping its twice weekly un- 
derwriting of the John Cameron 
| Swayze newscast. 
The Pontiac, Ford and Plym- 
outh shows are seen over NBC, 
the Buick show over CBS. 


| * * * 


|Putnam Award Winners 


Zimmer, Keller & Calvert, De- 
troit advertising agency, was one 
of three firms to be awarded the 
Putnam award for industrial ad- 
vertising. The agency won the 
award for last year’s campaign for 
| Reo. 
| The award is sponsored annually 
| by the Poor Richard Club of Phila- 
delphia. 

Other winners were American 
Tractor Corp., of Churubsco, Ind., 
and Viking Air Products, of Cleve- 
land. 

* * ms 


| Names 


Donald J. Slattery jr. and Robert 
| P. Wilson have been elected vice- 
| presidents of Geyer Advertising, 
Inc., New York. Slattery joined the 
| agency in 1948, Wilson in 1952. 

cd « * 

Thomas J. Cochrane will retire 
|as advertising director of the New 
| York News July 7. He has been 
| with the newspaper for 47 years 
and advertising director since 1951. 
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100 feet only $4.00 pptd. 
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6 Bright Colors 
Satisfaction Guranateed 
Discount on 3 or more 


MYRLO COMPANY 
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Average Used-Car Auction Prices 


1956 


1955 


(Compiled by Automotive News from auction reports.) 


Market Trend 


No change was recorded last 
week in the overall average price 
of used cars sold at wholesale 
auction, according to Automotive 
News’ index. 

The rock-like stability of the 
overall average was reflected in- 
dividually by ’55s, ’53s and ’52s, 
which also held firm to the pre- 
vious week’s average. 

The only decline noted was a 
$15 loss for ’56s. 

Models advancing in price were: 
"64s, up $5; °49s, up $4; ’50s, up 
$2, and "51s, up $1. 

Auction activity increased some- 
what. At a group of representa- 
tive auctions last week, the aver- 
age consignment totalled 178.5 
units, of which an average 76.4 
percent were sold. In the previous 
week, buyers took home an aver- 
age 754 percent of an average 
consignment of 174.2 units. 


Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) indicates power steering. 


* * * 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of May 21.) 


(A fast auction here today, with many 
buyers attending, kept prices up for the 
seventh straight week. Older models hold 
the lead; ’55s and °56s go to seed. Sold 
161 cars out of 198 offerings for a 
percentage of $1.3.) 


BUICK—’56 RM Riviera, $2,810* (ps). °55 
RM Riviera, $2,000* (ps); Special Ri- 
viera, $1,920*. ‘54 Special Riviera, $1,- 
450°; 4-dr., $1,270*, $1,210*. "53 Skylark 
conv., $1,250* (ps); Super Riviera, $1,- 
100*; RM conv., $1,060* (ps); Riviera, 
$890* (ps); Special Riviera, $1,020*. '52 
RM 4-dr., $535* (ps). '51 Super conv., 
$400*°. ‘50 RM Riviera, $430*; Super Ri- 
viera $260*; 4-dr., $270*; Special 4-dr., 
$250*, $160; 2-dr., $120*. '49 Super 4- 
dr., $150*, $140*. 

CADILLAC — ’55 Eldorado conv., $4,350* 
(ps); (62) 4-dr., $3,110* (ps). "53 (60) 
Special 4-dr., $1,850* (ps). "52 (62) 

conv., $1,450* (ps); coupe de Ville, $1,- 

300* (ps). *51 (62) 4-dr., $1,050*. "50 

(62) conv., $1,110*. ’49 (61) 4-dr., $460*; 

(60) Special 4-dr., $290* (ps). "48 (62) 


4-dr., $490°. 

CHEV — °56 Two-ten (6) Delray 
coupe, $1,800*. ‘55 Two-ten (8) 4-dr., 
$1,280; Two-ten (6) 2-dr., $1,275; One- 
fifty (6) 2-dr., $1,000. '54 Two-ten 2-dr., 
$780. °53 Bel Air 4-dr., $775*; coupe, 
$660; Two-ten 2-dr., $680, $635, $520; 
4-dr., $600, $410; One-fifty 4-dr., $360. 
"52 SL Deluxe Bel Air, $535*; 2-dr., $530, 
$480; Two-ten 2-dr., $450*. 
luxe 4-dr., $400*; FL Special coupe, $270; 
SL Special 4-dr., $180. ‘49 SL Deluxe 2- 
dr., $230; 4-dr., $160; FL Deluxe 2-dr., 
$180. 

CHRYSLER—’50 Royal 4-dr., $290*; Wind- 
sor 4-dr., $220*. 

"54 Custom 4-dr., $1,050* (ps). 
’52 Fire Dome (8) 4-dr., $410° (ps). ‘51 
Custom club coupe, $390*. ‘50 Custom 
4-dr., $210*. 

DODGE—’53 Coronet Diplomat, $850*; 4- 
dr., $600; Meadowbrook 4-dr., $600*. "51 
Coronet 4-dr., $400*; Diplomat, $330*. 
‘50 Wayfarer conv., $110. 

FORD—’55 Fairlane (8) Victoria, $1,630*; 
coupe, $1,600*; Custom (8) 2-dr., $1,250, 
$1,220, $1,200; Custom (6) 2-dr., $1,- 
230; Main (6) 2-dr., $970. 54 Custom (8) 
4-dr., $900; Main (8) 2-dr., $750. °53 
Crest (8) Country sedan $1,125; Main (8) 
Ranch Wagon, $1,000, $800; 2-dr., $680*; 
Custom (8) 4-dr., $730*, $675; 2-dr., 
$760*; Main (6) 4-dr., $520; Cunstom (6) 
2-dr., $610. '52 Custom (6) 2-dr., $520; 
Main (8) 2-dr., $360. °51 Custom (8) 
2-dr., $380, $280; Deluxe (8) 2-dr., $210. 
50 Custom (8) 4-dr., $230; Custom (6) 
4-dr., $200; Deluxe (6) 2-dr., $250. '49 
Deluxe (6) 4-dr., $200; Custom (8) 2-dr., 
$120, $110. 

HUDSON—’54 Wasp 2-dr., $625. '53 Hornet 
4-dr., $725*. 

KAISER—'53 Deluxe 4-dr., $430*. 

LINCOLN—'49 Cosmopolitan 4-dr., $150*. 

MERCURY—’'55 Montclair coupe, $1,950* 
(ps); Monterey 4-dr., $1,700*.-'54 Mon- 
terey coupe, $1,280, $1,250*; Custom 2- 
dr., $1,080. ’51 4-dr., $370; club coupe, 

. 50 club —_ 2 station wag- 
™ 40. 

Rambler 4-dr., $1,990. °53 

-, $650, $500. °50 Ambas- 


sador 2-dr., $110. 

OLDSMOBILE— (88) Holiday coupe, 
$2,450* (ps); 4-dr., $2,450*. °55 (88) 
Super Holiday $2,005* (ps). °53 (88) 
Super coupe, $1,150*; 2-dr., $950*. 51 
(98) 4-dr., $430°, $420*; (88) 2-dr., 
$335*. ’50 (88) 4-dr., $190*. 

PACKARD — °51 (200) 4-dr., $130*. °49 
Clipper 4-dr., $120. 

PLYMOUTH—’56 Plaza (8) 2-dr., $1,850*. 
"55 Belvedere (8) 4-dr., $1,370*. ’54 Bel- 
vedere coupe, $1,175* (ps); 4-dr., $550; 
Plaza 4-dr., $790, $710, $700; 2-dr., $530. 


‘Sept. Oct. 


$943* $915 


. Nev. Dec. 
* Prices of '56s added; '48s dropped. 


’53 Cranbrook conv., $840; 4-dr., $500; 
Plaza station wagon, $660. '52 Cranbrook 
club coupe, $435. °50 Special Deluxe 
coupe, $160; 4-dr., $140. 

PONTIAC—’54 Chieftain (8) Catalina, $1,- 
500*, $1,290*; 4-dr., $1,000*. '53 Chief- 
tain (8) 2-dr., $870; 4-dr., $800*. °'52 
Chieftain (8) Catalina, $630; 2-dr., $580*. 
"51 Silver Streak (8) 4-dr., $410*; 2-dr., 
$300. '50 Silver Streak (8) 4-dr., $150*. 

STUDEBAKER—’53 Champion 4-dr., $425. 
‘52 Champion coupe, $300*. 

WILLYS—’53 station wagon, $540, $480; 
2-dr., $285. '51 Jeepster, $300. 

MISCELLANEOUS — ’'55 Chevrolet %-ton 


COLORADO 


COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 
DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: 


Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 
Wire Colorado Auto Auction FAX 
Denver, Colo. 


the First National Bank of Englewood. 


DENVER AUTO AUCTION 
(Denver's Oldest Auto Auction) 
4595 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 


ILLINOIS 


CHICAGO — Greater Chicago Auto 
Auction, 7750 S. Cicero (Thursday 
12 Noon). 


MICHIGAN 


Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 
Exclusively for Dealers 


Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 
M, D. McCollum, Mgr. Phone Cedar 9-4492 


GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half Bm west of Grandville, 
ich, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "'Bili'’ Nagy 
“Michigan's Best" 


$873 $874 


pickup, $930. '52 Henry J 2-dr., $120. '50 
Ford 1%-ton rack, $410. 


PORTLAND, ORE. 


(Portland Auto Auction. Sale every Tues- 

day. Prices are for sale of May 22.) 

(Market highest in the nation. Sold 171 
cars out of 274 offerings.) 

BUICK—’56 RM coupe, $3,005* (ps). ’55 
Super coupe, $2,015* (ps); Century Rivi- 
era, $2,300* (ps). "54 Special 4-dr., $1,- 
305*. °53 Super 4-dr., $1,085* (ps); 
coupe, $1,060*, $1,050° (ps), $1,045*; 
Special 4-dr., $985*. °52 Super 4-dr., 


| $700*, $660. °51 Super coupe, 
4-dr., $540*, $520*, $450°, $420°. ‘50 
Special 4-dr., $350*; 2-dr., $290; RM 
2-dr., $335*. °49 RM 4-dr., $255*. 

CADILLAC—’54 Eldorado conv., $3,535* 
(ps); (62) comv., $2,925* (ps). "51 (62) 
coupe de Ville, $1,290*; 4-dr., $1,050*. 
"50 (62) coupe, $1,180*. 

CHEVROLET—’55 Bel Air (8) coupe, $1,- 
820°, $1,800*, $1,640; Two-ten (8) 2-dr., 
$1,475*, $1,400; Two-ten (6) 2-dr., $1,- 
445. '54 Bel Air coupe, $1,350*; Two-ten 
4-dr., $1,005, $975; 2-dr., $970. °53 Bel 
Air coupe, $1,130*; 4-dr., $1,010* (ps); 
Two-ten 4-dr., $815; 2-dr., $860. '51 SL 
Deluxe 4-dr., $560; 2-dr., $385. ‘49 SL 
Deluxe 2-dr., $225, $220; 4-dr., $150. 

CHRYSLER — '56 NY St. Regis, $3,100* 
(ps). °54 NY conv., $1,685* (ps). °50 
Windsor club coupe, $330*. 

DeSOTO—'54 Fire Dome (8) club coupe, 
$1,165*. '52 Custom 4-dr., $555*. °51 Cus- 
tom club coupe, $450*; 4-dr., $340*. 50 
Custom 4-dr., $395*. 

DODGE—’'55 Custom Royal 4-dr., $1,535*. 
"53 Coronet (8) 4-dr., $710*; Meadow- 
brook 2-dr., $600*. ‘51 Coronet 4-dr., 
$370. 

FORD—'56 Fairlane (8) 4-dr., $1,900. '55 
Fairlane (8) Crown Victoria, $1,900*; 
Custom (8) 4-dr., $1,580* (ps), $1,580*. 
"54 Custom (8) Victoria, $1,460*; Cus- 
tom (8) 2-dr., $995*; 4-dr., $1,010; Main 
(8) 2-dr., $795; coupe, $675. °53 Main 
(8) Ranch Wagon, $1,140*, $1,075; Crest 
(8) Victoria, $1,120* (ps); Custom (8) 
2-dr., $875*; Main (6) sedan, $605*, 
$550. "52 Main (8) 4-dr., $535. °51 Cus- 
tom (8) Victoria, $545*; 4-dr., $350, 
$325*, $275, $245, $190*. "50 Custom (8) 
4-dr., $355*; 2-dr., 2 at $300*, $250*; 
Custom (6) 4-dr., $155. "49 Custom (8) 
2-dr., $225*; 4-dr., $215; Main (6) se- 
dan, $175. 

HUDSON—’'53 Jet 4-dr., $625*. °52 Hornet 
4-dr., $360*. 

KAISER—’'52 Manhattan 4-dr., $595*. 


$655* ; 


MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 


Conveniently located Y mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity Insured Checks 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 

Owned and Operated by 

BILL McCRACKEN and 
ROY McMANAMA 


(Dealers Only) 
Operating Since 1946 


NEW YORK 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because ail titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 


LAFAYETTE—Syracuse Auto Auction, 
Center of. Empire State, Fidelity 
Insured Checks and Titles (Wed.). 


AUTOMOTIVE NEWS 
WANT ADS 
BRING RESULTS 


Phone Dunkirk 3-0150 


NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Albany 5, N. Y. 
Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 


OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 


CLEVELAND—Cleveland Auto Auc- 
tion, 4305 Euclid Ave. (rear), Tel. 
EN. 1-2100 (Every Tues. 1 p.m.). 


PENNSYLVANIA 


MANHEIM AUTO AUCTION, INC. 
. Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 


TENNESSEE 


JOHNSON AUTO AUCTIONS 
HUNTSVILLE, ALABAMA Every Friday 
NO SALE—NO FEE 
FREE PLANE TICKETS for BUYERS 


(Buy 3 cars or more and we pay plane fare 
from your home town to Huntsville, Alabama) 
Insured Checks and Titles 


Lawrenceburg, Tenn. Every Tuesday 


a, 


MERCURY—’55 Monterey coupe, $2,155 
$2,100* (ps); Montclair sedan, $2,979: 
Custom 4-dr., $1,825. '53 Monterey 4~dr,; 
$1,200* (ps). °51 Monterey coupe, $6i9s. 
Custom 2-dr., $620*; 4-dr., 2 at $4aqr 
49 4-dr., $205. 7 

NASH—’54 Rambler station wagon, $1,275, 
’53 Ambassador Hardtop, $940*; 
man 4-dr., $860°. "51 Statesman 4-¢ 


$290*, $130. 
OLDSMOBILE — '56 (88) Super Holiday, 
$2,695* (ps). ‘55 (98) 4-dr., $2,415 
(ps); (88) Super coupe, $2,275° (pg). 
Deluxe sedan, $2,020. 54 (98) : 
$1,980* (ps). '53 (98) 4-dr., $1,375* (pg) 
$1,070*; (88) Super sedan, $1,135* (ps), 


Model Breakdown 
Of Auction Averages 
May, — 


1956 
$2,240 
1,603 
1,100 
157 
508 
349 
246 
183 


— 


$ 873 


Apr., 

1956 
$2,256 
1,620 
1,115 
757 
499 
329 
241 
177 


Model 


Average $ 852 $ 874 


$1,100*. "51 (88) Super club coupe, §$700*, 
$520*. °50 (88) 2-dr., $380*; 4-dr., 2 at 
$350*; (98) sedan, $335. °49 (98) conv., 
$170*. 


PACKARD—’52 (300) 4-dr., $795*, $525*, 
"49 4-dr., $130*. 

PLYMOUTH—’55 Savoy (8) 2-dr., $1,320, 
"53 Cranbrook 4-dr., 2 at $600, $565; 
Cambridge sedan, $590. ‘52 Cambridge 
club coupe, $425; Suburban, $780. ‘51 
club coupe, $365; 4-dr., $300. ‘50 club 
coupe, $290, $260. 


PONTIAC—'56 Star Chief (8) 4-dr.. $2. 
375°. °55 Star Chief (8) conv., $2,155* 
(ps); coupe, $2,060*; Chieftain (8) 4-dr., 
$1,100. °53 Chieftain (8) Catalina, $1,. 
090°, $920*; 4-dr., $750. °51 Silver Streak 
(8) Catalina, $660*; 4-dr., $435. ‘50 
Silver Streak (8) Catalina, $500°; 4-dr., 
$200* 


STUDEBAKER—’'55 Commander 2-dr., $1,- 
380°. "53 Commander coupe, $1,010*, ’51 
Champion 4-dr., $175*. 

WILLYS—’50 station wagon, $450*. 

MISCELLANEOUS — '55 Chevrolet %-ton 
pickup, $1,200. ‘53 Chevrolet %-ton pick. 
up, $770, $620. "52 Dodge %-ton pickup, 
$560; Ford %-ton pickup, $650. ‘49 Ford 
%-ton pickup, $385. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 

day. Prices are for sale of May 21.) 
(Very active market. Sold 250 cars out 
of 300 Offerings.) 

BUICK—'56 RM Riviera, $2,965* (ps); 
Super Riviera, $2,850° (ps); Special Ri 
viera, $2,575*. °55 Century Riviera, §2,- 
140°, $2,095*, $2,040°; RM 4-dr., §$1- 
890° (ps). "54 Super Riviera, $1,500 
(ps); RM Riviera, $1,370* (ps). ‘53 Su 
per 4-dr., $890°, 2 at $865* (ps). ‘Sl 
RM 4-dr., $470*. 

CADILLAC—'56 Eldorado coupe Seville. 
$5,650° (ps); (62) coupe de Ville, $4,850° 
(ps), $4,650° (ps), $4,400* (ps); (60) 
Special sedan, $4,585* (ps). ‘55 (62) 
coupe de Ville, 2 at $3,825* (ps), $3,- 
720* (ps), $3,620* (ps); coupe, $3,650° 
(ps), $3,440* (ps), $3,405* «ps); 4-dr., 
$3,240* (ps), $3,075* (ps), £2,990*° (ps). 

CHEVROLET — ‘56 Bel Air ‘8) conv., 
$2,375*, $2,195%, $2,195° ‘ps); 4-dr., 
2,180* (ps), $2,140*, 2 at $2,100°; Two- 
ten (8) Handyman, $2,275*, $2,210°; 4 
dr., $1,850, $1,850*, $1,845; One-fifty (6) 
4-dr., $1,800, $1,785, $1,750. "55 Bel Air 
(8) station wagon, $2,100* (ps), $2,090°; 
Sport coupe, $1,870* (ps), $1,670, $1,650; 
Two-ten (8) Handyman, $1,625, $1,550. 
’54 Corvette conv., $1,600*; Two-ten 4 
dr., $975*, $945*. °53 Bel Air Sport coupe, 
$980. "52 SL Deluxe 2-dr., $320. '51 SL 
Deluxe Bel Air, $450. 

CHRYSLER—’56 Windsor Nassau, $2,680°. 
’55 NY 4-dr., $2,105° (ps); Windsor 4- 
dr., $1,970* (ps). ’53 Imperial 4-dr., $1,- 
150° (ps); NY 4-dr., $1,020~-; conv., 
$835* (ps). 

DeSOTO—’55 Fire Dome (8) 4-dr., 2 at 
$1,775*, $1,750*, $1,605° (ps). ‘54 Fire 
Dome (8) station wagon, $1,825* (ps). 
"50 club coupe, $250*. 

DODGE — ‘55 Coronet Hardtop, $1,495" 
(ps). °54 Royal (8) 2-dr., $1,040°. 'S 
Coronet (8) 2-dr., $580*. 

FORD—’56 Thunderbird, $3,220* (ps), $3, 
115*; Fairlane (8) Victoria, $2,570*, $2,- 
195* (ps), $2,120*; conv., $2,300* (ps), 
$2,150*; Custom Main (8) Ranch Wagon, 
$2,080*; 2-dr., $1,635. °55 Fairlane (8) 
Crown Victoria, $1,890*; conv., $1,645*; 
Main (8) Ranch Wagon, $1,600*, $1,560, 
$1,560*, $1,550; Custom (8) 4-dr., $1- 
400, $1,345*, $1,045. °54 Crest (8) conv., 
$1,200*. 

HUDSON—’52 Hornet (6) 4-dr., $590°. 4 

LINCOLN — ’56 Premiere coupe, $3,630 
(ps). °52 Capri coupe, $1,090*. 

MERCURY—’56 Montclair Hardtop, $2,985 
(ps). ‘55 Montclair station wagon, 
275*; coupe, $1,895*; Monterey 4-dr., 2 
at $1,730* (ps). ’54 Monterey Hardtop, 
$1,400, $1,360°. '53 Monterey coupe, $1,- 
085; Custom 2-dr., $885, $845*. : 

NASH—’56 Rambler 4-dr., $2,160*. "54 
Statesman 4-dr., $990*. °’51 Rambler 
conv., $205. 

OLDSMOBILE — '56 (88) Super Holiday, 
$3,020* (ps). '55 (98) Holiday, $2,490° 
(ps), $2,330* (ps); 4-dr., 3 at $2,125 
(ps); (88) Super 4-dr., $1,940* (ps), $1,- 
885*, $1,865* (ps); Deluxe Holiday, 2 at 
$2,295* (ps). ’54 (88) Holiday, $1,705* 

. "52 (98) 4-dr., $865*; (88) Super 
4-dr., $745*. = 

PACKARD—’55 Panama Hardtop, $1,795*- 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1- 
630*; coupe, $1,565*; Plaza Suburban, 
$1,625; Savoy club coupe, $1,225. ‘5? 
Cranbrook conv., $590; 4-dr., $470. "St 
Cranbrook Belvedere, $380. 

PONTIAC — ’56 Star Chief (8) Catalina 
$2,550* (ps); Chieftain (8) Cataina, $2,- 
400*, $2,350°, $2,195*. °55 Star Chief (8) 
Catalina, $2,090* (ps), $1,925*; Chieftain 
(8) Catalina, $2,010* (ps). '54 Chieftall 
(8) 4-dr., $900*. 

STUDEBAKER—’55 President Hardtop, $1 
550*. ’53 Champion 4-dr., $475. 

WILLYS—’56 station wagon, $2,120; Jeep 
$1,520, °55 station wagon, $1,500. $1,290. 

MISCELLANEOUS—’56 International * 
tor pickup $90C, °54 Englisn Fere. S€% 

‘Continued con Page €1. Ceci. 1 
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Windsor 4-dr., $255. "48 Town & Coun- Deluxe 4-dr., $130. ; r., $1,135, '54 Bel Air 4-dr., $910; 2- 
try conv., $335, PONTIAC—'55 Star Chief (8) Catalina,| -, $910; Two-ten 2-dr., $900*, $775; 
. * DeSOTO—'55 Fireflite (S) 4-dr., $2,350* $2,000*; Chieftain (8) Catalina, $1,645*; 4-dr., $750°. 53 Bel Air club coupe, S765; 
oe ar uction rices (ps). ’52 Fire Dome (8) 4-dr., $445 | 4-dr., $1,565*, $1,470, $1,400. '54 Star| COMV., $755; Two-ten 4-dr., $705", $655, 
(ps). °51 Custom 4-dr., $250. '50 Cus- Chief (8) Catalina, $1,390* (ps); 4-dr., $595; 2-dr., $645, 2 at $625, 2 at $605. 
| tom 4-dr., $250. $1,200*. °53 Chieftain (8) Catalina, $880; one’, 0198. 9088 " 3418, ‘a an 
H -dr. g 5 “ 
: FORD—'56 Thunderbird, $3,200*; Fair-| 4-41., $750*, $640. Deluxe 4-dr., $325", $275: 2-dr.. $275; 
man 4a lane (8) conv., §2,100*; Victoria, $2,- | STUDEBAKER—'55 Champion 4-dr., $1,-| Fr Deluna deco S2le 80 SL, Dena 
” (Contiued from Page 60) 225*; 4-dr., $2,030*, $1,960* (ps), $1,- 170. °54 Commander 4-dr., $800*. ’53 4-dr. $255° $125* '49 SL Deluxe 4- 
3 i | 660%; Custom (8) 2-dr., $1,560. '55 Champion 4-dr., $535*, $485. '51 Com- ir $120, ; 
e Holiday, ‘53 GMC %-ton pickup, $520*, '49 GMC (8) Catalina, $400*; 4-dr., $350; 2-dr., | Thunderbird, $2,675*, $2,655*%; Fairlane mander 4-dr., $225*, $195, $150*. °50 CHRYSLER- 50 Windsor 4-dr., $205*. 
rs a %-ton pickup, $400. onndan ‘53 4-dr.. $295 $1,460. $1 455° (pa)? $1,415"; Custom WILLYS~'56 Jeep 31.185 DeSOTO—'S6 Fire Dome (8) 4-dr., §2,- 
——_— = “GF., 9290. rae ae ’ , , ; ¥ ae a 365* (ps). '55 Fire Dome (8) 2-dr., $1,- 
‘375° CHICAGO | (8) 2-dr., $1,335, $1,265*. '54 Crest (8) | 930*. "50 Custom 4-dr. “s190° oe 
135 , | Victoria, $1,410*. | DODGE—’ lowbrook 4-dr.. $330. ’52 
135° (ps), | (arena Auto Auction, Sale every Tues- DYER, IND. | DODGE—'55 Royal 4-dr., $1,585* (ps). | FLINT | "\waptarer Sar. gate", °BA Corenet 4dr. 
————__ fiay. Prices are for sale of May 22.) (Dyer Auto Auction, Sale every Friday. | ’53 Coronet Diplomat, $735*. °50 Coro- (Flint Auto Auction, Inc. Sale every $160*. : : : 
(Sold 313 cars out of 465 offerings.) i F ‘ | net 4-dr., $140. Wednesday. Prices are for sale of May 23.) | rorp—'56 Cc t jan, $2,215* 2,- 
wih os shee +6, SU Gehl ae, ce et ae | HUDSON—'54 Wasp 4-dr., $600. '53 Hor-| (Prices were still running true to form. | “Ole. geirione ts) Victoria, $2,025". °S5 
125° “(ps); Special 2-dr., $2,375*. '55 “aan Seld 233 cars out of | net 4-dr., $470*. '52 Hornet 4-dr., $540*. | Sharp and clean autos scarce and bring- Fairlane (8) Crown Victoria, $1,650*: 
ee Ss); * ** * . | , . . ° ’ ’ 
- € * ) 2,150* ( : < ° | KAISER 53 Special 4-dr., $465°*. ing the high dollar. Sold 150 cars out Victori 1,630* $1,440*; Custom (8) 
ages ao 3 Or One tne); edtury 2dr. $1,| BUICK—'S6 Special Riviera, $2,275*, ‘55 | LINCOLN—'53 Capri 4-dr., $1,145 (ps). | of 201 offerings.) can nh one 92'Gen, 08 108 Shae: ae 
M gos", (ps), $1,875* (ps); Special 4-dr.,| Super Riviera, $1,965* (ps); Special | _°51 Cosmopolitan conv., §475°. BUICK—’55 Super Riviera $1,890*; conv.,/ <dr., $1,225, $1,120*. °54 Crest (8) Vic- 
196° | 2ys00", -ar., $1,600°. "54 Special Ri.| COnV., $1,935; '4-dr., $1,800*; RM 4-dr., | MERCURY—'55 Montclair coupe, $2,185*| $2,165* (ps); Century Riviera, $2,050*,| ‘toria, $1,135*, $790"; conv., $625; Cus- 
core 's1,705*; Century conv., $1,675* $1,875* (ps). '54 Century Riviera, $1,- (ps), $2,090* (ps); Monterey 4-dr., $1,- $1,950°, $1,885°; Special Riviera, $2,150° tom (8) 2-dr., $845*; 4-dr., $675, $675*, 
$2,240 aay.” = ; P 640°; Special 4-dr., $1,375*, $1,345*. '53 715*; coupe, $1,695. "54 Monterey coupe, (ps); 2-dr., $1,785*, $1,640*, $1,500; 4-| gse6eo* $640*, $605 (ps). 52 Crest (8) 
1,603 (ps = je Vill 3 Special 4-dr., $935*, $840; Super 4-dr., 2 $1,400*, $1,345* (ps), $1,210*. °51 4-dr., dr., $1,650. °54 Super Riviera, $1,510* Victoria $595°*: Custom (8) 2-dr., $465; 
Ll CADILLAC—'55 (62) coupe oe so at $925°. | $405*, $400%, $385, 2 at $315, $290. '49| (ps); RM 4-dr., $1,385* (ps); Special} ciyb coupe, $345. '51 Custom (8) Vic- 
AO J 525° (ps), $3,385° (ps); 4-dr., $3.495° | CapILLAC—'56 (60) Special 4-dr., $4,- | 2-dr.,’ $145°. Riviera, $1,400°, $1,385°; 2-dr., $1,250.| toria. $295; 2dr, $270°. "50 Custom (8) 
151 (ps). '54 ae eat over Vine. $1 900° 600* (ps); (62) coupe de Ville, $4,500* | NASH—'55 Rambler Country club, $1,275;| °53 Skylark conv., $1,040* (ps); Special| 9 ar’ §270*. $165*: Custom (6) 2-dr., 
gag FY $2.575° (ps). ‘53 coupe de ve (ps). "55 (62) coupe, $3,350* (ps); 4-dr.,| 4-dr., $1,220*, ’52 Rambler Country club,| Riviera, $975*, $950°; 4-dr., $720*, $690. | $199. : 
(ps) $3,255* (ps). '54 (62) coupe de Ville, $3,- $310. ‘51 Ambassador 4-dr., $160°*; '52 Super Riviera, $510*; Special 4-dr., | ;aISER—'53 2-d 170, °51 4-dr., $140. 
a CHEVROLET—’56 Bel Air (8) 2a’ = 210* (ps). ’51 (62) 4-dr., $1,000*, s025*. | Statesman 2-dr., $155. $455. °51 RM 2-dr., $430; Super Riviera, | weROCURY—’51 Dien ‘2-dr $260 
* (ps), $1,930; Two-ten (6) 2-dr., $1,-| CHEVROLET—’'56 Bel Air (8) 4-dr., $2,- | OLDSMOBILE—'56 (88) Super Holiday, 365°; Special 4-dr., $370*, $275*, $245. 3H’ maw 4« $: : 
183 20. ‘30 Bel Air (8) Handyman, $2,050*; | 150°, $2,025, $1,765"; Bel Air (6) Hard. | $3,200" (pe); 4-dr., $2,605". (ps); (98) "50, Super Riviera,’ $325; '4-dr., '$265°, pA er yr rae yg yO 
Sport coupe, $1,795*; conv., $1,600; 4-dr., top, $2,015*. ’'55 Bel Air (8) conv., $1,- | conv., $3,250* (ps). '55 (88) Super 4-dr., $155*; Special 2-dr., $160°*. (88) Holiday, $1,950*, °54 (88) 4-dr., 
— $1,555*; Bel Air (6) conv., $1,750°%; 4- 690*; Sport coupe, $1,655*; 4-dr., $1,- $2,090* (ps); Deluxe coupe, $2,165* (ps), | CADILLAC—’55 (62) coupe, $3,400* (ps). $1,565* (ps), $1.520. °51 (88) 2-dr., 
$ 873 dr., $1,515*, $1,500, $1,405*; Two-ten (6)| 505* (ps), 2 at $1,465*, $1,325*; eT $1,800*; 2-dr., $1,740*, $1,630; (98) "52 (62) 4-dr., $1,150*%. '51 (62) 4-dr., $450*:; 4-dr., $240, '50 (88) 2-dr., $180 
Sport coupe, $1,605*; Two-ten (8) 4-dr., ten (8) 4-dr., $1,305; Two-ten (6) 2- coupe, $1,890* (ps). '54 (88) 4-dr., $1,- $805*. ‘50 (62) 4-dr., $750*; club coupe, $145. : : 7 - 
$1,435*, $1,385*; Delray, $1,410°*. dr., $1,175, $1,160. ’54 Bel Air conv., $1,-| 425°. $700*. '49 (62) club coupe, $355*; (75) | pPACKARD—'53 Clipper 4-dr., $615*. 
ipe, $700°, |CHRYSLER—'55 NY 4-dr., §2,000* (ps). 135; 2-dr., $1,080°; Two-ten 2-dr., 2 at PACKARD—'55 Panama coupe, $1,840* 4-dr., $155*. ; PLYMOUTH—’53 Belvedere 4-dr., $540*. 
-dr., 2at | ‘54 NY 4-dr., $1,150*; wae <<. coast eo on ha omnes On mm RL tee eu.000 aa ab Ba An tee toon ry 52 Cranbrook 4-dr., $245, °51 Cambridge 
98) conv., 1,140*. "53 Windsor 4-dr., * $825. , . , , . ahs +2 aza -ar., ’ . ws. & , 2 Savoy, $465. 
os Town & Country, $575°*. Deluxe Bel Air, $685*; SL Special 2-| ‘54 Belvedere 4-dr., $965 (ps); Savoy 750°; club coupe, 2 at $1,610*; 4-dr., . mired § s ‘hieftai 8) Catal S1 
5*. s505¢ IpesoTO—'53 Fire Dome (8) 4-dr., $935°| 4F.. $460. | 4-dr., $880. ’53 Cambridge 2-dr., $545.| $1,425°, $1,390; Two-ten (8) 4-dr., §1,- | PONTIAC—'55 Chieftain (8) Catalina, $1,- 
O°, $525°. Pie), ete" $595* «ps? ree CHRYSLER—’53 NY 4-dr., $865*. °51/ ‘51 Cranbrook 4-dr., $310, $160. '49| 335; 2-dr., 2 at $1,115; Two-ten (6) 2- | (Continued on Page 62, Col. 3) 
r., $1,320. IpODGE—'55 Coronet (8) station wagon, 
500 5°. 'S t (8) 2-dr., $1,090° 
Camateta iy Getenet «6) 4-@r., '$800°. ‘as Coro- 
$780. ‘51 net 4-dr., $625*, $550*. '52 Coronet club 
"50 club | coupe, $495*. 51 Coronet Diplomat, $370°. 
FORD 56 Thunderbird, $3,225* (ps); | 
i-dr.. §2,. Fairlane (8) Victoria, $2,125* (ps), $2,-| 
$2,155" | 120°. ‘55 Thunderbird, $2,550; Fairlane) 
(8) 4-dr., «8) Victoria, $1,795*, $1,705*; conv., $1,-/| 
lina, $1,-. 665*; Custom (8S) 4-dr., $1,240*; 2-dr., | 
ver Streak $1.175; Custom .6) 2-dr $1,160; Main | 
$435. "50 | (6) 2-dr., $1,110; Main (8) 2-dr., $1,090. | 
0*; 4-dr., "54 Crest (8) Victoria, $1,340, $1,325*; | 
$1,110*. 


2-dr., $1,- luepSON—'55 Hornet 4-dr., $1,450*; Ram- | 

. bier station wagon, $1,405 

th KAISER—'53 4-dr., $450* 

let %-ton [LINCOLN—’'53 Capri coupe, $1,270*. 

-ton pick- IyERCURY—'56 Monterey coupe, $2,200*; 

nm pickup, Custom 2-<ir., $1,759. '55 Montclair coupe, 

49 Ford | 59.025 (ps), $2.010*, $1,795*; Custom 

2-dr., $1,520*; Monterey coupe, $1,455*. 
‘54 Custom Sport coupe $1,250°; 2-dr., 

O. $1,095, $845. 

NASH—'56 Rambler station wagon, §$1,/| 


very Mon- 925*. "55 Rambler station wagon, $1,120. | 


at eat | 34 Rambler club coupe, $860; 4-dr., $795; | 
2-dr., $530. ‘53 Statesman club coupe, 
5* (ps): $995*; 2-dr., $550. ‘52 Rambler station 


cial Ri. wagon, $405; Statesman 4-dr., $305. 
Nera, §2, JOLDSMOBILE—'56 (98) Holiday, $3,025¢ 
. (ps); (88) 4-dr., $2,550° (ps), $2,525* 


= = (ps). "55 (98) Holiday, $2,390* (ps); (88) 
; 53 Su- Holiday, $2,190* (ps), $2,050*; 4-dr., $2,- 
(ps). ‘Sl 000* (ps), $1,995*° (ps), $1,985* (ps); 2- 

. dr., $1,675*. '54 (98) 4-dr., $2,000* (ps), 
» Seville $1,710* (ps), $1,705*° (ps), $1,700* (ps); 


conv., $1,645* (ps). 
-, ae PACKARD —'55 Clipper 2-dr., $1,925* (ps). 
55 (62) ‘53 Mayfair coupe, $895*. 
(ps), $3,- PLYMOUTH — ‘56 Belevedere (8) Sport 
: $3,650" coupe, $2,250*, $2,225* (ps). ‘55 Beleve- 
“/ : dere (8) conv., $1,585; 4-dr., $1,495*, 


- R l 7 I 
3); 4-dr. 
ae * $1,490; Savoy (8) 2-dr., $1,310* (ps), t 
oe ps). | $1,240, $1,200.'54 Belvedere 4-dr., $1,- OY a rl On... 
cs an 035*. '53 Cranbrook Belvedere, $650, $540; 


0*: Two- oe: $600; Cambridge 2-dr., $475, $360. e e 
; Two IpoNTIAC—'56 Chieftain (8) Catalina, $2,- b ilt b 

eee 315*. °55 Star Chief (8) 2-dr., $1,655*° u usimess 

; Ba air | (PS); Chieftain (8) 4-dr., $1,440*; 2-dr., 


$2,090°; $1,200. '54 Star Chief (8) Catalina, $1,- 
0 $1 650: 410°; conv., $1,365*; Chieftain (8) 4-dr., 


99 
$1,255° fi 
», $1,550. | epDEBAKER—'53 Champion 2-dr., $610*; or us 


ae Commander 4-dr., $420. 
» |WILLYS—'53 Aero 2-dr., $330, $295. 


D. "51 SL 
Ed Grubbe, service manager 
, $2,680°. JENISON, MICH. S.L. Savidge, Inc., Dodge-Plymouth distributor 
en (Grand Rapids Auctions, Inc. Sale every Seattle, Washington 
, cme Tuesday. Prices are for sale of May 22.) 


(Sold 94 cars out of 130 offerings.) 
ir. 2 at BUICK—'55 Century station wagon, $1,- 
‘54 Fire 865°. "54 RM Riviera, $1,626* (ps); 
25° (ps) Super Riviera, $1,465* ‘ps); Special 4- 
7 dr., $1,395*. °53 Super Riviera, $870, 
$1,495" $860°. ‘52 Super Riviera, $555*. ‘51 
040°. "53 Super Riviera, $455*; Special 4-dr., 
: $295*. ‘50 Special Riviera,’ $270*, $195. 
(ps), $3 & CADILLAC—’55 (62) club coupe, $3,450* 
570°, $2.- Babs). 53 (62) 4-dr., $1,235. 
00° " (ps), CHEVKOLET—'56 Two-ten (8) 2-dr., §1,- 
h Wagon, 665°. '55 Bel Air (8) club coupe, $1,- 
rlane (8) 475*; Two-ten (6) sedan, $1,300*; Two- 
$1,645°; ten (8) 4-dr., $1,225. '54 Bel Air conv., 
* $1,560, $1,340° (ps), $1,260*; Bel Air 4-dr., $1,- 
ar. $1,- | M0;  2-dr., $1,165. °53 Bel Air conv., 
8) conv., | $900°, -$800*; 4-dr., $790* (ps), 2 at 
$775, $745; Two-ten 2-dr., $735; 4-dr., 
$590°. $700. '52 SL Deluxe 4-dr., $515, $490. 
$3,630° CHRYSLER—'53 club coupe, $730*. 


DODGE—’'55 Royal Lancer, $1,675*. ‘54 
>, $2,985° Coronet club coupe, $750. '53 Coronet 
gon, -$2,- (8) club coupe, $610*, $605, $585, $575. 

4-dr., 2 | FORD—'56 Custom (8) 4-dr., $1,625. ’55 
Hardtop, Fairlane (8) Victoria, $1,695*; 2-dr., $1,- 
pupe, $1,- | 490°; 4-dr., $1,375*, $1,370; Custom (8) 
: 2-dr., $1,400*, $1,320*; Main (8) Ranch 
160°. “54 | Wagon, $1,410*, $1,370. °54 Custom (8) 
Rambler Station wagon, $1,275; 4-dr., $860; Crest 

(8) conv., $1,105*; Victoria, $1,010. 
Holiday, ‘33 Crest (8) Victoria, $995*; Main (8) 








ean Ranch Wagon, $875; {Custom (8), sedan, “Royal Triton 10-30 Motor Oil has solved many of our serv- Naturally, this procedure has done much to build customer 
iy, 2 Mitora ¥ seeem SEP. Ces Custom 0) ice problems and thereby built business for us in Seattle. confidence in our service department: 

, , «-ar. * ee . > > . . . . 
38) Super BuDSON a8 Hornet sedan, $205. 5. Seattle is a town that’s hard on Cars. It’s hilly, traffic is Like Ed Grubbe, sevice managers all over the country 
1,705". 1s). » &, slow and the average owner drives maybe 6,000 miles or report the same thing. It’s good business to stock and recom- 
eto iio cans olen eaguedig 20h igs Gekisths copies SORA pie lols. Cthand OD. ten or Oe 
~ Se cats toss eee "ear. $2280", a as ons ees , like Roy "Tie nn fa r ies donk Union Oil re deaeataninte toda: 
SOME es ee, Se Sere. sn cias Slead dade Glde'ta 3.500 addin a oe : : : . 
Chiet | $800°. "52° (98) adr. $890", $625; (88) in case after case with the 2,500 cars we service each month, 


ee Far., $565. 49 (76) 2-dr., $140°. we find that Royal Triton 10-30 eliminates sticking valve UNION OIL COM PANY 


PLYMOUTH—'55 Belvedere (8) club coupe, 






atop, $f $2515°. '53 Cambridge 4-dr., $500. '52 lifters, prevents lacquering and sludge to a much greater OF CALIFORNIA 
» Cranbrook Belvedere, $515. '51 Cranbrook ‘ 
20: Se neeivecere, $500. extent than other motor oils. 
) 81,290. NT S—55 Star Chief (8) Catalina, a . ° . : Uni i . : e : 
sal te $1835*; Chieftain (8) 4-dr., §1,600°. Following the 1,000 mile break-in period we usually put kas Angatte: Union Olt Bly, » Mow Verh: 45 Rechelelter Mone * Chieane 





sesh «4 Star Chief (8) sedan, $1,325; Chief- 1612 Bankers Bldg. * Philadelphia: Eastwick Ave. & Edgewood St. 


tai ee . b e 2 ¥ ° * . * 
i. an ao — tae: Sou in Royal Triton 10-30. And after the customer sees what Dailas: 313 Fidelity Union Life Bldg. « Kansas City, Mo.: 612 W. 47th St. 


$1.00"; 4-dr., $825*, "51 Silver Streak this oil can do he’s sold on Royal Triton and on us as well. New. Orleans : 644 National Bank of Commerce Bldg. 


re 


1 
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TO MEET AN URGENT NEED... 


AN ENTIRELY NEW TYPE 





— 


$2,175"; 2-dr., $1,975*; Two-ten (8) 4 
dr., $2,105*; station wagon, $2, 085*, 
2-dr., $1,615*. '55 Bel Air (8) § 

coupe, $1,685*; 4-dr., $1,665", $1,535, 
$1,200; 2-dr., $1,200; Two-ten (S) 2-q, 

$1,315, $1,235; 4-dr., $1,345, $1,235" 
Two-ten (6) 2-dr., $1,150; ‘Town sedan, 
$1,045. '54 Bel Air Sport coupe, $1, 210%, 
$1,200; 4-dr., $1,115", $1,105*; 2.qr’ 
$1.095*, $1,050; Two-ten station wagon, 
$1,170; Delray coupe, $1,140; 2-dr., 2 at 
$920, $805*. "53 Bel Air 4-dr., $890; Two, 
ten station wagon, $885, $850 4-dr. 
720; 2-dr., $675. ‘52 SL Deluxe 4-¢," 
$595*; club coupe, $565", $360; 2dr’ 
$395. ‘51 SL Deluxe Bel Air, $485*:; 4. 
dr., $450*; conv., $395*; 2-dr.. $375, 
$355, $150*; club coupe, $285. ‘50 gs, 
Deluxe 2-dr., $310*, $215; 4-dr., $295* 


CHRYSLER—’'56 Windsor coupe, §2 450° 


0 F T e UC ¥ GR ' L L E G U AR D (Continued from Page 61) 


1 
670*; 4-dr., $1,430; 2-dr., $1,335, $1,-CADILLAC—'56 (62) conv., $4,750* (ps). 
ett ta te ad hanne!l vp- | 300, '54 Star Chief (8S) 4-dr., $1,075*.| ‘55 (62) 2-dr., S3.075* tps). ’54 (62) 2- 
h sdequate ’53 Chieftain (8) 4-dr., $680*, $615,/ dr., 32,685* (ps). 
th hides Pree Pe $580*, °52 Chieftain (8) 4-dr., $420*. | CHEVROLET—'56 Bel Air (8) 4-dr., $2,- | 
it eorance for crowe b '51 Silver Streak (S) 2-dr., $300*, $295.| 205*; 2-cir., $2,080*; Bel Air (6) 4-dr., 
'50 Silver Streak (S) club coupe, $285; $1,925*; Two-ten (8) station wagon, S82.- 
4-dr., $225; 2-dr., $100. 180, '55 Two-ten (6) station wagon, §1,- 
PT steel! WILLYS—’53 Aero Ace 2-<dr., S280. '52 600; Handyman, $1,430; 4-dr., $525; One- 
naa Eagle 4-dr., $125*. | fifty (6) 4-dr., $940. '54 One- fifty sta- 
Se channels designec MISCELLANEOUS—'52 Chevrolet ‘-ton tion wagon, $1,170, $1,060. '53 Two-ten | 159 W 7 ime . 
amlined ap- pickup, $405, '50 Chevrolet %-ton panel,| station wagon, $1,035; Bel Air Sport ee a conv., $700 Sara- 
$120. coupe, $915. 51 SL Deluxe Sport coupe, Oga 4-dr., F425 
etal $545. 49 SL Deluxe 2-dr., $155. | DeSOTO—'55 Fire Dome (S) 4-dr., $1,795 
- : CHRYSLER—’'52 NY 4-dr., $480*. } (ps), $1,700*. ‘51 conv., $465*. '50 4-dr, 
m4 ST. LOUIS DeSOTO—'55 Fireflite (8) 4-dr., $1,785*, $255. 
rrr ee ts sl ar (St. Louis Auto Auction. Sales every *51 Sport coupe, $355*. DODGE—'54 Royal (8) coupe, $1,100*. °53 
all ae Prrr me 7 Tuesday and Friday. Prices are for sales | DODGE—’'56 Coronet (8) club coupe, §2,- 2-dr., $395; 4-dr., $360. '52 station wag. 
two holes ge meee |of May 15-18.) | 190%. '51 Coronet (6) 4-dr., $275. on, S7S0*; club coupe, $355*. 
olts in @0 oa (Market very good on clean cars. FORD—'56 Country sedan, $2,400* (ps),| FORD — ‘56 i . 
es Prices about even, Sold 291 out of 383 $2,375* (ps); Fairlane (8) Crown Vic- ora mation wagen, G&a06"" (pe ‘Pain 
rr _ Depth of channel uprig | offerings.) toria, $2,365*; Main (8) Ranch Wagon, lane (S) conv., $2,175*, $1,855*, $1,815¢ 
des exceptional strength | BUICK—"56 Century Riviera, $2,685* (ps); | $2,400* (ps). ’55 Country sedan, $1,750": (ps); Victoria, $2,105" (ps); 4-dr.,’ $1 
phate 2-cr., $2,415*. '55 Century Riviera, $1,- Fairlane (8) Victoria, $1,740*; 2-dr., 990*. $1,975* ‘$1 925*: Custom (Ss ‘2-dr., 
800° (ps), $1,690; 4-cr., $1,748*. '54 $1,375; Main (8) 2-dr., $925, '54 Cus- $1,695*, $1,685*, $1,600. '55 Thunderbird 
Super Riviera, $1,500* (ps), ee alas tom (8) 4-<cir., $925*, $920*. '53 Cus- $2,.590*, $2,550*; Fairlane (X) Victoria. 
| Super conv., $1,045*; Riviera. 958*; tom (S) 2-cdr., S8620*, '52 Custom (8) $1 800* (ps); Country sedan 1,750°, 
Exclusive 4 4-dr., $775. '52 Super 4-cr., $435. | 4-dr., $630, $445. $1.705: stain (81 Ranch Wagon sions 
SUPER-STURDEE =§ CADILLAC —'56 (62) sedan de Ville, S4.- | KAISER—'5i 2-dr., $175, $1'530*; Custom (8) 4-dr., $1,370". $1. 
450° (ps). '55 (62) coupe de Ville, $3.- LINCOLN 55 Cosmopolitan 4-dr., $1,985* 350*, $1,130", $1,115*, $1,100*; 2-ar. 
ADVANTAGES | 513° (ps); coupe, $3.420° ips), 53162) | (ps). ‘51 4-dr., $190°. "49 club coupe,| $1,105. "54 Crest ' (8) ‘Victoria, "$1,275 
} conv., 93, (ps) SDS) SCF... GON’. OLeN. (ps); Custom (S) 4-dr., $1,110*, $995- 
1. Ample Clearance CHEVROLET—'56 One-fifty (6) 4-dr., $1.- | MERCURY—'56 Monterey Hardtop, $2,- 2-dr., $995*, $990*, $980*; Crea = 
| 503, ‘55 Bel Air (%) Sport coupe, S1.-/ 500* «ps'. 'S4 Monterey 4-«ir., $1,285*, Victoria, $975; Main (6) 2-dr., $805 
2. Super Strength | 760°, '54 Bel Air Hardtop, $1,253*; 2-| $1,215 Monterey 4-<r., $1,040", '50 $725, $675. '53 Crest (S) Country Squire. 
dr., SS55*; 4-dr., $850; Two-ten 2-dr., 4-cir., 25 $1,195*, $1,180*; Victoria, $905*, $s50*: 
3. Lifetime Service $705. °'53 Bel Air 2-<dr., $908; Sport OLDSMOBILE '56 (98) Holiday, $3,320° 4-dr., $795*; conv., S780; Crest (6) Vie- 
coupe, SS90; 4-dr., SSS8*, S740. ‘52 SL (ps); (Ss) ‘Super Holiday, $2.975* ‘ps), toria, $920*: Custom () 2-dr 770°; 
4. Simple, Fast Installation Deluxe 2-dr., 8545, $540, S385; Carryall $2,875* (ps). '54 (S88) Super 4-dr., $1,- 4-dr., $720*; Custom (6) 2-dr., S600. '52 
$475 : 440°. "53 (9S) 4-cr., $1,240* (tps), S$1,- Crest (S) Victoria, $510; Custom (8) 
5. Trim, Functional Appearance CHRYSLER—'55 Windsor Newport, $2,000* 175* (ps), $1,150" (ps). °50 (98) club 4-dr., $590*; 2-dr., $495. '51 Custom (8) 
(ps). "53 Windsor 4-dr., $525*, '51 Wind- coupe, $295. Victoria, $505*; conv., $445; 4-dr., $370* 
truck sor 4-<dr., S338*. . PAC KARD—'55 (400) 2-dr., $2,240* (ps). $325*; 2-dr., $370*; coupe, $165. "50 
nein ke test ek 2 [a | beSOTO—'51 club coupe, $283*. ‘48 4-dr., | PLYMOUTH—'55 Belvedere (6) 4-<dr.. $1.- Custom (NS) 4-dr., $215*, $125: 2-dr, 
’ we : om > i $143*. 195*, $1,155°*. $160; Deluxe (8) 4-dr., $150. ‘49 Custom 
ers must install for the most ; DODGE—'56 Coronet (8) 4-dr., $1,980*. | PONTIAC—'56 Star Chief (8) 4-dr.. §2.- (8) 4-dr., S200 
; ; 4 7 =: 7 -dr., $288*, $2 . §103*. 750*. °55 Chieftain (8) 4-dr., $1,590* 'DSON 52 C “i 998 
in vitally n d . : 50 4-dr., $288*, $220° D0". "55 r., $1,590*, | HUDSON—'52 Commodore (8) 4-dr., $295*, 
rote ae eeded front-end > FORD—'56 Fairlane (8) 2-<dr., $1,930° ; $1,555*. ‘54 Chieftain (8) 4-dr., $860. "49 Commodore (6) 4-dr., £150 
Pp ction. ‘ Victoria, $1,920*; Custom (8) 4-<cr., $1,- ‘52 Chieftain (S) Catalina. 8595*:; i-cir., | KAISER—'53 Manhattan 4-dr $550. °5 
i J 600. '55 Fairlane (8) Victoria, $1,475; 2- $495*. °39 2-dr $225 (Cream Puff) a a ae = » Suu) 51 
You owe it to yourself and | dr.. $1,360", $1,252, $1,128, $1,043*; Cus- | STUDEBAKER — ‘52. Command bs, bene ome eee 
A so Oly , 51,292, Sl, ° ’ ; us- |} 5 4 »} *52 ander 2-cr., . . an “ 
your Customers to get the ood cco : i, | tom (8) 4-dr., $1,200, $900, °54 Custom| $380, '49 Commander 2-dr., $110 | Sash: Guano “Sake eee. Ga 
facts on the all-new SUPER- ie (8) 2-dr., $915. "53 Crest x) conv. MISCELLANEOUS—'56 Chevrolet (S) 14- | Sooain aah oe . ie 
9 . : *. “ape -dr. S740, 475; i 2 ¢ 25. '55 C ° al b »2Ue Ou a . é ‘ 
STURDEE. They're yours ‘ene — Rosh oan iemenoes 48) a. | co + pong “teen “fn eek | $1,950* (ps): conv., $1,945°. "54 Monte. 
2 , $535. *52 s , ' » ° » 3 . $875, $825 owe aane ore 
for the asking—ask for them $405° Ford %-ton pickup, $890. '54 GMC %-| top ‘$1,190; Custom 4-ar, $1,190" 2dr, 
today. HUDSON—'53 Hornet 4-dr., 8350*, '49 2- | ton pickup, 8630. ‘52 Chevrolet ':-ton srisne "53 Montecer 4h Sean $870 
dr., $138. : ai | pickup, 2 at $465 51 Chevrolet 1, -ton (ps). '52 Sport coupe, $775 51 Sport 
MERCURY 54 Sport coupe, $1,305; 4- pickup, $440, § , $345. °49 Ford %-| = 
> 


a RAR ks 


and bumpers 


Extra-heavy 


strength and stre 


i n—no 
Simple Pert Me hh 





@ Look at the new model 
trucks and you'll find the grille 
extends up to or beyond the 
bumper—more vulnerable than 
ever, and more needful of en- 
gineered protection. 


Now examine the sketch and 
photograph to see how the all- 
new SUPER-STURDEE Grille 
Guard meets the need. It’s the 
only guard engineered to today’s 





VOLTZ BROTHER IN dr., $1,120, °52 4-dr., $330, "51 2-dr..| ton pickup, $375. sedan, 385°, $300%, $295°, $275: coupe, 
’ ° | $525*. $313. "50 4-dr., $175. $315*, $195. '49 2-dr., $170 
: ‘ASH—’S -dr., S7S8*, ‘52 4-dr., $395. . “AIC NASH—'53 Rambler Cross Country, $635* 
World’s Largest Grille Guard Manufacturers | ae ae pA ene ails F =a EBENSBURG, PA. ‘52 Statesman 2-dr., $335. ‘51 Statesman 
MOBILE’: 4-dr., $170. °50 4-dr., $160 


; i | OLDSMOBILE "55 <«(88) 4-dr., $1,900" (Ebensburg Auto Auction Co. Sale every | 
2520 Indiana Avenue, Chicago (ps), "54 (98) 4-cr., $1,575* (ps), $1.550° | Thursday. Prices are for sale of May 24. | OLDSMOBILE ‘55 (98) 4-dr., $2,065* 


(ps). "52 (98) conv., $S825*; 2-cdr., $735°*. (Market very good. Prices were firm (ps); (SS) Holiday, $2,005* ‘«ps); 4-dr., 
"51 ‘S8) 4-dr., $375*. "50 (SS) 4-dr., from start to finish and clean units 3$1.850* ‘ps? Super Holiday S2.000*: 


$240*. 49 (88) 2-dr., $148". were high. Sold 95 cars out of 112 4-dr., $1,750° (ps), "53 (8S) Holiday, 
A POSITIVE MUST PACKARD—"48 4-cr., $170. | offerings.) $1,200*; 4-dr., $1,{00° 52 (8S) Super 
PLYMOUTH—-'55 Savoy (8) conv., $1,633.|B UIC K—'56 Century Riviera, S2,560*%;| 4-4r-, $880"; 2-dr., $500*. °51 (98) 4-dr., 


Wd WEW UIT LA TRUCKS "54 Belvedere 4-dr., $1.603*, S875. '53 Special Riviera, $2,460* (ps). °51 RM $540*, $465. “49 (88) conv., $200°. — 
Savoy 4-dr., $635*; 2-dr., $618, $550.) 4-dr.. S325* ‘50 Super 4-dr., s470;| PACKARD 55 Panama Hardtop, $1,870* 

"52 Cranbrook 4-dr., $425. '51 Cranbrook Special 4-cdr., 2 at $140*, '49 Super 4- 53 4-dr., $755* (ps). "51 4-dr., $400". 
| 4-dr., $380; 2-dr., $285. dr., $110*, PLYMOUTH 56 Savoy (S) 4-dr., $1,855; 
| PONTIAC —'53 Chieftain (8) 4-dr., $725*, | CADILLAC—'56 (62) conv., S4,610* (ps). Suburban, $1,725". : 55 Belvedere (8) 4- 
$513; 2-dr., $670*. ‘52 Chieftain (8) ‘55 +62) coupe de Ville, S3.800* (ps). dr., $1,4S0* (ps); Savoy (s) club coupe, 
Catalina, $725*; 4-cdr., $480*. ‘49 Silver ‘54 (62) 4-cdr., $2.695* (ps). "49 (62) | $1,135 54 Belvedere Suburban, $1,300°*; 
Streak (8) 2-dr., $200. "48 Torpedo (8S) 4-cir., S510*, °48 (62) 4-dr., S210*. 4-dr., $S30°; Savoy club coupe, S750*; 
2-dr., $120°. CHEVROLET—'56 One-fifty (6) 2-dr., $1,-| Plaza 4-dr., S585. °53 Cranbrook Belve- 
STUDEBAKER—'54 Champion 4-<dr., S585. 620, '55 Two-ten (6) 4-dr.. § _ 53} dere, $475*; club coupe, $445: Cam- 
‘51 Champion, 4-«r., $165. Bel Air coupe S895u*; 4-cir. 95: bridge i-dr., $440 ‘51 Cranbrook i-dr., 
MINCELLANEOUS—'54 Chevrolet '-ton fifty station wagon, SXu5, "52 SL Deluxe $305; club coupe, $250; Cambridge club 
pickup, $848. "52 Dodge %-ton pickup,| 2-dr.. S430, "51 SL Deluxe 2-dr., $410*; | . COUPe, $265. '50 Deluxe club coupe, $215. 
$320. 4-dr., $400, $360, $330*; conv.. $305; SL PONTIAC 55 Chieftain (8) station wag- 


s . Qed $334 50 SL on, $1,675*. ‘53 Chieftain (S) Catalina, 
becial 2-dr.. $330. °50 SL Deluxe Bel) ojo s910°: 4-dr.. $635°. "52 Chieftain 


NEW YORK CITY Air, $330°; conv., $270; 2-dr., $220°. "49/ ‘fe, 4ar, $595*, S38U*. ‘51 Silver Streak 


FL Deluxe 4-iir., $250. 48 FM club q ane ions - on 
(Skyline Auto Auction. Sale every Tues- coupe, $165; 4-«dr., S100 — 2-aF $350 soee ; 4-ér., Sos - 
day, Prices are for sale of May 22.) CURYSLER—'S1 NY Hardtop, ss20e;| Sliver Streak (8) Catalina, 910) Sa 
(Market very strong on ‘Sis through Windsor 4-dr.. 8325. $200; a Streak (6) sedan, $230. “4 
"54s. ‘55s and "56s softened slightly this | pesOTO—'52 4-cr., $335* (ps). "51 4-dr., an ae bate hes $1.- 
week, as clean and sharp units continue $300*; club coupe, S300, '49 4-dr., $270*, | * 345°. 53 Giese aan eee Com- 
Seams Se Ge X. ¥. nova. Held SS care | $125. . . . mander 4-dr $670*, $650 ‘52 Cham- 
out of 114 offerings.) | DODGE——'49 Coronet 4-<dr., $160. Harat $305. "50 Cha ion 2-dr 
BUICK—'55 Special Riviera ost". $1.-| FORD—'55 Fairlane (8) conv., $1,750 $115 a rw SS en 
665°. "54 Century Riviera, $1,480°; Super Victoria, $1,465; 4-dr., $1.500*; Custom ao on . 9 statio 
4-dr., $1,385*, $1,125, $1.070°, "52 Super! (8) 2-dr.. $1,350°. ‘54 Crest (8) Vic- | WEE¥S — (55 Jeep, $1,115. °49 station 
4-dr., $215; RM Riviera, $715*. '49 Super toria, $1,090*. '53 Main £6) 2-dr . $600. MIRCELLANEOUS _-— -ton 
4-dr., $150°. "52 Custom (8) 4-dr., $635*. '51 Custom yickup, $1,000. '54 Chevrolet *-ton pick- 
CADILLAC—'56 (62) conv., $4,700° (ps). (8) 2-dr., $430: Crest (8) conv.. $390*: P ani $715 = ame shee : poe ‘ek 
"52 (62) 4-dr., $1,240*; conv., $1,175° 2-dr.. $440*%, S385: 4-dr., $295*. °50 up, — = 5. ‘52 Chevrolet ton pick 
. one s s . a . up, $595 Dodge -ton pickup, $515: 
(ps); 2-dr., $1,120* (ps). "51 (60) Special; Custom (8) 4-cir., S200*; 2-dr., S185; GMC ‘s-ton pickup, $395: International 
4-dr., $925°. ‘49 (60) Special 4-dr..| Deluxe (5) 2-dr., $165. '49 Custom (6)| ton pickup, $325° “51 @hevrolet 2-ton 
$530*; (61) 4-dr., $245*. 2-dr., $120, $100*; Custom (8) 2-dr., eouake — International 1-ton 
| $105. pickup, $385. °49 Ford -ton pickup, 


CHEVROLET—'56 Bel Air (6) 2-dr., $1,- 
HUDSON—'54 Wasp 4-dr., $470°. '52 Wasp| $380. "47 Chevrolet 3j-ton pickup, $335. 





ee pee 


ee ewan te eee See 


635. °55 Two-ten (6) 4-<dr., $1,200; 2- 
dr., $1,200, 3 at $1,150, $1,135, $1.075; club coupe, $275. 
station wagon, $1,415°, $1,385°; Carry- | KAISER—'53 Manhattan 4-<r., $400°. ‘51 7 . 

all, $1,185; One-fifty Pah —_ 4-dr., $130. VALDOSTA GA 

$985; 4-cr., $970*. "54 Bel Air 2-dr., | LINCOLN—'56 Premiere Hardtop, $3.475* ; a 
$080; Two-ten 4-dr.. $870, $830; 2-dr-.| “ps). 53 Cosmopolitan coupe, $1,010" | ppursgay and. ‘Friday, Prices are. for sales 
$860, $850, $830, $815, ' ; One- (ps). an : 

fifty 4-dr., $700, "53 Two-ten 4-dr., $605, — ‘56 Montclair 2-dr., $2,230*. (We had - strong market this week 


us " " $510; One-fifty 4-dr., $525. '52 SL De- conv., $430*. '50 Monterey 2-<dr.,| gag could have used 100 more units. ‘54s 
Petite 40" x 12 Regular 40" x 17 cas calles tae, Gee. Oh OL Oe] seco ods. teen ‘0s Gan tee. ak ile eas canter Se Genene. wees Oe 


luxe 4-dr., $455*. ‘50 SL Deluxe sMOBILE—'55 (98) Holiday, $2,205*| cars out of 400 offerings.) 


Fee Btn 5 hn mpgs» 


We are now offering a Bumpa-Tel sign in two sizes, the Petite measuring 40" x 12’ $200; FL Deluxe 4-dr., $330, $165. 


for those advertisers who do not need as much space as is provided on our regular neeee— 5 ee 4-dr., $600, '50 
Bumpo-Tel sign which measures 40"x 17". The new Bumpa-Tel Petite is lower and | onar 53 Meadowbrook 4-dr., $460. 


blends into the body lines of most cars producing a very neat appeorance. It is | FORD—'55 Main (8) Ranch Wagon, $1,- 


i i ms i 570*; Custom (8) station wagon, $1,400; 
offered ot the same price. In ordering be sure and state Bumpa-Tel Petite. Fairlane (8) 4-dr., $1,300°; Fairlane (6) 


4-dr., $1,185; Main (6) 2-dr., $985. "54 


“Mount or Dismount Your Sign in Seconds Without) cresi (s) victoria, $1,100; 4-ar., $830; 
$715*, $505; 2-dr., $520. 


rT) Main (6) 4-dr., . : . 
Tools, Absolutely No Damage to Car. ‘53, Custom (6) 2-dr., $640. 49 Custom 
(6) 4-dr., $100. 
© Mounted or Dismounted in Seconds* MERCURY—’52 Hardtop, $650*. 
© Polished Aluminum Frames + Sheet Steel Face | NASH—'51 Ambassador station wagon, 
© Sign Legs Telescope inte Non-Visibie Brackets Mounted $335; Rambler 2-‘ir., $285. ‘50 4-dr., 
Behind Bumper Guards F $110. ; Ce 
Does Net Interfere with OLDSMOBILE—’54 (SS) 4-dr., $1,380*. '53 
° Operation of Trunk Lid (88) conv., $900*. °51 (98) Holiday, 
* After original installation State Make and Model When Ordering. $475*; 4-dr., $295*, $210°. ‘50 (98) 
conv., $190*; (88) 4-dr., $250*. '49 (76) 


Now Offered in Four (4) Options, Unlettered at $12.50,) iar. sizs-) . 
Lettered at $16.50, Lettered and Reflectorized at $21.50, | PACKARD.-'52 Clipper 4-ar., S500", 
Lettered on Full Scotchlite Background, the Best Sign for| at $1,720. 55 Belvedere (8) Hardtop, $1,- 


235. °50 Business coupe, $100. 


Night Use at $26.50. PONTIAC—'53 Chieftain (8) Catalina, 


MOUNDS, NOI! $975*; station wagon, $925. '52 Chieftain 
ne — : (8) Catalina, $600°. 


2% Discount For Check In Full With Order. WILLYS—'48 station wagon, $165. 
Available Now for 1956 Ford, Chevrolet, Plymouth, Buick, | eee eee ron panel $300. 
Dodge, DeSoto, Chrysler, Pontiac, Mercury and Oldsmobile, 
Hudson, Nash, Packard and Studebaker. DENVER 


(Jack Layton’s Auto Auction. Sales every 


We will accept telephone calls collect on orders Monday and Thursday. Prices are for 
ies 0 a -24. 
for five or more signs. ™ (M apaet much stronger. Weather 


WARREN HASTINGS MOTOR COMPANY, INC. | stici-s5 super riviera, $2,150* (ps), 


$2,100* (ps). ‘52 Super Riviera, $445*. 
103 NORTH BLANCHE MOUNDS, ILLINOUES| ‘50 Special 2-dr., $125*. 
DEPT. 102 SHady lane 5-9415 


(ps). ‘51 (98) 4-dr., $305*, $260°. '50) guIcK ‘55 Super Riviera, $1,875*. ‘54 
(88) 2-dr., $150. Super 4-dr., $1,350*. '53 RM 4-dr., $960*; 
PACKARD-~'51 4-<ir., $130*. Special 2-dr., $750. '51 Super 4-dr., $390. - 
PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- ’50 RM 4-dr., $250*. 
400*, $1,380*. '54 Plaza 2-dr., $650. ‘51 CADILLAC—’55 (62) coupe, $3,430* (ps); 
Cranbrook 2-dr., $230. '50 Special De- 4-dr., $3,250* (ps). '54 (62) 4-dr., §2,- 
luxe 4-dr., $300. 800* (ps). °53 (62) coupe de Ville, $1.- 
PONTIAC—'52 Chieftain (8) 4-dr., $450*. 685* (ps). ’51 (75) 4-dr., $990. °49 (62) 
’51 Silver Streak (8) Catalina, $460*; conv., $495; 4-dr., $375. 
4-dr., $365*; 2-dr., $365. ‘50 Silver) CHEVROLET—’56 Bel Air (8) 2-dr., $1,- 
Streak (6) 2-dr., $235. 850. 55 Bel Air (8) Spoft coupe, $1,650; 
STUDEBAKER—'55 Commander 2-dr., $1,- conv., $1,530; 4-dr., $1,450*%; Two-ten 
195*. ‘51 Commander 4-dr., $150*. 2-dr., $1,350*. °54 Bel Air 4-dr., $950; 
MISCELLANEOUS--'52 Henry J sedan, coupe, $785; Two-ten 4-dr., $855*, $825; 
$160. °51 International ‘%-ton pickup, Delray coupe, $790. ‘53 Bel Air 2-dr.. 
$480; Stude. \%-ton pickup, $210. °50 $735*; Two-ten 4-dr., $665; 2-dr., $600*; 
Dodge %-ton pickup, $335; Chevrolet One-fifty 2-dr., $365. "52 SL Deluxe 2- 
\%, -ton panel, $250. dr., $500. '51 SL Deluxe 2-dr., $445; 
conv., $425*. °50 SL Deluxe Bel Air, 
OMAHA $375. 
CHRYSLER—’'55 (300) 2-dr., $2,025* (ps)- 
(Richard Abel Auto Auction. Sale every| FORD—'56 Country Squire, $2,175*; Fair- 
Thursday. Prices are for sale of May 24.) lane (8) conv., $1,985* (ps); 2-dr., $1- 
(Clean, sharp cars were gobbled up in 675; Custom (8) 4-dr., $1,700*; 2-dr., 
brisk bidding.) $1,595*. ‘55 Fairlane (8) Victoria, $1,- 
BUICK—'56 Super 2-dr., $2,575* (ps); 4- 475; conv., $1,450; 4-dr., $1,425*; Cus- 
dr., $2,400*. ‘55 Special conv., $2,115* tom (6) 2-dr., $1,040. '54 Main (8) Ranch 
(ps); Riviera, $1,600*. ’54 Super Riviera, Wagon, $1,175*; Crest (8) Victoria, $960; 
$1,480*; Century 4-dr., $1,475* (ps); 4-dr., $950; Custom (8) 2-dr., $925, 
Riviera, $1,475*; Special Riviera, $1,335, $805; 4-dr., $900. '53 Crest (8) Victoria, 
$1,275*. ’'53 RM 4-dr., $960* (ps). °52 $805*; Country sedan, $775; Custom (8) 
Super conv., $730*; Riviera, $640*, $610*. 2-dr., $680; 4-dr., $650*: Main (6) 2-dt, 
"51 Super Riviera, $340*. ‘50 Special $505; 4-dr., $505. '52 Custom (8) 4-df., 
sedanet, $245; 4-dr., $205; Super 4-dr., $510*. 
$215°, $205°*. LINCOLN—'56 Capri coupe,- $3,575* (ps)- 
CADILLAC—'55 (62) 4-dr., $3,225* (ps). ‘53 Capri 4-dr., $1,040* (ps). 
’B4 (62) coupe, $3,045" (ps). '53 (62) | MERCURY—'56 Montclair coupe, $2,430* 
coupe, $1,705*; 4-dr., $1,450* (ps). '52 (ps). ‘54 Monterey 4-dr., $1,165*, $1,- 
(62) coupe, $1,420* (ps); 4-dr., $1,270*. 085*; Custom 4-dr., $950. ’53 Hardtop, 
"51 (62) 4-dr., $1,075". $975; Sport coupe, $880*. ‘51 station 
CHEVROLET——'56 Bel Air (8) 4-dr.., $2,- wagon, $325. 
250* (ps), $2,215*; conv., $2,175* (ps), (Continued on Page 63, Col. 2) 
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ADVERTISEMENT 


INQUIRING 
REPORTER 


Quizzes New York 
State Dealers 





QUESTION: 


Why do you like the. 
Midland Time Plan ? 


ANSWERS: 


John Dorschel, Rochester, N.Y. 
Buick 





“It’s good for my 
business being as- 
sociated with the 
leading bank in 
my community. 
Sort of gives me 


credentials.” 


Elmer Dalsis, Elmira, N.Y. 
Lincoln-Mercury 


“My customers pre- 
fer doing business 
with a bank, and 
I believe in giving 
the customer what 
he wants... It’s 
good business.” 





C. Marsala, Watertown N. Y. 
Hudson 








| financing is 


“One of the fine 
things about the 
Midland Time Plan 
is that local people 
consider local con- 
ditions when they 
pass on customer 
credits.” 


available to New York 


State Dealers 


through the twelve 
Marine Midland banks 


in 74 communities 


AUTO 
TURNTABLES 


Manufactured by 
Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Conn. 
























dr., $775; Two-ten 4-dr., $725, 2 at $700, 
$660; One-fifty 4-dr., $485. ’°52 SL De- 


$1,575; Bel Air (6) Sport coupe, $1,505; 
Two-ten (8) Delray coupe, $1,410; 2- 
dr., $1,290. '54 One-Fifty station wagon, 
$1,205, $1,200, °53 Two-ten 4-dr., $645. 
"50 SL Deluxe station wagon, $390*. 


CHRYSLER—’'49 4-dr., $105*. 
DODGE—’55 Coronet (8) Hardtop, $1,710. 


FORD—’56 Thunderbird $3,460*, $3,460* 
(ps); Fairlane (8) 4-dr., $2,508* (ps); 
conv., $2,230* (ps); 2-dr., $1,760*, $1,- 
, 680. °55 Main (6) Ranch Wagon, §$1,- 
430; Fairlane (8) 4-dr., $1,380*; Cus- 
tom (8) 4-dr., $1,175; Main (6) coupe, 
$950. '54 Crest (8) Victoria, $1,300*; 
Custom (6) 2-dr., $865. 

HU DSON—’54 Hornet 4-dr., 
Pacemaker 2-dr., $125. 

MERCURY—’56 Phaeton 


$745. ‘51 


4-dr., $2,370* 


(ps). °55 Montclair coupe, $1,905*; Cus- 
tom coupe, $1,740*. '54 Monterey coupe, 
$1,430*. °50 2-dr., $360. 

NASH—'49 4-dr., $155. 

OLDSMOBILE—’56 (98) conv., $3,520* 
(ps). °55 (88) Super Holiday, $2,235* 
(ps). °53 (98) 4-dr., $1,315* (ps); (88) 
2-dr., $645*. 

PLYMOUTH — ’53 Cambridge Suburban 
$895; 4-dr., $895. °52 Cranbrook 4-dr., 
$290. 

| PONTIAC—’53 Chieftain (8) 4-dr., $750. 
’51 Silver Streak (8) Catalina, $505*. 


| 





° e luxe 4-dr., $550. °51 SL Deluxe 4-dr., 
$295. 
se - ar uc ion rices FORD—’56 Fairlane (8) Victoria, $2,100. 
"55 Main (8) 2-dr., $1,100. 53 Custom 
(8) 4-dr., $800*, $780*; Custom (6) 4- 
dr., $710; Main (6) 4-dr., $575. ’52 
Custom (8) 4-dr., $540. °51 Custom (8) 
(Continued from Page 62) 2-dr., $350; Custom (6) 2-dr., $160, ’50 
NASH—'55 Rambler 4-dr., $930. '51 4-dr., | PLYMOUTH—'55 Plaza (6) station wagon, | custom (8), 2-dr., $230; f-dr., $155, 
, ; ° co —_— coupe, $420, 
$230*. $1,465; 2-dr., $1,295*, $1,150, $975; Bel- 5 e 
vedere (8) 4-dr., $1,440* (ps). '54 Belve- | OLDSMOBILE—"55 (98) Holiday, $2,350 
| OLDSMOBILE — ’'56 (98) 4-dr., $2,675* i Hardt $1 100°: Qo8 . 850* °53 (ps); (88) Super 4-dr., $1,900*. °54 
| (ps). "55 (88) coupe, $2,050* (ps). '54| Gere Hardtop, $1,100); 4-dr., $Bo0r don | (88) Super 4-dr., $1,565°' (ps). '53. (98) 
(98) 4-dr., $1,590*; (88) Holiday, $1,500%,| Cranbrook 4-dr., $590. °52 Cambridge | 4a, "$1,065; (88) Super 4-dr., $965*. 
2 club coupe, $380 51 Cambridge 4-dr » . Ps . 
$1,400*. '53 (98) 4-dr., $950*; (88) 4- 2 ’ . Ps "52 (98) 4-dr., $765*, $605*; (88) 4-dr., 
dr., $850. ’51 (88) Holiday, $400*. $260. $620*. 
| PACKARD—'55 Clipper sedan, $1,500*. | PONTIAC—'S6 Star Chief (8) Catalina, | PACKARD—’54 Clipper 4-dr., $1,035*. 
| PLYMOUTH—'55 Plaza (6) 4-dr., $1,000;| $2:490° (ps), $2,380" (ps). '55 Star | PLYMOUTH—'55 Savoy (8) 4-dr., $1,145*. 
2-dr.. $900. 54 Savoy 2-dr., $785. Chief (8) 4-dr., $1,685* (ps); Chieftain ’51 Cranbrook Belvedere, $200. 
PONTIAC—'56 Star Chief (8) 4-dr., $2,-| (8) Catalina, $1,545°; 4-dr.. $1,410. '54 | PONTIAC—’53 Chieftain (8) 4-dr., $780*; 
440* (ps). '55 Star Chief (8) 2-dr., $1,-| Star Chief (8) 4-dr., $1,285*. ’52 Chief-| -ar., $710*. '52 Chieftain (8) 4-dr., 
| 850* (ps); 4-dr., $1,575*. tain (8) 2-dr., $510°. ’51 Silver Streak/ §575*, '51 Silver Streak (8) 4-dr., $420°, 
MISCELLANEO 55 Chevrolet %-ton| (8) 4-dr., $410*. 2 at $335*. °50 Silver Streak (8) 2-dr., 
pickup, $1,030. °53 Chevrolet %-ton pick- | WILLYS—’55 Bermuda Hardtop, $1,000*. glaneeaxen — ; oaes 
up, $605. | MISCELLAN iIs—’ ‘hevrol %. Ss C cR—’E ampion coupe, . 
race . | olekep, $585; GMC 1 ton panel, 468. — Jeepster, $295. °46 Jeepster, 
MINNEAPOLIS | | MISCELLANEOUS—’56 Ford %-ton pick- 
(Minneapolis Auto Auction, Sale every FARGO, N. D. |} up, $1,410. 
Wednesday. Prices are for sale of May 23.)| (Tri-State Auction Co. Sale every 
(New-car dealers still on strike here. | Thursday. Prices are for sale of May. 24.) LITTLETON, COLO. 
Our prices fell considerably from the pre- | . 9 
vious weeks on late-models, but were up |__ (Sold 65 cars out of 89 offerings.) | (Denver Auto Auction. Sale every Fri- 
on ’51s through ’53s, Sold 78 cars out of | BUICK—’53 RM Riviera, $1,065* (ps);|day. Prices are for sale of May 25.) 
129 offerings.) | Super station wagon, $1,210*; Special (Market active on all clean cars.) 
BUICK—’55 Super Riviera, $2,205* (ps).| 4-4r-, $700. ’50 Special 2-dr., $145. BUICK—’52 Special 4-dr., $500*, ’51 Super | 
54 Special 4-dr., $1,375*. '53 Super Rivi- | CADILLAC—’54 (62) 4-dr., $2,415* (ps). 4-dr., $335*. ’°50 Special 4-dr., $155. 
era, $910*. '51 Super Riviera $520*; RM| ‘53 (60) Special 4-dr., $1,675* (ps), $1,- | CADILLAC—’56 (62) sedan de Ville, $5,- | 
conv., $455*. °50 Special 4-dr., $270*, | 650* (ps). ’52 (62) 4-dr., $1,265*, $1,- 175* (ps); coupe de Ville, $4,865* (ps); | 
$190, $185. ’49 Super 4-dr., $150*, $100*. | a evin amet mee, $445*. . : conv., Sr supe (ps); “ar een” tae (ps); | 
‘ ‘ee ’ 010* CHEVROLET—’' 55 el Air (8) 4-dr., $1,- | 4-dr., 4,150 (ps), ,000 (ps). °54| 
CANO (OD) Counc, Sabot” $2920" (PS)-| “G25*; Two-ten (8) 4-dr., $1,260, $1,225; | (60) Special 4-dr., $2,630* (ps). 
CHEVROLET—’'55 Two-ten (6) 4-dr., $1,- One-fifty 2-dr., $990. °54 Bel Air 4-dr., | CHEVROLET—’56 Bel Air (8) Sport sedan, 
175. '54 Two-ten Delray, $910: One-fifty $1,050*; One-fifty 4-dr., $750; 2-dr., $715, | $2,275*, $2,150; Two-ten (8) 2-dr., $1,- 
“y $700. ’53 Bel Air 4-dr., $850, $800*; 2- 850. ’°55 Two-ten (6) station wagon, 


CHRYSLER 


DeSOTO 


4-dr., $710, $700, $690. '53 Bel Air 4-dr., 
$830*, $805*, $775; Two-ten 4-dr., $740*, 
$725, $700. ’52 Two-ten 4-dr., $595, $565. 
’51 SL Deluxe 2-dr., $330, $270. '50 SL 
Deluxe 4-dr., $305, $285. 

‘55 NY Newport, 
(ps); Windsor Hardtop, $1,920* (ps). "50 
Windsor 4-dr., $255*. 
$170". 





tom 4-dr., $205. °47 Custom 4-dr., 


$175* 


$215, 


FORD—"55 Fairlane (8) Victoria, $1,550*. 


LINCOLN 


| MERCURY 


|N 


| 
| 
| 
| 


| OLDSMOBILE—’55 


| 


PLYMOUTH 


| 
| 


PONTIAC 


‘53 Crest 
(8) 4-dr., 
*51 Cus- 
(8) 4- 


’54 Crest (8) Victoria, $1,175*. 
(8) Victoria, $1,020*; Custom 
$770*, $740; 2-dr., $745, $700. 
tom (8) 2-dr., $380*. '50 Custom 
dr., $265*, $175, $150, $130. 

"50 Cosmopolitan 4-dr., 
"49 Cosmopolitan 4-dr., $100. 

"50 Custom 4-dr., $230*. 

-'53 Statesman 4-dr., $635*. ‘50 
$225*; Statesman 4-dr., 





$210*. 


ASH 
Rambler 2-dr., 
$100. 

(98) Holiday, 
Holiday, $1,750*. 
"49 (88) 4-dr., $130. 
55 Plaza (8) 4-dr., $1,335* 
(ps). "53 Cranbrook 4-dr., $540, $535. ’52 
Cranbrook 4-dr., $320, $285. °51 Cran- 
brook 4-dr., $320, $240. °50 Deluxe 4-dr., 
$170 


"54 (98) "50 (88) 


$170. 


(ps). 
4-dr., 


'55 Chieftain (8) 4-dr., $1,520*. 


"54 Chieftain (8) 4-dr., $940*. °51 Silver 
Streak (6) 4-dr., $310. '50 Silver Streak 
(8) 4-dr., $345, $235. 


STU DEBAKER—’53 Champion conv., $760; 


coupe, $575. '52 Commander 4-dr., $390*, 
$315. ‘50 Champion 4-dr., $185. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 


Wednesday. Prices are for sale of May 23.) 


tive. 


(Northwestern Coast buyers very ac- 
Fast sale today. Sold 142 cars out 


of 175 consigned.) 


Cc 


| 


ADILLAC—’56 (62) coupe, 


UICK—'56 RM Riviera, 
Special 2-dr., $2,215*. 
Riviera, 2,180* (ps); 
(ps); Special Riviera, 
Riviera, $1,960* (ps). 
$1,545* (ps); Super 

Century 4-dr., $1,350*. °53 RM Riviera, 
$1,090* (ps), $1,005*; Super Riviera, 
$975*; Special conv., $1,050*. °51 Super 
Riviera, $495*; RM 4-dr., $490°*. 

$4,245* (ps). 
’55 (62) coupe de Ville, $3,775* (ps); 4- 
dr., $3,195* (ps). "54 (62) coupe, $2,795* 


$2,750* 
"55 


(ps); 
Century 
4-dr., $1,975* 
$2,005*; Super 
54 RM 4-dr., 
Riviera, $1,415*; 


(ps); 4-dr., $2,610. "53 (62) coupe, $1,- 
875* (ps). "52 (62) 4-dr., $1,270° (ps), 
$1095*. °51 (60) Special 4-dr., $1,050*. 


"49 (62) coupe, $495*. 


CHEVROLET—'56 Bel Air (8) Hardtop, §2.- 


260° (ps); 4-dr., $2,070°; Bel Air (6) Sport 
coupe, $2,000*%; Two-ten (8) 4-dr., $1,- 
765*;. Two-ten (6) 2-dr., $1,755*. '55 Bel 
Air (8S) 4-dr., $1,990*; Hardtop, $1,610, 
$1,485*; Two-ten (6) 2-dr., $1,150, $1,- 
130, 2 at $1,125. 54 Bel Air 2-dr., $1,- 
150*, $925; 4-dr., $865*; Two-ten 4-dr., 
$985*; 2-dr., $920. °53 Two-ten 4-dr., 
730; 2-dr., $725; One-fifty 2-dr., $430. 
’52 SL Deluxe coupe, $355; FL Deluxe 
2-dr., $520. ’51 SL Deluxe Bel Air, $515. 
’49 SL Deluxe 2-dr., $175. 


CHRYSLER—’56 Windsor 4-dr., $2,740* 
(ps). ‘55 NY 4-dr., $2,005* (ps). °54 
NY 4-dr., $1,305* (ps), $1,245* (ps). 
53 Windsor 4-dr., $855*. '52 NY 4-dr., 
$595*. 

DeSOTO—'56 Fire Dome (8) 4-dr., $2,- 
335* (ps). °55 Fire Dome (8) 4-dr, 
$1,865* (ps). 


DODGE—’55 Royal (8) 4-dr., $1,645*°. '54 


FORD—’'56 Country sedan, 


KAISER—’53 4-dr., 
MERCURY—’55 Monterey Hardtop, 


NASH—’51 Statesman 4-dr., 
OLDSMOBILE—'56 


PACKARD—’55 Hardtop, $1,910* (ps). 


Royal 
4-dr., 
$335°*. 


(8) 4-dr., 
$420°. 


$1,135*. °52 Coronet 
’51 Meadowbrook 4-dr., 


$2,305* (ps); 
Fairlane (8) Victoria, $2,075*, $2,050°; 
Custom (8) 4-dr., $1,725*%; Main (6) 4- 
dr., $1,415*. '55 Fairlane (8) 4-dr., $1,- 
670* (ps), $1,485*; Victoria, $1,605*; 
2-dr., $1,195*; Custom (8) station wagon, 
$1,670*; 2-dr., $1,310*%; 4-dr., $1,285; 
Main (8) Ranch Wagon, $1,545. ’54 
Crest (8) conv., $1,305*; Hardtop, $1,- 
075*; Main (8) Ranch Wagon, $1,295*. 
"53 Main (8) Ranch Wagon, $1,115*; 
conv., $880*; Main (6) Ranch Wagon, 
$870. °52 Custom (8) station wagon, 
$875*; 2-dr., $520. ’51 Custom (8) Vic- 
toria, $415*. °46 4-dr., $280. 

$685*. 

$1,- 
895*; 4-dr., $1,545*. °53 Custom Hard- 
top, $1,665*. °50 sedan, $3510°*. 

$300; station 
wagon, $210*. 

(88) Holiday, $2,550*, 
$2,330*. °55 (88) Super Holiday, 2 at 
$2,300* (ps); 4-dr., $1,945* (ps); (98) 
4-dr., $2,095* (ps). '54 (88) Super conv., 
$1,730* (ps); 4-dr., $1,635* (ps); 2-dr., 
$1,480*; Deluxe 4-dr., $1,430*. '53 (98) 
4-dr., $1,390* (ps); (88) Super Holiday, 
$1,195*; 4-dr., $1,350*; Deluxe 4-dr., 
$925*; conv., $1,175*. °52 (88) Super 2- 
dr., $405*. °51 (98) 4-dr., $395*. ms 


4-dr., $290*. 


$2,550* | 


| 
$2,030* | 


*49 Windsor 2-dr., 


"51 Custom 4-dr., $300*. '50 Cus-| 


| 


| 
| 
| 
| 
| 








*50 Silver Streak (8) Catalina, $295*; 2- 
dr., $130*, °49 Silver Streak (8) 4-dr., 
$210*. 

STU DEBAKER—’51 Champion 4-dr., $255. 

WILLYS—’51 Jeepster, $360. 

MISCELLANEOUS—’56 GMC *%-ton pick- 
up, $1,620; Chevrolet %-ton pickup, $1,- 
485. ’55 Chevrolet %-ton pickup, $1,000. 
’53 Dodge 2-ton truck, $560. '52 Chevrolet 
%-ton pickup, $515; Dodge 2-ton truck, 


$300. °51 Dodge ‘%-ton pickup, $315; 
Stude. %-ton pickup, $205. ‘50 Chevro- 
let %-ton pickup, $315. °49 Stude. %- 


(Continued on Page 64, Col, 1) 


HERE’S THE ‘‘GUARANTEED *’ WAY TO BUILD 
YOUR SERVICE BUSINESS . .. THE VALVOLINE 


33,000 MILE NEW CAR GUARANTY... 













repairs. 


YOU GET THESE ADVANTAGES: 
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* More servic 
customers 
°A sure-fj 
selling an 
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Now, with every new car you sell, you 
can guarantee the performance of all 
Valvoline-lubricated chassis and en- 
gine parts up to 33,000 miles or 24 
months, and at no cost to you. Valvo- 
line will foot the bill for any necessary 
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MOTOR OIL 


Division of Ashland Oil & Refining Company 
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| °52 Cranbrook club coupe, $385. '46 De- | 17-22.) Prices still very high as used-cars 1H I d As | 
luxe 2-dr., $135. are scarce ntroduces s+ 
* * PONTIAC ‘53 Chieftain (8) Catalina, 
( $845. '52 Chieftain (6) 2-dr., $375. '51 " N . - ok f 
Use is ar uction Prices Silver Streak (8) 2-dr., $260, '50 Silver MANHEIM, PA. ew ruc or 
Streak (8) 4-dr., $260; 2-dr., $195; “3228, Manheim Auto Auction. Sale every Fri- . 
$175. '49 Silver Streak (8) 4-dr., $225. | day (May 25) We enjoyed another large M | ‘J R ae 
STUDEBAKER ’51 Champion 2-dr.,| sale today with 355 cars to offer the|~ u tistop oute S w 
. A a $225*. °'50 Che lut $300; | buyers, who responded by purchasing 82 ‘ 

(Continued from Page 63) See : p hampion club coupe, oareent. . CHICAGO, — International Har. $51 
ton $205. '48 Willys panel de- | CHRYSLER—'53 Windsor 4-dr., $730*. WILLYS—’49 station wagon, $140. * . vester Co. has introduced a new way 
livery, 47 International 1'%-ton | pnesoTO—'50 Custom 4-dr., $205. MISCELLANEOUS—'56 Ford '%-ton pick- SYRACUSE multistop truck with a Metroette roun 
em DODGE—'55 Royal 2-dr., $1,635°. up, $1,380. '53 Ford %-ton pickup, $605; : body specially designed for i 

) . ; Sal , y sp y & retail ] 
+ FORD—'56 Custom (8) 4-dr., $1,605. '55 Chevrolet %4-ton pickup, $580, '52 Henry| Syracuse Auto Auction Sale every mille deliver erations wee 
DANVILLE, VA. Fairlane (8) Victoria, $1,630; 2-dr., $1.- J sedan, $235. ‘49 Ford panel delivery, | Wednesday (May aoe Buying aheaet = ellvery Op an. han< 
50*; Mai s 2 ‘a 33 $295. today’s sale was applied more selectively ~ : a 3 
(Danville Auto Auction. Sale every soo"; & an . ; Ranch Wagon, onees : on average units, but packed plenty of Featuring a drop frame chassis ence 
4-dr., $1,205; Custom (8) 2-dr., $1,155, * * * that is said to give more worki 
Wednesday. Prices are for sale of May $1,140, '54 Custom (8) 4-dr., $995, $930: punch on clean and sharp cars S Sa ) £ > e or. ing the 
23.) 2-dr., $855, 53 Custom (8) club coupe, — Auctions in Brief oume i area for the driver, the truck, model the 
in etivity very streng on all $855; 4-dr., $780, $760; Main (8) 2-dr., SA-140, is offered with a choice of 
iva ca dees . r 500; 355. "52 © 2 ARRODSBURG, KY Fs issi : 
but new Sold 148 out of 194 $500; 4-dr., $355. "52 Custom (8) 2-dr., HARRODSBURG, . So Dealers Sing Blues: standard transmission or Metro- afte 
offerings.) $830, $530; 4-dr., $655, $625, $605*; Cus- Blue Grass Auto Auction, Inc. Sale every . matic automatic drive, and : ‘ 
BUICK—’52 Super 4-dr., $705*; RM 4-dr tom (6) 2-dr., $515; Main (8) 4-dr.,| Thursday (May 24). Market steady on Dawson Can Write ’Em : : eg er Wide deli 
$495°, 51 RM 4-dr.. $405°: Bpecial 4.| $575. ‘51 Custom (8) club coupe, $525; | good, clean cars. Sold a good percentage awso range of body options in 7-foot or exp 
dr., $275*. 50 Special 2-dr., $245*, $195*; | YICTOTEA, S450): 2odr-, S600. Sons Da, | Of 110 consignments DETROIT, — Dawton Taylor, | 6-foot 9-inch lengths. ion 
4-dr., 49 Super 4-dr., $270*. oy cas sr, $310; 4-47. $290:' ei * * * partner of Taylors’, Inc., (Dodge- The increased area of the driv. n 
CADILLAC—'48 (62) 4-dr., $275*. | luxe (6) 2-dr-, $275. ’50 Deluxe (8) 2- FT. WAYNE, IND Plymouth), has been admitted to | ing compartment, which can be is 
CHEVROLET—’'56 Bel Air (8) 4-dr., $2,- | dr., $325; 4-dr., $155; Custom (8) conv., : - " ” : SC med » ; atl 
090°; Two-ten (8) 4-dr., $1,855. °55| $340; 4-dr., $285, $265, $240, $230, $165; Carl Marker’s Auto Auction. Sale every membership in A AP the used for load space, is made pos- forn 
Bel Air (8) 4-dr., $1,405; Two-ten (8) | 2-dr., $275, $265, $245, $180. '49 Custom | Tuesday (May 22). Market very good American Society of Composers, | sible by extending the compart- desi: 
2-dr., ; One-fifty (6) 2-dr., $1,060.| (8) 4-dr., $370*, $255, S195; club coupe, | Sold 91 cars out of 109 offerings Authors and Publishers. ment to the rear by as much as 16 aah 
'54 Two-ten 4-dr., $980; 2-dr., $1,030, $205; conv., $105; Deluxe (6) 2-dr., * 4 . 2 . Sa . : lle saa ig 
$880°, 53 Bel Air 4-dr.. $750*°. $240. '46 4-dr., $170, "40 coupe, $120, °34 Taylor has had some 16 songs |inches on the 115-inch-wheelbase publ 
$705*; $640, $625; Two-ten 2-dr., Hotrod, $160. , INDIANAPOLIS copyrighted since 1937, five of | models, and up to 19 inches on the T 
sean? ay ag wee ‘Ss une Oh Ouse = aan "51 Ken Schaefer Auto Auction, Inc Sale which have been played over De- 134-in-wheelbase units. me 
230", f ; 2-dr., $605, 525, | ME oe s “ar. . ‘ ine , aw 2 : 7 , : sas : 
$415; Special 4-dr., $365. ‘51 SL 2-dr., $250, '50 2-dr., $410; 4-dr., $275, | every SESOERY | (SERS Sas All oe ee troit radio stations and two over A vertical-positioned steering co t 
on $975, $400, $320; 2-dr., | OLDSMOBILE "3, (Ss) | 2dr... $1.20" Tet from start to finish. «| mational networks, His latest is | wheel and column is said to pro- | Hon 
ORK: 5 135* $85! 52/8 sti : : . oa. s08 r 
Special 2-dr. $330, "50 SL Deluxe club | (88) 4-dr.,. 8750. °61 (88) 4-dr., $415 ... shane called, “It Takes a Stronger Man | vide easier accessibility to the driv- | iia 
coupe, 2-dr., $290, $285, $270*;| 2-dr., $390*, '50 (88) 4-dr., $495, $455 PHILADELPHIA Than I,” published by Criterion | ing compartment for loading and 
4-dr., ’49 SL Deluxe club coupe, pied — one a 2 $175 iia eo ae “aie et natin Music Corp. |}unloading from the left side. Ca- a 
$195; $100. °48 FM club coupe, "ACK: ‘46 Clipper -dr., 65 arok tobinson Auto Sales Auctio . , os E ou! 
$305, $255; 4-dr., $270. PLYMOUTH—'54 Belvedere 4-<r S750. |Sales every Tuseday and Thursday (May | —— | pacity of the 7-foot Metroett« body s 
Se ees ; . presi asegpenrndhtasnssnstunstssiesainsinanesnesesi _ _ jis 65 square-bottle cases stacked | P45 
| three tiers high. All bodies are Bi 
equipped with adjustable angle iron | this 
case racks. 1 
The optional Metro-Matic trans- wo 
mission features a “parking” posi- to 
tion that acts as an emergency use 
brake for stop and start operations. the 


This parking brake is in addition tio 









* to the hand-operated emergency six 
9 | brake. T) 
ere’s One Mirror You Can Bank On! . 
esti! 

Autos Carry On | | cs 

‘ + int on 6 

Swap’ Tradition, || 

mor 

THE ALL NEW ee 
CEDAR RAPIDS, Ia.—Americans 2 

are carrying on the swapping tra- sodi 

ditions of the Old West, but the Bac 

eo %& automobile has replaced the horse, Fed 

NEW, EXCLUSIVE according to Alfred H. Baume, Mer- J 2 

cury business research department. a. 


THUMBLOCK 


CNo Tools Needed) 


j 


are 


Baume said that by the end of 
the year one-third of the motorists T 
in the U. S. will wind up in a dif- }| ™F 
ferent car than they were driving | Tuli 
last January. deci 

This trading instinct is all to the | Sec! 
good, said Baume, for the 7,400,000 | celV 
new cars sold in 1955 could not |} 88© 
have been moved without a ready 7 
market for tradeins. let 

He said that only in the auto the 
market do people exhibit a strong | —— 
desire to upgrade ownership in D 

0 
( 
dis 


BY ROBERK 


You can bank on satisfied customers, 
as well as extra profits, when you 
sell the Roberk Guardian because its 
many advanced design and engi- 
neering features provide the finest 
rear vision that money can buy. 
Distinctive continental styling 
gives this exciting new mirror a 


terms of both quality and quantity. 
“This high turnover is a measure 
of the dynamic nature of the auto- 
mobile business.” said Baume. 
He added that business has a 
responsibility to expand research, Vv. 
improve technology and methods. the 


A He said ‘competition will insure , 
smartly different look that captures that this responsibility is met. ff 
; « > _ « > . a = - ag — ms 
interest at first glance. Baker-Raulang Names Rep we 


The “Thumblock” .. . a major ad- 
vance in mirror design. With this 
exclusive device no tools are needed 
to lock the mirror head in focus, or 
to release it for hand adjustment. 
Just a simple twist does the job! 


Mechanical Handling Co., 1401 W. 
Garfield St., Seattle, has been ap- 
pointed a distributor for Baker- 
Raulang Co. in Seattle and Western 
Washington. 


Just Published! 


“AUTO COSTS” 


“AUTO COSTS” is a complete, 
concise and accurate book that 
gives you 


FACTORY 
INVOICE 
PRICES 


of all 1956 CARS 
and EQUIPMENT 


(WHOLESALE COST) 


KNOWING YOUR COMPETITORS’ 

COSTS can save many a deal for 
» you... here are the actual facts 

and figures. You'll agree it’s 

worth many times its modest 

price of $5.00. 

Send your check today! 
Dept. 14 





*Construction and design patents applied for. 


Adjusts for Full Right or Left Vision from the Driver's Seat 








Guardians are easy to sell by-the pair because they can be adjusted 
to give the driver full rear vision from the right, as well as the 
left side. The added safety, plus the extra beauty, of a dual in- 
stallation has irresistible appeal to many car owners. So order 
your supply of Guardians today, and be sure to request one or more 
of our FREE display units. If your jobber can’t supply you, write: 


ARM SWINGS 170 
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AUTO COSTS 
PUBLICATIONS 


Box 224 a Pe 





ee g ' > 


York 1 


Dept. 36 THE ROGERK COMPANY Norwalk, Conn. 
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As Senate Sends Measure to Conference. .. 
i 
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Highway Bill Nears Passage 


WASHINGTON. — The nation’s 
$51 billion, pay-as-you-drive high- 
way program steams into its final 
round of committee meetings this 
week. The measure now is in the 
nands of a Senate-House confer- 
ence committee which will iron out 
the differences in bills passed by 
the two chambers. 

No difficulties are foreseen 
after the conferees finish their 
deliberations, Speedy approval is 
expected in both House and Sen- 
ate. 

The final stop—the White House 
—is regarded as little more than a 


formality. President Eisenhower’s | 
desire for swift enactment of a} 
highway program is a matter of | 


public record. 

The conference committee will be 
concerned chiefly with differences 
in the interstate system: appropria- 
tions procedure and the wage form- 
ula in the House and Senate bills. 


These questions highlighted a 14- 


hour debate which: preceded Senate | 


sage of the measure last week. 
Briefly, these provisions differ in 
this manner: 

1. Apportionment — The Senate 
would allocate funds according 
to a Federal-aid formula now 
used for other roads. It divides 
the money two-thirds by popula- 
tion, one-sixth by area and one- 
sixth by mileage. 

The House would distribute the 
money at the start on the basis of 
estimated cost of interstate proj- 
ects, with perodic revisions based 
on actual costs. 

Thirty-three states would get 
more money under the Senate plan, 
while 18 would get more at the 
start under the House plan. 

2. Wages — The House bill em- 
azodies provisions of the Davis- 
Bacon Act which would permit the 
Federal Government to set the 
prevailing wage rate for work on 
the interstate system. 

The Senate agreed, but it gave 
employers the right to appeal wage 
tulings and stipulated that the 
decisions should be made by the 
Secretary of Labor only after re- 
ceiving advice from state road 
agencies. 

The Senate first voted 40-39 to 
let the states set wage rates, with 
the deciding vote being cast by 





Discounters Warned 
Of Lurking Regrets 

CHICAGO. — Retailers who use 
discounts and giveaways to lure 
buyers may live to regret it, says 
V. Lewis Bassie, an economist at 
the University of Mlinois. 

The professor says the selling 
efforts of today are directed 
mainly toward exploiting human 
weaknesses. Those who use give- 
aways, he says, are only con- 
vineing the public that the goods 
are not worth the stated price. 















| of a name .. 


Vice-President Richard M. Nixon. 
It later modified the action and 
took the House plan plus the 
“appeal-and-advice” provisions. 

The overall program calls for 
completion of the 40,000-mile inter- 
state system which links 42 state 
capitals and 90 percent of all cities 
over 50,000 population. This will be | 





A Zephyr Stirs a Skylark... 


The Magic 


By Robert M. Lienert 
Associate Editor 
“The power of grace, the magic 
.’” —THomas CampP- 
BELL (1777-1844) 


When the first horseless car- 

riages started chugging down 
America’s dusty roads, nobody 
knew what to call them, 


Certain substantial citizens 
whose horses were frightened 
into runaways by the snorting 
contraptions had colorful descrip- 
tions, to be sure, but it was obvi- 
ous those names would never 
gain general acceptance, particu- 
larly among the genteel folk of 
that period. 

A generic term finally was bor- | 
rowed from the French, and the | 
word “automobile” entered the 
language. 

Inventors, promoters and back- 
alley bicycle mechanics gave their 
own names to individaul makes as 
the infant industry began to grow. 
Americans became familiar with) 
Stanley, Packard, Dureyea, Olds- 
mobile, Pope and Ford. 

It. soon became obvious that more 
specific names were needed. The 
manufacturers were prone to stick 
to such stodgy designations as | 
Model C, runabout or motor sur- 
rey. 

Then the sales departments got 
into the act with poetic appella- 
tions designed to strike the cus- 
tomer’s fancy and open his purse. 

Soon the man who waated to 
buy a Thomas could pick from a 
Flyer, Special, Detroit or Towncar. 
Chevrolet had its Superior, while 
Dort buyers could choose between 
a Harvard coupe or a Yale coupe. 
Among others, Kissell offered a 
Speedster, Saxon a_ Blackstone, 
Stutz a California and a Bearcat 
and Hudson a Super Six. 

With refinements carried through 
in all other phases of the industry, 
it is not surprising that names have 
also been evolutionized. Some be- 
lieve that names represent the only 
area left in the industry where | 
romance lurks. | 

And so, in 1956, with 20 makes 
on the market (counting Clipper, 
Imperial, Metropolitan and Ram- 
bler), poetically inclined buyers 
have some 90 names_to choose 
from. 

They range from the tried-and- 
true. to the sublime. There are still 





|98, 150, 210, 300B, 400, 860 or 870. 
| (One wag wonders if an 870 is 14 


|are such names as Medalist, Road- 
|master and Champion. 


|man, Chieftain, Commander and 
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d out the committee. 


los Angeles DeSoto Ad Group— 


"Discussing advertising plans for the Los Angeles Multiple Group of DeSoto Dealers 
the newly elected officers of the advertising committee. Standing, from left, are 
Hagen, DeSoto regional merchandising manager; Art Frost, Culver City; Bob Clapp, 
Angeles; George Karl, Pasadena; and Howard Broad, account executive, Batten, 
Seated: Y. M. Posthuma, DeSoto. regional manager, and 
ett Pyie, Compton. R. H. Thomas, Inglewood, and Hart Fullerton, Santa Monica, 







paid for by 90 percent Federal and 
10 percent state funds. 

Also authorized is construction 
of primary, secondary and urban 
roads on a 50-50 cost basis. 

It is estimated that the new 
highway-user taxes to finance the 
program will cost the average mo- 
torist about $8.60 a year. 


of a Name 


some straightforward entries such 
as Special, Custom and Deluxe, If 
those should seem too prosaic, the 
buyer can step up to a Super or 
a Royal. 

Numbers are popuar, too. Going 
up, in order, the American motorist 
can choose from a 60, 62, 75, 88, 





times better than a 62.) The Cen- 
tury is a debatable starter in the 
numerical group. 
Sophisticated numbers players 
can drive away in a Mark II. 
Denoting prize-winning excellence 


Poltical undertones can be per- 
ceived in a group which- includes 
President, Premiere, Ambassador, 
(but no longer a Diplomat) States- 


Executive. (In prewar days there 
was a Dictator. Embarrassment 
caused by Hitler and Mussolini led 
to renaming that model Com- 
mander.) | 
The lure of expensive resorts | 
probably explains the autos tabbed 
Biarritz, Nassau, Capri, Newport, | 
Monterey, Carribean and Pinehurst 
(the latter for the golfing trade.) 
For big-city visitors, traditional | 
hotels echo in New Yorker, Plaza, 





| Parkview, Seville, Bel Air, Wind- 


sor, Savoy, Pelham, Belvedere, St. | 
Regis and Parklane. 

Some buyers, it is said, never | 
get out of the clouds. They should | 
be able to find something to | 
their liking in the Flight Hawk, | 
Fireflite, Power Hawk, Starfire, | 
Sky Hawk, Star Chief or Golden | 
Hawk. | 
The buyer with his head in the | 
clouds who wants to keep his feet | 
on the ground might be intrigued 
by the Sierra. 

The vagabond and the outdoor: 
type need look no further than 
the Nomad, Sportsman, Adventurer | 
or Safari. 

Those who live a little way 
outside the city surely will choose 
the Suburban. Buyers living a 
bit further out will like the 
Country Sedan or Country Squire. 
True exurbanites have their car 
in the Ranch Wagon. 

For the sailing enthusiasts, man- | 
ufacturers obligingly have come 
with a Corvette and a Clipper. 

The Fury, Firedome, Hornet and 
Thunderbird hold promise for| 
buyers of explosive nature. For 
the gentle, there is the La Femme 
or the Victoria. 

Well-bred graciousness is whis- 
pered by Patrician, Montclair and 
de Ville. Philadelphians may add 
the Mainline. 

There are those who grumble 
that the real poets have been 
relegated to the shadows in the 
christening of cars. 

Whatever happened, they wonder, 


| 
| 


'to the sensitive souls who breathed 


life into the Skylark, the Flying 
Cloud and the Zephyr? 


Dealers in Gary 


Elect Welter 


GARY, Ind. — The Gary Auto- 
motive Trade Assn. has elected 
William J. Welter as new president. 

Jay S. Grantham was elected 
vice-president, and W. C. Hargis, 
treasurer. 

Welter, Grantham, Hargis, Stuart 
R. Baruch, Robert B. Bailey, John 
B. Townsend and-Ray C. Thomas 
were elected directors. 


Storm Blitzes: Baxley 
ROCKINGHAM, N. C. — Baxley 
Buick Co., owned by W. G. Baxley, 
has been damaged by fire during 





an electrical storm. Baxley esti- 
mated the loss at $20,000. 








Downings Sign Packard Franchise— 


The Downing brothers, Tom, seated, president, and James C., secretary-treasurer, 


sign franchise for their new Packard deal 
nessing the ceremony are, from left, T. 


ership, Packard Atlanta, Inc., Atlanta. Wit- 
E. Mangle, dealership sales manager; Roy 


Blount, Packard assistant zone manager; and R. L. Alexander, zone manager. 





WILMINGTON, Del. — Auto 
dealers are misusing powers. of 
attorney granted them by auto 
buyers and are repossessing cars 
without permission of owners, 
Judge Thomas Herlihy jr. has 
charged here. 

Repossessions at times take 
place without even the knowledge 
of the ear buyer, the municipal 
court judge said. These accusa- 
tions came during the judge’s 
comments on police difficulty in 
locating owners of autos involved 
in hit-run-accidents, speeding -and 
other’ violations. 

Judge Herlihy said motor vehicle 
registratian procedure has resulted 
in a “chaotic situation” and that 


two aspects of this involve use of | 


temporary registrations by dealers 
and use of powers of attorney in- 
stead of a conditional sales agree- 
ment in some cases. 

Both produce fast transfers of 
registration, he said. 

Judge Herlihy said cases have 


| come to his attention where a man 


will buy a car from a dealer, mak- 
ing a downpayment and agreeing to 
make. certain monthly payments. 

The dealer will have the buyer 
sign a power of attorney form, ap- 
pointing the dealer as the attorney 
for the buyer and giving the dealer 
power to sign the buyer’s name to 
an assignment of title to the car. 

Then, if the buyer defaults in 

his payments, the dealer exercises 
the power of attorney to transfer 
the title back to himself or to 
another person. 

In practice, said the judge, there 
have been cases in which the dealer 
has come to a man’s home, found 
the car parked outside and has 
driven it away without the buyer’s 






For Highway Safety— 


The Alfred P. Sloan Award for pro- 
moting highway sofety through radio and 
television is accepted for Auto Specialties 
Mfg. Co., St. Joseph, Mich., by Lester 
Tiscornia, left, Auto Specialties official. 
The presentation is made by Harold E. 
Fellows, president, National Assn. of Radio 
and Television Broadcasters. Auto Special- 
ties won the award for its double-disc 
brake campaign prepared by Van Auken, 
Ragland &° Stevens, Chicago. 


Delaware Judge Criticizes 
Dealer Registration Misuse 


| knowledge because the buyer failed 
| to make a payment when due. 

Judge Herlihy said there have 
been instances where the dealer 
then has resold the car. retaining 
the downpayment and other pay- 
ments. The buyer thus lost all his 
equity in the car. 

The dealer's ability to exercise 
the power of attorney in such cases 
make it temporarily impossible for- 
police to identify the owner by 
Motor Vehicle Department records, 
the judge said. 

Similarly, temporary registra- 
tion slips issued by dealers under 
the current law are responsible 
for delay in getting the right 
names on the books of the depart- 
ment at Dover, said Judge Her- 
lihy. 

A spokesman for the Delaware 
| Automobile Dealers Assn. said it 
| would be glad to cooperate in im- 
| proving the temporary licensing 
| procedure, adopted to speed up 
| transfers and overcome the time lag 
|in the Motor Vehicle Department, 
| which often has a backlog of title 
| transfers. 


| Mack Gets Year 


For Tax Evasion 


CHICAGO. — Walter A. Mack, 
| 59, president of W. A. Mack, Inc. 
| (Cadillac), 1500 W. Ninety-fifth St., 
was sentenced to a year and a day 
in a Federal prison by Judge Wal- 
ter J. LaBuy in Federal Court. 


| Mack was convicted March 20 by 
a jury on a charge of evading pay- 
ment of $23,538 in corporate income 
| taxes for 1947. The jury was unable 
to agree on three other counts 
charging personal income-tax eva- 
sion for 1947 and personal and cor- 
porate evasion for 1948. 


Edward J. Calihan jr., assistant 
U. S. attorney, said no decision had 
been made on whether to retry 
| Mack on these charges. Mack’s at- 
| torney, George D. Crowley, said he 
intended to appeal. 








Dealers Promote 


Holiday Safety Check 


WAUKEGAN, Ill. — Auto 
dealers took an active part in 
promoting a safe Memorial Day 
for Lake County residents. 

In an effort to reduee holiday 
accidents, the safety commission 
of the Waukegan-North Chicago 
Chamber of Commerce put three 
auto: safety lanes into operation 
in Waukegan on three days prior 
to Memorial Day. Dealers and 
service stations supplied me- 
chanics who checked the cars 
which went through the test on 
a voluntary basis. Cecil Miller, 
Miller Motors (Lincoln-Mercury) 
was chairman of the safety check. 
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It’s Dealer vs. Customer . . 


Auto Selling a Battle 
Of Wits, Braden Says 


CHICAGO, — The auto retailing 
business is a battle of wits in which 
the dealer dickers with the cus- 
tomer and tries to glean enough 
profit to stay in business, according 
to E. M. Braden, Chrysler division 
general sales manager. 

Braden summed 
things up in this 
fashion as he ex- 
changed views 
with 22 other bus- 
iness leaders at 
the seventh an- 
nual Chicago 
Tribune Forum on 
Distribution and 
Advertising. Some 
450 manufactur- 
ing, retailing and 
distribution exec- 

utives attended the meetings. 

The Chrysler executive contended 
that today’s auto dealer no longer 
operates his business on a discount 
basis. 

“You will find,” Braden said, “that 


Expansion Follows 


Dean Sellout Talk 


COLUMBUS, O. — On the heels 
of a report that Roger Dean Chev- 
rolet, Inc., was to be sold, came an 
announcement last week from 
Roger Dean, president, that he is 
planning to spend $100,000 to add 
20,000 square feet to his dealership. 

The sellout report was attributed 
to W. A. Brandenburg, Mansfield 
Chevrolet dealer and chairman of 
the Ohio Dealers’ and Salesmen’s 
Licensing Board. The board has 
twice postponed a hearing on com- 
plaints regarding Dean’s sales prac- 
tices. » 

Brandenburg has been quoted as 
saying the hearing will be held un- 
less Dean sells out by Thursday 
(June 7). Kenneth Womack, Nor- 
wood, Chevrolet assistant zone man- 
ager, reportedly denied a sale was 
contemplated. 


Mercury’s Lorenz 
To Assist Reith 


DETROIT.—Appointment of Paul 
F. Lorenz as executive assistant 
to F. C. Reith, 
Mercury general 
manager, has been 
announced by 
Reith. 

Lorenz will be 
responsible, Reith 
said, for coordi- 
nation and gen- 
eral supervision 
of division - wide 
programs relating 
to current opera- ‘ 
tions and to for- P. F. Lorenz 
ward planning. Lorenz was named 
Mercury Controller three years ago, 
shortly after coming from the cen- 
tral controller’s office of Ford Motor 
Co., where he had been manager of 
the product analysis department. He 
joined Ford in 1949. 


Chapman to Head 
AMC Operations 


DETROIT. — B. A. Chapman has 
been elected operations vice-presi- 
dent of American Motors Corp. 

Chapman, for- 
merly vice-presi- 
dent and general 
manager of the 
Kelvinator divi- 
sion, will continue 
as chairman of 
the appliance di- 
vision’s operating 
committee, 

From 1931 to 
1936 Chapman 
was in charge of 

B. A. Chapman plant layout and 
equipment design for Plymouth, 
and in 1936 he was transferred to 
DeSoto as plant engineer. 

Chapman joined Nash in 1937 as 
plant engineer in charge of the 
company’s Kenosha automobile 
manufacturing operation. After 
holding various production posts, 
he was named Kelvinator general 
manager in 1954. 





the average dealer no longer con- 
siders a car at ‘X’ dollars that he 
buys at ‘Y’ percent off from the 
factory, leaving him a margin in 
which to operate. 

“He now takes his bill from the 
factory, establishes his costs, adds 
his minimum overhead and pro- 
ceeds to match wits with the cus- 
tomer.” 

The dealer's position as both a 
seller of new cars and a buyer of 
used cars highlights this battle of 
wits and distinguishes the auto 
business from most other forms of 
retailing, Braden said. 


“Nine out of 10 customers,” he | 


declared, “are trying to sell a 
used car. So the dealer is forced 
to match wits with them, trying 
to sell his merchandise and buy 


their tradeins at a price that al- | 


lows him to make enough money 
to stay in business.” 


Braden was asked about the “do- 


it-yourself” craze as applied to auto | !"~ 


servicing and about the sale of non- | 
automotive goods by some dealers. | 

On the self-service subject, he| 
reminded the forum of the com-| 
plexity of today’s cars. 


“In the old days,” he observed, | 
“you could service your car with a} 
pair of pliers, a screwdriver, a good | 
pair of hands and quick eyes. But 
with today’s automatic accessories 
and new-type transmissions, you 
need many specialized tools, so the 
self-service situation won't affect 
our industry too greatly.” 


Discussing nonautomotive sales 
by dealers, Braden commented, 
“I have seen just about every- 
thing but ladies’ apparel sold in 
auto dealerships. 

“The dealer is constantly on the 
alert for a source of revenue that 
may defray some of his overhead 
and give him a trading advantage 
over his nearest competitor. 

“This practice is most common 
in ‘single-dealer’ towns of 10,000 
and under,” Braden explained. 

“The average metropolitan dealer 
is not interested in this type of 
merchandising because he finds that 
he will fare better if he spends the 
same amount of time and effort 
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going after automotive prospects.” 
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Discussing Distribution Problems— 


More than 450 business leaders attended the seventh annual Chicago Tribune 
| Forum on Distribution and Advertising. One of three panels which exchanged views 
was composed of (from left), H. N. King, Tribune; E. M. Braden, Chrysler division; 
David F. Leahy, Sears, Roebuck & Co.; Earl A. Miller, Jewel Tea Co.; J. Kenneth Laird 
Tatham-Laird, Inc.; J. S. Pettersen, Norge division, Borg-Warner Corp.; Philip 
Salisbury, Sales Management magazine, and E. B. Weiss, Doyle Dane Bernbach, Inc. 





Where 's Point of No Return 
In Auto Tax?--Keating 


TOLEDO. — T. H. Keating, Chev- 
rolet general manager, last week 
posed the question of the “point of 

no return” in au- 
tomobile taxation. 

Speaking at a 
dinner welcoming 
Chevrolet’s new 
automatic trans- 
mission plant to 
the city, Keating 
quoted Automo- 
bile Manufactur- 
ers Assn. figures 
that 24 cents out 
of every dollar 
spent on a car in 

Michigan was for taxes. 

This, Keating said, was as the car 
comes from the dealer. Then, he 
said, a “gantlet” of use taxes awaits 
the buyer the moment he rolls his 
car out into the street. 

“I'm wondering,” Keating said, 


Rate Abuse Laid to U.S. 


National C of C Asks Tightening of Priviliges 
On Government Transportation 


WASHINGTON, — Special privi- 
leges permitting Government to ob- 
tain greatly reduced transportation 
rates through unregulated bargain- 
ing with private carriers are being 
“badly abused” and should be 
eliminated, the United States 
Chamber of Commerce has told 
Congress. 

In testimony prepared for a 
House interstate and foreign com- 
merce subcommittee, chamber 
spokesman Grant Arnold, general 
traffic manager, E. J. Lavino and 
Co., Philadelphia, a major trans- 
portation user, said: 

“In actual practice, a Govern- 
ment official can and has played 
one carrier against another for a 
bargain rate much lower than 

the rate published in official tar- 


Buffalo Salesmen 


Lose Sales-Tax Plea 


BUFFALO. — Automobile sales- 
men, whose dealers require them 
to purchase demonstrator cars 
for resale, were told the County 
has no authority to relieve them 


iffs. Due to the potential volume 
of Government business .. . the 
inducement to carriers to make 
these concessions is tremendous. 
As a consequence, cutthroat com- 
petition has resulted.” 


Arnold said the abuse could be 
ended by amending section 22 of 
the Interstate Commerce Act which 
grants the special privileges, as 
proposed in H. R. 525, now before 
the subcommittee. 


He said the proposals to amend 
the act contained in another bill, 
H. R. 6141, are “not in accord” with 
the chamber viewpoint. 

Arnold said that if H. R. 525 
were adopted, the Government 
could still get reduced rates and 
fares, if warranted, but the pro- 
cedure would be subject to regu- 
lation by the Interstate Commerce 
Commission. 

“Stated in the simplest terms,” 
Arnold said, “the chamber feels 
that all traffic, whether govern- 
ment or commercial, that flows 
in normal transportation chan- 
nels should be governed by the 
same rate- standards.” 
Arnold said that the following 

transportation trade organizations 
are in agreement with the chamber 
on Section 22: 

Air Transport Assns. of America, 
American Merchant Marine Insti- 
tute, American Trucking Assns., 
American Waterways Operators, 
Committee of American Steamship 
Lines, Committee for Pipe Line 
Companies, Intercoastal Steamship 
Freight Assn., Movers Conference 
of America, Munitions Carrier Con- 
ference, National Industrial Traf- 
fic League and the Transportation 
Assn. of America. 


“whether the automobile does not 

have a point of no return—a point 

where further tax increases will 

not increase revenues because the 

buyer is forced to curtail pur- 

eo and use of the automo- 
ie.” 


He reminded his listeners of the 
impact on the economy this would 
cause. Keating said that one out of 
seven gainfully employed persons 
owes his livelihood to highway 
transport. 


According to Keating, Chevrolet 
expects 1956 to be its second best 
production year and performance 
to date “foreshadows another two- 
million-vehicle year.” 

“We are past the one million 
mark in our model year,” he said, 
“and by mid-June will reach that 
figure for the calendar year.” 

Keating said that critics of big- 
ness in industry disregard the 
fact that no company can be 
completely independent and that 
outside suppliers are behind the 
flow of auto production. 

According to Department of Com- 
merce figures, Keating said, the 
auto industry is patronizing more 
small companies than ever before. 

“Two-thirds of automotive and 
automotive equipment manufactur- 
ing firms employ less than 50 per- 
sons,” he said. “The proportion 
marks a gain in the category of 3 
percent in two years. And this point 
is significant—the 3 percent in- 
crease was entirely covered by con- 
cerns with less than four employes.” 

Keating said that currently 
Chevrolet was equipping cars with 
Powerglide in a proportion of five 
to three. Last year, he said, it 
was 50 percent and the first year 
it was introduced it was 17 per- 
cent. 

The new automatic transmission 
plant is intended to supplement the 
Cleveland plant. Employment, when 
full operation is reached, will be 
2,500. Keating said 3,500,000 Power- 
— have been produced by Chev- 
rolet. 


Mack Consolidates 


7. - oe cs 
Six Subsidiaries 

NEW YORK. — Mack Trucks, 
Inc., has merged several of its 
wholly-owned subsidiary companies 
under the parent name, P. O. Peter- 
son, president, announced last week. 

This streamlining is expected to 
increase efficiency and reduce costs, 
he explained. 

Mack affiliates include Brunswick 
Ordnance Corp., Mack Mfg. Corp., 
Mack Motor Truck Corp., Mack 
Motor Truck Co., Mack Brothers 
Motor Car Co. and International 
Plainfield Motor Co. 

Two other subsidiaries; Mack 
Trucks of Canada, Ltd., and Mack 
Electronics Division, Inc., will re- 
— present identities, Peterson 


Business Varies 


With Dealer 


Northeast Kansas 
Situation Spotty 


KANSAS CITY, Kans. — How's 
business here in northeast Kansas? 
A lot depends on which dealer yoy 
talk with, although the majority 
report business down from 10 to % 
percent from a year ago. 

While many say they are losing 
money, some report that things 
are settling down in the retaj 
field and the manufacturers are 
taking a more enlightened atti- 
tude in dealer relations. 

Some are so discouraged that 
they talk of selling out. Others scoff 
at this attitude, saying that poor 
salesmanship is the fault, and, per- 
haps, poor management. 

A few dealers report their busi- 
ness up over that of a year ago. 

Most report costs and overhead 
up, and add that it is difficult to 
get a high enough markup to cover, 
Some dealers say that manufac- 
turers still are crowding dealers to 
take cars and demanding that they 
sell them while others report this 
situation is easing. 

In order to compete for business, 
some dealers have been compelled 
to offer more and more for used 
car tradeins. 

Misleading advertising was de- 
plored by some dealers. These 
same dealers think “cutthroat” 
competition is as much the fault 
of dealers as of auto makers. 

Customers must stop expecting 
“something for nothing” when they 
trade for a new car, dealers said. 
One dealer said if a car dealer is 
giving away a lot of stuff in order 
to sell cars, he will have to make it 
back in higher prices or charge 
more interest on time payments. 
Another dealer said that he had 
to sell three times as many cars 
now as he used to and, although 
this is true, more overhead is re- 
quired for each car sold—in other 
words, it’s a vicious circle. 

More volume calls for more work- 
ers and the cost of everything the 
dealer uses is going up—from car- 
washing chamois on up, he said. 


‘What Customer 
Finds’ Revealed 
In Utah Survey 


(Continued from Page 3) 


handled the presentation by them- 
selves. The question: “When told 
you could get a better allowance 
from another dealer, did he (the 
salesman) try to resell his product 
and company?” brought out that 
60 of the salesmen did and 57 failed 
to follow up in the “resell.” 

Only 42 salesmen drove home 
the advantages of dealing with 
his company, but 73 emphasized 
the advantages of financing 
through dealer sources. 

The shopping survey was con- 
ducted over a two-month period — 
April and May, 1956, Ashton said. 

* ” 7. 


Utah Dealers Slap 
Maldistribution 


SALT LAKE CITY — Charging 
that maldistribution has brought 
about bootlegging, cross-selling and 
other evils, the Utah Automobile 
Dealers Assn. has called upon the 
factories to end this situation. 

The resolution was addressed 
“particularly” to General Motors, 
Ford and Chrysler and urged them 
“to withhold from any dealer more 
cars than he can rightfully sell in 
his zone of influence.” 

In another action, the dealer 
were asked to sign “offers” to loat 
cars to schools for driver-education 
courses. The offer contained § 
stipulation that a school board a¢ 
cepting the loaned cars would agreé 
to buy any cars it required from 
franchised dealers within the schod 
district. 

Elias Strong, association sect 
tary, said enough dealers signed 
pledges to assure sufficient traini= 
cars for the entire state. 
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General Tire Promotes 


Cole and Martin in Sales 


Promotion of George A. Cole to 
assistant manager of car-tire sales 
for General Tire & Rubber Co., has 
been announced. 

At the same time, 
nounced that James E. Martin, 
former Milwaukee territory man-|end of progress which always 

er, has been promoted to passen-| accompanies cartel and monopoly 
ver tire sales manager for the Chi-| control, as we have seen in France.” 


cago 
places Cole. 


Philadelphia Show 
Dies of ‘Apathy’ 


PHILADELPHIA.—The 1957 auto 


of “apparent dealer apathy” shown 
in the reponse to a poll, according | 
to Richard MacMeekin, general 
manager, Philadelphia Automobile 
Trade Assn. 

Only 54 dealers of the 125 PATA 
members took time to respond, 
MacMeekin said. Of these, 31 were 
spposed to the show, 22 were in 
favor and one was “confused,” he 
said. The board, because of “poor 
returns and apparent dealer apa-| 
thy,” decided it would not under- | 
take the project. All deposits are 
being returned to those who had 
entered the show. 








has been cancelled because 


By Lawrence McCracken 
Staff Correspondent 

CLEARWATER, Fla. — Prelimi- 
nary steps toward creation of an 
organization to bring alive dor- 
mant support for independent busi- 
ness and industry have been taken 
here by James Hummel (Hudson). 

“Naturally, my personal in- 
terest is in survival of the inde- 
pendent auto manufacturer,” said 
Hummel. “I know that people 
are practically 100 percent in 
agreement that the independent 
auto maker must survive.” 

He said most Americans instinc- 
| tively fear that continued concen- 
| tration of business and industry in 
| the hands of fewer and fewer com- 
panies will change our nation as 
we know it. 

“We fear,” he said, “what hap- 
|pens when ambitious youth is 
|denied an opportunity to own a 
business of its own. We fear the 








it was an- 


Hummel said that for months he 
has been talking with businessmen 


division of General. Martin 


TAILOR MADE 


-..togsell your AUTOMOTIVE PRODUCTS 
to a multiple group 
readership of nearly “3” MILLION! 


MOTOR TREND © MOTOR LIFE ¢ HOT ROD 
“largest selling automobile consumer magazines 
in the world” 


A strictly auto-minded market available 

at a low “cost per thousand” . .. buying almost 
twice as much automotive equipment and 
services as the average U.S. motorist! 


FOR RATES AND MERCHANDISING DATA CONTACT: 


LOS ANGELES NEW YORK DETROIT 
Jim Going Ben LaMaster Joe Jaglois 

5959 Hollyw'd Bivd. $50 Fifth Ave. 1514 Book Bldg. 
HO 2-3261 CI 6-1365 WO 3-8660 
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THE WORLD'S “SIMPLEST” VISUAL 


REG. U.S. & \ e . eg VSED NATIONWIDE BY PROGRESSIVE DEALERS 
CANADA PAT. . 
a AERCHANOSEFR 
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I 
an under-dash Z . 
instant-cooling | 
Mobilette Auto Air Conditioner | 
| 

Here is the fast-rising automobile air conditioner with up-front | 
cooling that reaps rewards in customer appreciation as well as | 
profit. Because it can be transferred easily, economically from | 
car to car, it means that depreciation on the line is on the run. 
It can mean future new car sales, a “clincher” in many fleet | 
| 

| 

| 

| 

l 

| 

| 

| 


contracts and a premium that means no great cash outlay. Your 
letterhead or post card will bring you full information. 





RI@DISTTC site tre werner magnetic ciuren 
MOBILAIRE MANUFACTURING COMPANY 
a Division of the National Gas Equipment Co., Ine. 


Box 122 Denison, Texas 








SERVICE RECORD SYSTEM 


St NES < A “SIMPLE” BASIC PLAN 
y SS OF CUSTOMER CONTROL 

4 One “Simple” Card — No pigeon 
holes — No file folders — No tabs — 
And you have complete information about 
Your customers at LESS COST than any other follow-up 
system — Complete information without obligation. 








420 N.W. 4th ST. OKLAHOMA CITY 3, OKLAHOMA 
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Dealer Hummel Seeks Aid .. . 





‘SOS’ for Independents 


—barbers, builders, grocers, auto 
dealers, service station owners, 
appliance dealers, radio station 
managers and dozens of others. 

In addition, he has canvassed the 
several score persons who enter his 
dealership weekly. He reports that 
in every field except barbering 
there is growing concern about the 
ability of small business to exist. 
Yet, all insist the independent has 
strong public support. 

“Our job now is to mobilize 
that support and make it effec- 
tive,” Hummel says. 

Hummel and a half dozen local 
men interested with him in laying 
the groundwork for an organiza- 
tion they hope will become national, 
have given these suggestions: 

1. Adopt a seal which immedi- 
ately identifies the independent 
businessman in every field. Place 
this on store windows, in advertise- 
ments and elsewhere so that it 
becomes identified in the public 
mind with the national effort to 
retain competitive rather than 

monopolistic capitalism. 

2. Develop and carry on an agres- 
sive information campaign to in- 
form people as to why it is in their 
selfish interest to see that inde- 
| pendents survive. Tell them speci- 
| fically about the many innovations 
|}in the automobile introduced by 
| independents. 


3. Reach the nation’s youth 
with the story of our present 








Auto Complaints 
In Milwaukee 


Drop, Says BBB 


MILWAUKEE. — “Exaggerated” 


sales claims 
|have been reduced here, according 
|to the Better Business Bureau. 
The bureau has established a new 
| division to handle auto complaints 
and drew support from the Milwau- 
kee County Automobile Dealers 
Assn. and the Badger State Auto 
Dealers Assn., new and used-car | 
groups respectively. 

The BBB hired a group of shop- 
| pers to check to see whether cars| 
were available on advertised terms. | 
|A number of dealers have been | 
asked to modify ads, it was said. | 
All but one has complied, the BBB 
said. 


in retail auto sales) 





Among the provisions of the new | 
|code, is that every advertisement 
| should state facts as to age, make, | 
|model, type, condition, equipment, 
| price and terms of sale. 


‘Wheland to Build 
New Foundry 


| CHATTANOOGA, Tenn.—A $3.5 | 
million mechanized foundry will be) 
j}erected here by Wheland Co. a 
producer of automotive parts. 

The expansion program will be| 
carried out under a financing pro- 
gram of $6.9 million, previously | 
announced. 

The new plant will adjoin 
Wheland’s present foundry in| 
Chattanooga. 








Top Trucks 


New-truck registrations for 
three months, plus 39 states for 








April: 

1956 Pos. Make 1955 Pos. 
1— 87,442 Chev. 66,849— 2 
2— 76,020 Ford 80,719— 1 
3— 32,057 Internat’l 29,780— 3 
4— 25,602 GMC 15,578— 5 
5— 15,883 Dodge 18,708— 4 
6— 5,972 Willys 1,371— 6 
7— 4,621 White 3,614— 7 
8— 3,746 Mack 2,486— 9 
9— 3,114 Studebaker 3,329— 8 

10— 1,205 Diamond T 960—10 

11l— 824 Reo 698—11 

12— 253 Brockway 293—12 

2,881 Misc. 1,821 
Total All Makes 
259,620 232,206 


Further details on Page 56. 


trend to concentration and how 

this threatens to deprive them 

and their children of the joy 
and satisfaction of working for 
themselves. 

4. Enlist barbers (they reach 
practically every male in the coun- 
try) as one small business group 
to help tell our story through leaf- 
lets and other material. 

5. Publicize the story of small 
manufacturers deprived of defense 
contracts and in other ways forced 
into bankruptcy or merger with 
bigger companies. 

6. Dramatize the manner in which 
destruction of small business erases 
employment opportunities in 
smaller towns and cities compelling 
ambitious youth to move to the 
larger cities. 

7. Organize speakers’ bureaus to 
tell the story locally and stimulate 
interest and support. 

8. Call on state and national 
leaders to aid in preservation of 
our competitive system. 

“These are specific suggestions 
and we'll welcome more,” Hummel 
said. “Unless the people demand a 
halt to this slow destruction of the 
free competition which has been 
the basis of our strength and great- 
ness, this nation is sunk.” 


Your Future ¢ Bright 
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TESTED 


NEW! 


ENDORSED 





with DRAW-TITE 


The same facilities you use to sell cars can give you first crack at 
the growing boat hitch business with practically no investment! 
Boaters, hunters, fishermen, and other trailer users purchasing a 
new or used car also need a new hitch—and DRAW-TITE makes a 
CUSTOM BUILT hitch for every make and model car! 

Any Draw-Tite hitch can be shipped. within 24 hours. The Draw-Tite 
factory takes care of your inventory for you! 

Draw-Tite also makes a Cam Tension Trailer Coupler, with Safety 
Lock, for fast coupling and uncoupling. 


FREE ! wie tai won 
e 


folder “Only The Ball Shows.” 


DRAW-TITE CO. 
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Lincoln, Rambler 
Hail May Sales 


Lincoln dealers delivered 17,320 
new cars during the second 10 days 
of May, an increase of 29 percent 
over the corresponding period of 
1955, according to H. B. Daniels, 
general sales manager. 

He said it was the 23rd consecu- 
tive period in which sales exceeded 
the corresponding period in the pre- 
vious year and that 1956 sales are 
950 units a month ahead of 1955. 


Rambler 


Rambler retail sales for the 10 
days ended May 20 were 23.5 per- 
cent ahead of the corresponding 
period in April and 26.1 percent 
over the first 10 days of May, ac- 
cording to Roy Abernethy, Ameri- 
can Motors marketing and distri- 
bution vice-president. 

He said sales totaled 2,959 units 
for the May 20 period, compared 
with 2,346 for May 10 and 2,395 for 
April 20. 











More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 
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. . . For added profits on new car sales 


Tumble-Check 


TESTED BY ACCREDITED LABORATORY 


Protects child against sudden stops, open doors 
—allows complete freedom of seat movement 


@ Easily installed by parent 


e Adjustable for ages one to six 


@ Crotch strap prevents harness @ Entire harness laboratory 


slipping over head 


tested 


ENDORSEMENT BY LEADING CITY SAFETY DEPARTMENTS WITH INSTRUCTIONS 
Supplied for 2-Door and 4-Door Car Models. Specify model on orders. 
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SOME DEALERS HAVE 10072 ABSORPTION FIGURES! 


(National Average is 65°) 


We guarantee to increase your service absorption figures and fill your shop with customer- 
paid labor . « @liminate non-productive and unapplied time . . . and increase 
your profits. 
For as little as $70.00 up per month, we can install a complete service production 
program that will do this—or it costs you nothing. We will analyze your problems and 
tell you how to correct them . . . train the entire service personnel . . . free your 
service manager of details, so that he can think . . . free service salesmen of doing 
follow-up, so that they can have 8 hours a day to sell . . . eliminate duplicate handling 
of cars... and get away from single-item repair orders. 
If your monthly service volume is $7,000 or more, and you do not have a service desk 
or tower control, write us and hear our story . . . we promise some new slants—without 
obligation, of course. 

bY 1112 S. Wabash Ave., Dept. 
Flash-A-Call Service Control AN-122, Chicago 5, Illinois 








NEW CAR DEALERS—OWENS FRANCHISE AVAILABLE! 


NEW CARS 
NEW BOATS 


Many of the people who buy your cars, also 

buy our boats. Since you have the contacts 

(and selling boats will not interfere with 

selling cars!), why not get your share of 

this profitable business? It's a big new mar- 

ket—if you can qualify! 
With minimum capital and time investment, and the 
very same facilities you already possess, you can be- 
come an Owens direct-factory boat dealer. We manu- 
facture on our assembly line a complete, nationally- 
famous line of quality boats—models are 14, 16, 18, 20, 
21, 26, 31 and 35, starting with a $345 outboard on up to 
the luxurious 35-foot cruiser. 


You may qualify. Preferred areas are still open to 
quality dealerships. For information, please write to: 
Mr. H. L. Johnson, Vice President, Charge of Sales, Owens 
Yacht Co., Inc., 102 Stansbury Rd., Baltimore 22, Md. 
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Finding All the Colors Is a Tough Job... 


Dealer Looks Over Rainbow 


PONCA CITY, Okla. — Many} you-know-what for 
Northern Oklahoma dealers are) the desired colors. 
“Bill,” the dealer said, “check 
colors. Some are merely shaking| your last shipments and tell me 
which dealers got these colors in 
these models.” 

He checked them off on a list. 
| “How about a dealer a 

One dealer showed AUTOMOTIVE} closer? That other dealer is too far 
News half a dozen customer orders) to go for just one car. Fine, I'll call 
for specified colors which the fac-| him and see if it’s sold.” 

He placed another call. 

got that black job 
which was shipped last week? You 
have? Can we have it? Think I got 


displeased with factory service on| 


their heads and complaining about | 
lost deals. Others are trying to| 
solve the problem by cooperative} 
action. 


tory had failed to fill. 

“If I don’t get these cars soon,” 
he said, “I’m certain to lose some 
of the deals. Might lose them all, | 
because I’ve already tried to sell 
these people colors I have in | 
stock. 

“Awhile back,” he continued, “the 
factory was giving us the big push 
on the advantages of having 20 col- 
ors and 50 combinations to sell. 
Now they’re telling us to sell what 
we have in stock, and they’re ship- 
ping us color combinations that do 
not correspond with the order.” 

Another dealer is taking a more 
aggressive stand on the color ques-| 
tion. As he chatted with AUTOMOTIVE | 
News, a salesman. handed him a 
memorandum. “These are the col- 
ors we need,” he told the dealer. 

“Excuse me,” said the dealer, 
“while I make a call.” He called 
his zone manager in Kansas City, 
apparently, this correspondent 
thought, to give the factory the 





Truckers Critical 
Of Rate Schedule 
On Ohio Turnpike 


TOLEDO.—tThe state’s toll roads 
and freeways have been criticized 
by the Ohio Trucking Assn. 

Tolls are too high on the Ohio 
Turnpike, truckers said, and Ohio 
is doing a miserable job of provid- 





ing adequate free roads. 

The truckers even doubted that 
Ohio would solve the needs of its 
motoring public if it gets the $1,- 
400,000,000 presently earmarked for 


it under the $51 billion Federal | 


highway program. 

Earl Sowers, Akron, operations 
vice-president, Motor Cargo, Inc., 
offered evidence on why more 
truckers aren’t using the Ohio 
Turnpike. 

It cost Motor Cargo 5.66 cents a 
mile to operate on the Turnpike, 
he said. That compared with 3.41 
cents a mile operating on parallel 
free roads in Ohio. The comparable 
cost for the firm on the Pennsyl- 
vania Turnpike was 4.77 cents a 
mile. 

Prospects of rate changes on 
Ohio’s first turnpike project were 
mentioned by Sam P. Brown, part- 
ner in the consulting firm of Cover- 
dale & Colpitts. The firm is study- 
ing rates for the Ohio Turnpike 
Commission. 


Vande Water Gets 
GMC Dealer Post 


PONTIAC. — W. L. Vande Water, 
national fleet sales manager, has 
been appointed to represent GMC 
Truck & Coach division in General 
Motors’ top-level 
dealer relations 
setup, it was an- 
nounced last 
week by Philip J. 





Monaghan,  divi- 
sion general 
manager. 


As in the case 
of the five car 
division repre- 
sentatives, Vande 
Water will carry 
the title of execu- 
tive assistant to the general mana- 
ger. GMC has 3,200 dealers. 

Vande Water joined GMC in 1950 
as truck sales promotion manager 
and later served as merchandising 
manager and eastern regional sales 
manager. 


W. Vande Water 





Finney Joins Tung-Sol 

Horace R. Finney, formerly man- 
ager of ultra violet lamp sales and 
assistant to the manager of auto- 
motive miniature lamp sales of 
Westinghouse, is now associated 
with Tung-Sol Electric Inc. in lamp 
sales and engineering, it has been 
announced. 


“You . still 








not shipping|a sale for it. Net invoice and $25 


for your trouble. Fine. Put a solg 


morrow morning.” 


” 


any more, 
little 








tag on it. We'll get it today or to- 


“You can’t wait for the factory 
to make these color selections 
the dealer said, 

“They’re busy right now selling 
everything they make as fast as 
they can while the customer is 
still sold on the availability of ali 
these colors and combinations. 

“The factory has all of them, too 
but can’t lay their hands on th ; 
so we call the factory to check theit — 


MERI! 
Hudso 
Nash 
pHRYS 
Chrys! 
DeSot 
Dodge 
Plyme 


sales list for the colors we need and a. 
. » buy them from the retail dealers 
Black Predicts Likewise, we sell any of our colors — 
Mil + ] when we can to the dealers who ENER 
$200 1 lion Sa es cooperate with us. " Balch 
6 ® “By doing it this way we can : 
For Wh ite in °'56 close deals within two or three days Brows 
2 while other dealers are waiting as 
NEW YORK. — Sales of White Rtgs nal ; Oldsn 
Motor Co. for this year are ex- acing ae achar eata actory Ce- eat 
pected to be “somewhat in excess| « an . “ae P CO 
of $200, 000.000,” ‘f nother thing, when it becomes] Packs 
Robert F Black | noised around that we are deliver-] stude 
board chairman | ‘"% color combinations we get a lot 
said here last | Of deals from customers who are} Total 
week ina speech | ‘ired of waiting for dealers to de- nen 
delivered at ot am a. ea seus 
luncheon meeting | zm JER one Piase of 6 
of the New York | changing business, the dealer said, 
Society of acm. ‘and you’ve got to adapt yourself 
rity Analysts to the many problems. And a deal 
Black deciarea | = a deal in this market, You sure 
at “on tne bnale | can’t make any profit if you have to 
ce rs | backorder every fourth car because Vv) 
Robert F. Black cast. our net in-| that customer may not wait. rane 


come after taxes should increase to | 
approximately $6,500,000. 
These estimates 


compare with 


of $6,061,180 reported for 1955. Both 


|} sales and net income for last year 
were the highest in the company’s 


history. 


Black emphasized that the de- 
creased demand experienced by the | 
passenger car producers “does not | Guide 
apply to the truck 
particularly not to the heavy-duty 
segment of the truck industry in 
which White is a dominant mem- 


ber.” 


During the first quarter of 1956, 
he said, heavy-duty units registered 
|in the U. S. accounted for 11.2 per- 
cent of the total of all types of 
trucks registered as compared with 
8.5 percent in the first quarter of 
1955, 7.1 percent in 1954 and about 
4 percent in the like quarter of 1949. 

“There is every 
the healthy demand for the heavy- 
duty trucks will be sustained for 
some time,” Black added. 

45-Year Fete 

CULVER CITY, Calif. — Wilson 
H. (Lou) Albertson, owner of Al-|on, 
bertson Bros. (Oldsmobile), devoted 
the entire month of May to an ob- 
servance of the 45 years during 
which the Albertson family has| Guide headlamps 
been selling cars in the Los An-|year on all 


geles area. 















FLINT. 


industry and 


state requirements 
adjustment. 


large darkened areas. 
indication that 


said. 


trucks. 
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[ 
REMOVABLE & PERMANEN 


Sold only thru New Car Dealers coast-to-coast . 
write for literature showing our entire line. 


Coacheraft Sales Corp. 


9015 Santa Monica Blvd. * Hollywood 46, California 


Featured on the aimer is a com- 
|pensator dial for calibrating head- 
lamp beam drop. The dial is said 
to assure exact beam angle with- 
out the aid of aiming machines and 


The beam angle is set simply by 
moving the dial to the number that 
corresponds with the drop in inches 
required in 25 feet, AC Spark Plug 


The aimers fit over three guide 
points. With only a screw driver, in 
broad daylight without the lights 
AC said headlamps can be 
properly aimed in less than 10 min- As 
utes. The new aimer is called the 
T-3 Type A, and is for use with 
introduced 
1956 GM cars and 


pIVCO 


Headlamp Aimer DG 
| Sales of $179,944,264 and net income For Trucks Ts 


Offered by AC 


- AC Spark Plug divi- STUDI 
sion of General Motors Corp. has |WHIT! 
introduced a modified version of the | WILL! 
T-3 Safety-Aimer designe 
for adjustment of all Guide truck 
;}as well as car headlamps that re- 
quire specific beam angles. 

The aimer is said to satisfy all 
for headlamp 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 





| About 21,000 Cars a Day .. . 
June Output Expected 
To Drop to 450,000 


(Continued from Page 1) 


turned out the previous week, | percent below the 547,603 cars as- 
and 40.3 percent below Automo- |sembled in April, and lowest 
tive News’ three-year index for monthly output since last Septem- 
auto production. The previous | ber, when 461,597 cars were built. 
week’s output was 13.8 percent It also was 35.1 percent below the 
below the index. The comparable | 724,892 cars turned out during May 
week a year ago turned out 125,- | a year ago. 
062 cars. Truck production totalled an esti- 
General Motors, which worked its| mated 16,979 units last week. The 
Buick-Oldsmobile-Pontiac lines and} previous week, some 21,415 trucks 
Chevrolet assembly plant in At-/ were built. 
lanta on a five-day week and all| Truck output for the month was 
other plants on a four-day schedule | estimated at 94,618 units, or a 3.9 
turned out 44,843 cars last week for| percent drop from the 98,504 units 
59.8 percent of total industry out-| manufactured in April. It also was 
put. The previous week the corpora-| 26.6 percent below the 129,852 
tion assembled 55,568 cars. trucks turned out during May a 
A breakdown of GM operations| year ago. 
showed Chevrolet with an esti-| 


mated 24,200 cars last week, com-| P]yyy ° 
pared with 29,272 a week earlier; | y outh Consolidates 


Buick dropped from 9,604 to 7,591: Station-Wagon Work 

Cadillac, from 3.387 to 2,650; Olds- DETROIT. — Chrysler Corp. has 

mobile, from 7,647 to 6.052, and revealed plans to transfer produc- 

Pontiac, from 5,658 to 4,350. tion of Plymouth station wagon 
._ * * bodies from its Meldrum facility to 

ORD MOTOR CO., which had) the Mack Ave. plant. 

some plants working two days,| John E. Brennan, group execu- 


* * * 








(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
dune 2, Week, May 26, Output, June 4, dune 2, 
1956 1955** 1956* May 1955** 1956 
SMERICAN MOTORS __ 1,325 3,940 1,692 7,035 91,757 57,860 
SNEED hoscsleiessectcvennmoste 450 793 606 1,915 30,594 17,886 
Ee 875 3,147 1,086 5,120 61,163 39,974 
PHRYSLER CORP. ...... 9,037 21,406 17,351 73,088 698,182 411,139 
EE  covarcuseecsésienioions 1,100 3,293 2,665 9,806 96,762 55,623 
IID ic dutiib ches cincteshnicdanah 812 1,870 1,591 7,262 71,602 49,160 
RENEE? drtcesvectsenceorsscsceenes | 3,634 4,484 18,476 159,661 91,228 
a 3,875 12,609 8,611 37,544 370,157 215,128 
FORD MOTOR .............. 19,537 31,121 31,634 141,068 989,430 742,357 
Continental .................. 12 sein 12 ee 973 
SE ealiereds take uaievbentonenien 18,500 25,589 24,482 112,372 769,242 598,996 
III, | Soicetueasscaibdeseiesmeest 325 732 945 4,149 20,254 24,163 
SETI schidesintipncunistescewsde 700 4,300 6,195 24,458 199,934 118,225 
GENERAL MOTORS... 44,843 65,781 55,568 241,914 1,832,730 1,511,204 
SIE “stnleccattesessinpeescetuteven 7,591 13,452 9,604 42,258 371,195 286,308 
SINE I< cosnscsidvesstertuteses 2,650 2,574 3,387 14,256 72,557 72,330 
EE. Scvtrevesoversiauennes 24,200 29,907 29,272 127,444 830,532 760,210 
Oldsmobile .................... 6,052 10,724 7,647 33,041 282,663 222,446 
PS 4,350 9,124 5,658 24,915 275,783 169,910 
RENMEI ©. cscacessissestedsivnve 240 2,699 1,873 7,639 102,804 54,253 
SINE ‘ixovenresisvodesiceacen 240 1,395 480 2,159 36,944 11,234 
Studebaker 1,304 1,393 5,480 65,860 43,019 
Total Cars, U. S. . 74,982 125,062 108,118 470,744 3,721,052 2,776,813 
for 1955 include Kaiser-Willys production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. I 
Ended Same Ended Total To To 
dune 2, Week, May 26, Output, June 4 tune 2 
1956 1955* 1956* May 1955* 1956 
5,500 9,314 6,298 28,947 165,352 169,895 
85 97 102 454 2,370 2,145 
64 64 80 369 1,530 1,865 
1,600 2,499 1,848 8,393 44,627 38,669 
4,450 5,138 5,790 26,353 167,890 136,608 
1,700 2,496 2,119 8,122 40,826 44,365 
2,112 2,911 2,659 11,280 58,472 63,463 
350 277 453 1,679 5,431 8,344 
60 103 80 335 2,220 1,604 
ciabieitiiile- satltaahy ‘ 323 269 1,103 9,542 5,814 
248 282 373 1,669 6,368 8,193 
730 1,309 1,296 5,492 34,387 26,517 
30 73 48 422 1,574 1,020 
Total Trucks, U. S..... 16,979 24,886 21,415 94,618 540,589 508,502 
Total Cars, Trucks, 
Ss gids eiianaleliaisagises 91,961 149,948 129,533 565,362 4,261,641 3,285,315 
Total Cars, Trucks, 
SIR,"  teciicacieiondcannt 12,402 13,996 8,304 56,732 231,203 223,850 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....104,363 163,944 138,337 622,094 4,492,844 3,509,165 
"Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel 


Drive, Federal, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White Totals. 





‘Men’ Survive 


in Southwest 


As ‘Boys’ Begin to Falter 


(Continued from Page 6) 


ers are taking their business 
away from them.” 

Wise dealers also are content to 
let the competition talk “poor 
mouth.” They do little local brag- 
ing about their operations and 

ir profits. 

One of the most successful, who 
opened his books, his profit-and- 
loss ledgers and his bank book to 
Automotive News, said: 

“If used cars are a_ problem, 


16-Dealer Council 
Meets at Cadillac 


DETROIT. — The new Cadillac 
Distributor - Dealer Council holds 
its initial meeting with top man- 
agement here for three days, 
starting today (June 4), according 
to J. M. Roche, general sales man- 
ager. 

Members include: Duncan D. 
Chaplin jr., Portland, Me.; R. Scott 
Smith, Philadelphia; Charles G. 
Vogell, Columbia, S. C.; Elwyn W. 
Tomlinson, Atlanta; David J. 
Towell, Akron; B. F. Donovan, In- 
dianapolis; J. W. Eberts, Grand 
Rapids, Mich.; Arthur R. Lindburg, 
St. Louis; H. E. Warren, Minneapo- 
lis; Robert C. Greenlease, Kansas 
City; N. J. DeSanders sr., Dallas; 
Sidney N. Epperson, Woodland, 
Calif.; C. J. Murray, Sioux City, 
Ia.; W. M. Ryan, Seattle; R. L. 
sickenbaugh, Denver, and W. F. 

buntree, Shreveport, La. 





| dealers must- hunt new markets in 
|}other places. Dealers must realize 
| that shoppers are prospects, usually 
confused. prospects, who are mysti- 
fied by. the wide variations in ad- 
vertised offers’: and who therefore 
have a false impression about how 
much margin is in the operation. 
This constitutes a problem in 
straightforward fact analysis which 
can lead to sales. 

“Some dealers shrug off the 
shopper with ‘No use fooling with 
him. He is strictly a price buyer.’ 
The facts are that he goes some- 
where else to buy and becomes a 
‘be back’ on the first dealer’s 
book. 

“Line up new. markets for used 
cars,” this dealer advised. “For in- 
stance in some places certain mod- 
els of certain brands are in demand. 
If you know what you can get in 
these markets, you can get away 
from the ‘book’ and make a more 
realistic offer which often gets the 
deal closed—at a profit.” 





Providence Dealer 


Enters Receivership 

PROVIDENCE. — Motorville, Inc. 
(DeSoto-Plymouth) has been peti- 
tioned into receivership. A perma- 
nent receiver will be assigned June 
12. 

Petitioners said the corporation 
is insolvent and that outstanding 
| obligations exceed $35,000. 


some three and some four, turned 
out 19,537 cars last week, a decline 
of 38.2 percent from the previous! 
week's output of 31,634 cars. 

Ford division, which scheduled 
four-day operation but reported 
that some plants might be closed 
Friday, turned out only 18,500 
cars last week, compared with 
24,482 a week earlier. 

Mercury, with its St. Louis, Los 
Angeles and Metuchen (N. J.) plants 
down all week and its Wayne 
(Mich.) plant working only Monday 
and Tuesday, dropped from 6,195 to) 
700 units. Lincoln, with its Los An-| 
geles plant closed for the week and 
its Wayne (Mich.) plant working} 
two days, dropped from 945 to 325) 
cars. Continental remained steady 
at 12 units. 

Chrysler Corp. turned out 9,037 
cars last week for a 47.9 percent 
drop from the 17,351 cars turned 
out a week earlier. 

Dodge, working four days, turned 
out 3,250 cars last week, compared 
with 4,484 a week earlier. Chrysler 
dropped from 2,665 to 1,100 units, 
DeSoto, from 1,591 to 812, and Plym- 
outh, from 8,611 to 3,875 cars. 


Plymouth worked its Detroit and 


Evansville (Ind.) plants only two 
days, while Chrysler and DeSoto 
also worked only Monday and Tues- 
day in Detroit. The corporation’s 
Los Angeles plant worked four 
days. 
= = > 

MERICAN MOTORS CORP., 

working a four-day schedule at 
its Kenosha (Wis.) plant, built 1,325 
cars last week for a 21.7 dip from 
the previous week’s 1,692. Hudson 
was down from 606 units to 450 
units and Nash dropped from 1,086 
to 875. 

Studebaker-Packard Corp., with 
Studebaker division out of pro- 
duction all week, showed the big- 
gest decline of all makers. The 
corporation produced only 240 
Packards last week, for an 87.2 
percent decline from a week ear- 
lier when 1,873 Packard and Stu- 
debaker cars rolled from the lines. 
Packard turned out 480 cars the 
previous week, and Studebaker, 
1,393. 

The industry’s decline to an esti- 
mated 470,744 cars in May was 14 


Dealer O’Brien 
Drops New Cars 


OMAHA. — T. J. O’Brien Motor 
Co. (DeSoto-Plymouth), a new-car 
dealership since 1914, has announced 
it will terminate the new-car fran- 
chise July 25, 1956. 

This is the fourth new-car dealer- 
ship in Omaha to give up new-car 
sales. Others were Miller-Knuth 
(Chevrolet), John Optiz (Chevrolet) 
and Andrew Murphy & Son, Inc. 
(Chrysler- Plymouth). All, except 
Miller-Knuth, said they are “not 
going out of business” but will con- 
tinue used-car and service depart- 
ments. 

O’Brien, in a notice mailed to 
customers, pledged to continue high 
standard service, quality used cars 
with guarantee and parts and ac- 

i cessories. 


| used 


tive of a 19-plant stamping and 
general manufacturing group, said 
the move, which will be made in 
about four months, will consoli- 
date the fabrication, assembly and 
painting of all automotive bodies 
in final car assembly at 
Plymouth’s Detroit plant. 


A Car for a Star— 

C. A. Blake, of Blake Cadillac- 
Oldsmobile, loans a Cadillac Eldorado to 
Rosemary Henderson during her two-week 
stay in Harrisburg, Pa., for the Ice 
Capades of 1956. Called the “Solid Dia- 
mond Cadillac,” 
by Blake, featured gold Cadillac Vs" on 
each costume. 





the ice show, sponsored 


Dealer Trains All-Female Sales Staff eae 


Autodom’s 


(Continued from Page 6) 


training for the week. Questions 
to determine knowledge gained. 

Saturpay—Shopping other dealer- 
ships. 

At one of the classes, 15 of the 
girls were in attendance. Their in- 
terest was high and they asked 
sharp and intelligent questions. 

A telephone technique film was 
shown giving examples of how to 
qualify the prospect over the 
phone and how to “sell the 
appointment” for a demonstra- 
tion. 

Another film stressed the engi- 
neering points of the 1956 cars 
and a third told how to sell these 
features and explained selling 
points and suggested certain sell- 
ing words and phrases to be used. 

Here were some of the points 
stressed by Joyce Van Arsdale, a 
girl with considerable sales experi- 
ence in Slenderella who was assist- 
ing York in the training. 

“Get across the idea that you are 
selling the best car and you want 

to sell it because you know it is 
the best.” 

“If you’re going to sell cars, 
you're going to have to get out 
and sell them.” 

“Selling is like making a hit with 
the man of your choice. You've 

got to put you across to your pros- 
pect.” 

“Make Mr. Bell’s invention pay 
off for you.” 

“As a female, don’t pay too much 
attention to the man if he is with 
his wife or girl friend.” 

The girls all made notes and 
at the end of each film they were 
asked to comment on some par- 
ticular part or point that im- 


Export Bank Aids 
Mack in $500,000 


Truck Sale to Iran 


PLAINFIELD, N. J. — Mack 
Trucks, Inc., has received $500,000 
export credit assistance from the 
Export-Import Bank permitting the 
sale of heavy trucks to Iran, ac- 
cording to P. O. Peterson, Mack 
president. 

He said the trucks would be used 
in highway construction. 

Peterson said this was-the second 
credit for Iran on behalf of Mack 
in the last year. Last fall, what be- 
gan as a $1 million credit for the 
sale of buses was later converted 
to a cash sale. 








Alter Girls 





pressed them. Each of the 15 
gave a different answer. 

The fact was stressed to the 
girls that today’s market is weighed 
in favor of the buyers and that 
to sell autos will take a lot of 
hard work, 

“I know it’s going to be hard 
work,” said one of the girls, “but 
if I'm successful, I can make a lot 
more money than selling in a 
department store.” 


Id..Dealers Hear 


Sutter, Cooper; 
Elect Bevington 


BOISE, Id. — NADA’s legislative 
program and national dealer affairs 
were the main topics discussed at 
the. Idaho Automobile Dealers 
Assn. convention here. 

They were covered by Frederick 
M. Sutter, Columbus, Ind.. NADA 
vice-president, and Walter Cooper, 
Fort Collins, Colo., district NADA 
vice-president. 

Other speakers touched on busi- 
ness management, service depart- 
ment management, personnel man- 
agement and highway safety. 

Dealers elected Frank C. Beving- 
ton (Buick-Pontiac), Nampa, pres- 
ident. New vice-president is Fisher 
Ellsworth (Dodge-Plymouth), Idaho 
Falls. 

Directors and_ district 
presidents are: 

District 1—Clare Walker (Chev- 
rolet), Kellogg, vice-president; 
Lloyd Daman (Ford), Wallace; 
Frank Evans (Ford), Sandpoint, 
and G. J. Kramer (Pontiac), Coeur 
d’Alene. 

District 2—Charles Lashley (Wil- 
lys), Orofino, vice-president; R. E. 
Fahrenwald (Buick), Moscow; Wes- 
ley Jenkins (Ford), Grangeville, 
and E. V. Lorenz (Pontiac), Lewis- 
ton. 

District 3—F red Lillge (Ford), 
Boise, vice-president; Frank Bork 
(Studebaker), Emmett, and Her- 
man Evans (Buick), Payette. 

District 4 — Kenneth Curtis 
(Chevrolet), Buhl, vice-president; 
Robert E. Carleson (Pontiac- 
Cadillac), Twin Falls; Bus Goode 
(Ford), Rupert, and Chalmer Mar- 
tin (Ford), Shoshone. 

District 5—C. Ed Flandro (Ford), 
Pocatello, vice-president; Ray E. 
Lundahl (Oldsmobile), Idaho Falls, 
and L. B. Myers (Lincoln-Mercury), 
Pocatello. 


vice- 





ORR 
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‘Forgotten Man...’ 


Salesmen’s 


Weak Link 
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Pay Held 
of Trade 


(Continued from Page 1) 


demonstrators, and are allowed 
only $7.50 a month toward gasoline 
and car expenses. 

“With the payment on the car 
plus insurance, gasoline, oil and 
other expenses; it costs, us sales- 
men around $100 a month to oper- 
ate our demonstrators. That left 
me last month with approximately 
$50 with which to feed and clothe 
myself, my wife and two school-age 
children, pay the note, insurance 
and taxes on the house, doctor and 
dentist bills, and other expenses.” 
he said. 

* * . 

“yw KNOW sales during the last 

few months have been terrible 
for all makes, 
aren’t making the big money to 
which they are accustomed. But 
our dealership is making money. 
It always will so Ic ng as the serv- 


5 Ohio Dealers 
Slapped by State 
In 4-Month Span 


COLUMBUS, O. Five dealer 
licenses were revoked or suspended 
in the first four months of 1956 by 
the Ohio dealer’s and salesman’s 
licensing board and the dealer’s 
and salesman’s licensing division of 
the Bureau of Motor Vehicles. 

A report by C. E. Sherman, chief 
of the licensing division, showed 
that in the same period 14 dealer 
applications had been cancelled and 
20 applications had been rejected. 

The board held one rehearing and 
heard two appeals. Nine regular 
hearings were held and five dealers 
received letters of warning. 

The board held 12 meetings in 
the four-month period, at which 62 
cases were discussed. Nine cita- 
tions were sent by the board. 

In the four months, Sherman 
said, only three persons were ar- 
rested for selling motor vehicles 
without a license. 


Obituaries 


Ralph C. Carter sr. 
WALHALLA, 8S. C.—Ralph Caleb Carter 
sr., 74, pioneer auto dealer, died at Oconee 
Memorial Hospital May 26. He had been 
a Ford dealer in Liberty, S. C., for 25 


years. 
* 7 * 


Jd. Clyde Mitchell 
MARTINSVILLE, Va.—J. Clyde Mitchell, 
49, president and treasurer of Mitchell 
Motors, Inc., died May 27 at his home 
here. He had been in the auto business 
here for the past 17 years. He also was 
an executive of Mitchell Motor Company, 
of Bassett. 
* * * 
Arthur P. Bergeron 
KEENE, N. H.—Arthur P. Bergeron, 63, 
an auto dealer since 1915, is dead. He was 
president of A. P. Bergeron, Inc., and was 
@ past president of the Monadnock Region 
Automobile Dealers Agen. 
cd * 
Wyche Dicker 
COLUMBIA, 8S. C.—Wyche Dicker, 60, 
former secretary of the South Carolina 
Automobile Dealers Assn., died May 21. 
Mr. Dicker was employed by Mutual Motors 
and had once been associated here with 
General Motors Acceptance Corp. and 
Houston Motor = - 


Fred Rehkopf 


TOPEKA, Kans.—An automotive pioneer | 


dealer, Fred Rehkopf, is dead here at 80. 
He was a partner with his brothers in a 
carriage manufacturing business for many 
years. It was later converted into an auto 
dealership. 
* * * 
Charles A. Eldridge 
PAINESVILLE, 0O.—Charles A. Eldridge, 
41, an auto salesman, is dead of a heart 
attack. He and his father-in-law; the late 
©. J. Ruhling, formerly operated Ruhlin- 
Eldridge, an auto dealership here. 
- * * 


Vincent P. Reid 
TORONTO.—Vincent P. Reid, executive 
vice-president, General Tire & Rubber Co. 
of Canada, is dead. He had en in poor 
health for the past year due to a heart 
condition. Mr.» Reid joined General as a 
salesman in 1926 in Eastern Pennsylvania. 
* * * 


William E. Ireland 
KITCHENER, Ont.—William E. Ireland, 
47, sales vice-president and a director of 
B. F. Goodrich Co. of Canada, 
dead. Mr. Ireland joined Goodrich in 1934, 
moved to the Canadian company in 1950 
and was named to his last-held post in 
1954. 
+ * * 
William R. Kolb 
PHILADELPHIA.—wWilliam R. Kolb, 46, 
vice-president and general manager of 
Anders & Jervis Chevrolet, is dead. He 
was a. director of the Philadelphia auto- 
motive Trade Assn. 


and the dealers) 








Ltd., is; 


ice department continues to absorb 
expenses. 

“When times get tough like this, 
I think all dealers ought to go 
along with their salesmen as much 
as possible. I believe a minimum 
of $200 per month guarantee, plus 
a straight 3 percent commission, 
plus demonstrator, gas and oil 

would be a fair deal. 

“Our commissions now are $25 
on the cheaper cars, $35 on the 
medium priced model, and $40 on 
the highest price line, plus 5 
percent commission on acces- 
sories. 

“I also think salesmen are en- 
titled to a bonus at the end of the 
year, provided the dealership has 
made money. After all, the dealer 
wouldn’t have made the money 


without the salesmen.” 
- * 


+ 
RACTICALLY the same senti- 
ments were expressed by an 
older salesman who is connected 
with a dealership in the medium- 


|price field. He said: 


“At this dealership there are so 
many house deals, so many kick- 
backs to the service department 
for recruiting prospects and so 
many birddog fees taken out of 
our small commissions that we 
salesmen aren’t making a living. 

“We have the use of a demon- 
strator and used to receive from 
$50 to $75, according to the model, 
per car sold. Any salesman sell- 
ing 10 or more new cars during 
the month received a $10 bonus 
per car or $100 extra for the 
month. 

“This was a good plan and all 
of us were happy with it. Two 
months ago, the plan changed and 
is now very unsatisfactory from the 
salesmen’s standpoint. 

“Commissions are now figured as 
20 percent of the dealer’s profit 
per car, less the service charge and 
gasoline. This may sound fair on 
the surface, but it doesn’t work 
out that way in practice. For 
instance, the dealer figures his 
initial cost on the list. price in 
which he has a pack. There are 
several other angles in the figuring 
which benefit the dealer. 

* * a2 

ET’s look at an actual deal. The 
list price of the car is given 

as $3,493.17. The allowance on the 
customer’s old car is $1,284.95. Sub- 
tract the allowance from the list 
price and you get $2,150. The dealer 
adds the wholesale appraised value 


Flaherty Is Winner 
In ‘500’ Marked 
By 7 Crackups 


INDIANAPOLIS. — Pat Flaherty, 
a former Chicago auto mechanic, 
won the.40th annual 500-mile race 
last week with an average speed 
of 128.490. 

Flaherty, who set a record in 
winning the pole position, was 
never worse than fourth and led 
the field in the final 124 laps. He 
pocketed about $75,000, including 
$19,200 in lap prizes. 

Even though the fastest field of 
cars in history started the race, 
the winning time was only slightly 


| faster than last year’s because the 


caution light was on 11 times for 
one hour and 11 minutes. 

Despite seven crashes, there were 
no serious injuries. Two drivers 
were hospitalized after hitting the 


| wall, Seven other cars were elimi- 


nated by mechanical failures and 
19 cars finished the race. 

Finishing behind Flaherty (in 
this order) were Sam Hanks, Don 
Freeland, Johnny ‘Parsons, Dick 
Rathman and Bob Sweikert, last 
year’s winner. 


Pittsburgh Dealers Set 


1957 Auto Show Dates 


PITTSBURGH, Pa. — The Pitts- 
burgh Autemobile Dealers Assn. 
has announced that its 1957 auto 
show will be held Jan. 19-26. 

Hart Graham, manager, said it 
will be in Hunt National Guard 
Armory. 


of the car, which in this case is 
$425, to the $2,150, making a total 
price received of $2,575. 


“The dealer says his actual cost 
on this model is $2,483. Substract 
this from $2,575 and you get $91.83, 
the dealer’s profit. Take 20 percent, 
and you get the salesman’s com- 
mission, $18.36. 

“Actually the dealer makes far 
more on a deal such as this than 
is put on paper. For instance he 
can sell the used car for more 
than the wholesale appraisal, rais- 
ing his profit right there. Then, 
in most cases, he will get a re- 
bate on finance and insurance 
charges.” 

Another salesman who calls him- 
self one of the “old-timers” in the 
business, and who says he has 
watched salesmen and dealers come 
and go over a period of more than 
40 years, predicts better compensa- 
tion plans for salesmen are coming. 

He says a new-car salesman’s 
morale is at a low ebb today. 
“When a salesman is worried about 
how he is going to feed his family 
and keep a roof over their heads, 
he cannot do a good job,” this 
veteran salesman explains, 

o * * 


— only solution I see,” he 
says, “is a guaranteed salary 
plus commission. That would solve 
our problems, increase dealer 
loyalty, and give the salesman an 
incentive to work harder.” 

Other gripes of salesmen besides 
poor compensation plans include: 
house deals, long working hours 
(60 to 72 per week), sales mana- 
gers showing favoritism, no work 
benefits such as sick or retirement 
pay, running errands for boss and 
sales manager, and doing other 
work around showroom for which 
there is no compensation and little 
thanks. 

A typical compensation plan in 
this area which is considered 
“good” by the dealer is as follows: 

“Each salesman is paid a mini- 
mum of $30 per car. We figure 
we have to have $100 over fac- 
tory cost to take care of make- 
ready, warranty costs, etc. Actu- 
ally we have a little leeway in 
there of between $28 to $40. 

“For instance, say our factory 
cost per car was $2,000. A salesman 
who sold a car for $2,100 would 
receive $30 commission. If he sold 
the same car for $2,200 he would 
make $60. We figure a salesman’s 
compensation on the basis of 30 
percent of the gross profit above 
the factory cost plus $100. 

“We also have what we call the 
‘retroactive’ plan, which is basi- 
cally a scheme to encourage sales- 
men to stick with us. 

* * * 


T WORKS like this: After a 

salesman has been with us a 
full year, we pay him $5 per car 
on each car he has sold during 
the previous year provided he has 
sold 100 or more. If he sold between 
80 and 89, he receives $3 per car; 
90 to 99, $4 per car. This amounts 
to an annual bonus. 

“But a salesman must be in our 
employ a full 12 months before he 
can collect on this plan. If he 
leaves, he does not collect. 

“We also have an _ incentive 
plan in which the wife aids her 
husband directly and collects the 
benefits in the form of merchan- 
dise. We recently called a meet- 
ing of our sales staff to which 
the wives were invited. We had 
a beautiful prize catalog from a 
fine sales promotion firm sent to 
each salesman’s home in _ his 
wife’s name. 

“At the meeting we explained 
that for every prospect the wife 
would send in and we would sell, 
we would send her 3,000 points 
which she could cash in on $15 
worth of merchandise in the cata- 
log. 

“While each salesman and his 
wife work as a team to send in 
prospects from among their own 
family, friends and acquaintances, 
we also urged the wives to ‘work’ 
our other 200 employes (office per- 
sonnel, mechanics, etc.) 

cd * x 
“WE FELT this employe group 
should be a fertile field, for 
each would know plenty. of ‘pros- 
pects’ and it was in their own in- 
terest to promote the sales volume 
of the company. This scheme is 

working very well.” 

From the viewpoint of salesmen, 
two of the better compensation 
plans are offered here by dealers 
in the high price field. One 
furnishes a demonstrator and 
enough gas for business purposes, 





pays $75 on the smaller models 
and $125 on the larger models. 

The other dealer also furnishes 
a demonstrator, plus $10 a month 
gasoline expenses, and pays a 
straight 6 percent commission on 
new or used cars. 

The sales manager explains: 
“We figure the salesman’s commis- 
sion this way — say a car cost 


and ‘we | 
a $2,000 | 


and handling charges, 
allowed the customer 
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HELP WANTED 

AUTO PARTS SALESMEN. 
very extensive well accepted 

parts, hardware and acces: 

and Lincoln-Mercury dealers—-paying top 

commissions. Our expansion into 

territories requires men who now 


We have a 
line of 


have 


or can build a following in their own | 
Reply | 
henii- | 

| 


area. 
to Motor Capital Automotive, 
worth, Detroit 2. 


What have you got to offer? 
112 





sories for Ford 


new | 


4 HELP WANTED 
1 = - ; 
| REPRESENTATIVE—FULL or part time, 
to call on automotive dealers and dem- 
onstrate the world’s ‘‘simplest’’ visual 
| service follow-up system. Liberal com- 
|} mission. Some leads furnished. Write full 
details, experience, age, references, etc., 
in first letter. Simplicity Merchandiser, 
420 N. W. 4th St., 
Okla. 


Oklahoma City 3, 


GENERAL MANAGER. Large, well estab- | 


lished Ford dealership 


ecutive to assist owner. Our volume oper- 
ation is based on quality merchandising 
and a long progressive record of sales 
leadership in this area. Must be thor- 
oughly familiar with all phases of auto- 
mobile merchandising and management; 


training and directing large sales organi- | 


zation; closing deals; appraising and 
marketing used cars, etc. We need a man 
who is not afraid of long hours and hard 
work; 
permanent connection and top compensa- | 
tion. Write stating qualifications, age, 
Past experience. All replies confidential. 
Box 6173, c/o Automotive News, Detroit | 
26. 


SALES MANAGER by old, well established, 


GM dealer in New York and Philadelphia | 
in a top agency, can | 
be filled only by a fully experienced, ag- | 
Write giving experience | 


area. This position, 


gressive man. 
and salary required. Box 6171, c/o Auto- 
motive News, Detroit 26. 


NEW CAR SALES MANAGER. Approxi- 


mately 1,000 cars retail necessary to get | 


our ‘‘percent’’ in zone of influence. Can 
you do this job—make a profit and build 


customer good will for southern Califor- | 


nia GM dealer? Confidential. Box 6172, 
c/o Automotive News, Detroit 26. 


DISTRICT MANAGER. Present or previous 
employment by commercial car or truck 
manufacturer with thorough knowledge 
of all phases of dealer development essen- 
tial. Permanent position with better than 
average earnings, travel allowance and 
car furnished. Must be free to travel and 
service approximately 30 Willys dealer 
accounts in area adjacent to Denver. 
Send photograph with background resume 
to J. G. Read, Kurland Motors, Willys 
Distributors, 1144 Broadway, Denver, 
Colo. 

ACCOUNTANT-OFFICE MANAGER 
Chevrolet dual 
city of 6,000. Progressive dealer. Box 
6149. c/o Automotive News, Detroit 26. 


for | 
in southwestern Ohio— | 


in metropolitan | 
Chicago area needs young, aggressive ex- | 


who is genuinely interested in a/| 


WANTED 
VICE PRESIDENT 


| A consumer finance and small loan company 
desires to expand and requires a top cali- 
| ber executive officer. Applicant must be 
thoroughly familiar in operations and one 
presently employed in secondary position 
| but who has the ambition to become a 
| top executive officer, establishing operating 
policies, financing, etc. 


Remuneration will be by salary, profit sharing 
and stock option. 


This opportunity will provide earnings and 
security with all the rewards of accomplish- 
| ments. 


| All replies will be strictly confidential. 
Box 6193, c/o Automotive News, Detroit 26. 


Ndi ca ten ee 


USED CAR MANAGER available immedi- 
ately. Volume operator, reliable, sober 
and dependable—17 years’ experience. 
Will consider any good location in the 
southern states. Box 6150, c/o Automo- 

| tive News, Detroit 26. 





i 


HELP WANTED 


Cessna Aircraft 


Company, “‘Pro- 


ducers of the World’s Finest Execu- 
tive Air Fleet’’ offers unusual career 
opportunities in the sales division 


Director of Training 


Must have experience necessary to set up a complete sales 
training department and administer it. 


Parts Merchandising Manager 


Must develop and administer a spare part merchandising 


program. 


Must aid dealers in setting up and operating parts depart- 


ments. 


Must be experienced in supervising warehouse operations. 
Must have automotive parts experience on zone manager 


level. 


Export Regional Service Managers and Domestic Regional Serv- 


ice Managers 


Travel and headquarter ‘in Wichita. 
Aircraft maintenance background desirable. 


Must be competent pilots. 


Must read and speak Spanish fluently for the export position. 


Cessna 
If you meet these requirements and are interested in an. un- 
limited opportunity with the World's Leading Producer of Exec- 
utive Aircraft, send your resume and recent photograph to the 


Professional Placement Supervisor, 
5800 East Pawnee Road, Wichita, Kansas. 


please). 


Cessna Aircraft Company, 
(No phone calls 
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SERVICE MANAGER — Experienced in 











POSITION WANTED DEALERSHIPS AVAILABLE | 
DEALERSHIPS AVAILABLE IN all parts 
of the country—all makes and sizes. If 
you want to get into the automobile busi- 


ness now is the time. The time to buy is 


Executive Secretary 


conscientious. Retail background in sales 
and sales management. Dealer operations 
and sales training experience for one of 
“Big Three.’’ Strong on retail sales 
development; believe in dealership opera- 
‘tion on a quality, permanent basis. Wel- 
come rigid investigation. Box 6174, c/o 
‘Automotive News, Detroit 26. 


priced for quick sale. No used cars to 
buy. Write to Box 6188, c/o Automotive 
News, Detroit 26. 


300 NEW-CAR POTENTIAL — handling 
Pontiac and GMC trucks in thriving Il- 
linois city. Modern facilities in leased 
building on main highway. Adjoining 
used-car lot included. Owner forced to 
leave account of other business out of 
state. Box 6160, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING Chevrolet in | 
west Texas. Excellent setup. Sold over 
500 new units 


in 1955. Box 6162, c/o 


EXPERT CAR AND TRUCK salesman 
wants to make $17,500 a year. Have sold 
retail; trained and managed salesmen 15 

rs. Interested in selling at good prof- 
ts. Have done it; will do same for dealer 
for years to come. Don’t expect something 


for nothing. Age, young—40; married; . 

nildren; healthy; plugger; always hun- Automotive News, Detroit 26. | 
. Preference Chevrolet, Buick, Ford) pngaLERSHIP HANDLING Lincoin- | 

in West Virginia, Kentucky, Tennessee, Mercury-Continental — Located in the | 


Ohio or Texas. Available immediately. 
Background of hard work and integrity. 
Will consider sales management. Am 
grown man, not boy. Box 6175, c/o Auto- 
motive News, Detroit 26. 


southwest. 250 to 300 car deal. Selling to 
buy larger dealership. Box 6163, c/o 
Automotive News, Detroit 26. 


DEALERSHIP FOR SALE handling Ford 
or partnership interest to qualified sales- 
man. West Texas oi! and irrigated farm- 
ing area, Box 6166, c/o Automotive News, | 
Detroit 26. 


HANDLING BUICK—City of 150,000. Sold 
650 new, 1,100 used in 1955 with profit 
of $60,000. No real estate, only low parts | 
and accessory inventory and fixed assets 
to buy. Poor health forces me to sell this 
lucrative deal. $50,000 will handle buy- 








OFFICE MANAGER ano GM accountant, 
top-notch of the zone, wishes to locate 
with a successful large volume automo- 
bile dealer. Presently employed. Instant 
records, speed and accuracy with the 
least possible help. Knowledge of finance 
and car papers. Salary plus bonus. Box 
6176, c/o Automotive News, Detroit 26. 


EXPERIENCED 





CHEVKHOLET manager 





, t. $100,000 capitalization needed. Box 
desires change to dealership employing ou | 
no close relative of owner. Active man- 6190, c/o Automotive News, Detroit 26. | 
agement experience in sales, office, parts | AGENCY HANDLING Lincoln-Mercury. 
and service—also personnel management. Sales over $1,000,000 a year, $40,000) 


Prefer south—not over 750 car contract. profit. Sold 250 new, 500 used cars 1955. | 
Box 6177, c/o Automotive News, Detroit Modern showroom, service department, | 
26. Downtown, northwest Ohio city. Price | 
$70,000 includes $10,000 accounts receiv- | 
able, car inventory extra. Apple Company, | 
Brokers, Cleveland 15, Ohio. | 


Chevrolet, 450 unit dealership. Good cus- 
tomer relations. Will relocate any place. 





COMPACT MODERN DEALERSHIP 
- 6178, c/o Automotive News, cee handling Nash in prosperous northern | 
; | California community of 125,000. Buy 
MANAGER — Experienced all| Parts, modern equipment, fixtures only. | 
wie nsus Gonceal Motors and Chrysler vol-| Owner retiring. Write Box 6154, ¢/0| 
ume service operation, know estimating, | Automotive News, Detroit 26. 
customer relations, follow-up systems,| HANDLING CHRYSLER and Plymouth. | 
service promotion, new and used car Lower south New Jersey. 200 car po- | 
preparation. Best references. Metropoli- tential. Large farming and industrial 
tan Chicago preferred. Box 6179, c/o area, Good, continuously growing terri- 
Automotive News, Detroit 26. tory. Trading area—75,000. Approxi- | 


mately $38,000 equipment and parts. $25,- | 





AUTOMOBILE LEASING district manager | 


000 in cash will swing deal. No used 
available. Former owner Walco. Pioneer| cars or receivables. Real estate ap- | 
leaser in eleven western states. Fifteen proval. Owner wants to retire. Age 63. 
years’ experience. Bank references fur- Box 6151, c/o Automotive News, Detroit | 


nished. Box 6180, c/o Automotive News, 
Detroit 26. 


26. 

DEALERSHIPS WANTED 
DEALERSHIPS NEEDED. No matter how | 
many dealerships we have available— 

there are never enough to suit all the 

buyers. Why not get on record with us? 

Non-exclusive listings, low sales fees and 
| the best assortment of prospective buyers 
anywhere. Automotive Enterprises, 10600 
Puritan, Detroit 38, Mich. 


INDIVIDUAL WISHES TO buy out or into | 
a GM or Ford deal in California. Top) 





ACCOUNTANT-OFFICE manager. New 
York zone. Prefer Chevrolet. 500 car or 
more dealership. Capable, energetic, ma- | 
ture. Box 6181, c/o Automotive News, 
Detroit 26. 








SALES MANAGER—Parts and accessories. 
Exceptional background and experience. 
East or midwest preferred. Write Box 
6182, c/o Automotive News, Detroit 26. 








level recommendations from factory and | 

management levels. Financial arrange- 

ments are no problem for the right deal 

in the right location. Box 6185, c/o Auto- 

| motive News, Detroit 26. 

| SOUTHWEST-CALIFORNIA -Florida — ‘‘ Big 

| Three.’’ General manager large New York 
dealership has finances for medium or 
large deal with real profit potential. Ap- 
proval assured. Box 6186, c/o Automotive 
News, Detroit 26. = 

DEALER SERVICES 
MODERN SALES METHODS are the only 


GENERAL MANAGER—32 years old. I 
have literally grown up in the automobile |. 
business, have knowledge of all depart- 
ment functions within a dealership; can 
analyze financial statement, etc. College 
graduate, over 12 years’ experience in the 
automobile business. Desire position in 
300-400 car dealership. with possibility of 
later buying into dealership or completely 
buying out. Box 6183, c/o Automotive 
News, Detroit 26. 











IF YOU ARE THINKING of selling your 


GM or Ford business and the following salvation for your dealership. Money 
would be of interest to you, your inquiry | spent in sensational advertising is wasted. 
would be appreciated. I am 36 years old Why? (1) It costs too much; (2) it 
with 10 years’ of owner management ex- forces the gross profit margin down, and 
perience, factory approval assured. | am (3) the buying public no longer believes 
willing to join an individual in a buy out it anyway. What now, then? Meet cur- 
partnership proposition or a full buy out rent sales problems with up-to-date sales 
up to $350,000. A good town, a good go- methods. How? Go out and get the buyer, 


«ing business and the right kind of people 
are my only requirements. Box 6184, c/o 
Automotive News, Detroit 26. 


don’t wait for him to come in. We can 
furnish you with an excellent article on 
this subject, just written by an authority 
on analysis and correction of selling 
trends of the retail automobile business. 
Clip this ad and enclose together with $5 
and your business letterhead. It will be 
sent to you postpaid. It will be the best 





DEALERSHIPS AVAILABLE 


FOR SALE — DEALERSHIP handling | 
Pontiac-Cadillac in the Kansas City are. | 











. No real estate, receivables or use| cars| jnvestment you've made in a long, long 
to buy. Mike Reeder, Inc., Excelsiro | time. Automotive Enterprises, 10600 Pur- | 
Springs, Mo. | itan, Detroit 38, Mich. 

“BIG 3°’ DEALERSHIP. Eastern New 
York, upstate area in an economically INVENTORY SERVICE 


Stable city. Established 1922. Averaged BUYING OR SELLING A 


7% new and 150 used cars per year. 
Death of owner necessitates sale of busi- DEALERSHIP? | 
Ness including real estate. Trust Depart- | @ Buy Right © Sell Right 


Ny” State Bank of Albany, Albany.)  Parts—Accessories—Equipment 


ee Aad certified physical 
Inventory will suave you money © 
DON'T GUESS—BE SURE 
Call or write for service details. 
Automotive Inventory Service Co. 


DEALER-DISTRIBUTOR in central Iowa. 
Retail population 250,000. Wholesale 14 
dealers in 13 counties. 30,000 square foot 
building adjoining 8,000 square foot lot. 
Located near downtown business area. 
Will qualify Chrysler Dealer Enterprise | 10040 Freeland, Detrois 27, Mich., WE 3-6445 
Plan. Low rent, low inventory, available Western Dealers Attention . 
immediately. Unlimited opportunity for | 429 S. Western Ave. Los Angeles 5, Calif. 
aggressive management. Box 6187, c/o DU 9-5095 
Automotive News, Detroit 26. 








CARS FOR SALE 


NEW YORK CITY'S LARGEST AUTHORIZED FORD 
DEALER OFFERS TREMENDOUS SELECTION OF 
FORMER STOCK CABS 
1954's - 1955's - 1956's 
Fords, Plymouths, Chevrolets 


Standard and Automatic Transmissions—Some with New Rubber— 
All in Excellent Condition. 
Priced low for quick sale. 


Write, Wire or Call CYpress 2-9400 
George Stone, Manager 


KING FORD MOTORS 




















Bronx 5i, New York 






Mt Grand Concourse 
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BUSINESS OPPORTUNITIES MAILING LISTS 


DEALERS’ MAILING LIST—Ford, Chev- 
| rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Pontiac, Buick dealers. Complete 
national list. June, 1956 checked. On ad- 
dressed labels, 35M, $14 per M, Box 6192, | 
c/o Automotive News, Detroit 26. 


TRUCKS FOR SALE 


Make $75.00 A Day 


Regroove tires for automobile dealers, 
fleet operators, and trucking companies. 


The portable HONEYCUTT Automatic 
TIRE REGROOVER grooves all standard 
make treads . . . does a uniformly perfect 


job. Pays for itself in just three months. 


One Hundred International 
Tractors Fully Equipped 


RDC and LCD-405 
134" Wheelbase 


These are really clean trade-ins that have 
had an excellent maintenance program. 
Major specifications and equipment are 
all included in the low delivered price 


MAKES YOU A GREATER NET PROFIT 
WITH LESS CAPITAL OUTLAY THAN 
ANY OTHER EQUIPMENT. No previous 
experience necessary, yet you can clear 
better than $10,000 the first year. 


Write or call HERMAN SMITH DISTRIB- 
UTING CO., 315 Austin, Houston, Texas, 
Phone CApitol 7-9545. 


of only $6795.00. 
Brand New Tires—10:00x22 
12 ply 
NHB-600 Cummins engines 
R-95-C Roadranger transmission 


Finance Plan Available 


PARTS FOR SALE | 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 
Extra Discount on 
Special Phone Orders 
Fast—Direct—C.0.D. Service 


Timken rear axles 
FE-900 Timken front axles 
Full tractor equipment 
Newly painted 


See these used trucks at the 
International Harvester 
Company 
1315 Hutchison Avenve 
Charlotte, North Carolina 


Telephone No. 4-2851 or call your 
local International Harvester 
Branch for further information. 








Art Hansen Buick, 
Inc. 


(fermerly Gerdon Buick) 
Largest Buick Parts Dealer in U. S. 





TRUCKS WANTED 


wrecker. Must have power winch. Short 
wheelbase preferred. Box 6189, c/o Auto- 
motive News, Detroit 26. 


- BUSES FOR SALE 
CONN., MASS., R.I, dealers. Biue Bird 
bodies—supreme in quality. Quickest de- 
livery. Penn Yan, N. Y. assembly. Pete 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 


GENUINE FACTORY reconditioned car- 
buretors while they last. 1932 to 1950. 
Single barrel —$4.50; double—S$6.50. Write 
Chicago Carburetor & Ignition Rebuilders, 





BUSES WANTED 





3936 Milwaukee Ave., Chicago, passengers. One or twenty, also airpor- 
i i ters. Dealer, Box 6194, c/o Automotive 
Ey FOR PARTS—1956 Chrys- News, Detroit 26. 
er Imperial 4-door sedan. Motor and ? r eters 
body parts good. 4,000 miles. H. Kauf- MISCELLANEOUS 


man Auto Parts, P. O. Box 233, Mont- 
rose, N. Y. 


PARTS WANTED 


WANTED 


NEW CHEVROLET CYLINDER ASSY. 
No. 607874 and No. 607876 
Box 6145, c/o Automotive News, 

Detroit 26. | 


linings, $12.50. Civilian jeep tops, $72.20. 
%-ton truck canvas with bow assembly, 








$70.06. 12 gauge clear vinyl plastic for 
making seat covers, S5Sc per yard. 6 
sheets AS-6 clear vinyl plastic 20x50— 


40 gauge for convertible full vues, $2.15 
per sheet. Big Buck, 307 Cambridge St., 
Boston 14, Mass. 





Automatic BraKinG 


THE ORIGINAL YELLOW BAR 








CARS FOR SALE 





CADILLAC — SHARP 1952’s-1956's. All| 
} body styles. Chrysler, DeSoto eight pas- | ONLY $ -_ 
senger sedans only. Prices gladly quoted. ~s CABLES 
McClintock-Cadillac. Ivanhoe 7-5046, Lan- 
sing, Mich. | e e e 
ROBINSON AUTO RENTAL | WITH BRAKE HOOK-UP 
FLEET LEASED CARS LESS 


GUIDE 
CABLES 


ONLY. $5745 


Meets 1.C.C. Strength Requirements 


$61 


1954 - 1955 | 
AT WHOLESALE 
CHEVROLETS, FORDS, PLYMOUTHS | 
Deluxe and Standard— 

Many two-tones 


Now available at Hertz Stations in the fol- | 
lowing cities: Philadelphia, Baltimore, Wash- 


COMPLETE with 
Guide Cables and 
BRAKE HOOK-UP.......... 


ington, D. C., Pittsburgh, Akron, Cleveland, | Meets ALL 1.C.C. Requirement 
Detroit, Flint, Chicago, Milwaukee, Cincin- | ' _ - 
nati, Louisville, St. Louis, Kansas City, Lin- 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


w 
Call Collect Ws py chorges 
40 So. Clinton St., Chicago 6, Ill. 


las, New Orleans, Aflanta. 


ROBINSON AUTO RENTAL 


DIVISION 
218 S. Wabash Ave. 


Chicago 4, Ill. 
|. E. Spatig, Used Car Mgr. 


Webster 9-2144 








ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


WANTED — 1951, 1952 or 1953 Ford | 


Cousins, Hartford, Conn. Jackson 9-3100. 


WILL BUY USED school buses--36 to 66 | 








71 


ANTIQUE CARS FOR SALE 


ANTIQUE CARS, 1922 Ford truck in good 


running condition. New tires. $375. Cen- 
tral Motor Co., Adrian, Mich. 


MISCELLANEOUS 


BLACK BEAUTY TOWBAR 


DRIVEAWAYS USE IT 
FITS ALL CARS 


$45.00 Buys This $60.80 Towbar 
Complete With Steering Cables 
Most Complete Line of 
Towing Equipment 


Whitemule Truck Towbars 
and Truck Saddles 


MARION MANUFACTURING CO. 
Marion, Ohio Phone 2-7594 


The NEW 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


Meets 1.C.C. Requirements 


ONLY ONE CHAIN LOCK BOLT 
ATTACHES COUPLING HEAD 


FOUR CLAMPS TO FIT 
98°% OF ALL CARS, PLUS 
2 Large adaptor clamps 
included with each unit. 


SPECIAL (F.0.8. Factory Net) 


$535 FED. TAX 


INCLUDED 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


THE FAMOUS 
MOTO-MATIC 


TOW + GUIDE 


Four Clamp Unit 


SPECIAL (F.0.8. Factory Net) 


$ 44*5 FED. TAX 


INCLUDED 


Meets 1.C.C. Requirements 


“Leaders Since 1939" 
Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 


COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 
Canadian Factory Distributors 
FIVE WHEELS LIMITED 


1467 Bathurst St. 
TORONTO 10, ONTARIO 








Excellent Bodies - Good Motors - Heaters 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 
1951-1952 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
Sith & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 








CARS WANTED 


WANTED! 
"54, ‘55 CADILLACS 


El Dorados, de Villes, Coupes, 
4-dr. Sedans, Convertibles 


Street Address... . 


eee eeeeee 


With or Without Air Conditioning City..... ee eeccecccccccccce 
Write, wire or call 
Mel H. 
Commiags Car Dealer 
EAST LIBERTY MOTORS lobber [1] taswrence (1) 


“Pittsburgh's Auto Palace” 


5001 Baum Bivd. Pittsburgh, Pa. SR RE Se. sas anncisews 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [[] 


All Other Countries — One Year $12 [J or Two Years $20 [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Wiis ks odsechasenocacadecns) cademndstancosseracedackea 
Ceo ere rccccceccenceceerececceseecccceccccccccccccoseccescces 
RP ERROR OC ORRSCESDE eed SOA 6sbbedE CONS Sano ED Oe Ceaechoes aeendewaeee 
Co ccecccscccccccccsecccce 


Peer eres eeeeeee 


TRADE CONNECTION: 
Truck Dealer (1) 


Cee e eee ere eeeeree 


ee eee eee eeeees 


Zone No.... 


eee eeeee 


Manufacturer () 


Financial (7 Supplier 1 


Hawccccccccccccccvees 


6-4-56 


INTERNATIONALS win friends because they stay on the job 


The INTERNATIONAL Truck Dealer 
makes money year after year— 
and INTERNATIONAL dealerships 
expand and grow—because the op- 
erators who buy INTERNATIONALS 
keep coming back for more. 


The reason is INTERNATIONAL 
quality—in trucks that stay on the 
job, that work longer at lower 
cost. Every truck owner is the 


INTERNATIONAL Dealer’s prospect. 
He offers the world’s most com- 
plete truck line—a model for every 
job, 32 engines in widest choice of 
gasoline, LPG and diesel power. 

And hevhas famous INTERNA- 
TIONAL sales leadership to help 
him sell: 24 straight years in the 
heavy-duty field—21 straight 
years in the 6-wheel field—18 


straight years in the multi-stop 
delivery field. 


Franchises are available ina 
few choice locations. If you are 
interested in an expanding, profit- 
able truck business, write in con- 
fidence to: Manager of Sales, Motor 
Truck Division, INTERNATIONAL 
HARVESTER COMPANY, 180 North 
Michigan Avenue, Chicago 1, Illinois. 


All-Truck Built to save 


owners.the BIG money! 


INTERNATIONAL 
TRUCKS 


Motor Trucks * Crawler Tractors + Construction Equipment / 
® McCormick® Farm Equipment and Farmall® Tractors : 





